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Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 


358,505 Cars 
VOLE EE VG YGG GJ 9, 238.375 Cars 
GORE WG GIST J, 4.395 Cars 
WREST 10.28 


°.f.2 26.8 8 
sae 


Smooth Cleanup Slashes 
Dealer Stocks to 358,505 


By Maynard M, Gordon of monthly cuts which started in 


| News Editor 
—_= of the 1957 model year 
has failed to dampen prospects| the alltime peak, 
|for a nearly complete sweepout of|in March. 
1956 cars by Election Day. = | inereased selectiveness on credit. 
On Oct. 1 franchised dealers af e relief for hard-| Opinions as to the 1957 impact 
had an estimated 358,505-car in- . dealers through factory| of a stringency policy ranged from 
ventory, of which only 300,000 . The mountain shrivelled| a 15 percent cut in volume to “no 
units were of 56 vintage. p902 in June, 679,596 in July,| effect— we'll carry more of our own 
These estimates, made in AUTO- 5882 in August, 504,395 in Sep-| paper.” 5 e e 
| MoTive News’ monthly accounting, 9 1g and finally to 358,505 in Oc-| ESSIMISM was not unanimous, 
are underscored by dealer reports While the 1956 selling year is | by any means. One dealer in 
aoe an ee ta = ending smoothly—if not profitably—|the Great Plains commented that 
chocnet a nah ineetie Ace for most dealers, 1957 models are’ (Continued on Page 4, Col. 1) 


\ imentor, foo GM, Ford Give Monroney 


HE Oct. 1 inventory is 
grappling with a year 0, when! 
Names of ‘Kin’ Dealers 


cars fewer than deal 
stocks totalled 538,375 This was | 
the lowest point of 855’s second 
By William Ullman 
Washington Correspondent 


making their bows with the out- 
° alte look spotted by tight credit. 

In April stocl-s re 898,669, near Three out of four dealers re- 

of 903,789 "recorded | porting to Automotive News 

looked for some effect through 





CL te _Me. 


4h, Nov. 1, 1953, 


575,264 Cars 
i dt io ad de 





PREVIOUS RECORDS 


HIGH Low 
903,789 Cars—March 1, 1956 157,607 Cars—Nov) 1, 1954 

—Automotive News Gompilation 

half. 


The October toYal exceeds by unpublished correspondence be- 


ar Output Due to Top 
100,000-Mark This Week 


By Martin L. Whitmyer 
Staff Writer 
Buick, Cadillac, Oldsmobile 
and Pontiac scheduled to begin 
output of 1957 models, car assem- 
blies in the U. S. this week are 
expected to climb above the 100,000 
mark for the first time in two 
months. 

The last time that level was 
surpassed was during the week 
ended Aug. 11, when the manu- 
facturers turned out 108,155 cars. 
Last week, when all ’56-model car | 

output ended in the U. S., saw the | 
industry begin its post- -changeover | 
return to normal production. The 
estimated 74,014 cars turned wae 
during the week was a 19.7 percent | 
improvement over the previous| 
week’s 59,351 cars. 
* * = 
PITE the increase, car out-| 
put was running 41 percent | 
below Avuromotive News’ three-year 
index and 27.1 percent off the same 
Week a year ago, when the indus- 
try turned out 101,581 cars. The 
Previous week’s assemblies were 
52.7 percent below the index. 

One big factor in last week’s 
increase was Chevrolet’s produc- 
tion of an estimated 26,300 cars 


Top Cars 


New-car registrations for eight 
months: 
1956 Pos. 

1—1,092,517 
923,454 
390,526 
346,515 
318,347 
257,249 
197,363 
155,331 

99,607 
18,554 
72,045 
57,649 
57,642 
30,406 
24,142 
23,555 

6,869 


Make 
Chev. 
Ford 
Buick 
Plym. 
Olds. 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrys. 
DeSoto 
Nash 
Stude. 
Lincoln 
Hudson 
Packard 
Imperial 


1955 Pos. 
1,056,362— 1 
1,032,046— 2 
515,742— 3 
459,269— 4 
397,375— 5 
359,805— 6 
248,054— 7 
193,233— 8 

97,343—10 
102,820— 9 
$3,421—11 
66,354—13 
69,523—12 
21,414—16 
31,979—15 
36,039—14 

8,558—17 
1,178 Cont’l 


59,455 Misc. 37,983 
Total All Makes 

4,191,804 4,817,320 

Further details on Page 60. 


PeRPE PREP rrrerrrr 


57-model 
turned 
revious 
work on 


in its second week of 
output. The GM divisio 
out 13,960 units the 
week — its first week’s 
the new models, . 
The only other assembly eo ,tivity 
at GM last week consisted o-:oken | 
(Continued on Page 69, Col. 3) 


Mercury Shoots 
For Key Market 
With Daring Style 


By Robert M. Finlay 
Editorial Director 
IAMI. — Ford Motor Co. laid 
its 1957 Mercurys on the line 
|here last week as a challenge to} 
|General Motors for “ownership” of | 
| the medium-priced field. 


With a product deliberately 
designed to be the most distinc- 
tive in an industry that normally 
is wary of going out too far on 
the limb of styling changes, Mer- 
cury and top Ford company offi- 
cials told some 5,000 Mercury 
dealers, their wives and partners 
and 160 newsmen from across the 
nation: 

1. The 1957 Mercury was designed 
as the challenge car of 1957. 

2. The “B body” (usually associ- 
ated with Buick and Oldsmobile) is 
the key to the medium-price field, 
and Mercury is now a B body car, 
completely distinct from the Ford. 

* oe ” 


3 The 1957 goal is to boost sales 
© 45 percent, take 6% percent of 
industry sales and sell 235,000 Mon- 
tereys, 140,000 Montclairs and 48,- 
000 Turnpike Cruisers for a total 
of 423,000. Numerically this would 
represent a 100,000 gain over 1956. 

Montereys and Montclairs will go 
on display Oct. 29, with the Turn- 
pike Cruiser to make its bow at 
the national auto show in New 
York Dec. 8. 

Ford officials see Buick holding 
a key place in the General Motors 
lineup with this price pattern: 

Chevrolet/plus $200/Buick 40/ 
60/50/70/Cadillac. 

Ford will match that pattern this 

way: 

Ford/plus $200/Monterey/Mont- 
clair/Turnpike Cruiser/Lincoln. 
Both E. R. Breech, chairman of 

(Continued on Page 4, Col, 4) 


only 62,000 the jAventory of two 

| years ago, which’ preceded by one 

month the loweét point reached by 
| new-car stocky’ in the 1950s. 

Whether e inventory will 

a new low by Nov. 

1 is unceftain, because factory 


ASHINGTON.—General Motors 

and Ford have told the Senate} 
that although their policies forbid 
company officers, other executives | 
or salaried employes from having) 
financial holdings in dealerships, | 
members of their families are al-| 


tween the two factories and the 
Monroney Auto Marketing subcom- 
mittee which was made public last 
week. 

Among those listed as having 
dealership interests were Harold 
H, Curtice, nephew of GM presi- 


157607 1 hed th 
ee Auto News E 
| * 


| nearly 6,300,000. 


schedules/on 1957 models have 
; enough to make pos- lowed to—and do—have them, dent Harlow H. Curtice, and the 


This was disclosed in previously | two sons of Ernest R. Breech, 


| board chairman of Ford. 
Inside 


Harold Curtice was reported by 
GM as owning 90 percent of Cur- 
tice Buick, Charlotte, Mich. 


* * - 


ROBERT BREECH JR., was 
° reported by Ford as holding 
| interests in eight dealerships. They 
include: 

Casa Linda Motors, Dallas 
(60 percent interest); Downtown 
Ford Sales, Los Angeles (10 per- 
cent interest); Greensboro Motor 
| Co., Greensboro, N. C. (30 percent 
| interest); Hull-Dobbs in San Juan, 
|P. R., and Honolulu (both 10 per- 
| cent interest); San Jose Ford Sales 
Co., San Jose, Calif. (44% percent 
interest); Valley Automotive Cen- 
ter, Burbank, Calif. (47.4 percent 
(Continued on Page 65, Col. 1) 


strong chance exists that the 
1 total will slide under the, 


* * 


HE estimated 300,000 “old” 
models in dealer inventories 
Oct. 1 represented less than 5 per- 
cent of the 1956 model run of 


Pontiac and Cadillac set 
goals for 1957. Page 2. 
Truck dealers put accent 
on service, reap profits. 
Page 29. 
Kansas dealers hear opti- 
mistic reports. Page 3. 
How one profitable dealer- 
ship does it. Page 50. 
New-car and truck registrations, 
Page 60. Vehicle output by 


makes, Page 69. Detroit 
auction, Page 4. 


The September reduction in 
stocks, while not as large as some 
sources had expected, still was the 
highest experienced in any month 
this year. The Sept. 1 total was 
504,395, which was 29 percent above! 
the Oct. 1 sum. 

October’s anticipated slash in 

inventories will wind up a series 





300-Horsepower Lincoln Features Dual Headlights— 


The 1957 Lincoln, which appears in dealer showrooms tomorrow (Oct. 16), features dual headlights and a 300-horsepower 
engine. Two four-door hardtops have been added, giving Lincoln seven models in two series. Styling changes include tail fins and 
concealed exhaust outlets. The Premiere or Capri series nameplate has been moved from the rear fender to the front fender, and 
a chrome side molding has been added. (Other photos on Page 37.) 























Knudsen Looks to ’57 Resurgence... 


Pontiac, Cadillac Raise Sights 


* * o— es — — 
F OLLOWING an admittedly oo oan Paes with 66.8 mil- - 
“ > ” i i . Editor, Automotive News 

a agp mee Pontiac oo - “Personal income is on the way DETROIT. Having set an all- 
ge : eee ct . a | Up from the present 324 billion dol- time record of 154,000 sales in the 
eo oe Semon Mine level. | 1956-model year, Cadillac is aiming 
Knudsen told @ «pergonal debt also has risen, but -” for a modest gain 
press preview 1n repayments are climbing fast. to between 156.- 
Detroit last week. “Consumers have both the money 000 and 160,000 
Knudsen, who and the willingness to buy. Ap- sales in 1987, Sales 
aan Pi parently those who did not replace | Shief James M. | 
only a few months a car last year were busy spend Roche told news- 


; ing elsewhere. me . | ® ° oa 
ago, said he was “The tight money policy set down ae here last | Continental Convertible Makes Debut 
counting on the ’ 


in Washington may hurt the auto- 





By Pete Wemhoff 


> 
| 












The press was) The result of the joint efforts of Linccln and the Derham Custom Body Co., the 
restyled 1957 mobile industry a little because shown the 1957. Continental Mark I! Cabriolet convertible is being shown publicly for the first time 
models and our money will be kept scarce. How- model line with at the Texas State Fair in Dallas. Fifty-seven inches high, the car is the first Con- 
soli os Or- ever, business conditions as inter- an “El Dorado” tinental convertible built since production of the Lincoln Continental series was sus- 

anization. in | ‘ Taner a oa 
7 g The “Star preted by the Federal Reserve look. Details of | pended in 1948. Its production involves the customizing by Derham of the body of 


s oard will determine how easily 
Flight” styling emphasizes ay,oney can be borrowed.” 

longer and lower look, and the . ¢* ¢ ®@ 

famous “silver streaks” are miss- 7E BELIEVE we have an out- 
ing for the first time. standing group of dealers, and 
He believes that, in the nation’s we are ¢ ing to give them the kind 

present healthy economic status, of help thes, want in running their 

the auto industry might sell 6,500,- business on the high, successful 

000 new cars in 1957 with Pontiac plane that every good dealer seeks,” 


getting more. of total industry sales Knudsen said. go into ; 7 : r st full week of havin 
: es ; . . production in late Novem- N THE first full week o a zg 
cman garnered in 1906. To my mind there is no question! per, Roche said. will be shown at| = the 1957 new-car market to 
. , 2. es but that our 57 wilkaecelerate into the National Auto Show in Decem-| themselves, Ford dealers found 
RANK V. BRIDGE, general the industry's spotlight this year.”| per and will be publicly introduced | floor traffic heavy but sales propor- 


sales manager, said that Pon- . in January. He expects to produce | tionately light, many deals written 
tiac registered 17.52 percent of total Ford Hires Nance about 1,500 of these cars next year.| at full price and a number of '57 


J. M. Roche the new lines will | the standard Mark II hardtop coupe. 
| be announced to the public Nov. 7. | 
Roche did reveal that the new 
cars will be three inches lower 
than the 1956 models, with 300 
horsepower for the regular 
models and 325 for the El Do- 
rado line. 
The luxury El Dorado line will 





Deals Without Discounts .. . 





97 Fords Drawing Crowds 


by franchised dealers for “a bill 
over” (invoice plus $100). 

The new Fords showed up on a 
used-car lot in Providence at 8 a.m. 
on introduction day. The dealer 


hinted darkly that he already had 








medium-price car sales in the first ° — a Cadillac obtained 2.4 a, ee - a sia a is cubae Gk Gn eee ee o 
7 percent of the total indust ] and at wholesale auctions. ; iat 3 ; ; 
eae age a meter As Marketing in 1956 and would be satisfied with | A dealer in the East reported ‘troduction day this Friday (Oct. chr 
share = this ene in 1087" he Vie -Pr id t that percentage in 1957, which he| he had written 18 firm orders on 19). i aie vid 
declared, “and hope to obtain 8 e esiaden foresees as “a very good year,”| preview day, proudly adding that TH first '57 Ford to show up at to 
percent of total industry sales.” DEARBORN. — James J. Nance,| POSSibly 6,800,000 sales for the en-| his grosses were substantial. His a wholesale auction, as reported tor 


Bridge said over 45 percent of report as to profits was echoed 


Pontiac’s total production of the 
1956 model was devoted to the 
economy-priced series. Pontiac 
will offer six body styles in the 
lower-priced Chieftain series in 
1957. 


“Our three series range from the 


in AtToMoTivE NEws a week ago, 
beat the official introduction date 
by five days and sold for well over 
the suggested retail price. 

Another 27 new-model Fords 
were auctioned at wholesale last 
week at prices considerably softer. 
Top dollar last week was $2,950, 


Packard Corp., was elected last He declared that Cadillac | by other dealers. 
week to the new position of mar-| dealers and distributors have | A Midwest dealer reported 100 
keting vice-president of Ford Mo- done “an outstanding job in 1956,” | orders in the first week. 
tor Co. and believes that dealer-factory Door-slammers turned out in 
Nance relations throughout the industry | groves at Ford dealerships across 
are “better than ever” after a | tno country, although salesmen re- 
tumultuous year. | ported skittishness on the part of 


Rage 
former president of Studebaker-| tite industry. 
| 


also was appointed a 
member of the 
company’s admin- 





7 : > istration commit- Used-car sales by Cadillac dealers | ‘ospects $400 less than it had been prior 
luxurious Star Chief series, through lw si i a ie - a . ™ 
) : u tee and he will| Were up sizeably this year, Roche . i i 
: the middle-priced Super Chief serve as chair-| declared, adding that “dealers cur- oe Se Se ee) eee ae: 


prepared to buy, however, were not 
adamant on discounts and few dis- 


Greater Chicago Auto Auction 


series to the low-priced Chieftain reported selling four Fairlane 500 


sp-| rently have a _ backlo 50,000 
models,” he said. “We're offering ae Se Soe : a 


chandising com-| Orders for new Cadillacs.” 





more color choices, a total of 87 
two-tone and solid finishes.” 
. * * 
F THE nation’s economic 
health, Knudsen had this to 
say: 
“1957 looks like a year of con- 
tinued economic prosperity. 
“Business investment is running 
strong with no sign of a down- 
turn. 


“Employment already has set a 


Business 
Barometer 


Auto Production — 94,497 cars, 
trucks in week vs. 126,163 year before. 

Department Store Sales — Up 
3 percent from year before. 

Freight Loadings — 831,438 cars 
in week, an increase of 15,903 cars 
from year before. 

Gasoline Stocks — 174,720,000 
barrels, a decline of 2,224,000 bar- 
rels in week. 

Jobless Claims 163,000 
week vs. 171,700 year ago. 

New-Car Registrations — 4,- 
005,865 in 1956 to date vs. 4,606,162 
year ago. 

New-Truck Registrations—<13,- 
242 in 1956 to date vs. 610,575 year 


in 


ago. 

Oil Stocks — 278,656,000 bar- 
rels, an increase of 4,053,000 barrels 
in week. 

Soft Coal Output — 10,455,000 
tons estimated in week vs. 9,567,000 
tons year ago. 

Steel Output — 102 percent of 
capacity estimated vs. 101.8 percent 
week earlier. 


mittee. He will 


duties Nov. 1. 





- Nance forfeited 
J. J. Nance at least a part 
of the $286,000 which Studebaker- 
Packard was to pay him for giving 
up his $150,000-a-year contract pro- 
vided he did not take “competitive 
employment.” | 


He said Cadillac is still experi- 


assume his new|Menting with a fuel-injection sys- 
tem, and he feels that 14-inch 

In taking the| Wheels sacrifice too much braking 
Ford position,| power. 


He declined to reveal 1957- 
model prices and said Cadillac 
has no plans at present for in- 
troducing station wagons in its 
lines “because they’re too high 
priced.” 

Roche said that, because of the 


He joined Packard in 1952, later | General Motors 1956 moratorium on 


arranging for the company’s|the appointment of new dealers, | 
merger with Studebaker and then! Cadillac has virtually the same} 
taking charge of the merged com-; number as a year ago. 


pany. He resigned from S-P last 
Aug. 7 after arranging for Curtiss- 
Wright to take over management 
of the firm. 


However, 
he foresees that as the national 
market grows, Cadillac will proba- 
bly add new dealers gradually over 
the years. 





Used-Car Stocks Decline 
To Year’s Lowest Level 


By Robert M. Lienert 
Associate Editor 
NSOLD used cars in the hands 
of new-car dealers have settled 
to the year’s lowest level, accord- 
ing to AvtTomotive News’ monthly 
computation. 

One dealer in five could move 
every last one of his used cars 
in less than two weeks of selling, 
according to dealers reporting 
from the field. 

The Oct, 1 census represented 
the third month in a row that the 
overall average stocks among all 
dealers represented a supply of less 
than 30 days’ selling—the theoreti- 
cal limit for proper used-car con- 


inordinately thorough cleanup of 
new cars this fall. 

Vigorous sales have kept the 
lots thinned out—-with the shortage 
backing up to the wholesale auc- 
tions and thereby making quick 
replacements difficult. 

The successful cleanup has 
affected used-car stocks in two 
ways: It has cut down the number 
of tradeins available for used-car 
retailing and it has led many 


cussed price hikes. 
* 


+ * 


N NEW YORK, it was reported, 

competitive dealers sent shop- 
|pers into showrooms with orders 
| to attempt cash, no-trade, discount 
| deals. The shoppers reportedly re- 
turned empty-handed, with the in- 
format’sn that they were offered 
only QGeals at the suggested list 
price. “ 

Ford dealers believe that the 
p’ »portion of buyers to shoppers 
<4ll increase when competitive 
lines have been shown. 

| Buying thus far, they say, has 
been largely confined to persons 
who set great store by being the 
first in their neighborhood to drive 
home a new '57. 

The apparently good announce- 
ment for Ford has sparked hopes 
for other dealers, who remember— 
along with their Ford competitors 

the rather flat 1956 announce- 
ments. 





* * * 


ISCONCERTING to some Ford 

dealers was the sight of ’57 
models on used-car lots. In Denver, 
they cropped up on two lots, with 
token mileage and discounted 
prices. They were titled cars, 
brought into Colorado from other 
states. 

While franchised Ford dealers 
were loud in their complaints, 
they admitted that the problem 
centered within their own ranks 
—since the cars reportedly were 


delivered to used-car operators | 





27% 


oe 


hardtops at $2,950, $2,850, $2,800 and 
$2,680; a Fairlane hardtop at $2,695, 
and a Fairlane 500 four-door sedan 
at $2,690. 

Dyer Auto Auction, Dyer, Ind., 
reported selling four Fairlane 500 
hardtops at $2,850, $2,695, $2,635 
and $2,300; a Fairlane 500 four-door 
sedan at $2,600; a Fairlane hardtop 
at $2,700; a Custom 300 four-door 
Sedan at $2,250, and a Custom six- 
cylinder two-door sedan at $2,335. 

Denver Auto Auction sold a 
Country Sedan at $2,950; a Ranch 
Wagon at $2,800; a Fairlane two- 
door sedan at $2,680, and five Cus- 
tom 300 two-door sedans at $2,650, 
$2,325, $2,525, $2,300 and $2,225. 

Colorado Auto Auction, Littleton, 
Colo., sold three Fairlane 500 hard- 
tops at $2,785, $2,725 and $2,680; a 
Fairlane 500 four-door sedan at $2,- 
700, and a Custom 300 two-door 
sedan at $2,375. 


Chevrolet Trucks 
Introduced with 


3 New Engines 


DETROIT. — Boasting three new 
V-8 engines, Chevrolet's 1957 trucks 
to be displayed at dealer show- 
rooms Oct. 19, rank as the most 
powerful and versatile the com- 
pany has ever built, Chevrolet said. 

The line ranges from pickups 
and sedan deliveries to tandems 
capable of performing on or off 
the highway and has been ex- 
panded to 88 models on 22 wheel- 
bases. 

The new engines are rated at 


|160, 175 and 210 horsepower, -The 


latter engine, according to Chevro- 
let, delivers 15 more horsepower 
than any previous Chevrolet truck 


Used-Car Prices — $796 average 
in October to date vs. $815 in Sep- 
tember. 

Wholesale Prices — 115 percent 
of 1947-49 index vs. 115.2 percent 
week cartier. 


| trol. engine. 

A fourth V-8 engine, rated at 195 
| horsepower, was introduced last 
year. 

Combined with four engines 
available on lighter models — three 
sixes and a 155-horsepower V-8 — 
the selection of engines for 1957 
comes to eight, two more than last 
| year. 

Eight transmissions are available 
|—including two automatics and an 
overdrive option on one of the six 
manual gearboxes. The automatié 
i 1 Showpiece of Chevrolet's 1957 lightweight truck models is this rakish half-ton pick- | include the six-speed Powermatic, 
= Bie. 7 major factors: The high pitch | up, the Cameo Carrier. In addition to bolder grille treatment, styling changes in-| with a_ hill retarder, and the 
39.53 39.03 maintained all year long in the | clude the streak painted in a second color between metal moldings along the plastic | Hydra-Matic, which is offered im 
used-car market itself and the | rear panels. The Chevrolet truck line goes on dealer display Friday (Oct. 19). | two sets of gear ratios. 


| * * o 

yes Oct. 1 stocks were good oil 5 
26.2 days of selling, compared 

| with a figure of 28.7 days on Sept. | 
|1 and 26.6 days on Aug. 1, the | 
Bi | previous low for 1956. 
Be Common Stocks | Used cars in stock reached their | § 
Hi 7 op. 1966 |peak this year on Jan. 1, when| ; 
fi Am. Motors 6% 6% |inventories represented a 43.6-day | 

raat Chrysler 75% 74%, | supply. 

Ford 61% 61% | Contributing to the recent Chevrolet's Cameo Carrier for '57— 
GM 48% 47% scanty supply have been two | 
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High 
8% 
87 
63% 
A 
10% 


Low 
5% 
60 
51% 
404%, 
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Dealers tell me 


By John 0. Munn 





HAT are the prospects for these 
wonderful new models in this 
wonderful land of ours? 

We work in a dynamic industry 
in a nation whose economy is char- 
acterized by basic strength and 
consistent growth. But to make the 
most of the situation, each indi- 
vidual automobile dealer must look 
forward. He must plan for the fu- 
ture. He must make his plans be- 
come realities. 

In this wonderful new model 
year, he should exclude from his 
consideration the razzle - dazzle 
sales methods of the immediate 
past and use for his basic busi- 
ness concept—service to owners. 

It is only in dealers’ willingness 
and ability to please owners that 
the industry can thrive or sales be 
made profitably. The only reason 
60 million cars are in operation is 
because in every community in 
America there are dealers who pro- 
vide satisfactory maintenance. The 
growth of the industry, in reality, 
is due to the fact that dealers 
throughout the country have pro- 
vided the facilities and manpower 
to keep these vehicles in satisfac- 
tory operation. 
” ca * 


Outlook Promising 


 peeonagpers for 50 years have kept 
pace with the growth of the 
industry. They will continue to do 





Tunmore to Head 


57 Buffalo Show 


BUFFALO. — Edward E. Tun- 
more will be general chairman of 
the annual auto show of the Buf- 
falo Automobile Dealers Assn. Jan. 
5-12 in Masten Ave. Armory. Mar- 
jorie M. Baker, association execu- 
tive secretary, will serve as show 
manager. 

Committeemen are: Admissions, 
Walter A. Arenz and Henry W. 
Cohn; advertising and promotion, 
Martin J. Echtenkamp and John 
H. Erhart; allied exhibits, George 
C. Ostendorf and Chester G. 
Daetsch; decorations, Percy J. Hunt 
sr, Edward D. Aschbacher and 
Lester H. Weigel; music, Thomas 
C. Grisewood and Anthony J. La- 
Mastra, and program, Lawrence E. 
Read and Ervin J. Wolf. 


Sanford (Fla.) Dealers 


Form Assn.; Elect Hunt 


SANFORD, Fla. — The Sanford 
Automobile Dealers Assn, has been 
formed here and W. F. Hunt 
(Lincoln-Mercury) has been chosen 
to head the organization. 

Other officers are W. R. Willis 
(Pontiac), vice-president, and K. C. 
Reimann (Chrysler - Plymouth), 
secretary-treasurer. Walter C. Mal- 
lory, general manager, Florida 
Automobile Dealers Assn. was pre- 
sent at the organizations meeting 
at the invitation of the dealers. 
















Index 


Advertising News .............. 
Auto Dealer Changes 
Auto Market Reports 
Auto World in Brief 
Bulletin Board 
Case Histories 
Coming Events 
Court Decisions 
se ee Sas So ae 
Highway and Safety News 
NN oles on 20g ban 4-6 wine 
Legislative News 

































































I Se swan edb ka Soca cas 12 
NEA ep eee 48 
RS os a's sw gadale'e adie 70 


Personnel (Factory) 
Meme DROUIN. a o.occcccecsevas 
Production by Makes ........... 
Registrations, Cars, Trucks 
Service Highlights 
oo enor 
Used-Car Auctions 
Washington Corumn 

















so. The situation in America is not) 
what it was even five years ago. It| 


will not be the same next year as) 


it is today. The outlook is promis- 





ing, and the trade must keep) 
abreast of the times. 

We all realize that the popula-| 
tion is increasing rapidly by the 
rate of about 2% million persons.a 
year. Obviously, with a larger popu- 
lation, we have more potential cus- 
tomers than ever before. Last year 
there were more than 1% million 
marriages, Every marriage means 
a chance for another sale. 

There were more than four mil- 
lion births last year, So the basic 
primary market is growing. 

There has been more than one 
million new dwellings built a 
year since 1948, many of them in 
the suburbs, which means addi- 


tional two-car families, The na- | 4 


tional income last year was more 
than $322 billion, quite a contrast 
with the $75 billion in 1930 or the | 
$81 billion in 1940 that so many | 
of us remember. 


The percentage of automobile- 
buying families has increased be- 
cause personal and family incomes 
have advanced rapidly. The median | 
of family incomes, according to 
U. S. Department of Commerce, has} 
gone from $1,190 in 1935 to $4,173 
in 1954, almost four times as much. 
The pattern of family income dis- 
tribution has also changed rapidly.) 


In 1935, 77.7 percent of the fami- 
lies had an income of under $2,000. 
Today only 19.8 percent of the fami- | 
lies are in this low-income group. | 
In 1935, only 3 percent of the fami-| 
lies had incomes of over $5,000 a 
year, but this income group had 
increased to 37.3 percent of the, 
total in 1954. 


* * 


Must Locate, Sell 


F COURSE, this means — 
families with sufficient income | 
to enjoy the use of au obiles. | 
More people are also at wari and | 
earning more money. They are sav-| 
ing at the rate of $17 billion or $18) 
billion a year. These savings, of| 
course, represent reserve buying 
power. J 
These are just some of the fac- 
tors that reflect our opportunities | 
in the new-model year. Even with) 
all this favorable outlook, we must) 
realize that this is a competitive)! 
business and none of us are going 
to get our share of it automatically. 
People are not going to come to us 
and seek us out. We must locate 
and sell them. 

It goes without saying that we) 
must know our product. We must 
know the strong and weak points) 
of competition. Because it is be-| 
coming more and more recognized | 
that service is the keystone of this | 
trade, it is evident that we must 
do more selling of the importance 
of the dealer to the new-car pur- 
chaser. 

We must sell the dealership and 
the reasons why it does make a 
difference to the customer where 
he buys his car. We must train 
our salesmen to do this job. We 
must inspire him and develop his 
courage. Then we must support 
him by rendering the kind of 
service to owners that will hold 
them and attract new customers. 

This is more than a one-year bus- 
iness. We can’t be reminded of that} 





fact too frequently. Our plans and} 


programs for the new-model year 
must take into consideration, first 
of all, services to the customer. In 
other words, our factory manufac- 
tures cars, but it is up to us to 
“manufacture customers” by serv- 
ing those already on our books, as 
well as convincing prospects of our 





ability and willingness to take care 
of their needs. 

Yes, there is a great promise in 
the future but it is no guarantee to 
the individual dealer. The rewards 
will go only to the dealer with the 
proper conception of his business, 
who will make plans to use all 
methods in his command to “manu- 
facture customers,” who are favor- 
ably disposed in advance to pa- 
tronize him. 
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Dealer Corbin Elected 


National BBB Leader 


SAVANNAH, Ga. — David C. 
Corbin, president of City Chev- 
rolet Co., Akron, has been elected 
chairman of 
the board of 
governors of 
the Assn, of 
Better Business 
Bureaus at its 
42nd annual 
conference here. 

Corbinisa 
past president 
of the Ohio 
Automobile | 
Dealers Assn. | 
and the Akron 
Automobile Dealers Assn. As a 
recent chairman of the ABBB’s | 
finance committee, he has been 
cooperating with NADA in at- | 
tempting to eliminate objection- | 
able advertising and selling prac- 
tices. 





D. C. Corbin 











P 


oints to Cooperation on Cleanup... 





Wiles Cites Progress 
In Dealer Relations 


HUTCHINSON, Kans.—The auto 
factories have made a good start 
toward improving their dealer rela- 
tionships, Ivan L. Wiles, GM execu- 
tive vice-president in charge of 
dealer relations, declared at the 
convention of the Kansas Motor 
Cars Dealers Assn. 

Wiles asserted that progress in 
the auto industry depends on 
understanding and cooperation 
between the manufacturers and 
the dealers, but added, “It will 
take more than an overhauling 
of factory policies to accomplish 
the desired objectives.” 

“Sales success in this business is 
something that must be earned. It 
doesn’t come automatically. Most 









ye 


Making Plans for Columbus Auto Show— 


Floor plans for the second annual Columbus (O.) Auto Show, to be held Jan. 5-13 at 
the Veterans Memorial, are checked by dealers who will direct the show. From left 


| are Harold Wood, Wood Motors, Inc.; George Woodworth, Bobb Chevrolet Co., show 


committee chairman; Robert Keim, Gager-Keim, Inc.; and K. C. Browne, George Byers 


Sons, Inc. 


Pittsburgh Dealers Back 
BBB Advertising Code 


PITTSBURGH. — In a bulletin to! 
its members, the Pittsburgh Auto- 
mobile Dealers Assn. announced 





told: 


program, the new-car group said. 
Pittsburgh new-car dealers were 
“It should be very strongly 


that it “completely endorses and| emphasized that this announcement 
fully supports” a Better Business| letter is only the opening gun of 
Bureau program to clean up unethi- | a major action. 


cal advertising and sales practices. | 
The Western Pennsylvania In- 

dependent Automobile Dealers | 

Assn. also is cooperating in the 


Chicago Dealers 
Predict 500,000 | 
Show Attendance 


DETROIT. — Reporting new-car 
excitement at a high point, dealer 
leaders of the Chicago Auto Show 
predicted here last week that the) 
show will attract more than a half-| 
million persons. 

Don Mullery (Ford), show chair- 
man, told representatives of the 
auto makers, advertising agencies} 
and newsmen last week that he 
had more people in his showroorn 
the week after new models were! 
announced than during all of the| 
rest of the year. | 

Mullery, C. J. McCorkle, presi- 
dent of the Chicago Automobile} 
Trade Assn., and Ed Cleary, man-| 
ager, told the Detroit men of plans| 
for the show which will be held 
Jan. 5-13 in the International Am- 
phitheatre, Chicago. 

Last year the show drew a record | 
493,000 attendance. 


Tax Deadline Today 


WASHINGTON. — Today 
(Oct. 15) is the last day for 
dealers to file Floor Stock Tax 
Form 2265 with their District 
Director of Internal Revenue. 


| 





The tax is applicable to July 1 
(1956) stocks of 


“Individually and collectively, you 
have been decrying this unhealthy 
advertising situation in which your 


dollar is wasted, your product de- 


preciated and your truthfullness 
questioned. 

“Here is your opportunity to do 
something about it. Read your 
BBB letter carefully, and sign 
and return at once the attached 
Pittsburgh Advertising Code sig- 
nifying your endorsement of this 
program.” 

The association also announced 
that space contracts have been 
mailed to car manufacturers for the 
23rd Pittsburgh Auto Show which 
will be aeld Jan. 19-26 in Hunt 
Armory. 

The space drawing will be held 
Nov. 6 in the Webster Hall Hotel. 


dealers accept the fact that nothing 
will free them from the rigors of 
competition.” 

As an example of the. factory- 
dealer cooperation needed, he cited 
the reduction of the stockpile of 
unsold new cars since last spring.” 

Wiles urged the dealers to pay 
careful attention to their service 
business because it is “not only a 
substantial but a stable source of 
profits.” 


J calling the 1957 auto prospects 


“excellent,” he explained his opti- 


mism by noting the strength of the 
used-car market and the marked 
advances in design and engineering 
in the 57 models. 

The long-range outlook for the 
retail auto business is bright, Wiles 
said. He cited “basic” favorable fac- 
tors such as population growth, in- 
creasing industrial productivity and 
broadening of the income base. 

An optimistic view of the in- 
dustry was also painted by Sen- 
ator A. S. Mike Monroney, who 
predicted that a million more cars 
would be sold in 1957 than will be 
sold in 1956. 

Monroney, chairman of the 
Senate’s subcommittee on auto mar- 
keting practices, said, “Sharp, new 
models and the new-found inde- 
pendence of dealers has improved 
the prospect everywhere.” 

He credited the congressional 
probe and NADA with a decrease 
in unfair trade practices such as 
bootlegging. 

Monroncey said he hoped that the 
“factories will absorb a part or 
all of the steel price increase in 
order to keep prices down on new 
models.” 

Frederick J. Bell, NADA exec- 
utive vice-president, told the 
dealers, “The automobile industry 
needs more leadership. Not all 
will be able to obtain the high 
peak of leadership, but by striv- 
ing for it, the industry and the 
economic situation of the country 
at large will be improved.” 

He compared the U. S. auto situ- 
ation with the situation in England 
where fixed prices are enforced. 

On the final day of the conven- 
tion, the Kansas dealers voted to 
retain the present roster of officers 
until. the next convention in the 
spring. J. M. O’Mara is president. 


$100,000 Rebate 
To Conn. Owners 


HARTFORD, Conn. — The State 
Insurance Department here has re- 
ported that it has made cash re- 
coveries of more than $400,000 for 
18,000 Connecticut residents over- 
charged for insurance premiums as 
of Aug. 1. 

With more complete cooperation 
by other car purchasers, an es- 
timated $100,000 more could be col- 
lected, according to Thomas J. 
Spellacy, state insurance com- 
missioner. Departmental examiners 
examined about 80,000 policies and 
found that 30,000 had been correctly 
rated. 


On the House... 


Just received 


the following letter from James 


Cope, Chrysler Corp. vice-president: “For the rec- 
ord, Chrysler Corp. is not seeking a new dealer 
force to market a new automobile, and we are not 
planning to introduce a new line of cars as pre- 
dicted in your column of Oct. 1”... 

C. A. McRobert (Ford) succeeds George Wallace 


(Buick) as Oregon’s NADA director . . 


. Ford 


dealers in Chicago area are trimming off some 
fringe promotional activities . . . Chicago Tribune 
has added “Partial List” to the heading on its 
“Factory Authorized New Car Dealers” listing .. . 
Oregon association has appointed M. C. Lynch 


Wemhoff 


and Ken Conroy to board of directors... 


Florida dealers are warned against using cardboard license plaques 
on new cars sold to out-of-city customers, in lieu of Florida tags... 
Northern California association has added three new members. 


—Pete Wemuorr, Editor, 
Automotive News 
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Below 30-day Supply Third Month in Row .. . 


Used-Car Stocks Hit Year’s Low 


(Continued from Page 2) ;counter to the pattern established| appreciably in the past two weeks 
dealers (because of individual new-|a year ago, when stocks rose from| and tradeins on ’57 deals, now 
car shortages) to push extra hard| a 29.7-day supply on Sept. 1 to 35.3| trickling in, will gain momentum 
on used units. days on Oct. 1, as the month runs out. 

Si It is anticipated that used-car 
HE reduction in stocks will increase during this 
month. Sales have slowed down 





inventories 


from Sept. 1 to Oct. 1 ran| 


30-day-supply limit. 





ranged above that level. 


Cleanup Goes Smoothly... .s. © 


k SI h d aa reported to AUTOMOTIVE 
Ww News this month that their 
Ne -Car Stoc S as e Oct. 1 stocks ranged from 10 to 60 
days’ supply. A total of 80.9 per- 
cent said their stocks were good 


(Continued from Page 1) 


for 30 days or less. 

On a more precise breakdown, 
19.0 percent had stocks good for 
10 to 15 days, 619 percent 


“tighter credit will make for better pects as varied a selection of colors 
and more profitable sales, with less| and options as possible. 
contingent liability on the dealer.’ Psychologically, too, jubilation 
Another undismayed westerner| over the unprecedented selling of 
said that credit policies will be of| the 1955-model year still had not 
no deterrent because of cessation! abated. There was every reason 
=. “1955 practices and run away! 4, expect that the ’55-selling fling 
vorums. would run into the ’56 model year 
Slightly more than half of the without ietu 
dealers polled said they were The setadived? “soft” market of 
making money, even with the | in. early months of this year, com- 
56 cleanup in full swing. bined with the Congressional hear- 
With October new-car stocks well| ings which culminated in the 
below the levels of a year ago, no O’Mahoney-Celler law, have re-| but their used-car supply at or 
record-breaking upsurge like that| sulted in a more cautious attitude) below the 30-day level. The range 


of last winter now seems likely. | by factories as to a winter inven-| ya. eight to 70 days. 


Dealers entered the present| ‘TY climb. ee * * * 
calendar year with more than 800,-| _ Dealers also are inclined to be- T WHOLESALE used-car auc- 
000 cars on hand. Nearly 150,000| lieve that the pendulum has swung) A tions last week, according to 
new models were added to inven-| to the as side on color| Automotive News’ index, the over- 
tories last November alone, after) Combinations. This would lessen the) ai average price dropped $3 to 


the factories rolled into high gear| "ecessity of carrying a flock of |; 
as Soom gn s multi-colored care in stock. | wind up at $796, a new low for the 
. | year. 


Actually, the index was split— 
four models running counter to 
the downward trend to offset the 
other four on the index, 

Last week’s upward readjust- 
ments were: '52s, up $12 to $456; 
50s, up $8 to $214; ’55s, up $5 to 
$1,457, and °49s, up $3 to $158. 

Losing in price were: '53s, down 
| week for Europe where he will Ste Gren Ge ke ae, oak ‘cn 


attend the Paris 
and London auto down $27 to $2,022. 


carried an inventory equal to 31 
days or more. 


day limit. 
A year ago on Oct. 1, some 56.3 





* * os 


| _ 
E explanation given by factory | ° 
officials for this outpouring ot Colbert Begins 
ears in cold-weather months was 


the need for dealers to offer pros: Huropean Tour; 

Will Visit Shows 

New-Car Stocks | 227% 5. ott Pia 
In Field, In Transit 


(Compiled by Automotive News) 

















The Oct. 1 count of 26.2 days’ 
supply was the fifth time this year 
that stocks have been within the 
On the five 
other census dates, they have 





reported stocks matching 16-30 | 
days of selling and 19.1 percent | 


A month earlier, stocks ranged | 
from eight to 60 days’ supply, with | 
only 70.0 percent of the dealers | 
reporting inventories within the 30- | 


percent of the dealers reporting | 





J. W. Watson 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


Oct. 10 
(Sold 124 cars out of 178 entered.) 


BUICK — ’'56 Special conv., $2,415*; 


Special Riviera, $2,100*. '55 Special 
Riviera, $1,780*, $1,530*; 2-dr., $1,- 
470*. °’54 Super 2-dr., $1,500*; 
Riviera, $1,350* (ps); 4-dr., $1,325°; 
RM conv., $1,400* (ps); Century 
Riviera, $1,370*; Special Riviera, $1,- 
270*; 2-dr., $1,150*. ‘53 Super 4- 
dr., $785; station wagon, $590*; Spe- 
cial Riviera, $845*, $650. °'52 Super 
4-dr., $500*; Riviera, $495*. 40 4-dr., 
$285. 


CADILLAC—’55 (62) Hardtop, $3,130* 


(ps). '52 (62) 4-dr., $1,285. 


CHEVROLET—’'56 Bel Air (8) Hard- 


top, $1,850*; conv., $1,790*, °55 Bel 
Air (8) Hardtop, $1,415*; conv., $1,- 


405; 2-dr., $1,295*, $1,250°; 4-dr., 


$1,190* (ps); Two-ten (8) Delray, 
$1,120; One-fifty (6) coupe, $650. ’54 


Bel Air Hardtop, $1,000*; Two-ten 


(8) Delray, $975*, $860; 2-dr., $865, 
$770*. °53 Bel Air Hardtop, $690*; 
2-dr., $675; Two-ten 4-dr., $275. '52 
SL Deluxe 4-dr., $405*. °51 SL De- 
luxe 4-dr., $260. '41 coupe, $215. 


CHRYSLER—'53 NY 4-dr., $810* (ps). 
DeSOTO—’'55 Fire Dome (8) Hardtop, 


$1,670*,. '53 Fire Dome 4-dr., $640*, 
$600*. °51 Custom 4-dr., $165. 


DODGE—’'56 Royal Lancer Hardtop, 


$2,000*. °54 Coronet (8) 4-dr., $845. 
'53 Coronet Hardtop, $500*; conv., 
$495. ‘52 Coronet 2-dr., $200. ’51 


4-dr., $200. '49 coupe, $150. 
FORD—'56 Fairlane (8) Victoria, $1,- 
800*, $1,630*; Custom (8) 4-dr., $1,- 
530, $1,450. '55 Fairlane (8) 2-dr., 
$1,.350*, $1,240°; 4-dr., $1,285*, $1,- 
260*; Ranch Wagon, $1,380, $1,365; 
Custom (8) 2-dr., $1,155, $1,075; 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Main (6) 2-dr., $965. '54 Custom (8) 
2-dr., $850, $815; Main (6) 4-dr., 
$605. °53 Crest (8) Victoria, $750; 
Custom (8) 4-dr., $725*, $705, $690*, 
"52 Custom (8) 2-dr., $460. °51 De- 
luxe (6) 2-dr., $165. 

HUDSON—’55 Rambler station wagon, 
$1,525*. 

MERCURY—’55 Montclair conv., $1,- 
505*; Monterey 4-dr., $1,500*. ‘54 
Monterey Hardtop, $1,350*. °53 Mon- 
terey Hardtop, $840*; 4-dr., $655"; 
Custom Hardtop, $765*. "52 Monterey 
Hardtop, $565°. 

NASH—’52 Rambler Hardtop, $325. 

OLDSMOBILE—’'55 (98) Holiday, $2,- 
240° (ps), $2,015* (ps); (88) Super 
Holiday, $2.100* (ps), Deluxe Holi- 
day, $2,020* (ps), $1,890* (ps). ‘54 
(88) Super Holiday, $1,530*; 4-dr., 
$1,370*; 2-dr., $1,325*; Deluxe 4- 
dr., $1,300*, $1,085. 

PACKARD—’55 Clipper 4-dr., $1,600*. 

PLYMOUTH—'56 Belvedere (8) Hard- 
top, $1,925*. °55 Savoy (8) 4-dr., 
$1,100*; 2-dr., $1,075, 2 at $1,050; 
Savoy (6) 2-dr., $1,035; Suburban, 
$1,125*; Plaza station wagon, $970. 
"54 Savoy 2-dr., $750; 4-dr., $700; 
Plaza 2-dr., $615*. '53 Cranbrook 2- 
dr., $490%, $400; 4-dr., $400. ‘52 
Cranbrook 4-dr., $510*. 

PONTIAC—'55 Star Chief (8) 4-dr., 
$1,550* (ps); Chieftain (8) Catalina, 
$1,390; 2-dr.. $1,250. °54 Chieftain 
(8) Catalina, $1,145*; 4-dr., $945*, 
$780. °53 Chieftain (8) 2-dr., $605*. 
°52 Chieftain (8) Catalina, $475*; 4- 
dr., $425*, °'51 Silver Streak (8) 2- 
dr., $330; 4-dr., $320*, $295. 

STUDEBAKER — '54 Champion 2-dr., 
$750. 

MISCELLANEOUS — ‘52 Chev. %-ton 
pickup, $420. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 38, 39, 40, 41, 42. 





Mercury Aims for Key Spot 
With Daring Design 


(Continued from Page 1) 


N RECENT years, Oldsmobile | 
and Buick have dominated this | 


Metropolitan Gets 
Own Sales Chief 


sales manager. 


marketing vice-president. 
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Cars Cars tn — | shows and visit . = : 

In Transit Potential Chrysler assem- . . 
ooaet =, —. Te bly plants during) Here's Sales Score 
tse Ss = tion tour. for August 
June 1.°50... 247.680 160,200 407,880 Accompa- —— registrations, all states 
Sept. 1, °50.... 239,642 160,400 400,042 nied by Mrs, Col-| for August: 

Jan. 1, 51... 305,858 89,900 404,788 bert, he will fly | 1956 Pos. Make 1955 Pos. 
Apr. 1, "51... 406,541 138,500 545,041 first to Paris. At 1—145,680 Chev. 151,849— 1 
cae . = ae io ant 4 the French auto! 2—131,769 Ford 
ok a P . el Oe sd show he will) 3— 51,404 Buick 
ee an Iseven gp aee nerzes|., Colbert = meet Nicholas| 4— 44,976 Plym. 57,280— 4 
Mar. 1, ‘52... 182.577 76,000 258,577, Kelley Jr, Chrysler export presi-| 5— 41,852 Olds. 55,202— 5 
Apr. 1, °52.... 213,391 83,000 296,391, dent; Kenneth E. Thompson, ex-| 6— 34,318 Pontiac 47,216— 6 
May 1, 52... 261,674 88,000 339,674, port sales vice-president, and C. 7— 28,520 Mercury 34,851— 7 
June 1, '52.... 232,036 70,000  302,036| N. Galer, special adviser. 8— 21,568 Dodge 23,726— 8 
duly 1, "52 193,462 84,500 277,962 From Paris he will : 9— 13,517 Cc dill 12,620— 9 | 
* go to Belgium | . adillac A 
. & ‘ y 174, 7 ; _- “ 

oo. _ =. an ae cman | 0 inspect the corporation's plant| 10— 10,786 Chrysler  11,785—10 
Oct. 1, 52... 233,556 89,000 322,556|in Antwerp, then to England to li— 9,423 DeSoto 9,378—11 
Nov. 1, ’52.... 308,894 90,500  399,394| visit the plants of Chrysler Mo-| 12— 7,749 Nash 9,302—12 
Dec. 1, '52.... 287,247 76,000 363,247| tors, Ltd. and Dodge Brothers,| 13— 6,950 Stude. 7,310—13 | 
Jan, 1, '53.... 291,671 83,300  374,971/Ltd. and attend the London auto| 14— 4,483 Lincoln 2,710—16 
Mar, 1,°53.., senenl © Stcaeo.ave-si | 22OW- s— 2 eee =O 
ar. 1,’ , ’ ° ° . c | 9 x 
Apr. 1, °53.... 445,882 89,300 535,182 | Colbert will conclude his tour _ — wd a 
May 1, ’53.... 490,381 97,700 588,081 | With a visit to the Ghia auto works — 37 Conti 850— 
June 1, 53... 463,546 73,500  537,046/in Turin, Italy, where many of | od Mis . 
July 1, °53.... 479,698 82,800  562,498| Chrysler's “idea” cars have been 8,712 Mise. 5,980 
— - = ae a ee | fabricated. Departing by air from | Total All Makes © 
on. 1.03... GOneet 0.900 -579.937| OMe, he will return to the U. S.| 568,320 658,964 
Nov. 1. 53... 538,087 68,300 606,387 | ON Oct. 29. — 
Dec. 1, °53.... 430,876 29,000 459,876 editing 
Jan. 1, 54... 428,125 36,600 4 f B 
Feb. 1, 54... 466,176 60,600 526,776 | 
Mar. 1, '54.... 511,122 62,000 573,122 | raive ecomes 
Apr. 1, 54... 541,911 64,000 605,911 | 72 . 
May 1, ’54.... 538,775 68,500 oo725 Vice-President 
June 1, "54... 53,219 62,500 565,719) ; 
July 1, 54... 445,665 62.500 508,165, DEARBORN. — Richard E. 
Aug. 1, ’54.... 390,854 57,000  447,854| Krafve, general manager, special 
Sept, 1, "54... 355,654 50,400 406,054 products division, last week was 
Oct. 1, "54... 267,469 29,000 296,469 | et : 
Nov. 1, ’54.... 120,107 37,500 157,807 clected a vice-president of Ford 
Dec. 1. '54.... 203,453 61.700 265,153, Motor Co. He also was appointed 
Jan, 1, ’55.... 293,881 68,500 362,381 a member of the administration 
Feb. 1, ’55.... 373,573 89,100 462,673 | committee. 
Mar. 1, ’55.... 467,655 95,000 562,655 | : 
Apr. 1,°55.... 544,038 99,500 643,538 | Appointed general manager of 
May 1, ’55.... 660,341 102,700 763,041| the special products division Apr. 
— = ae oe al 15, 1955, Krafe previously had been 

uly 1, °55.... ‘ ’ ? : 
Aug. 1, 55... 735,447 71,500 806,947; *8Sistant general manager of 
Sept. 1, °55.... 675,964 37,300 713,264| Lincoln-Mercury division. The 
Oct. 1, ’55.... 489,475 48,900 a special products division is develop- 
Nov. 1, 55... 487,666 87,600 575,266) ; : 
Dee. 1. °S5... 645,707 77,400 ~«=—«-723,107| 8S @ new line of passenger cars 
Jan. 1.56... 755,177 53,300 808,477; Which will be introduced in the fall 
Feb. 1, ’56.... 801,499 68,900 870,399 of 1957 as 1958 models. 
Mar, 1, ’56.... 840,089 63,700 903,789 : 
Apr. 1, ’56.... 827,977 68,100 898,669, Krafve started with Ford Motor 
May 1. '56.... 846,285 56,300 902,585 | CO. in 1947 as assistant to the pur- 
June 1, ’56.... 746,012 52,890 798,902| chasing vice-president. Later, as 

, 756.. 613,451 v 679. i ‘ 

Aus. 1°36. SoLost © 534026 ~-bagsi72| 2S Sistant to the manufacturing | Deglers at Mercury Preview— 
Sept. 1, 56... 456,013 48,382  *504,395 | Vice-president, he assisted in devel- 
Oct. 1, °56.... 332,605 25,900 358,505 | opi : 

+ Field stocks include cars actually at | oping ne now ae production 
dealerships, those warehoused by dealers| Organization, including expansion | general manager, are three dealers’ who looked the cars over in the paddock at| was president of the MADA in 1952 
etme ee. and decentralization of company | Hialeah Race Course. From left are E. D. Shelton, Danville, Va.; John Murphy, Derby, 
2 al ela eee | ORUAStUring operations. Conn.; Reith, and Neil L. Shields, Harriman, Tenn. 








Miami. Discussing Mercury's marketing program for 1957 with F. C. Reith, Mercury 





tors Corp. has ap- 
pointed James W. 
Watson to the 
new position 
of Metropolitan) 


The Metropoli- 
tan, introduced in 
1954 on a market- 
testing basis, is 
the second-largest 
selling imported 
ear. It is built in 
England for AMC. | 

Watson, who joined Nash in 1945, 
has held various sales posts. 
the past four months he has been 
special assistant to Roy Abernethy, 








the Ford board, and L. D. Crusoe, | medium-priced field, with GM tak- 
executive vice-president in charge|ing 61 percent of the market in 
of car and truck divisions, spelled | July 
out the B-body theory as offering a/| cent), and GM doing half its busi- 
distinct and larger body shell 
attract those moving up from 
Chevrolet, Ford and Plymouth. 
* * a 


(when Mercury had 14 per- 


to | ness in the field. 


Breech pointed out that Mer- 


cury’s dealer council asked for 
the distinctive B body in order 
to challenge GM. 


The company, he said, put $100 


million into design, development 
engineering and tooling of the new 
Mercurys. 


The cars, he said rep- 


|resent an investment of $350 mil- 
| lion not counting working capital. 
DETROIT. — With its new pro- | 
149,749— 2 | gram to increase sales of Metro-! 


With working capital, the in- 


, 5 vestment is over half a_ billion 
70,751— 3 | politan automobiles, American Mo- | dollars, representing about half 
the size of Chrysler Corp., he 
said. 


“We decided,” said Breech, “to 


make Mercury the outstanding big 
car 


in the medium and upper 


|}medium price classes. 


“We made thorough studies of 


our probable future markets and 
|} it was clear that the medium price 
field offered tremendous opportuni- 
ties in which to increase our sales.” 


* * > 


RUSOE made it clear that no 
car is so good it will sell itself. 


For|He put that task up to the 3,200 
Mercury dealers. 


F. C. Reith, general manager of 


Mercury, said the production men 
are planning a fast buildup of the | 
57s, but the accent will be on 
quality. 


He said the Dealer Acceptance 


Certification program had made 
quality gains in 1956, adding that 


a super-DAC program will be im- 
posed to make sure the public 
gets a good first impression of 
Mercury’s new offerings. 

Reith said he foresees sales of 
6,750,000 cars in 1957, with Mer- 


|cury upping its share 45 percent 


from these areas: 

1. The 2,200,000 present owners 
of Mercurys. 

2. Switches from other cars in 


| the medium-price field. 


3. Those moving up from Chev- 


rolet, Ford and Plymouth, 


Breech summed up the Mercury 


| story this way: 


“IT believe these new Mercurys 


will make automobile history.” 





Giere Joins Association 


ST. PAUL. — Victor N. Giere, 


|former Dodge dealer at Willmar, 
Minn., has been named field mal 
Dealers were enthusiastic over the 1957 Mercurys at the national dealer preview in| on a part-time basis for the Minne 


| sota Automobile Dealers Assn. Giere 


and worked briefly for the associa- 
tion last year. 
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the Continent overnight! 


om * 
a 7 
4 
’ 


NO CAR EVER 
OFFERED ALL THESE 
REVOLUTIONARY FEATURES 


1. 60 miles to the gallon! 
2. Air Cooled Engine! 


3. Auxiliary Gas Tank for 
instant switch-over. You're 
never caught short! 


4. World's first car with 
complete 4-way vision! 


5. Free check-ups 300, 
1000, 2000 miles. Com- 
plete regional dealer 
service and spare parts. 


6. Body re-enforced by 
rigid tubular steel struc- 
ture. Found only in the 
world’s finest luxury cars! 



















7. Powerful overhead 
valve engine for instant 
cold-weather starting! 


8. Heater standard equip- 
ment! 





Achieving a New-World elegance, driving ease, luxury design. 


From the world leader in fine automotive craftsmanship 


NEW FROM EUROPE 


the estate car that won 











ot ae os 


Multi-car ownership made practical ...fun...outrageously economical! 


Buy no car until you drive the sensational new 
ISETTA ‘*300”. 

For suburbanites, at last an entirely new con- 
cept in second-car design revalutionizes mileage 
—parking ease—station hopping—shopping! 


For city folk, no other car so completely answers 
the need for relief from chaotic traffic tie-ups, 
lack of garage and parking space. 


Here is power on hills and pick up in traffic 
proved in tough 1000 mile Italian road race. 
Performance acclaimed everywhere! 





What about entrance and exit? Enter standing 
up! And— 


1.World’s first car you enter standing up- 
no stooping—no need to duck your head. 





2. Parkingin 9 of 10 spaces you'd go past. 
You escape maddening traffic tie-ups! 


Close the door silently! Safety locked, it can’t 
open accidentally. Comfortably accommodates 
2 adults and child. Leg room aplenty! 


What about economy? 60 miles a gallon! Savings 
on parking, repairs. Child or adult can wash 
entire car in 5 minutes. And the brand new 
Isetta ‘‘300"’ costs under $1000! 


Convertible all-weather protection! The canopy 
pulls back for natural air, warm sunshine. Close 
the top for 100% ‘rain and draft protection. The 
heater makes for fireside comfort. 


And it’s fun to drive! You steer so easily, You see 
everything—with the first complete 4-way vision. 











3. So easy! No operation requires bend- 
ing even slightly forward. 


You turn around completely within a 24-foot 
circle. You hug the road tight—and stop with 
4-wheel brakes. You climb hills without stress. 
Everything is within easy arm-reach. 

BMW ISETTA “300” offers complete service! 
Free check-up at 300, 1000 and 2000 miles. 
Complete regional dealer and spare parts 


service. 

Today—see the new BMW Isetta ‘'300’’. Its 
price of only $998 affords you a superb oppor- 
tunity to buy the world’s finest small car. The 
true all-purpose car for practical driving fun the 
year round. Isetta ‘‘300"’ mirrors your own 
good taste—gives you luxurious new styling! 


FROM 


3998 


DELIVERED 


NOT INCLUDING LOCAL SALES TAX 
Price of Two-Tone Model shown here 
slightly higher. 


BMW 


THIS IS A COPY OF A FULL PAGE AD THAT JUST APPEARED IN THE NEW YORK TIMES. WE ARE EXCLUSIVE DISTRIBUTORS FOR BMW ISETTA “300”, 


FADEX COMMERCIAL CORPORATION 


136 Liberty Street, New York 6, N. Y. 


NEW YORK SHOWROOM FOR BMW ISETTA “300”: 
487 Park Avenue—at 59th Street, N. Y. C. 
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Test Case Appealed in Michigan .. . 





Union Fights Dealer on Picketing 


By Joseph M, Callahan 
Staff Writer 
THIN the next few weeks an 
appeal will be made to the 
Michigan Supreme Court to settle 
the question of whether a union 
can picket an auto dealership when 
the union has no intention of 
organizing the employes. 
Involved in the 
case is Town & 
EJ Country Motor Sales 
bile), of Escanaba, 
Mich.,, and Local 328 
of the Teamsters, which is appeal- 
ing a ruling by a Circuit Court 
judge in Escanaba. 


The basis of the dispute was set | 


@ year and more ago when the 


Teamster officials obtained bar-| 


gaining rights for the service 
department employes in six of 
Escanaba’s eight dealerships. 
Union officials admitted that 
they did not organize the shop 
employes of Town & Country 


(Cadillac - Oldsmo- | 


; and Ludington Motors (Pontiac) 
because “they didn’t want the 
union and we don’t want any- 
body that doesn’t want us.” 

However, according to later 
}union testimony in Circuit Court, 
|several of the other Escanaba 
|dealers complained to the union 
|that they were being placed in an 
uncompetitive position because they 
were paying union wages while the 
non-union dealerships were paying 
sub-standard wages. 

” + * 


Picketing Begins 
HE union officers said that these 


complaints led to brief picket- 
ing at Town & Country Motors last 





Safety Group Named 

OTTAWA, — E. A. Everson of 
the Federation of Automobile 
Dealers Assn. and Emile Renaud 
of the Quebec Automobile Assn. 
have been named members of the 
Canadian Highway Safety Confer- 
ence. 





April “for the purpose of telling 
the citizens of Escanaba that this 
dealership was paying sub-standard 
wages, and not for the purposes of 
organizing the employes.” 
Picketing is a somewhat potent 
weapon in this lakeport town of 
about 20,000 in Michigan’s Upper 

Peninsula because most of the 
town’s workers are union mem- 

bers. Paper mills and small man- 
ufacturers are the principal em- 
ployers. 

Bill Williams, head of Town & 
Country Motors, then went into 
Circuit Court and obtained a tem- 
porary injunction against the 
picketing on the grounds that 
Local 328 was picketing unlawfully. 

The union pulled off the pickets 
but continued to distribute union 
literature to the dealership’s em- 
ployes. For this act, the union then 
was found in contempt of court for 
violating the ban against picketing. 

+ + a: 

N COURT, Local 328 officers 

maintained they were only 





| dealers, 


‘ 





"57 Mercury Peek— 


Here's a peek at the new Mercurys 
for 1957 which were unveiled for Mercury 
dealers in Miami last week. 





picketing Town & Country Motors 
at the request of the town’s other 
but these dealers denied 
they had made any such request 


|when they appeared in court. 


The Circuit judge reportedly 
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No fuss and fumble here! Packard 
Electric’s self-insulating connec- 
tors simply snap together. Two, 
three, five, eight circuits engage 


instantly. They can’t 


improperly. No assembly line fires 
or other damage. They won’t 


shake loose. 


Automakers, using this Pack- 
ard Electric idea, save more than 


a million dollars per 


be connected 


year in pro- ment, aircraft 


duction costs. And that’s not all! 
Packard Electric research, expe- 
rience and engineering skills have 
brought about many other start- 
ling improvements in wiring 
methods and construction. 
Packard Electric, world’s largest 
producer of electric cable, com- 
plete cable assemblies and new 
wiring ideas for automotive equip- 


ae 3 


iat 


Sx 





Warren, Ohio 


and appliances, 


yf Presto! . . . eight electrical circuits engage simultaneously 


to save you a few cents — thousands of times per day! 


can help you save time, money 
and trouble. It will pay you to 
get the facts. Offices in Detroit, 
Chicago, and Oakland, California. 


nen Electric 


Ea 


‘Live Wire” division of General Motors 





said that, even if the other 
dealers had complained to the 
union about the competition, it 
wasn’t relevant since a majority 
of the dealerships in the county 
was not organized, although pos- 
sibly a majority of the dealership 
shop employes was organized. 

During the course of the dispute, 
Local 328 filed an unfair labor 
practice charge against Town & 
Country Motors, charging that the 
firm had laid off several employes 
and then recalled all but two work. 
men who happened to be the only 
two union members on the payroll, 

The National Labor Relations 
Board said Town & Country Mo- 
tors did not do enough business 
to: give the Board jurisdiction and 
the charge was dropped. 

* * * 


Dec. 1 Deadline 


ee ee the contempt-of- 
court conviction, the Teamsters 
union was given until Dec. 1 to 
appeal to the Supreme Court. Union 
officials said last week that they 
definitely will appeal the case. 

Local 328 officials reported that 
they have organizing jurisdiction 
in 15 counties in Upper Michigan 
and five Wisconsin counties. 

They said that within the last 
few years they have organized the 
backshops in 14 to 15 dealerships 
in Escanaba, Gladstone, Bark 
River, Menominee and Munising, 
all in Michigan, and nearby 
Marinette, Wis. 

Although all contracts are nego- 
tiated individually, the officials said 
that a typical dealership agreement 
is for three years, provides a wage 
rate of $2.03 for a skilled mechanic 
and includes health and welfare 
| benefits, vacations, holiday pay and 
pensions. Non-union dealerships 
reportedly pay mechanics 40 to 50 
cents less per hour. 
| On the factory front last week, 
John S,. Bugas, industrial rela- 
| tions vice-president for Ford Mo- 

tor Co., said that the Ford-type 
layoff pay plan was gaining favor 
| among employers throughout the 
country as a plan which ‘materi- 
ally softens the impact of unem- 
ployment and at the same time 
avoids any dangerous prece- 
dents.” 

Bugas then urged employers to 


‘lresist those unemployment pay 


plans which appear likely to reduce 





incentive, to frustrate management 
action or to frustrate technological 
progress and freeze men, machines 
and methods into existing patterns. 


Dealers Urged 
To Spur Service 


On Auto Lights 


BLOOMFIELD, N. J.—A promo- 
tion campaign to encourage auto- 
motive dealers to profit by servicing 
the lighting needs of a safety 
conscious motoring public has been 
announced by the lamp division of 
Westinghouse Electric Corp. 

Under the program, dealers are 
offered their choice of two leading 
mechanical headlamp aimers at 
special prices with the purchase of 
Westinghouse Safe-T-Beam head- 
lamps. Aiming is a definite asset to 
the headlamp business, according 
to Charles W. Flood jr., manager 
of miniature lamp sales for West- 
inghouse. 

“It directs attention to the im- 
portance of highway safety through 
the medium of the new Safe-T- 
Beam headlamps and by proper 
aiming,” he said. “By making 
motorists more conscious of auto- 
motive lighting, more sales of head- 
lamps result for the dealer.” 

The Westinghouse promotion will 
run until Dec. 31. 


Continental Price 


Is Boosted $151 


DETROIT. — Continental has 
added $151.75 to the price of the 
Mark II, The model now bears 4@ 
suggested figure of $9,695 including 
Federal excise tax and suggested 
dealer delivery and handling 
charges. 

A major factor in the increase 
was a $50 boost in the suggested 
dealer handling amount. This figure 
now is $75, compared with $25 when 
the car was introduced a year ago 

Continental is scheduled to begin 
production of the new version of 
the Mark II Oct, 27. The line cur 
rently is being used for Lincoln 
hardtop production. 
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lfare stability on turns. And next to the road where safety begins—the new Custom weather . . . makes the Custom Ride a safer ride! 
and 
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=| NEW TIRES LOSE AN INCH...AND NEW 


Lype 


=! CARS GAIN A NEW KIND OF RIDE! 


em- 
ime 
ece- 


me 


Now you can really look the '57’s ... over! A new, smaller, 14-inch rim gives Tubeless Super-Soft-Cushions by Goodyear. New Twin-Grip tread design, with 
the new cars a lower, lovelier silhouette. A lower center of gravity, too, for new 8640 biting edges—grips road surfaces with new sureness . . . even in wet 


Soft ... safe... silent—that’s the new Custom Cushion is sure to hold it . . . for keeps! 
yt Ride by Goodyear. There’s never been a tire like it—and you don’t 
-duce It’s made possible by the Custom Super-Soft- have to go farther than here to see why. 


vical Cushion—the new Goodyear tire that’s mated to 


And here’s more good news from Goodyear! 
aa a lower rim on many of America’s newest cars to Motorists who won’t buy a new car this year can 


float them along with more air volume at less air get the same durable triple-tempered 3-T Cord 


pressure. body, surefooted tread and smart design in a Cus- 
A lower 14-inch rim gives the new cars a low-to- tom Tubeless Super-Cushion that will fit the 15- 
the-ground look that’s sure to catch a buyer’s inch rims on the wheels of their present cars—and 
fancy—and the soft, comfortable ride they get it costs no more than a standard tubeless tire. 
omo- from the great new Custom Tubeless Super-Soft- Goodyear, Akron 16, Ohio. 


pret We put this fish in a bowl fastened to a fen- 
salt der, and drove over a road that included 
oe MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND! several railroad crossings. When we stopped, 
m of he still had plenty of water to swim in. The 


Custom Ride is a soft ride! 
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Not a murmur in a mile! There’s no whine on the straight- You never had it so soft! Goodyear’s great new Super-Soft- 
away, and squeal on turns has been reduced almost to the Cushion has a wider cross-section, larger air volume. This 
vanishing point. Every restful mile you drive tells you the means you float along on more air, at less pressure. Result: 
Custom Ride is a silent ride. a new softer, gentler ride. 
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GOODFYEAR 


This diamond is a tire dealer’s best friend! Super-Cushion, T.M.. The Goodyear Tire & Rubber Company, Akron, Ohio 
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In 9 Months of Production ... 


4. Smaller Truck Makers Gain | 


By Martin L, Whitmyer 
Staff Writer 

OUR members of the so-called 

“smaller maker” group made 
comebacks in truck production dur- 
ing the first nine months of this 
year as only six of 13 truck manu- 
facturers registered percent-of-in- 
dustry output gains over the 1955 
period. 


The four smaller makers re- 
porting gains over ’55 were Divco, 
Diamond T, Mack and White. 
The only members of the Big 
Five to show improvement over 
the first three quarters of last 
year were GMC and Interna- 
tional. 


The Big Five—Ford, Chevrolet, 
International, GMC and Dodge 
turned out 733,618 of the 829,719 
trucks produced in the first nine 
months for 88.4 percent of total 
output. During the same period a 
year ago, the Big Five garnered 
88.5 percent of output with 826,162 
units. The industry produced 933,864 


trucks during the first three quar- | 


ters of 1955. 


* + + 
MALLER makers, including 
Willys, Reo and the miscellane- 
ous group in addition to Mack, 
White, Divco and Diamond T, pro- 
duced 96,101 trucks during the first 
nine months of this year, compared 

with 107,702 a year ago. 

Their decline from 1955 in over- 
all output was 10.77 percent, com- 
pared with 11.20 percent for the 
Big Five. Industrywide produc- 


Sharp to Get Award 

BEDFORD SPRINGS, Pa. — Dr. 
Donald E. Sharp, glass technologist 
and permanent vice-chairman of 
the technical policy committee of 
Libbey-Owens-Ford Glass Co., has 
been chosen to receive the 1957 
Toledo Giass and Ceramic Award. 
The announcement was made at the 
fall meeting of the glass division 
of the American Ceramic Society. 





tion was off 11.15 percent from a | 
year ago. 

Greatest dropoff of any make was | 
suffered by Ford, which turned out 
230,642 units for 27.79 percent of} 
total output in the first nine} 
months of this year. That’s a 1.36) 
percentage-point decline from a! 
year ago, when the division pro- 
duced 272,191 trucks for 29.15 per-| 


cent. 
* * * 


, phstuescered gain was made by In-| 

ternational, which jumped 2.20 | 
percentage points from a year ago. 
International turned out 103,469 
trucks for 12.47 percent of total 
industry output this year, com- 
pared with 10.27 percent on 95,862 
units during the same period a 
year ago. 

Second biggest decline was sus- 
tained by Chevrolet, which turned 
out 264,235 trucks this year for 
31.85 percent of total output and 
a 0.62 percentage-point loss from 


The Time... 





The Place... 
and The 


and then arrange 


time business! 


And show why “it pays 


Each Maker's Share... 


9 Months’ Truck Output—'56 vs. ‘55 


(U. S. Production) 


9 Months 
1956, 

Output 

CHEVROLET ................... 264,235 
PEON Ss sevcnzescvovvssvee . 8,912 
DIVCO 2,857 





INTERNATIONAL. 
MACK . 

REO ...... 
STUDEBAKER 
WHITE** 

WILLYS .......... 
MISCELLANEOUS* = 


. 829,719 
* Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, 

Federal, etc. 
** Autocar, Freightliner and Sterling are included in White totals, 


Total Trucks, U. S. 


* * * 


a year ago, when it produced 303, 
213 trucks for 32.47 percent. 
Mack made the greatest stride 
among the smaller makers as it 
racked up a 0.57 percentage-point 
gain over a year ago. It accom- 


lw 


to win and hold time business! 


Before they can say “I'll think it over” 
wrong financing elsewhere... 


Take a moment with every car shopper to 
pre-sell ssmart time buying. Hold on to good 


Contrast the advantages and protections of 
thrifty terms... with the costly jokers in the 


97 


careless use of “‘easy terms”! 


to finance where 


you buy your car’. You can prove it, when 
you use the GMAC Thrift-Guard Plan. Its 
full values and extra benefits safeguard time 
buyers’ interests from purchase to ownership. 


GMAC serves you better, too. You gain 
(1) Control of the whole transaction. 
(2) Gross from time contracts. 
(3) Extra business from satisfied customers. 
(4) Repeat sales from GMAC service. 


The GMAC 
Thrift-Guard Plan 
available to General Motors Dealers in 
CHEVROLET @ PONTIAC @ OLDSMOBILE 
BUICK e CADILLAC 
new cars, and used cars 
of all makes 


TNs 
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GENERAL MOTORS ACCEPTANCE CORPORATION 


| tracts, 
| ceeded 








Pet. of 
9-Month 
Total 
31.85 
0.47 
0.34 

7.96 
27.79 
8.35 
12.47 
1.74 
0.36 
1.31 
1.60 
5.54 
0.22 


9 Months 
1955, 
Output 
303,213 

4,080 
2,833 
77,240 
272,191 
77,656 
95,862 
10,898 
4,122 
14,664 
12,086 
56,870 
2,149 


Pet. of 
9-Month 
Output 
32.47 
0.43 
0.30 
8.27 
29.15 
8.32 
10.27 
1.17 
0.44 
1.57 
1.29 
6.09 
0.23 


Gain 
or 
Loss 


—0.62 


+0.04 


+0.04 
—0.31 


—1.36 
+0.03 
+2.20 
+0.57 
— 0.038 
— 0.26 
+0.31 
—0.55 
—0.01 


100.00 933,864 100.00 


Four Wheel Drive, 





plished the feat with a production 
of 14,410 trucks and 1.74 percent of 
total output this year, compared 
with 10,898 trucks and 1.17 percent 
in 1955. 


* + * 
Le, jumped 0.31 percentage 
points over a year ago as it 
|turned out 13,251 trucks for 1.60 
| percent of total output this year, 
| compared with 12,086 units and 1.29 
| percent last year. 

The other members of the 
“smaller makers” group that 
gained ground over a year ago— 
Diamond T and Divco — each 
picked up 0.04 percentage points. 
Diamond T turned out 3,912 

trucks for 0.47 percent of total in- 
dustry output during the first nine 
months this year, compared with 
0.43 percent on 4.080 units a year 
ago. Divco bettered its '55 output as 
it turned out 2,857 trucks for 0.34 


| percent of total output this year, 


compared with 0.30 percent on 2,833 
units during the same period a year 
ago. 
* *« * 
seo. which copped 8.27 per- 
cent of total output on 77,240 


| trucks a year ago, lost 0.31 percent- 


age points this year as it produced 
66,023 units for 7.96 percent. 

GMC picked up 0.03 percentage 
points from a year ago as it 
turned out 69,249 trucks for 8.35 
percent of total output this year, 
compared with 8.32 percent on 
77,656 units during the first nine 
months of °55. 

Reo, whieh dropped 

production due 


in overall 
to completion of 


|military contracts, turned out 2,947 


trucks this year for 0.36 percent of 
total output. compared wtih 0.44 
percent on 4,122 units a year ago. 
Its loss was 0.08 percentage points. 
Despite the loss of military con- 
Reo domestic output ex- 
‘55 during the first nine 
months of this year. 

3 * 


‘Wits showed the biggest loss 


3 of any of the smaller makes as 
it dropped 0.55 percentage points 


| from a year ago. The loss was sus- 9 
tained on a production of 45,992 


trucks and 5.54 percent of total in- 

dustry output, compared with 56,- 

870 units and 6.09 percent in ’55. 
Studebaker dropped 0.26 per- 

centage points as it built 10,920 
trucks for 1.31 percent of total 
output fhis year, compared with 
14,664 trucks and 1.57 percent a 
year ago. 

The miscellaneous group, com- 
posed of Corbitt, Marmon-Herring- 
ton, Brockway, Federal, Four 
Wheel Drive, etc., turned out 1,812 
trucks for 0.22 percent of total in- 


| dustry output during the first nine 


months of this year. That’s a 0.01 


| percentage-point loss from a year 


ago, when the makers turned out 


| 2,149 trucks for 0.23 percent of total 
industry assemblies. 





Ford Queries Dealers 


On Company Policies 


GATLINBURG, Tenn. — Ford 
Motor Co, recently distributed 
“suggestionnaire” forms to its 
dealers to provide a basis for im- 
proving factory-dealer relation- 
ships, according to Benson Ford, 
chairman of the dealer policy 
board. 

Ford declared, “We asked our 
dealers to be frank and candid 
. . -’ He said that an analysis 
of the suggestions and criticisms 
would soon be completed and the 
board would have a better under- 
standing of the job ahead. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Automated Assembly 


Applied to Batteries 


H all that has been said and 
written about automated pro-| 
duction processes in recent years, 
relatively little has been revealed 
concerning progress in applying 
automation principles to assembly 
operations. 
Visible proof of significant ad- 
vancements in adapting continuous- 
flow concepts to battery manufac- 
ture was seen in a visit to Delco- 
Remy’s new battery plant at Olathe, 
Kans. 


This new plant was designed 





to eliminate former hand or 
“batch” methods of production. 
Conveyors move battery compo- 
nents and sub-assemblies through 
various stages of production and 
assembly. Many operations for- 
merly performed by hand were 
mechanized and incorporated into 
a continuous productioin process. 

The air-conditioned plant is vir- 
tually self-sufficient, as it is com- 
pletely integrated to begin with 
raw materials and ship finished 
storage batteries. Components such 
as grids and separators are manu- 
factured on the spot and assembled 


into battery cases which also are| 
molded in the same plant. 

The 185,000-square-foot plant will) 
provide original equipment “wet” 


batteries for automobiles produced | @ 


by Buick - Oldsmobile - Pontiac As- 
sembly division plants in Kansas 
City, Kans., and Arlington, Tex. It 
also will supply dry-charge bat- 
teries for distribution through 
United Motors Service division. 

+ +. * 


11,000-Unit Capacity 
a producing 3,000 bat- 

teries per day with 225 em- 
ployes, the plant ultimately is ex- 
pected to have more than 700 
employes, and a potential produc- 
tion capacity of 11,000 batteries per 
day when running two shifts. 

Our plant tour disclosed that the 
key to Delco’s mechanization of 
assembly operations in battery 
manufacture is a continuous-flow} 
line based on indexing principles. | 
Basically, the automatic assembly | 
line consists of a waist-high con- 
veyor, above which a variety of 
specially constructed work stations 
are mounted. 

Battery cases are indexed along 
the line, pausing for a predeter- 
mined time interval at each sta- 
tion. All work stations and elec- 








Automatic Inspection— 


An air-pressure check for cell leakage 
is one of the automatic inspection opera- 


tions performed on the continuous-flow 
assembly line at Delco’s new battery plant. 
* * * 
tronic inspection stations are 
electrically interlocked by a maze 
of “memory circuits” that master- 
mind operation of the entire as- 
sembly process. 
Hard rubber cases, with battery 





Only Ditzler offers you such 





New Smooth-Running 
Mixing Equipment 

@ Ditzler has develo 
power mixing units that 
can be tailor-made to fit 
each shop’s_ require- 
ments. These range from 
the Ditzler Moto-Mix 
which mixes quarts and 
gallons of base colors, 
one at a time, for the 
average shop. This is a 
self-contained unit 
with motor, switch and 
connecting cord. 


® Saves Time 

® Eliminates Waste 
® Cuts Costs 

® Speeds up service 


complete, economical color mixing service! 


ITZLER’S Exact-Weight Color Mixing Service is 

outstanding for accuracy and simplicity 
because it combines precise measurement with 
positive agitation. It gives you colors you need 
quickly, efficiently and economically. 


Color Matches Accurately Mixed by Weight 


@ The Exact-Weight Scale used in this system is a 
precision instrument. It can measure amounts as 
fine as 1/5000ths of a gallon. Many of the colors 
used on today’s new cars require such minute 


tints for accurate matching. 


DITZ-MIX for larger shops 


More than 8,000 Laboratory-Controlled Formulas 


@ Ditzler’s Color Mixing Service offers you 4,000 formulas for 
lacquers and 4,000 for enamels. Included.is a wider range of 
base colors than any other system. These help you to duplicate 
accurately pigmentation of original finish and to produce similar 
weathering to that of the color being repainted. Ditzler’s 
formula books are supplemented with bi-weekly data on new 
and current colors. 


@ Ditzler also offers DITZ-Mix power units. 
These are available in units which mix 7 gallons 
at one time, or 9 quarts, to units which mix 21 
gallons and 9 quarts simultaneously. For the 
busy shop these are ideal as all base colors for 
lacquer or enamel can be mixed at one time. 





We'll be glad to send you complete information on this complete mixing service. Ask for Folder No. 5626. 
DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Mich. 


DITZLER 


PAINTS ¢ GLASS e CHEMICALS e BRUSHES e PLASTICS e FIBER GLASS 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 








elements already in place, are con- 
veyor-fed to the line, where the 


unfinished battery is directed first | 


to a cover-alignment station. After 
this automatic checking of cell 
cover alignment, the battery is con. 
ducted through the remaining 16 
work stations—emerging as a com- 
pleted, tested storage battery. 
Manual changing of templates at 
various stations permits conversion 


of the line to production of differ. | 


ent battery models. Both acid-filled 
“wet” batteries (for original equip- 
ment) and dry-charge types (re. 
placement batteries) are assembled 


on the line. 
+ + 


Inspection Stations 


OUR stations are devoted to au- 

tomatic inspection procedures, 
These check electric resistance, 
test for short circuits, search for 
acid leaks and probe to determine 
electrolyte level. If a defect is found 
at any of the automatic inspection 
stations, information is relayed to 
memory circuits and stored on a 
drum at the end of the line. 

When a defect is noted at any 
inspection station, the battery-in- 
process is “locked out” from all 
subsequent operations along the 
line. This procedure assures that 
no further work will be performed 
on a defective battery as it pro- 
ceeds along the line. 

The various work stations per- 
form a series of automatic opera- 
tions on the battery. After cover 
alignment is checked, lead cell 
connectors are fused on, positive 
and negative terminal posts are 
molded into place, post ends are 
shaped and cell connector shields 
and terminal post molds removed. 

Tops of battery covers then are 
pre-heated and sealing compound 
is flowed into place. Another opera- 
tion re-heats and de-bubbles the 
sealing compound, assuring a 
smooth surface and leak-proof seal. 

Indexing further along the line, 
the battery is stamped with an 
identifying code marking and both 
terminals are coated simultaneously 
with a corrosion preventive com- 
pound. 

The assembly line provides a sta- 
tion for filling each battery with 
electrolyte when “wet” batteries 
are scheduled. After automatic 
probe-checking of electrolyte level, 
the last station automatically 
screws vent caps into each cell 


cover. 
* * * 


8 Minutes on Line 


—— cycle time is approxi- 
mately 12% seconds — which 
means that a completed battery 
comes off the end of the line in 
slightly more than eight minutes 
from the time it entered at the 
first station. 

Tom Kendall, director of battery 
engineering and replacement sales, 
summarized the significance of un- 
usual features in the new battery 
facility as “three basic guides to 
building battery value.” 

These were identified as: 

1. Integrated plant that starts 


with raw materials and produces > 


finished batteries. 
2. Continuous-flow assembly, a 


manufacturing technique that | 


aids in achieving uniform quality 


and improved batteries through 


precise production control. 


3. Air-conditioning that regulates 


temperature and humidity and pro- 
vides a controlled atmosphere to 
establish a quality level for parts 
making. 

Proof of Delco’s confidence that 
the swing to dry-charge batteries is 
gaining momentum is seen in 8 
plant layout in which all batteries 
are made by this process. For orig- 
inal equipment installations, the 
batteries are filled with electrolyte 
at the end of the assembly line. 

All in all, impressions gained 
during this plant visit add up to an 
example of notable progress in the 
automotive parts business—as dis- 
tinct from advances in the basic 
automobile business of the car 
manufacturers. 


The back pages of every issue of AUTO 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO 
MOTIVE NEWS WANT ADS! Are You? 


Want Satisfied 


Customers? 


eas 


Coming Next Week! 
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AUTOMOTIVE WASHINGTON 
U.S. Prosperity Smiles 
On 1957 Sales Outlook 





By William Ullman 

Washington Correspondent 
N EWS that is likely to augur well for sale of new cars may 
be found in recent reports from the Office of Business 
Economics of the Department of Commerce and the Depart- 


ment of Labor. 


Reflecting a continued high state of prosperity in the 
(Eee 


economy as a whole was the 
OBE report the other day 
that personal income in 
August hit a record annual rate of 
$328 billion. This is about $4 billion 
higher than for July and about $20 
billion above the rate for August, 
1955. 


Both Commerce and Labor} 


departments reported that con- 


struction in the U. S. continued to} 


surge upward to a new peak during 
September. For the third consecu- 
tive month such activity exceeded 
$4.2 billion, making the quarter the 
biggest on record, 

Home building 
was the only 
only weak spot in 
the whole con- 


Otherwise, 
report said, al- 
most every cate- 


forged ahead 
strongly, with 
William Uliman Government o u t- 
lays for highways, schools, water 
and sewer facilities leading the way. 
All private construction — even 
with the lower residential figure 
included — showed a small gain 
over a year ago. 





Public construction was up while, | 
in the private field, industrial con- | 


struction was strong. Office build- 
ings, warehouses, stores, restau- 
rants, garages and public utility 
construction also marked substan- 
tial increases. 

The value of new work during 
September brought the third quar- 
ter total to nearly $12.8 billion, 3 
percent more than in the July- 
September period of 1955. 

Four-fifths of the August in- 
crease in personal income, the 
Office of Business Economics 
said, took place in wages and 
salaries. 

Payrolls in primary metals, min- 
ing and transportation increased 
about $2 billion in the annual rate 
in August, making up for the July 
loss occasioned by the steel strike. 

Commodity producing industries 
— agriculture, forestry, fisheries, 
mining, contract construction and 
manufacture—showed an increased 
rate of wage and salary disburse- 
ments. 

There were also substantial in- 
creases in the distributive indus- 
tries, wholesale and retail trade, 
transportation, communications and 
public utilities. 

The report pointed out that, 
throughout 1956, wage and salary 
disbursements have been rising 
more strongly in non-manufacturing 
industries than in manufacturing. 

+ = 7” 


Tight Money and Autos 


EANWHILE, there is much ado 

in many quarters about so- 
called tight money and restricted 
credit terms which may have an 
influence somewhat in curbing sales 
of the 1957 cars. 

But, according to Bernard Nos- 
Siter, writer for the Washington 
Post, “the most inflation-conscious 
Government economists see little 
cause for concern. in the nation’s 
record installment debt,” while 
Harold Dorsey, another business 
analyst, just the other day ex- 
pressed warm optimism concerning 
Sale of the new cars and money to 
buy them with. 

Carroll Williams, business edi- 
tor, Baltimore Sun, notes that 


More Features... 
More Fashion... 









More Fun... 


ye 


COMING NEXT WEEK! 





gory of building | 


struction picture. | 
the} 





“today 50 million automobiles are 
privately owned by Americans 
and ,.. the recent rapid increase 
in ownership of passenger cars 
probably will advance still further 
in the near future.” 
Williams takes no issue with the 
tighter money situation or the size 
of installment debt, but rather he 
warns that the ever increasing car 
ownership poses problems of vast 


| magnitude for “fiscal authorities, 
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planners, zoning officials, architects, 
builders and developers in the 
American cities of tomorrow.” 

Says Nossiter: “Since the big 
bulge last year, a scissors effect has 
been operating. New installment 
loans have been running about $3.1 
}instead of $3.2 billion a month and 
|consumers have been paying them 
back at nearly $3 billion instead of 
| $2.7 billion a month. 

“There hasn’t been a drop in 
the total since May 1954. But 
some increase is normal in a 
growing economy. But install- 
ment credit hasn’t built up the 
soft auto, television and appliance 
markets to the point where there 
is any inflationary danger.” 

Says Dorsey: “Favorable factors 
|in the automobile outlook include 
current record level of employment 
and consumer income, and resultant 
satisfactory current sales rate of 
1956 models and of used cars.” 

Says Economic Intelligence, pub- 


|lished by the U. S. Chamber of 


Commerce: “The present cry that 
‘hard money’ policy burdened the 
consumer, the farmer and the small 
businessman is patently absurd. 
“With full employment, the econ- 
omy producing at or near capacity 
and booming demand by business 








and consumers, effective credit re- 


straints are necessary to avoid) 


grossly inequitable costs to the 
whole community. To advocate 
‘soft’ or easy money when there is 
already upward pressure on prices 
is like advising a patient to run up- 
stairs as treatment for a heart con- 
dition.” 
* * * 

Tait Replaces Mason 

OWELL B. Mason, Illinois Re- 

publican, who has been a mem- 

ber of the Federal Trade Commis- 
sion since 1945, and who, during his 
years of service, became well known 
to the motor world through his 
active participation in numerous 
auto industry decisions, is scheduled 
to retire Nov. 2 and be succeeded 
| by Edward T. Tait, a Pennsylvania 
Republican. 

Mason’s second term expired 
Sept. 25 but he will continue to 
serve until his successor is sworn 
in. 

Tait, who has been serving as a 


Dealer Brownlee Elected 
NEWPORT, Ark. — S. P. Brown- 








Co. (Buick) here, has been elected 
to the Memphis zone Buick dealers’ 
council. 


11 


special assistant to President Eisen- 
hower, will join the FTC board on 
|an interim basis pending Senate 
confirmation. 

* * * 


‘Wait,’ Says O’Mahoney 
OINTING out that the Senate 
Antitrust and Monopoly sub- 

|committee has been conducting “a 

|comprehensive study of the nature 

and extent of concentration in 

American industry,” Senator Joseph 

|O’Mahoney, Wyoming Democrat, 

acting chairman of the group, has 
requested Secretary of the Interior 

Fred Seaton to hold up an oil com- 

pany request for a sulphur lease 

| until further facts are made known, 


| Noting that two companies con- 
| trol approximately 90 percent of the 
sulphur production in the U. S. and 
that Humble Oil Co., a subsidiary 
|of Standard Oil Co. of New Jersey, 
|has applied to the Department of 
{Interior for permission to assign 
jone of these companies a sulphur 
| lease which Humble holds on the 
|submerged land off the Gulf of 
| Mexico, O’Mahoney asked that no 








lee, president, Short & Brownlee| action be taken on the assignment 


until the antitrust subcommittee is 
| informed “concerning all considera- 
| tions” in the matter, 





New “in-the-shop” Power Train Lest 





Road-Test RIGHT INSIDE YOUR SHOP 


using the 


New Bear Autorol! 





Realize at last, 


the Full Profit Potential 


of your service operation! 





Check, adjust everything on the Power Train 


in the shop, 


at actual road speeds! 


Simplify work on Automatic Transmissions, 


Carburetion, Igni 


tion Systems, Differential, 


and many more! 















Autorol uses the car's 
own power. Unique 
wedging action simulates 
road loads. Automatically 
aligns wheels on rolls. Quiet 
and service-free in operation. 








Rolls up Bi Profits! Saves Time, Labor! 


Here’s the simplest, fastest, most versatile and eco- 
nomical troubleshooter you’ve ever had in your 
shop! Once you try the new Bear Autorol, you'll 


agree that for simplifying 


automatic transmission 


testing alone, nothing could take its place at such 
low cost. Yet, automatic transmission testing is 
only one of many time and labor-saving power train 
tests you can make with Autorol. By eliminating 
once-around-the-block time-outs, Autorol frees me- 
chanics to do more profitable work. By doing away 
with drawn out road tests, Autorol saves as much 
as 4hrs. on certain jobs! By simulating conditions 
under which customers first noticed their need for 
service, Autorol enables you to get quick, accurate 
solutions for hard-to-find service troubles. Find out 
all the ways Autorol can roll up bigger service 


profits ... ask your jobber 


for a demonstration, or 


write for FREE giant-size brochure. Bear Mfg. Co., 


Dept. A-14, Rock Island, Illinois. 


»> 





Z Surface Model 
(rack type) 


R-1502 


er Recessed Model 


> Surface Model 
(ramp type) 





HY the much lower cost way to “road test” the entire Power Train! 
Copyright 1956. BEAR MFG. CO., 


ROCK ISLAND, ILLINOIS 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

Mm 1 |. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 

{ 2. Every dollar of | gryatne and oil taxes, collected by states and federal 

governments, applied to the building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 








Capsule Comment 


Benson Ford gives dealers a piece of long-range advice: 
Get ready for 60 to 70 percent increase in business within 
the next 10 years. 

Or, don’t be caught short by shortsightedness. 


> * ~ 
Machinists Union votes to implement organizing drive on 
unorganized dealership mechanics. ’ 


New-model time provides a good opportunity for an 
“agonizing reappraisal” of your employe relations. 
* * * 
Senator Monroney announces plans for an investigation of 
automobile credit next year. 
Will credit replace dealer relations in 1957 automotive 
headlines? 
os * + 
Auto buyers will be offered “more” of everything on new 
models, including price. 
Customers must be made to realize that the increase 
in value far outstrips the boost in price. 
* * * 


Chairman of House auto safety investigation will propose | 
creation of Federal proving grounds to test new-car designs. | 
Consideration of this plan should bring new focus to | 
problem of government vs. industry responsibility on 
the safety problem. 





Speakers and conventioneers agree that factory-dealer | 

relations never have been better. 

And prospects for unethical operators in auto business | 

never have been worse. | 
* * * 

Frank Yarnall, former NADA president, says sdvesiane| 
is the responsibility of dealers, manufacturers, media and | 
Better Business Bureaus. 

There can be no “passing the buck” on unsavory ads. | 


Dealer Conventions 


Oct. 1416—Automotive Trade Assn. of 
ao John Marshall Hotel, Rich- 
mond, 


Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 

Biloxi, Miss. 

Oct. 21-23—Florida Automobile Dealers 

cee, Fort Harrison Hotel, Clearwater, 
4. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 

Nov. 446—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. I1-13—Kentucky Automobile Dealers 
ca, Sheraton-Seelbach Hotel, Louis- 
ville, 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, 

Dec. 4—Utah Automobile Dealers Assn., 

Salt Lake City. 

Dec. 7-8 — Montana Automobile Dealers 
Assn., Rainbow Hotel, Great Falls, Mont. 

Jan, 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco, 

April 45—Illinois Automotive Trade Assn., 
Pere Marquette Hotel, Springfield, Ill. 


Auto Shows 


Oct. 62i—Dallas Auto Show, State Fair 
Automobile Bidg., Dallas. 

Nov. 24-Dec. | — International Autorama, 
Commercial Museum, Philadelphia. 

Nov. 15-25—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 

Dec. &16—National Automobile Show, 
Coliseum, New York. 


Dec. 28-Jan. 6—Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 


Jan. 4-13—Seattle Auto Show, Civic Audi- 
torium, Seattle. 

Jan. 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicaao. 

Jan. 5-13—Washington Auto Show, Na- 
tional Guard Armory, Washington. 

Jan. 5-13—San Francisco Auto Show, Civic 
Auditorium, San Francisco. 

Jan. &13—Phoenix Automobile Show, 
Phoenix Coliseum, Phoenix, 

Jan. 18-26—Indianapolis Auto Show, Man- 
ufacturers Bldg., Indiana State Fair 
Grounds, Indianapolis. 

Jan. 19-27 — St. Louis Auto Show, Arena, 
Oakland Avenue, St. Louis. 

Jan. 19-26—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, Detroit 
Artillery Armory, Detroit. 

Jan. 21-26—Cincinnati Automobile Show, 


Interna- 


Cincinnati. 
Jan. 26-Feb. 2 — Rochester Automobile 
Show, War Memorial Exhibit Hall, 


Rochestr, N. Y. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. |1-17—Albuquerque Auto Show, Coli- 
seum Blidg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-16—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 

Feb. 17-23 — Syracuse Automobile Show, 
Onondaga County War Memorial Bidg., 
Syracuse. 

Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, $. C. 
March 2-10—Kansas City Auto Show, Ex- 
hibition Hall, Municipal Auditorium, 

Kansas City, Mo. 
. * * 


General 


Oct. 10-12 — National Transportation 
Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 

Oct. 17-27 — International Motor Show, 
Earls Court, London, England, 

Oct. 21-26—Twenty-third annual conven- 
tion, American Trucking Assns., Waldorf 
Astoria Hotel, New York. 

Oct. 22-26—National Industrial Exposition 
& Management Conferences, Detroit 
Artillery Armory, Detroit. 

(See CALENDAR, Page 63, Col. 1) 


30 Years Ago... 





“It finally happened. Joe 
fomer wanted!" 


Letterbox 





used, 


oe Last Drop 
ently while helping a sales- 


man close a deal on a used car, 
here’s what happened: 

The customer was explaining his 
dire ‘financial straits to me, and 
telling me of the numerous hospital, 


medical, and laboratory expenses he| 


had encountered with his son, who 
had been ill for some time. 

He mentioned that it was all he 
could do to obtain enough blood to 
keep up with the needed transfu- 
sions. To make a long story short. 
We agreed on a price, closed the 
deal, and I agreed to be at the blood 
bank at 10 the next morning to be 
the first blood donor from Auto 
City, and then have the rest of our 
personnel report there from time to 
time as they were needed. 

It amounted to a very satisfactory 
arrangement for all concerned. 
We've made a lifelong friend of the 
man and his family. He has even 
suggested that we use the following 
slogan in our advertising: “Try us 
at AUTO CITY, we're determined 
to please you if it takes our last 
drop of blood.”—Joz Boyie, Auto 
City, Inc., Pittsburgh. 

* * 7 


Hardness of Glass 

In the Turnings column of the 
Sept. 10 issue you made one techni- 
cal statement which I thought you 
might like to have a comment on 
from us. 

Herculite (fully tempered glass) 


The Big Stories 


Figures released by the Department of Commerce show the value of 
Detroit manufactured products for 1925 at $2,654,845,245, a gain of 
$654,845,245 over 1923, and places Detroit third among the country’s 
centers of manufacturing. Automotive products accounted for a large 


portion of this total. 


Chevrolet Motor Co., with an excess of 80,000 produced in September, 
a record for the firm, is probably nearer the Ford production than 
at any time before. Official Ford figures have not been obtainable 
since April, when the total was 146,000 cars and trucks. 

Installment buying leads to decreased purchasing power and “has 
gone too far now,” declared Henry Ford. 


—From the files of Automotive News. 





Automotive Cartoon 


Of the Week 





‘Sales Transfusion .. . 


This is an open forum for the discussion of any subject of interest to 
readers, and your letters are welcomed. No attention is given to 
letters but you may sign your name with the assurance that it 
if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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|is not harder than ordinary an- 
nealed glass except from a strictly 
|}academic point of view and this 
| difference is scarcely measurable. 
It is a very common error — at 
|least we consider it an error—to 
refer to Herculite as a harder glass. 


Actually, the surfaces are under 
a compressive stress, but the hard- 
|ness of the surface is scarcely 
| affected by the tempering operation 
|}in the sense that steel is case- 
hardened. The modulus of rupture 
is very much higher, but the modu- 
jlus of elasticity is unchanged, — 
|R. G. Wurrremore, Manager, Prod- 

uct Development Dept., Glass Divi- 
| sion, Pittsburgh Plate Glass Co., 
Pittsburgh. 


Dealing in Australia 


My impression is that during 
recent months (in the U. S.) there 
has been progress in respect to 
more orderly trading, particularly 
| with regard to new motor vehicles, 
but the drop in sales, presumably 
not compensated by a correspond- 
ing decrease in overheads, has 
reduced the profit margin still 
further. 

The position in Australia is very 
similar. For quite a number of 
years following the war, the auto- 
mobile dealer enjoyed a seller’s 
market, but gradually production 


to expand. 

Our Government was, however, 
most concerned with our general 
economic situation, especially 
in regard to our adverse balance 
of trade. Last March a supple- 
mentary budget was introduced 
which, I believe, must have made 
economic history, since the motor 
industry — and, to a much lesser 
degree, the beer and spirits trade— 
was chosen to be the instrument 
whereby the adverse balance of 
trade situation would be rectified. 

Not only did we have to face 
substantial import restrictions, but 
the purchase tax was increased by 
approximately 100 percent. For ex- 
ample, a Ford Customline, which 
had been selling at around £A.1500 
plus £A.200 purchase tax list (about 
$3,808), now listed for £A.1900 

(See LETTERBOX, Page 64, Col. 4) 
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with the DUMONT EnginScope* 


That’s what Fred and Ray Vollherbst, of SERVICE AUTO ELECTRIC CO., in Union, 
New Jersey, tell us. 

‘.. . And we’re providing better service too,” Ray continues, “because the 
EnginScope spots problems like reversed coil polarity, corroded distributor cap 
castles, flashing breaker points and a mess of other troubles we’d find ONLY 
if we spent the time to check each part separately on a whole raft of test gear 
. . . and by comparing lines, even our customers spot troubles instantly.” 

“.. 50” says Fred, “the DuMont EnginScope is a wonderful customer con- 

vincer for the guys who like to watch us work. We just let him see the TV-type 
screen to show him what’s wrong with his car and he doesn’t balk at the cost 
of parts he knows he needs to put his engine back into original shape. 
* “, . We’re doing extra tune-up business because of the EnginScope. You 
see, the word spreads like wildfire that we have a new test instrument and new 
customers come in to have their cars “EnginScoped.” This is all money in our 
pockets, AND we’re not working any overtime.” 

See your jobber-this EnginScope is the greatest profitmaker yet. He'll set 
up a demonstration and you'll find that you NEED the EnginScope too. 


ET 


SS A A ES SF a <a —— —_— 


ALLEN B. DUMONT LABORATORIES, INC. 
DEPT. CLIFTON, N. J. 


[] Arrange a demonstration of the EnginScope. 

[1] Send more information on the EnginScope. 
a a ahh cincn aha da belie diag diadhibia 
ADDRESS............... ahigidaenenes sncsionaipainiiniialaiaie iiiindtihiitiliabhs sbpnecccpaniiiindauiieibenmsibaiaimeaimiatins 
i eoeecces STATE.. Peeacceeacaecsosegesess | *Trade Mark 
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AUTOMOTIVE NEWS, OCTOBER 1 
4,000 Dealers Under Franchise . . . 


Carlife Marks 20th Birthday 


DETROIT. Carlife Guaranty 
Co., which has guaranteed over two 
million new cars, is celebrating its 
20th anniversary this year. 

Back in 1936, the late George M. 
Taylor, Taylors, Inc. (Dodge- 
Plymouth), was looking for a more 
tangible expression of his confi- 
dence in his product than the fac- 
tory warranty. 

He formulated the Carlife prin- 
ciple whereby a new-car buyer 
pays approximately $25 extra for 
a guarantee on most of the work- 
ing parts of the car for two years 
or 25,000 miles. Usually, the buyer 
is required to get a lube job 
and an oil change every month 
or 1,000 miles. 

Taylor soon learned that, besides 





SOUTHBRIDGE VINALON 


giving the customer extra confi- | 
dence in his car, the Carlife Guar-| 
anty had these advantages for the| 
dealer: 

1. It increased his service busi-| 
ness, particularly in the lube and 
oil change departments. 

2. It gave dealership personnel a 


Car Owner Booklet 


GREENFIELD, Mass. — A new 
edition “You and Your Car” has 
been issued by Channing L. Bete 
Co., Inc., here. The 16-page booklet 
includes information about cars and 
their operation, rules of the road, 
maintenance check-points, driving 
limits, how to park, how to change 
a tire and safety facts that every 
driver should know. 





better opportunity to get acquainted 
with customers on their stop-offs 
for the lube jobs and oil changes. 

3. It increased the tradein value 
of the car, because the car in- 
variably was better maintained. 

4, It produced additional revenue 
for the dealership. 

While various guarantee periods 
were tried, Carlife officials learned 
that if a car was guaranteed for 24 
months or 25,000 miles and if it re- 
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ceived regular lube jobs and oil! 


changes, maintenance was amaz- 
ingly low. 

Under the Carlife plan, the dealer 
allocates about 25 percent of the 
customers $25 for selling expenses 


and places the remainder in a spe- 


cial bank account, usually called the 
Carlife claim reserve. 

Carlife representatives report 
that national figures indicate that 
only about 18 percent of total 


Carlife payments are needed to | 


cover claims against the fund. As 
a rule, a large portion of the claim 

reserve can be added to the 
dealership’s profit at the end of 
each year. 

Included in the selling expense is 
a recommended $5 commission for 
the salesman and Carlife Guaranty 
Co. charges. 

The Carlife charges consist of an 
$185 initial fee for the Carlife fran- 
chise and $1 for each guarantee, 
which are sold in lots of 100. 

Some dealers offer similar guar- 
anty programs independently. But, 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 





eliminates seasons” from your 
clear plastic seat cover sales! 


keeps car seats like new... 
lets beauty shine through! 


r 

















OVER SIX MILLION PROFITABLE NEW CUSTOMERS! 


“PICTURE 
WINDOW 
CLEAR’”’ 
America’s finest 


vinyl plastic 


HEAVY 
DUTY 


double polished 


WEAR AND 
BEAUTY 
PROVED 


on millions of cars 





New car buyers buy all year—and want only clear plastic 
seat covers to protect their beautiful new car upholstery. 


Call, wire, write your seat cover supplier or jobber today! 


SOUTHBRIDGE -@G@vkco 


Division of Golding Bros. Company, inc. * 241 Church Street, New York 13, N. Y. « 


Capture more of these sales... guarantee yourself more 
profits with seat covers of “picture window clear” Vinalon. 
Only Vinalon is wear and beauty proved on millions of cars. 
Only seat covers of Vinalon can guarantee trouble-free per- 
formance for the life of the car! . 


THESE SALES AIDS SELL—ORDER YOURS NOW! 
Powerful “shopper-stopper” window banner. Set of 6 hard- 


selling posters. Dramatic newspaper ad mats. Guarantee 
folder to mail out or give away. 


Plus — exclusive Southbridge Vinalon “‘PATCH- 
BOOK”. Supplied with each set of covers made of 
Vinalon. Sensationally new. Permits instant, invisi- 
ble repairs of accidental cuts, punctures, burns. 


Telephone: CAnal 6-5432 


| according to Carlife officials, most 
|dealers soon conclude that buyers 
|prefer the Carlife guaranty he- 
| cause, through advertising and pro- 
|motion, it has become much betier 
| known. 

Later in 1936, Taylor began o*- 
| fering the plan to his dealer- 
friends and acquaintances around 
the country and the company was 
incorporated that year. 

Growth was slow until and dur- 
ing the war years, but there was a 
real period of development begin- 
ning in 1946 when Taylor employed 
a fulltime staff to concentrate on 
Carlife. 

The company now is being oper- 
ated by Ed Nelken, manager, and 
Sam McCaleb, advertising manager. 
Both of these men were with 
Socony-Vacuum for many years and 
are intimately acquainted with 
dealership problems. 

In recent years Carlife also has 
added three used-car guaranties: 
A Series “B” guaranty covers 50 
percent of the repairs for late- 
model used cars; a Series “C” 
guaranty covers half the repairs 
for used cars in fair condition, 
and a new Series “F” guaranty 
provides 50-50 coverage on used 
cars for 1,000 miles or 30 days. 

An important fact about all Car- 
life guaranties is that each dealer 
can arrange the price and the terms 
of his guaranties to suit himself. 
More than 4,000 dealers have pur- 
chased Carlife franchises in the 
past 20 years.—(JosepH CALLAHAN.) 


Mich. Committee 
'To Study Rates 
‘On Small Loans 


LANSING.—A special legislative 
| committee studying the small loan 
| business in this state will be inter- 
|ested mainly in comparing interest 
|rates in Michigan with those in 
| other states. according to Chairman 
Willard I. Bowerman jr., Lansing 
Republican. 

He asserted that rates in New 
| York are 25 percent less than in 
Michigan. “We want to know why,” 
| he said. 

Bowerman estimated that small 
borrowers in Michigan pay $30 mil- 
jlion a year in interest and that 
interest on a $300 loan is 32 percent. 

Regarding advertising, he said 
|the committee felt that loan firms 
|should be bound by the same ethi- 
cal standards as physicians. “If 
| you're sick, you'll find a doctor,” he 
|said. “If you need money, you'll 
|find a loan company.” 
| In another development, Attorney 
|General Thomas M. Kavanagh ruled 
| that shortages in State-chartered 
| banks must be reported to the pros- 
|}ecuting authorities, regardless of 
whether restitution had been made. 


K.C. Dealers Set 
757 Show in March 


KANSAS CITY. The 1957 
Kansas City auto show will be held 
in the exhibition hall of the Muni- 
cipal Auditorium March 2-10, 
according to W. W. Egelhoff, 
secretary-manager, Motor Car 
Dealers Assn. of Greater Kansas 
City, 

Last year’s show was an eight- 
day event, thus another day has 
been added to the display. Jerry 
Scott jr. (DeSoto-P lymouth) is 
chairman of the show committee. 

He will be assisted by Russell 
Leuenberger (Pontiac), Richard O’- 
Neill (Oldsmobile), Gerald Oppen- 


|heimer (Chrysler-Plymouth), and 


Dewey Williams (Ford.) Egelhoff 
again will be show manager. 





3 Agents, 12 Dealers 


Added by Du Mont 


CLIFTON, N. J.—Du Mont Lab- 
oratories has announced the addi- 
tion of three new territorial selling 
agents and 12 new dealers to han- 
dle its electronic EnginScope, which 
diagnoses auto engine faults. 

The new agents are Joslyn & 
Walter in Dearborn, H. R. Hartley 
Associates in Indianapolis and Fred 
M. May in Tempe, Ariz. 





OPPORTUNITIES 


UNLIMITED... 
Watch for the 


"57 RAMBLER 
Coming Next Week! 
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No. 3 in a series of ads to help 
dealers sell more —by selling the 
young market. 
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sand will buy more cars within a year! 





= EACH 1,000 FAMILIES NOW OWN WILL BUY 
a ‘ EAE OIE ee RRO arenes oncom 
ot Well over 50% of all cars are bought by people inthe Redbook’s 8th Annual Automotive Survey :+ 





19 to 35 age bracket. This is a fact established by the 
Federal Reserve Board, and it points up the tremen- 
dous impact of youth on the selling approaches of the 
automotive industry. 

Measure the market any way you choose. Whether 
you are selling to present non-owners, to present own- 
ers who are buying additional cars, or to present 
owners who are in the market for replacement cars, 
certain facts related to the “‘youth” of your market 
are inescapable. They are again re-emphasized by 


Redbook 


Redbook’s Young Adults are moving into the mul- 
tiple car market at three times the rate of older people. 
Younger people are five times as good a market as 
are older people among non-owners. In addition, they 
offer twice as good a market for station wagons... 
and are your best replacement market. Yes, it’s the 
Young Adults who will consume most of the new car 
production for years to come—and it’s the Young 
Adults who read and live by Redbook, their own 
magazine. 


74-page questionnaires were sent to 30,000 reader-subscribers 
(with a vigorous 35% response from this cross section of America). 





The Magazine that sells Young Adults 
... The New Station Wagon Set 
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Roundup from State Capitals .. . 





Legislation Affecting Auto Industry 


By Bethune Jones 

Legislative Correspondent 
Hic# SCHOOL driver training programs, to which auto- 
mobile dealers make a major contribution by furnishing 
instruction vehicles, are receiving increased attention in 
state capitals as a vital phase of efforts to curb the highway 


“’ 


accident toll. 
Such programs have been 
expanding steadily and 


higher appropriations for 
their support will be widely sought 
during next year’s state legislative 
sessions. 

An example of the 
which automobile dealers are volun- 
tarily cooperating with the pro- 
grams was given at a recent meet- 
ing in Harrisburg of the safety 
committee of the Pennsylvania 
Automotive Assn. 


more dependable 





extent to es 





ager, told the committee that Penn- 
sylvania’s new- 
ear dealers will 
loan a minimum 
of 550 new cars 
valued at $1.25 
million to high 
schools during the 
current school| 
year. 

Amos E. Ney- 
hart, administra- 
tive head of the) 
Institute of Pub-| 
lic Safety, Penn- 





Bethune Jones 
E. W. Parkinson, assistant man- sylvania State University, told the| 





starting under all 


operating conditions 


“No Kick-Out” feature sets new standards 
in starting performance. 


@Since the earliest days of the automotive industry Bendix 


Starter Drives have been noted for reliable starting. 


Now with the new and latest Bendix Folo-Thru Starter Drive, 


starting, even under the most adverse weather conditions, 
has been improved immeasurably. 


Although this new Bendix Starter Drive is fundamentally 
similar to its illustrious predecessors, it is specially designed 
to follow through the weak explosions until the engine 
actually runs on its own power. 


That's why cars, trucks and buses equipped with the 
Bendix Folo-Thru Drive are easier and quicker to start 


under all operating conditions. 


*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION OF “Gene 


ELMIRA, NEW YORK 


Export Sales: Bendix International Division, 
205 East 42nd St., New York 17, N. Y. 


costs less —The new Folo-Thru Drive requires no actuat- 
ing linkage and the less expensive solenoid may be placed in any 


convenient position. Results are lower installation costs and no 
adjustments. Complete detailed information is available on request. 


* 





dealers: “You people are to be 

commended on the magnificent job 

you’ve done in making cars avail- 

able for use in the driver educa- 

tion programs in the high schools.” 
* t * 


Accident Cut Cited 


ee a pioneer in the 
driver education movement, 
said that 32 research studies in the 
nation show that where boys and 
girls have had the benefit of driver 
education, they do not have half as 
many accidents as those who have 
not had such a course. 

Reviewing the progress of the 
program, he said: “In 1933 we didn’t 
have a single high school in the 
driver training program in the 
United States. Today, there are 
more than 10,000 schools offering a 
program.” 

Steady gains for the program in 

Pennsylvania were reported by 





















James M. Heller, adviser in the 
Bureau of Highway Safety Edu- 
cation in the State Department of 
Public Instruction. “As of last 
June,” he said, “of 713 school dis- 
tricts, 499, or 70 percent, offered 
driver education of students. 
There was a gain of 73 school 
districts over the program last 
year.” 

New developments elsewhere 
with respect to high school driver 
education programs include an- 
nouncement by Illinois Secretary of 
State Charles F. Carpentier that his 


| office has started a program to de- 


termine their effectiveness. Using 
an automatic punch card equipment 
system, the department will com- 
pare driving violations and acci- 
dents involving students trained in 
the programs and others lacking 
such training. The comparison 
started with the opening of the fall 


| school term. 


If the Illinois survey shows the 
driver training program is turning 
out better drivers it should receive 
more emphasis in future state edu- 
cation plans, State Public Instruc- 
tion Supt. Vernon L. Nicell said. Be- 
lief also was expressed that a fa- 
vorable showing by school-trained 
drivers also would attract stronger 
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| 





financial support from insurance 
companies, motor clubs and others 





interested in the program, end | 


might result in lower insurance 
rates for graduates of the prograrns, 
+ * * 


$25 a Pupil in Michigan 


N MICHIGAN, checks totalling 

$552,825 have been mailed to +34 
public school districts as the first 
payment under a State-subsidized 
driver education program. The pay. 
ment covers the first half-year 
operation of the program and 
amounts to $25 for each of 22,113 
students who received a minimum 
of 30 hours of classroom instruction 
and a minimum of six hours 
behind-the-wheel training. 

Under a new Michigan law, 
minor’s restricted driver licenses, 
now issued to those under 16, will 
not be reissued after next Feb. 1 
nor will the person be eligible for 
an operator’s license unless he has 
successfully completed the driver 
education program. 

Because of the new law, it is 
expected that from 60,000 to 70,- 
000 Michigan students will be 
taking driver training during the 

1956-57 school year. Despite this 
huge increase, Dr. Clair L. Tay- 
lor, State superintendent of pub- 
lic instruction, anticipates that 
the full State subsidy of $25 per 
student will be made available. 

Oregon’s new State Traffic Safety 
Commission urged that driver edu- 
eation be expanded as rapidly as 
possible in the state without sac- 
rificing academic standards. 

A recommendation that driver 


eR RR ON RN PANE RTI SE LRT TIE 


education courses be made compul- | 


|sory in all Oregon schools was de- 


cided against by the commission 
after hearing discussions on the 
problem of obtaining qualified tea- 


| chers and the financial burden such 


courses would 
school districts. 
+ * * 


impose on some 


|\Inspection Plan Rejected 
| A ONG developments with re- 


spect to other highway safety 
measures, the Oregon commission 
rejected a proposal for compulsory 
periodic inspection of motor 
vehicles, Estimating that only 3 to 
5 percent of Oregon accidents in- 
volve mechanical defects, the com- 


|mission contended that mechanical 


failure of motor vehicles is not a 
significant factor in accident causes 
in the state. 

Proposals for new compulsory 
motor vehicle inspection laws are 
under study, however, in several 
other states, including Florida, 
Ohio and Rhode Island. New York, 
meanwhile, is preparing to put 
into operation next year a new 
State law requiring annual in- 
spection of all cars and trucks 
more than four years old and all 
used cars when sold, regardless of 
age. 

New Jersey motor vehicle inspec- 
tions are temporarily being con- 
ducted on an annual rather than 
semiannual basis, pending the com- 
pletion of additional State-operated 
testing facilities. The change repre- 
sented the first easing of the State’s 
inspection requirements since the 
system was inaugurated in 1938. 

That new and revised speed limit 
laws will be widely considered next 
year, when the lawmaking bodies 
of 45 states convene in regular ses- 
sion, was assured by recommenda- 
tions of the National Committee on 
Uniform Traffic Laws and Or- 
dinances for general establishment 
of absolute maximum speed limits 
and giving law enforcement offi- 


| cers broader on-the-spot arrest 


powers. 
+ - * 


Speed Laws Studied 


NLY 19 states now have maxi- 
mum speed limit laws. Twenty- 
one states have so-called prima 
facie speed laws, under which a 
motorist charged with speeding 
cannot be judged guilty of a viola- 
tion unless the arresting officer can 
prove that such speed was unsafe 
under the conditions existing at the 
time. Eight states have limits desig- 
nated only as “reasonable and pru- 
dent. 
Besides urging all states to 
(Continued on Page 57, Col. 1) 
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1 The Bulletin goes home...delivers more copies to more people 


ted every seven days in Greater Philadelphia than any other newspaper 


me More than one and a quarter billion dollars are spent each year in 
om Greater Philadelphia for automobiles and accessories. The way to 
get your share of this huge market is to tell your story to the entire 
family in Philadelphia’s home newspaper—The Evening and Sun- 
ffi- | day Bulletin. 


The Bulletin packs selling power throughout a market noted for 
its buying power. Philadelphians like The Bulletin. They buy it, 


xi- 


read it, trust it and respond to the advertising in it. The Bulletin is 


ng Philadelphia’s home newspaper. 
la- 
a *“Now—R.O.P. full color seven days a week.” 


~ 


the 

ig- Advertising Offices: Philadelphia, 30th and Market Streets * New York, 342 Madison Avenue 
Chicago, 520 N. Michigan Avenue. Representatives: Sawyer Ferguson Walker Company in Detroit 

to © Atlanta * Los Angeles * San Francisco 





In Philadelphia nearly everybody reads The Bulletin 
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News to Note... 


| 


Auto World in Brief 





ALBANY, Ore.—A new L-shaped | 
building is being erected at Fifth | 


ave. and Ellsworth St. here for 
Densmoor Chevrolet Co. It will 


cover 20,000 square feet. 
* * ok 


American Brake Shoe 


Forms Mexican Firm 


NEW YORK. American Brake 
Shoe Co. is establishing a subsidi- 
ary in Mexico for the manufacture 
of automotive, truck and bus brake 
lining, the company has announced. 

The Mexican operation will be 
known as Brake Shoe de Mexico 
and will be located in a new build- 
ing in Mexico City. It will have 
18,000 square feet of manufacturing 
space and will include a factory 
bonding operation so that both 
riveted and bonded material can be 
supplied. Homer Parsons, director 
of exports for the parent company, 









will be president of the Mexican 
subsidiary. H. J. Rainey, general 
manager. 

* + a 


Dodge Honors Bozzani 


LOS ANGELES. The yoy ah 
Silver Anniversary Award, com- 
memorating 25 years of service in 
Los Angeles as a Dodge dealer, was 
presented last week to Amerigo 
Bozzani, who came to America in| 
1911 from Italy. He had worked in | 
the Fiat automobile plant. He was | 
State Highway Commissioner from 
1939 to 1942. | 


Chicopee Mills Opens 
San Francisco Office 


SAN FRANCISCO, Chicopee | 


Mills, Inc. has opened a sales office 
for its general line of Lumite di- 
visions here. 

The office will serve northern 


You’re at 400 feet, banking for a good close look at the unloading 
operation of the Ernest T. Weir. She’s packed to the gunwales, stem 


the lot. 


| 
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California, Washington, Oregon, | 
Utah, Colorado and other north- | 
western states. Previously, these | 
areas have been represented by 
Chicopee’s Los Angeles office. | 


#* * * 


Hill 32 Years Old 


HUNTSVILLE, Ala. Hill Chev- 
rolet Co. here has celebrated its 
32nd anniversary. A. W. Hill sr., 
and A. W. Hill jr., are co-owners. 


* * x 


Buffalo Dealer Quashes 


BUFFALO. An alert auto 
dealer quashed an attempt to sell 
a stolen car and helped police 
arrest two youths. 

The youths attempted to sell 
the car to Saul’s Auto Sales, Inc. 
(Studebaker). Saul Isenberg, 
president, agreed to buy it, but 
said the car would have to be left 
in his lot until he could check 


| Attempt to Sell Stolen Car | 


arrested when they returned to | 


East Germany Announces 
Prototype of 3-Wheeler 


Germany has produced five proto-| 


to stern, with ore—tons of iron-bearing food for Great Lakes hungry 


blast furnaces. 


What’s this got to do with turning out top-quality steel at Great 
Lakes? Plenty! For quality pig iron can come only from quality 
raw materials—like the Weir’s rich cargo. And, of course, quality 


pig iron is the very backbone of top-quality steel. 


Control of quality at Great Lakes begins right at the mines. In fact, 
each ore source is picked with painstaking care. Then, repeated 
checks in the mines—double checks here at the unloading docks— 
put the quality of Great Lakes raw materials beyond question! 
It’s that kind of control (from start to finish) that gives our flat- 
rolled products uniform quality—assures that they will reach our 
customers exactly when and as ordered. We’re ready to talk your 
steel needs whenever you are. 


GREAT LAKES STEEL CORPORATION 
Detroit 29, Michigan + A Unit of 


EVEL Tae sea ai PL 
\erey/ 





District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, 
Houston, Indianapolis, Lansing, Los Angeles, New York City, Philadelphia, 
Pittsburgh, Rochester, St. Louis, San Francisco, Toledo, Toronto. 


TO ASSURE TOP-QUALITY OPEN-HEARTH STEEL .. . iron ore 
(shown stockpiled here), coal and limestone—all of known 
source and quality—are sampled and tested over and 
over again by Great Lakes Steel raw material analysts. 


| Russell Motors in New Location— 

| New location of L. W. Russell Motors (Dodge-Plymouth) is this modern. building in 

McAllen, Tex. The new building provides the firm with larger service, parts and sales 

with the police. The youths were | departments. 
© iia aad 


types of a three-wheeled vehicle 
and expects to start production in| has a two-cylinder, two-stroke, 
1958, according, to radio reports| d0ouble-piston engine of 500 cubic 
from the head of the Administra- 
BERLIN, Germany. — East | tion of Vehicle Construction. 

The car was said to be a four- 








seater of monobody construction. It 


centimeters with direct fuel injec- 
tion delivering 18 to 20 horsepower. 


* * 


Rheem Forms Department 


For Industrial Packaging 


LINDEN, N. J. A new depart- 


|}ment for industrial packaging has 


been formed at Rheem Mfg. Co. 


|}according to E. F. Paquette, con- 


tainer division general manager. 

Many problems in satisfactory 
packaging of industrial products, 
said Paquette, have brought Rheem 
to development and manufacture of 
rigid barrier packaging. Paquette 
said that Rheem has provided a 
“barrier” 10 damage and “rigidity” 
for ease of handling fragile parts 
and electronic equipment. 

+ * - 


Burglars Raid Crest 

| ATLANTA. — Crest Motor Co. 
(Ford) lost more than $500 to 
burglars who gained entry at 
night by tearing away the siding 
from the rear of the building. 
They used company tools to crack 
the safe. 

* * ” 


| Canada Reelects Chauncey 
OTTAWA, — Hedley R. Chaun- 
|cey, Calgary, Alta. has been re- 
| elected president of the Canadian 
| Automobile Assn. 

* + * 


Park Nameplate Expands 


FLUSHING, N. Y.—Park Name- 
| plate Co. has opened a new plant 


















| which has more than doubled its 
| production capacity. The plant has 
| 12,000 square feet of work space 

and 5,000 square feet of parking 
| and storage area. 
| - = 7 


| Avis Moves Offices 
BOSTON. — The national head- 
quarters of the Avis Rent-a-Car 
| System here has been moved to 184 
High St., according to William M. 


Tetrick, Avis president. The move = 


consolidates offices previously lo- 
cated in the Motor Mart Garage 
and the Hotel Statler. 


* * * 


Duplate to Build 
OTTAWA. — Duplate Canada, 


Ltd., with plants in Windsor and 7 


Oshawa, is planning to construct 
a new $400,000 plant in Oakville, 
Ont. 


* * * 


Tygard Appointed 


AIKEN, S. C. — John W. Tygard, © 


Buick dealer in Aiken, has been 
appointed General Motors commu- 
nity relations chairman for Aiken 
and vicinity. 

* « * 


Sales Are Sociable 


SHERMAN, Tex. — Pat Cicardo, © 


former society editor of the Deni- 
son (Tex.) Herald, is Sherman’s 
first woman automobile sales per- 
son. She is with Knudson Motors, 
Inc. 





Like Profits? 
SELL ’57 


ee 


COMING NEXT WEEK 





‘SET 


NL LOTR, Pe IM ANT NE RPO Reet Mey: Doe 


sa P LN PRE 


EA IG 


OCR, Taf 


fate? ah . ghee 


a» 


aan 


NN a 





= 


mer 
of / 











, 


0. 
to 
at 
ig 
9. 


ant 

its 
has 
ace 
ing 


-ad- 
Car 
184 


ove 
lo- 
age 


ada, 
and 
ruct 
rille, 


ard, 
peen 
mu- 
iken 


rdo, 
eni- 
an’s 


per- 
tors, 








ORI GOL LRA LIAE PIS LEE LOIE LLN LET ILLOLODDENL LANE ESIC D AL rR 


RR ee ee ee ee 


a) 


wih Se OE Mie 


ere tye GF” Oo vaam 


Minas 


SRM a! & 


7 



























Meeting the Practical Problems s ee 
Case Histories of a Salesman 


Eprror’s Note: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* * * 

Dear Ed: 
A COUPLE came in today, and 
after talking to them for five 
minutes I learned the wife was 
not in favor of buying a new car 
now. She hadn’t even wanted to 
come to the 
showroom. The 
man, I knew, 
would be no 
problem. It was 
his wife I had 

to sell. 

I waited for 
my chance and 
said, “Mrs. 
Jones, I've been 
selling cars for e 
many years and = oa 
I’ve learned Bert S' 
that. it’s important to have the 
wife on my side. The wife is far 
more important in the sale of a 
new car than the average sales- 
man realizes. 

When I find she is not on my 
side I always make it a point 
to find out why she objects. In 
some cases she may show me 
they cannot afford a new car 
because they need other things 





Oare Appointed rs 
Banking Advisor 
To Senate Group 


WASHINGTON. — The appoint- 
ment of Robert L, Oare, chairman 
of Associates Investment Co., South 
Bend, to an ad- 
visory group of 27 
financial leaders, 
has been an- 
nouced by a 
Senate Banking 
subcommittee. 

This advisory 
group will aid the 
subcommittee in a 
proposed study of 
the nation’s bank- 
ing laws. Heading 
the subcommittee 
is Senator A. Willis Robertson, Vir- 
ginia Democrat, who said that the 
purpose of the study is to draw up 
“a new banking code with obsolete 
provisions eliminated and new 
authority added in areas where the 
need is clearly demonstrated.” 


According to Robertson, the 
country’s basic banking laws have 
not been thoroughly analyzed or re- 
vised in the past 20 years. 

The advisory committee will meet 
with members of the Banking Com- 
mittee Nov. 9-10 and will hear rep- 
resentatives of five Federal agen- 
cies. In December, the advisory 
committee will hold another meet- 
ing to make their recommendations 
for a tentative bill to be introduced 
in the Senate in January. Exten- 
sive public hearings will be held. 


Aro Sales Rise; 
Expansion OK’d 


BRYAN, O. — Aro Equipment 
reports sales and earnings have 
continued to show gains in the third 
quarter. Second half earnings will 
“substantially” exceed those of the 
first half of this year, the company 
Predicts. 

Marquand J. Anderson, Aro presi- 
dent, disclosed that the company is 
embarking on a five-year expansion 
Program designed to enlarge manu- 
facturing capacity and to increase 
efficiency. The estimated cost of 
new facilities and replacement of 
Obsolete and worn equipment will 
approximate $2,500,000 over the next 
five years, he said. 


Sell ECONOMY- 


Robert L. Oare 
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first such as clothing and fur- 

niture, etc. 

“In cases like that I immedi- 
ately take her side and help her 
convince a foolish husband not 
to buy a new car now, ‘but wait 
until they can better afford one. 
However, on the other hand, 
sometimes a wife will object to 


L. A. Auto Show 
Set in November 


LOS ANGELES. — The Los An- 
geles auto show will be held in the 
Pan Pacific Auditorium Nov. 15-25 
in honor of the 175th anniversary 
of the city. 

The theme will be on early Span- 
ish California, Charles Elmendorf 
will be show manager. Members of 
the committee are Clarence Dixon, 
Irvin Kaiser, Mel Alsbury, Dan 
Ashcraft, Phil Hall, Ray Wilson) 





and Lathrop Hoffman. 


dealing now for reasons that are 

not as logical. Would you please 

tell me why you would not let 

your husband buy a car today.” 
~~ * = 


“AS YOU know by now,” she 
said, “we still owe $270 on our 
old car,.and I'd rather wait till 
it’s paid off. In that way we would 
have more equity and owe less on 
the new one.” 

“Mrs. Jones,” I said, “I’m glad 
I asked you that question, be- 
cause, unfortunately the logic 
is — the longer you wait the 
more it will cost you later, You 
see your old car is losing its 
value faster than you are gain- 
ing equity. 

“By the time you make the six 


remaining payments, your car | 


will be worth $250 less plus the 
fact that the old car can give you 
a little trouble that might cost 
you some money and inconveni- 
ence, And remember this, too, you 
could be driving the new car 
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these next six months instead of 
the old one. 

“No, Mrs. Jones, I must appeal 
to your good judgment—I’m sure 
now that I’ve explained these 
things to you and your husband 
that your objection to buying a 
new car now can only cost you 
more money later. You absolutely 
will lose money if you wait. So 
why not start enjoying the new 
car right now? In your case Mrs. 
Jones, it’s the smartest thing for 
you to do.” 

* * am 

E?: A little more talking along 

those lines, letting the hus- 
band say a word or two occa- 
sionally, did the job for me. Mr. 
and Mrs. Jones settled on some- 
thing and the next day were driv- 
ing that new car. Mrs. Jones 
didn’t know about the used-car 
market—she didn’t realize her car 
depreciates so fast today. 

She had to be sold on that 
point. 

—Bert Simons. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 
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Bell and Wiles 


'To Speak at Fla. 


Dealer Parley 


CLEARWATER, Fila.—Frederick 
J. Bell, NADA executive secretary, 
and Ivan L. Wiles, General Motorg 
executive vice-president in charge 
of dealer relations, will be among 
the speakers at the Florida Auto- 
mobile Dealers. Assn,’s_ three-day 
convention here which starts 
Oct. 21. 


The convention will start with a 
“seafood jamboree” Sunday night 
and Gov. LeRoy Collins will address 
the dealers at the noon. lunchecn 
on Monday. Bell also will speak 
at that time. 


In the afternoon, Senator George 
Smathers, Florida Democrat, and 
Speaker-elect Doyle E. Conner, of 
the Florida House, will be heard. 

Wiles will speak Tuesday after- 
noon and Fred Smith will discuss 
sales problems. The banquet at the 
close of the convention will feature 
Dr. Kenneth McFarland, an educa- 
tor who also spoke to the dealers’ 
annual meeting in 1950 at Palm 
Beach. 





IWetcan 


9 Perfect Undercoating Jobs at the Cost of 6... 
50% More Cars Coated from Every Nokorode Drum 


Ps 


MADE UNDER THE PROCESS OF U.&. PATENT NO. 2.393.774 






LION OIL 


A Division of Monsanto 
Chemical Company 


Lion’s patented process results in a coating so dense... 
so uniquely tough that heavy applications, such as are 
recommended for other nationally advertised brands, are 
absolutely unnecessary. The thinner coat recommended 
for Nokorode gives added protection . . . better sound dead- 
ening for the life of the car. The thinner application 
gives you 50% more satisfied customers with each drum. 


COMPANY 


EL DORADO, ARKANSAS 


S 
NG 


‘ 





& 


LION OIL COMPANY 


Dept. AN-J 
El Dorado, Arkansas 


Name iam 


Street— ae ae 
City. 


HiTyeyote) 
a 


A Division of Monsanto Chemical Company 


Please send me complete information about Lion 
Nokorode, and how it can increase underbody coating 
profits. No obligation, of course. 


State. 
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By L. H, Houck 
Staff Correspondent 
LEBANON, Mo. — There are in 


wise in the hill country of Missouri 
an area noted for punctual pay 
ments and reluctant buyers, and fa 


One dealer in a small town has 
reported 11 repossessions by the 
finance company in one week. 
Many dealers have a number of 
delinquents on the daily report 
sheets from their finance com- 
panies, and most of the large 


dications that all is not well credit- 


mous for such expressions as “The 
geese have went as you have saw.’ 


Unrealistic Terms Blamed in Missouri Hills. . . 


Repos Plague Good-Credit Area 





finance companies are calling on , farmers have a lower income, va- | 


delinquent owners when only one 
.| Payment in arrears. 
A small finance company recently 
,| published three legal advertise- 
-| ments representing three reposses- 
-| sions which were impounded and to 
be sold at auction. All three were 
’| for 1956 models. 
Some dealers in the vacation area 
of Bagne!ll Dam have reported a 
number of repossessions from 
“skips” but the others represent 
over extensions from usually solid 
citizens. 5 
Industrial employment is high, 
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cation and tourist dollars have been 
higher than in many years, mer- 
chants’ sales except for a few hard- 
hit lines such as appliances, are 
either normal or above, and so the | 
rising number of repossessions are | 
difficult to account for, since most 
of them are on late-model cars 
rather than on older-model used 
cars. 

Several auto dealers in this area 
have received letters from 
George D. Bailey, special con- | 
sultant to the Board of Governors | 


ular 1 





of the Federal Reserve System, 
asking them to report on credit 
conditions and to indicate 
whether they think Federal credit 
controls should be imposed. 


In his letter, Bailey said he was) 


writing similar letters to banks, 
finance companies and others con- 
cerned with consumer credit in all 
parts of the country. 

The fact that the Federal Re- 
serve Bank is checking on auto 
credit at about the same time it 
raised its rates to banks in order 
to slow down the credit spiral, may 
have an ominous significance. 

It could indicate that despite the 
rather cheerful public reports by 
banks and finance companies that 
all is well with their consumer 
credit, there may be more trouble 


MARTIN-SENOUR Announces 
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x Combines the speed of lacquer with the build, flow and gloss of enamel! 





Dries in 30 minutes! Job can be delivered in less than an hour! 


SAF ar easier to apply. Does not affect the eyes, nose or throat of user! 


Harder, longer-lasting finish. Does not wrinkle! 


Without a doubt, Martin-Senour’s new DYTHOL is 
the Automotive Finish every refinisher has wanted for 
years! It is not an enamel... not a lacquer... yet it 
offers you all the advantages of both! 


You’ll be amazed at its drying speed . . . under any 
weather conditions! Its brilliance . . . exceptional hard- 
ness... its wrinkle-proof texture! These are not mere 
claims. They are facts . . . as proved by one full year of 
rigid tests in actual paint shops... on countless panel 
and complete finishing jobs! 


DYTHOL is now available in No. 4006 black and 


25 of the most popular 1957 colors. 
Order from your N.A.P.A. jobber—today! 





ENOUR PAINTS 


2500 South Senour Avenue ¢ Chicago 8, Illinois 









| admit. 

It is certain that almost all 
dealers will admit that their busi- 
ness this year was hampered by 
| customers who wanted to buy 
new cars but who did not yet 
| have any trading equity in their 
present cars because of low 
downpayments and long terms. 

| For example, one dealer told 
AUTOMOTIVE 
with a '54 Dodge wanted to trade 
for a ’56 but still owed $2,700 on 
his car. After several tries, this 
dealer reported, the man found a 
dealer who sold him a ‘56 car and 
took in the ’54 with the heavy debt, 

It would be interesting to see 
what the customer owes on the '56 
he bought, the dealer observed. 
| Inability of many customers to 
| finance a new.purchase due to the 
indebtedness on their present car 
is holding up a number of deals in 
this area, according to reports from 
dealers. 

One dealer said for instance, 
that he made four attempts to work 
out an acceptable deal for a cus- 
tomer who wants to trade but is 
unable to satisfy dealer and finance 
company. 

In this case there is no cus- 
tomer resistance, according to the 
dealer, He said the customer 
would trade just as soon as a deal 
can be worked out whereby he 
can turn in his old car, sign some 
papers and drive out a new one. 

Observers contend that the fact 
that such deals finally have been 
accomplished may be in part re- 
sponsible for the rising tide of re- 
possessions in this normally good- 
credit area. 





Aluminum Use 
Increased on 


New Ford Cars 


PITTSBURGH. The 1957 Ford 
cars are studded with aluminum 
innovations inside and out, reports 
Aluminum Co. of America. 

Under the hood, there are alu- 
minum pistons on the V-8 engine. 
The automatic transmission now 
has 21 aluminum parts. 

For the Ford brake system, wheel 
cylinder pistons are impact ex- 
truded at Alcoa’s Edgewater (N. J.) 
works. 

Body trim is of anodized alumi- 
num. Aluminum trim is featured in 
scuff plates on door sills, on front 
fender panels, door panels and rear 
quarter panels. 

In Philadelphia recently, C. F. 
Nixon, head of the electro-chemis- 
try department of the General Mo- 
|tors research staff, predicted that 
|the auto industry will respond to 
the continuing shortage and _ in- 
creasing price of nickel with greater 
use of anodized aluminum for dec- 
orative parts. 

He told the American Electro- 
platers Society that the shortage 
and cost factors have increased the 
| willingness to consider finishes that 
are not dependent on nickel. Ano- 
dized aluminum—a coating of alu- 
minum oxide on aluminum — has 
this merit, he said. 


Greyhound Orders 
34 Mack Buses 


CHICAGO. — Greyhound Corp.’s 
order for 34 buses from Mack 
Trucks, Inc., marks the first time 
in 15 years that Greyhound has 
placed with a manufacturer other 
than General Motors Corp. 

Earlier this year, Arthur S. 
Genet, president of Greyhound, had 
announced the company was plan- 
ning a multimillion-dollar damage 
suit against GM because of “me- 
chanical failures” of GM _ Sceni- 
cruisers. 


Woodward Moves 
DALLAS.—J. O. Woodward Motor 
Co. has occupied its new air-condi- 
tioned building at 1516 Hall. Fea- 
tured in the new quarters are @ 
complete kitchen, music system, 
television and showers. 
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Want Satisfied 


Customers? 





in the field than they are ready to 


News that a customer * 
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NOW ON The new U.S. Royal Safety 8 is a tire of truly all- 
around dependability ... providing superb traction, 


THE NEW new blowout and puncture protection, and markedly 
'57 MODELS better road control... advances made possible only 
by the most recent developments in rubber formula- 
tion, textile processing, chemical bonding, and ad- 

vanced engineering. 

The U.S. Royal Safety 8 also gives new smoothness 
of ride, takes corners in new silence, and, with its 
smart modern styling, adds to the “low-go” look 
wanted by every car owner. 

Already millions of test miles have proved conclu- 
sively the dramatic advances made by this tire in 
every area of tire performance. You will be seeing 
the new U.S. Royal Safety 8 as original equipment 
on the finest new 1957 cars. 


')) United States Rubber 


Rockefeller Center, New York 20, New York In Canada: Dominion Rubber Company, Ltd 
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HAT international traffic snarl 

the Suez Canal is tangling up| 
is the latest historic chapter in the | 
centuries-old fight for fast trans- | 
portation. Big Four cops are toot- 
ing gigantic whistles at Egypt’s| 
Nasser—and less openly at each 
other. This time it has to do with 
a quick-shipping of the black gold 
of oil—wartime’s priceless ingredi- 
ent and industry’s power for its | 
productive wheels. 

Wheels, you know, are civiliza- 
tion. Prehistoric man dragged 
his produce on shafts, as he 
dragged his mate home by the 
hair. Then an ancient Henry 
Ford hewed a rolling wheel out 





of a wooden block. Thereafter 


LYON AUTOMOTIVE BINS 
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strength to shelf 


LYON 


METAL PRODUCTS, INC. 
General Offices: 


1090 Monroe Avenue 
Aurora, Illinois 
Factories: 

Avrora, Illinois 

York, Pennsylvania 


A PARTIAL 





| over beckoning horizons. 
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the world moved efficiently, Au- 
tomation had its future, 
Today millions of people drive 
Millions | 
of tons of merchandise roll in vast | 
caravans—fast and economically— | 
by wheels and oil and gas and 
enterprise. Just as highways unite 
the United States by motor vehicle, | 
the Suez Canal unites the East and | 
the West. It is England’s lifeline | 
for carrying the world’s goods.—| 
And more than 60 percent of the 
Suez tonnage is comprised of petrol- 
eum or petroleum products, 

+ & * 


Speed Is Big Factor 


i pe big factor of the Suez is| 
speed of travel. A 45,000-ton 
American tanker can carry a pay- 
load from the American coast to 
Southern Arabia out through the 
Suez and return by the Cape of 


Good Hope in 57 days with 42,000 | 


tons of oil. 

Suppose that the tanker goes 
through the Suez both ways, The 
tanker’s load then is restricted 
to 40,000 tons by the depth of 
the canal, but the trip would be 
only 16,000 miles, compared with 
20,500 miles returning by the 
Cape. And they could make more 
trips a year. That makes a lot of 





| Fram's Filter Message— 


Change Oil and 
FILTER NOW! 


The primary sales message of Fram Corp. is featured in this new 24-sheet poster 
| designed by VanSant, Dugdale & Co., Inc., Baltimore. Nearly 3,000 of the attention- 
arresting color boards started making their appearance during September. 


| difference to business and to the 
| unfortunate necessity of being 
ready for war. 

Suppose both trips were made by 


| way of the Cape because of a| 


| closed canal. The increased dis- 
tance would amount to 25,000 miles. 


| Again we see that so many cru- 
| 


transport. Really this world of ours | 
|is no longer a collection of individ- 


ual nations divided by international 
boundaries. 


globe is cris-crossed by 
pendent channels of trade. If you 


|cial world problems, affecting | disturb any one channel, you dis- 
| America too—are matters of speedy | turb several others. If you disturb 
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SLIDING SHELVES slip into position in 10 seconds or less. 
Lock in place automatically. Adjustable on 152” centers. 


DIVIDERS are instantly adjustable—no nuts, no bolts, no springs. 


STRENGTH -exclusive side flange reinforcement on shelf adds unusual 


and rigidity to bin. 


LIST OF LYON 


jvne 


FOR AUTOMOBILE DEALERS 


STANDARD PRODUCTS 







The world today is a| 
globe with 2.3 billion persons, That 
interde- | 





many channels, you distort the bus- 
iness of the earth. 
* * * 


Britain Turned It Down 


O, WE recognize that many of 

our problems are problems of 
wheels, automation and swift trans- 
port. And we are warned by the 
drama and irony in the building of 
the Suez Canal. The British Parlia- 
ment debated whether to build this 
canal that has proved Britain’s life- 
line and the world’s business short- 
cut. And Parliament decided not to 
undertake it. 

A French engineer, Ferdinand de 
Lesseps, didn’t know it couldn’t be 
done—so he went ahead and did it. 
He started construction in 1859 and 
completed the waterway 10 years 
later. 

It was 100 miles long and 197 
feet wide. England’s transporta- 
tion problems with the East, com- 
mercially and militarily was so 
affected that the great British 
prime minister, Benjamin Dis- 
raeli, lay awake at night over it. 
He, being a great man, concluded 
that England was greater than 
parliament. 

He discoverd—as prime ministers 
should—that the Khedive of Egypt, 
who owned 176,602 shares of the 
400,000 shares of Suez stock, was 
hard up. To be exact, the Khedive 
needed some three million pounds 
sterling—-and quick. That was 44 
percent of the entire stock. The 
rest was held individually by 
scattered Frenchmen and other 
nationals. 

* om * 


Disraeli’s Decision 


O Disraeli bypassed Parliament 

and went to Queen Victoria 
He convinced her that England’s 
interests in the canal were tre- 
mendous and that the major block 
of stock should somehow be bought. 
Victoria agreed that her prime 
minister should borrow the nearly 
four-million pounds sterling from 
the House of Rothschild, the 
bankers. Thus England acquired 
the largest single block of stock — 
and control of the Suez, on a 99- 
year lease. 


In this way fast transport and 
progress moved. And this way 
to, world problems arise — when 
they involve locomotion and bus- 
iness and oil. 

P. S. Of course the Suez Canal 
goes back, not merely to Darius 
in 520 B. C. but to the rule of 
Seti I in 1380 B. C. De Lesseps 
dug his famous ditch along part of 
this Seti route, still traceable. Even 
ancient man knew the necessity for 
efficient transportation and the im- 
portance of world trade—by the 
evolution of ancient wheels and ex- 
pressways, water and concrete. 


Pontiac Expands 


Use of ‘Lucite’ 


PONTIAC. — Pontiac’s thermo- 
setting plastic car finish, known as 
“lucite acrylic lacquer,” introduced 
in limited color combinations this 
year, will be standard on the cus- 
tom models of the 1957 Pontiac, 
according to Semon E. Knudsen, 
general manager. 

The finish is virtually impervious 
to sun, salt air, rain and tempera- 
ture changes, according to Pontiac 
officials, “Lucite” actually gets 
harder and brighter with age, ac- 
cording to Pontiac engineers who 
herald it as the biggest develop- 
ment in car finish since “Duco.” 

In addition to retaining its high 
gloss with a minimum of polishing 
and an amazing retention of high 
color, the lacquer is compatible with 
many types of metallic powders 
which make possible new richness 
and depth of color, they said. 


C of C Appoints Hunt 


TWIN FALLS, Id.—Mitchell W. 
Hunt jr., former Buhl (Id.) auto- 
mobile dealer, has been appointed 
secretary-manager of the Twin 
Falls Chamber of Commerce. Hunt, 
35, owned the Ford firm from 
Mar. 1, 1951, to Apr. 1, 1956. 


OPPORTUNITIES 
UNLIMITED... 
Watch for the 
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in Lransportation... 


no substitute 
can ao 

what copper 
eA 


.. carries electricity and conducts heat better than any other non-precious metal. 
None is so easily formed into such variety of intricate parts. No metal combines to 

so great an extent this supreme “workability” with the enduring properties of resistance 
to rust, corrosion, and wear. No effective substitute has ever been found with 

all the qualities of copper and its alloys...in transportation or in scores of other fields! 


[i Kennecott Copper Corporation 


Fabricating Subsidiaries: Chase Brass & Copper Co. « Kennecott Wire and Cable Co. 
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"Seat Cover’ Celebration— 


Cutting of a 60-pound cake, baked to resemble an automobile seat and decorated 
to simulate designs available in SureFit seat covers, signaled the start of Howard 
Zink Corp.'s 39th anniversary celebration. Mary Ellen Hudson does the honors as N. 








Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 

Attorney at Law 
ee to a late higher 
court decision the buyer of an 
automobile may rescind a condi- 
tional sale con- 
tract if time price 
differential and 
unpaid balance 
are not “set out” 
— making such 
figures determina- 
ble only by math- 
ematical compu- 

tations. 

For illustration, 
in Adams v. Caru- 
so Enterprises, 
Inc. 285 Pac. (2d) 
1022, the testimony showed: A 
buyer named Adams entered into a} 
conditional sales contract with an| 
automobile dealer under the terms 
of which he agreed to buy a 1953 








L. T. Parker 


outh, leaving an unpaid balance of 
$2,385.77, 


This balance was to be paid off | 


at the rate of $99.43 a month al- 
though Adams expressly informed 
the dealer that he could not 
afford a contract that called for 
payment of more than $49.43 a 
month, 

In subsequent litigation, the 
higher court held that the buyer 
was entitled to rescind the contract 
because of complications which did 
not fully justify the dealer or seller 
to collect montly payments more 
than $49.43. This was so although 
the contract signed by Adams 
clearly stipulated payments of 
$99.43 instead of $49.43 as agreed. 


+ * * 


Transfer Title Immediately 
REVIEW of late and leading 
higher court decisions discloses 

that an automobile dealer who sells 


Dodge Coronet for $3,460.77, less| an automobile should immediately 


G. Zink, center, manager of Zink's SureFit division at Long Beach, Calif., and Dale : : 
$1,075 allowance for his 1949 Plym-| transfer title to the purchaser. Fail- 


E. Zink, general manager of Zink's Western division, look on. 








Pete Penn says... 

I'M YOUR 
HEALTHY PARTNER 
IN GETTING 
MORE OIL PROFITS 









Motorists are getting mighty confused about 
today’s motor oils and the part that chemical 
additives play in making them. 


That’s why I have such a strong story for you 
to tell if you carry a brand of Pennsylvania 
motor oil: 


Regardless of the refining and regardless 
of the additives, the quality of the basic 


crude oil is the most important factor 


in any motor oil’s lubricating quality. 


You'll get increased profits through more satis- 
fied customers, more repeat business, more 
people coming to you for oil changes, when you 
sell them a brand of Pennsylvania motor oil. 


Today's BEST Oils 
start with Nature's BEST Crude 


_..and that means PENNSYLVANIA! 


rm Joutial. 

eae These are the seven large and im- 
portant magazines that regularly carry 
interesting and colorful ads telling 
111,539,730 motorists why they should 


buy a brand of Pennsylvania motor oil. 


We», OIL LG 


MOE On neseciS 


PENNSYLVANIA 








ure to do so may result in addi-F 
tional and unexpected damages. 

For instance, in Harbor Insur- ~ 

ance Co. v. Paulson, 286 Pac. (2d) 

870, the testimony disclosed: A 

dealer sold an automobile to one 

France. Previously the dealer hal 

insured all his automobiles with 

the Harbor Insurance Co, 

In subsequent litigation, the 
higher court held that since the 
dealer had not complied with the 
State Vehicle Code registration pro- 
vision in sale of the automobile he 
would be liable, as an automobile 
owner, to the person injured by the ~ 
automobile while it was being oper- 
ated by the purchaser because the 
purchaser was an “operator” with 
the permission of the dealer as 
owner, 

In this respect the court said: 


‘It has been held that the true 
owner, although he may not be 
registered as such in the records 
of the vehicle department, may be 
liable in damages upon the theory 
of permissive use. 

“The true owner should not 
escape liability imposed on him 
in that capacity simply because 
he has inadvertently neglected or 

deliberately failed to comply with 
the registration provisions of the 
Vehicle Code.” 

So, therefore, it is advantageous 
that automobile dealers immedi- 
ately lawfully transfer titles to pur- 
chasers of automobiles, 

* = * 


Utah Supreme Court 


Upsets Fair-Trade Act 


SALT LAKE CITY.—In a unani- 
mous opinion, the Utah Supreme 
Court has held the State’s fair-trade 
act unconstitutional. The court ob- 
jected particularly to the nonsigner 
clause under which manufacturers 
can bind all retailers through con- 
tracts requiring the signature of 
only one merchant. 

The opinion upheld a lower court 
decision in the case of General 
Electric Co. vs. Thrifty Sales, Inc., 
a Salt Lake City firm doing busi- 
ness as Broadway Merchandising 
Co. 





Mack Assumes 
Formal Control 


Over Brockway 


NEW YORK. — A new division 
was added to Mack Trucks, Inc. 
last week with formal acquisition 
of the truck manufacturing, serv- 
ice and sales facilities of Brockway 
Motor Co., Inc. 


P. O. Peterson, president of Mack, 
said the Brockway organization will 
be maintained in its present form, 
and will be known as the Brock- 
way Motor Truck division of Mack 
Trucks, Inc. 


Under the terms of an agreement 
approved by Brockway share- 
holders on Sept. 14, Mack pur- 
chased the Brockway inventory. 
The purchase price, which is con- 
tingent on a physical inventory 
check, will be determined within 60 
to 90 days. 

It is estimated the price will be 
between $2,000,000 and $3,000,000. 
One-half of the amount has been 
paid in cash, and payment of the 
balance will be made when the 
inventory accounting has been com- 
pleted. 

The agreement also provides for 
Mack to lease the Brockway plant 
and equipment at Cortland, N. Y., 
as well as Brockway-owned 
branches, for a period of four years, 
with an option to purchase. Leases 
on presently rented Brockway 
branches have been assumed by 
Mack. 


Peterson stressed that it is 
Mack’s intention to continue the 
manufacture and sale of Brockway 
trucks. Parts and services will be 
available through the present 
branches, assuring prompt and effi- 
cient servicing of Brockway vehi- 
cles. 


More Features. 
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More Fun.. 
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Exclusive new “Hi-fidelity process”’ 
gives unlimited effects and colors in vinyl 


The interior panel of this car door is one prefabricated piece of General 
vinyl. All the different textures, stitch effects and colors are produced 
in combination by General’s exclusive new “‘Hi-fidelity process” for 
deep embossing and superfinishing vinyl. 


For automobile decorative trim departments this process reduces 
assembly time and cuts material costs. For interior stylists it 
means new freedom in designing luxurious, sales-making interiors. 


THE GENERAL TIRE & RUBBER COMPANY GENERAL 
PLASTICS 


The General Tire. 
& Rubber Company 


TEXTILEATHER DIVISION, Toledo, Ohio « BOLTA DIVISION, Lawrence, Mass. 
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It’s Auto Ladies Day 


Chevrolet, Ford Motor Give Red-Carpet Welcome 
To Purse-String Keepers 


DETROIT. It’s well-known’ automobile — as well as nearly 
among married men that women every other product in use today 
really, but sometimes subtly, rule in the U. S.—reflects good styling. 








wip ha. heal Be dse esse es : |the roost. So, two happily married “Largely responsible for this 
ee ¥; l|auto men have rolled out the red happy state of affairs,” said 
| carpet for the ladies. Walker, “are the women, who in- 
“Women are our toughest cus- fluencé 85 percent of all pur- 
tomers,” E. N. Cole, Chevrolet chases made.” 
general manager and the father Cole, with apparently the same 
of two children, told the girls ata thing in mind, told the ladies at 
dideress. press preview. the Chevrolet press preview that 


“It's being increasingly recog- auto makers are giving increasing 
| nized that a product must appeal to attention to the women’s point of 
| women—or it will fail,” said George view in styling and performance of 
|W. Walker, Ford Motor Co. director cars. 
lof styling, father of two children Walker noted that, to his knowl- 
: bo oe and grandfather of seven, at a edge, the Ford press preview for 
a = 4 similar function. women was the first time that any 
co) Ee ae “All in all,” Cole said, “the ladies automobile company has held a 
Lae as ; have imposed some pretty tough press preview of more than one 

——— problems on our engineers and de- line of cars exclusively for women. 
n signers. But we're not complaining. “Some,” he added with a smile, 
Sally, 6 Designing Woma We accept the age-old Sesmiadie of “haven't even been previewed yet 

Sally Somers, who designs fabrics at Ford Motor Co.'s styling office with the design | giving the woman the last word by your male counterparts on the 
to lure women customers into Ford cars, talks new materials with George W. Walker, | giving her* what she really wants auto beat.” 
director of styling (right), and Elwood P. Engle, staff stylist. Sally sketches new patterns | and needs in a car.” This recognition of women in 
that are duplicated by mills for use in Ford's line of cars. Walker commented that the the market place is making room 
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OUalionals adding machine... 
Live keyboard* with keytouch adjustable to each operator! 


Saves up to 50% hand motion—and _less effort. New operating advantages, FO ~~ 
effort! Never before haveso many time- quietness, beauty. 
and-effort-saving features been placed “Live Keysoarp” with Adjustable 
on an adding machine. Key-touch plus 8 other time-saving 
Every key operates the motor! So you _ features combined only on the National 
can now forget the motor bar! Nomore Adding Machine: Automatic Clear 
back-and-forth hand motion from keys Signal . . . Subtractions in red. . . 
to motor bar. Think of the time and Automatic Credit Balance in red. . . 
effort this saves. Automatic space-up of tape when total 
Keyboard is instantly adjustable to _ prints . . . Large Answer Dials. . . 
each operator’s touch! No wonder oper- _ Easy-touch Key Action . . . Full-Visible 
ators are so enthusiastic about it. They | Keyboard with Automatic Ciphers . . . 
do their work faster—with up to 50% = Rugged-Duty Construction. 


A National Adding Machine pays 
for itself with the time-and-effort 
it saves, then continues savings as 
yearly profit. One hour a day saved 
with this new National will, in the 
average office, repay 100% a year 
on the investment. See a demon- 
stration, today, on your own work. 
Call the nearest National branch 
office or National dealer. 





THE NATIONAL CASH REGISTER COMPANY, vayron 9, on10 


989 OFFICES IN 94 COUNTRIES 









for them in what largely was 
| once a man’s world, Cole saic 
| that Chevrolet now employs a 

woman designer. 

Ford employs a fabric designer, 
Sally Somers, who creates the pat- 
| terns for interiors which mills then 
| duplicate for use in the Ford line 
| of cars. 

“It wasn't many years ago,” said 
Cole, “that women were seen and 
not heard in the design and styling 
of American automobiles. 

“But today the American house- 
wife strongly influences the sale 
of automobiles, not only through 
her more vital role in all family 
affairs but, even more so, through 
her control of the family purse 
strings,” said Cole. 

“This is a real privilege,” Wal 
ker told the ladies of the press, 
“to be talking style to women 
who write style—here in our own 
‘workshop.’ ” 

He spoke of a “revolution” in the 
auto business in the last ten years. 
“Styling has taken its place along- 
side such major functions as scien- 
tific research, engineering, produc- 
tion and marketing,” he said. 

“In a very real sense, credit is 
due you fashion writers for the 
fact that today we are living in an 
era of good taste and beauty un- 
equalled since the Renaissance. 
Through your writings ... you have 
done more than anybody else to 
educate the public style-wise,” said 
Walker. 

Cole also mentioned this “style 
consciousness.” He noted that a 

woman wants safe, dependable 
transportation “regardless of 
whether she is a housewife, a 
career woman, or both.” 

“At the same time she wants a 
car she can maneuver through 
heavy traffic or park in a crowded 
shopping area. She also is far more 
style conscious than men-in color 
and in design.” 

And how did the ladies feel about 
all this attention? 

“Oh, I liked it,” said one. “But 
what really made me come awake 

| was when Mr. Walker said that the 
Ford cars have that “Tiffany touch.’ 
Mmmmmm, Tiffany touch.. .” 


‘Chicago BBB Chief 
‘Calls State Lax in 


Insurance Probe 


CHICAGO. Kenneth Barnard, 
| president, Chicago Better Business 
Bureau, has charged the State in- 
surance department with failing to 
| cooperate with his office in an in- 
| surance investigation. 

Barnard said he has waited sev- 
eral months for a reply to a ques- 
tionnaire he sent to Justin T. Mc- 
Carthy, state insurance director 
The questionnaire concerned mis- 
classification of collision insurance 
on financed cars which allegedly 
has resulted in millions of dollars in 
overcharges in the last several 
years. 

The overcharges, which have ap- 
peared in other sections of the 
country, usually concern the charg- 
ing of the under-25 rate to drivers 
who are over that age. 

The number of Illinois victims is 


|}unknown, Barnard said, because 


the state insurance department re- 


|fuses to cooperate in the inquiry. 
|He said hundreds of policyholders 





called his office after the racket 
was disclosed. 


McCarthy asked the BBB to sub- 
mit evidence of the overcharges to 
him and said he then would take 
steps to revoke the licenses of the 
companies involved. Barnard said 
the BBB had no such evidence and 
that McCarthy should have it. He 
added that all complaints of over- 
charges were being sent to McCar- 
thy's department. 

Robert Tieken, VU. S. attorney, 
and John Gutknecht, State’s attor- 
ney, said they would ask Barnard 
for evidence about irregularities 
that might be considered for legal 
action. 





For the lowdown on dealer thinking, 


}read John O. Munn’s column each week 
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New York Market ... 


1. The largest audience of any evening or standard-size morning paper. 


Z. A growing audience of enthusiastic new families, attracted by expansions 
and improvements introduced early this year. 


3. The steady time-proven selling power that comes from sixty years of 
consistent circulation leadership. 


daily circulation for the first eight 
months of 1956 exceeded 700,000—a gain of 
40,000 families over the same period last year. 
On Sunday, circulation topped 890,000—an in- 
crease of 15,000 families over 1955. 


The expanded and improved Journal-American 
is more dynamic, more influential than ever 
before. It is a must on any New York new 
car advertising schedule for deep and dominant 
home penetration where advertising pays off. 





REPRESENTED NATIONALLY BY HEARST ADVERTISING SERVICE INC 
OFFICES IN 15 PRINCIPAL CITIES 
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Safety Is Their Business— 


Automobile dealers and safety officials look over safety material displayed at the 
Inter-Industry Highway Safety Committee booth during the Minnesoto Automobile 


Dealers Assn. convention in Minneapolis. 


Hibbing, Minnesota 
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From left are Omar E. Hilligoss (Chevrolet), 
Inter-Industry Highway and Safety Chairman; Carl E. Fribley 





Highways & Safety... 





Businessmen Map Aid 


For Highway Program 


grainy experts have agreed | 
that full cooperation with state | 
and local highway departments | 
offers businessmen the surest route 
to completion of the new federal- | 
aid highway system. 

In a full-day Regional Busi- 
nessmen’s Highway Conference at 
Columbus, O., speaker after 
speaker urged members of the 
audience to get to know their 
state and local highway officials, 
their problems and their plans 
and then to offer constructive 
support. 


The conference was sponsored by 


ithe U. S, Chamber of Commerce, 


the Ohio and Columbus chambers. 


Francis V. duPont, former com-| 
missioner, U. S. Bureau of Public 


(Cadillac-Pontiac), NADA president; Earl Larimer, safety director, Minnesota Highway | Roads, suggested that businessmen 
Dept.; Alfred Luecke, manager, Minnesota Safety Council; and Harold Holmes, IIHSC | assist their state highway depart- 


Midwestern regional representative. 


NEW! 





— 


DOW STe 


ALL NEW BATTERY CHARGER LINE 


Now! Choose from the sensational, completely 
modern battery charger line that’s designed to meet 
the requirements of today’s modern autos and 
modern service stations . . .. Allen Tru-Charge Bat- 
tery Chargers. Up-to-date, .fast, simple operation 
and heavy-duty performance in servicing automo- 
tive 6 and 12-volt batteries mean more money in 
your pockets. Get your share of the tremendous 
profits in the ever expanding battery service market 
with Tru-Charge . . . the most modern concept in 


battery chargers. 


Call your Allen distributor for a demonstration to- 
day — ask him about trade-ins and his easy payment 
plan. “Tru-Charging” is “Allenyzing” and your 
“Allenyzing” profits more than meet your payments! 
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|ments in speeding route-selection, 
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Electric and Equipment Company °¢ 


acquiring right-of-way and initiat- 
ing construction. 
* * + 
E SAID chambers of commerce 
should appoint men of “unques- 


| tioned integrity” to their highway 


committees and hold them respon- 
sible for learning highway officials’ 
problems and for cooperating with 





Trading-Stamp Fee Set 


At $1,500 in Troy, Ala. 


TROY, Ala.—The City Commis- 
sion here has decided to levy a 
license fee of $1,500 on venders of 
trading stamps. 


Provisions of the ordinance apply 
to any person in Troy engaged in 
selling to merchants or venders 
trading stamps which are redeem- 
able, or can be used for anything 
of value. 







v 
ee 


Kalamazoo, Michigan 


Canadian Branch: Walkerville, Ontario 


them in reaching the objectives of. 
the highway program. 

Glenn C. Richards, commis- 
sioner of public works, Detroit, — 
said chambers should invite state 
and local highway officials to 
their meetings as a logical start 
toward cooperation. 

Alfred E. Johnson, executive see. 
retary, American Assn. of State 
Highway Officials, Washington, said 
that opposition to highway projects | 
usually is “extremely vocal,” and 
that public officials need the posi- 
tive support of business groups, 

A. C. Clark, deputy commissioner 
of the public roads bureau, noted 
that the new highway law requires 
that the states hold public hearings 
to determine the economic effects 
of specific highway proposals. Here, 
he said, is a major opportunity for 
business cfficials to make their 
views known. 

* * * 

OV. Frank J. Lausche of Ohio, 

¥ said that “in every instance (in 


Ohio) where there was resistence 
to by-passing a town, there fol- 
lowed universal acclaim for the 


benefits of the bypass.” 

Delmar G. Starkey, general man- 
ager, Columbus chamber, warned 
businessmen that not all will be 
“sweetness and light” in the devel- 
opment of the highway system. 

“There are going to be route 
squabbles,” he said, “particularly 

in those communities that are 
afraid a limited access highway 
will doom them to economic 
death.” 

He said, however, that “if the 
program didn't contain limited 
access provisions, the road obvi- 
ously would be doomed to obsoles- 
cence before it is built.” 

= = : 


Makers Aim at 83% 
Of Accident Causes 


Auto makers have made safety 
design improvements aimed at pro- 
tecting motorists from hazards that 
cause 83 percent of all traffic fa- 
talities, a Ford Motor Co. executive 
engineer has declared. 

A. L. Haynes, of Ford's engineer- 
ing staff, told the Michigan Assn. 
of Osteopathic Physicians and Sur- 
geons that most traffic deaths are 
caused by occupants being thrown 
from cars or striking instrument 
panels, steering assemblies, wind- 
shields and pillars, roofs or rear 
view mirrors 

He observed that in the past auto 
designers developed numerous fea- 
tures, such as safety glass and all- 
steel bodies, to improve passenger 
protection during accidents. How- 
ever, in the last few years, reliable 
statistics on a volume basis have 
established a priority for improving 
occupant packaging within the car, 
he said. 

> > . 


Detroit Safety Campaign 


Centers on Pedestrians 


Spurred on by a report that two 
out of every three persons fatally 
injured in Detroit traffic accidents 
this year were pedestrians, Detroit 
police and the Traffic Safety Assn. 
began an intensive program to alert 
drivers and to warn pedestrians. 

To accomplish this, 1,500 posters 
bearing the caption, “Will a Pedes- 
trian Step in Front of Your Car?” 
are being erected on streetside 
| standards. 

* * * 


Ontario Cuts Deaths 


| Ontario’s highway safety cam- 
paign is beginning to show good 
results, according to Kelso Roberts, 
| attorney-general, who has revealed 
that since its start until the end of 
August there were 558 traffic deaths 
as compared to 648 in same period 
of 1955. 





Rebsamen Aids Zoo 


LITTLE ROCK, Ark. Raymond 
Rebsamen, president, Rebsamen 
Motors (Ford) here, has under- 
written a $1,219 deficit in a $2,900 
fund being raised by public sub- 
scription to buy a pair of camels 
for the zoo in War Memorial Park. 
| Rebsamen previously had given two 
elephants to the zoo. 


Like Profits? 
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Backshop 


... by Jack Weed 


WNERS of cars finished — or| 


refinished — in the new acrylic 
lacquers most likely are headed for 
trouble if they try to clean road tar 
off the new finish with many of 
conventional products now on the 
market. 

One large maker of a tar re- 
mover already has had to warn 
his salesmen and outlets to alert 
dealers and owners not to use his 
product on these new finishes. His 
firm has received complaints from 
ewners that its product has 
damaged the finish, despite the 
fact that only a relatively few 
thousand cars have been finished 
in the new lacquer. 

It seems that any tar remover, or 
wax for that matter, compounded 
with an aromatic solvent tends to 
soften the finish and the process 
of removing the tar or polishing 
the wax will damage the finish. 

A chemist for the principal manu- 
facturer of these new finishes 
claims that there are tar removers 
and waxes on the market that will 
not harm the acrylic finishes, but, 
to his knowledge, none of them is 
so labeled. 

Neither are tar removers and 
waxes compounded with aromatic 
solvents so labeled. 

So, currently car dealers, garages 
and public must “go it blind” in 
using any branded product to re- 
Move tar or other such substance 
from their car if it is finished in 
the new lacquer. 

= - * 


Try a Small Patch 


EY are advised to use mineral 
spirits, kerosene or some such 
aliphatic solvent for the removal 
of such substances. Even in that 
case it would be wise to try out the 
solvent on a small patch of a hid- 


den part of the car first and closely | 


watch the results. 

Not only will more cars be 
finished in the new acrylic 
finishes this year but several 
finish makers are ready to put 
material of this type on the mar- 
ket for refinish purposes so that 
this serious situation will be mul- 
tiplied. 

The new finish has many fine 
Properties that are a great im- 
provement over former lacquers. It 
will resist alkalies, bird lime, leaf 
Stain and salt much better than 
old-style lacquer. It has a harder 
Surface and, it is claimed, will re- 


. 8ist chalking to a much greater ex- 
tent. 


Chemists for manufacturers of 
these new finishes claim that some 
Waxes present the same hazard to 
the new finish as do tar removers. 
They say the solvents in some wax- 
ing preparations will soften the 
— to the point where polishing 

| 
metal if sufficient rubbing is done. 

So, they again warn users to 
first try wax on a door jam, or 
some other inconspicuous spot, 
and watch the results before ap- 
plying on the whole car. 

No doubt, before the year is out, 
some makers will come out with 
tar removers and waxes which will 
state clearly on the label that the 
Product is safe to use on acrylic 
lacquer. 

The new super enamels that have 
been brought out and which will be 
used on the cars of several lines 


New Products 
Page 48 





remove the finish down to) 





this coming model year, it is 
claimed, will resist any normal sol- 
vent and the same care as to selec- 
tion of a tar remover or wax made 
by a reputable manufacturer will 
not have to be taken. 

* * Ed 


Bill and Felix 


A™. as we are talking about 
chemicals for car use, I might 
drop a bit of info passed on to me 
by Bill Freeman, maker of Por- 
celainize, that his firm has per- 
fected a spot remover that will 
safely remove stains from orlon 
and nylon upholstery over foam 
rubber cushions without harming 
the rubber. 

Bill also is bragging about a 
new chrome preserver he is mar- 
keting which will give added pro- 
tection from salt spray and may 
safely be used on anedized 
aluminum. 

Just ten years ago last August, 
Felix Doran, former assistant sales 
manager of Chevrolet, opened his 
new dealership in Dallas. On the 
completion of his first decade in 
business, Felix can point to 23,506 
Chevrolet owners who have been 
pleased with the type of service 
and the treatment he has given 
them. 

It personally gives me a whole 
lot of pleasure to give Felix a little 
printed encomium for this record 
as Felix holds a very soft spot in 
my heart. 

How he got the information, I 
do not know but every year on my 
birthday I get a swell personalized 
birthday greeting from Felix. One 
almost would think he was still in 
the “whip seat” at the factory and 
bidding for a frequent ride in the 
column. 

I haven’t seen Felix since he 
left the “big house” up on the~- 
boulevard, but I can’t imagine 
anything that I could do here 
to help him in Texas. But I do 
want those who get this far down 
in my battle of words to know 
what nice people Felix is—for an 
ex-factory official. 

I'm going to keep looking for 
those cheery birthday greetings and 
I am just as sure as snow in Janu-| 
ary that I won't be disappointed. | 


* * * 


Morris and Vince 


IONIGHT the Society of Auto- 
motive Service Managers will 
open its meetings for the third year 
at the Hotel Martinique, New York, | 
(Continued on Page 31, Col. 4) 


Volume Dealers Analyze Operations . .. 


Service Moves Trucks 


OST of the nation’s top-volume 

4 truck dealers are showing good 
profits from service operations, 
and 81 percent have found addi- 


tional sources of revenue in fleet | 


service, an Automotive News survey 
disclosed. 

These dealers said they do all 
the service work on an average 
of 11.3 fleets, or 62 trucks per 
dealership for the combination 
dealer and 81 for the exclusive 
truck outlet. 

This interest in providing good 
service also is reflected in their 
profits on new and used-truck sales. 

Sixty-five percent of the dealers 
surveyed indicated that they made 
more profit on trucks this year than 
last year. Fifteen percent said they 
made about the same profit, and the 
balance said they made less. 
Showing their interest in truck 
service, 78 percent of the dealers 
replying said they maintained a 
separate truck shop; 70 percent 
have a separate truck service crew; 
39 percent said they provided night 
service, and 15 percent said they 
provided 24-hour service. 
* aa = 


Backbone of Volume 





OOD service long has been 
recognized as not only a most 
potent builder of a customer fol- 
lowing but also as having a direct 
influence on truck sales. This 
particularly has been true of the 
smaller and medium-sized dealers. 
And this survey of the top truck 
dealers showed that maintaining 
good service also is the backbone 
of a volume operation. It indicates 
that the volume dealer who makes 
an earnest effort to provide good 
service for his customers makes 
more money on his vehicle sales. 
This is emphasized by the fact 
that even in this highly competi- 
tive selling year, 80 percent of 
the volume dealers queried said 
they made as much or more net 
on their truck sales as they did 
last year. 
Another interesting development 
of this survey is that of the volume 
dealers who sell both cars and 


trucks and who made more money | 


or approximately the same net on 
their truck sales this year as last, 
77 percent said their profit per 
order written on truck service was 
considerably higher than on cars. 

Nine out of 10 of these combina- 


tion volume dealers also said that | 


they had enjoyed a good demand 
for their used trucks. 





When just the combination 
dealers who made more net on their 
vehicle sales were studied, 61 per- 
cent said they had separate serv- 
icemen for trucks; 48 percent had 





~ Rebuilt Parts Called 


By Martin Trepp 
Staff Correspondent 

TACOMA, Wash. — The present- | 
day shortage of auto mechanics 
can be eased through the use of| 
mass-produced rebuilt engines, 
transmissions and other parts,| 
according to Leon E. Titus (Ford), 
Tacoma, an authorized Ford parts 
reconditioner. 

He spoke at the 10th annual 
convention of the Northwest Auto 
Dealers Parts & Service Mana- 
gers Assn. here. 

Titus, also NADA Washington 
State director and vice-president of 
the Automotive Parts Rebuilders 
Assn., said there are openings for 
6,000 mechanics in the nation’s Ford 
dealerships alone. 

Productivity of service can be in- 





creased by present mechanics if 


j Debut units are installed, instead 


of having shop mechanics do the 


| repairing, Titus said, 


The association is comprised of 
clubs in Tacoma, Seattle, Everett, | 
Yakima, Bellingham-Mt. Vernon, 
Kelso-Longview and Vancouver, 
Wash., Portland, Ore. and Van- 
couver, B. C. It is believed to be 
the only united association of parts 
and service managers clubs in the 
U.S. 

The convention was attended by 
some 200 delegates and wives. 
Clif Leach, service manager, Mal- 
lon Motor Co. (Ford), Tacoma, 
was elected president, succeeding 
Jack Gilliam, Wickstrom Motors, 

Inc. (Buick), Yakima. There are 
no other officers. Two members 

from each club comprise the 
board, which meets twice a year. 

Titus said his firm, established in 
1942 as Titus Mfg. Co., but now 


separate service shops, and 30 per- 
cent provided night service. 
+ * * 


Truck Service Pays 


N MANY cases it was shown that | 
night service was not as essen- | 
tial for the dealer who sold both} 


cars and trucks as he did not cater 
so strongly to the heavy-duty oper- 
ators who demand this service. 


However, practically as many of 


| these combination dealers found it 


advisable to have strictly truck 
servicemen serving the truck cus- 
tomers, and nearly half of them 
found it to their advantage to pro- 
vide separate service facilities. 

Some of the comments made by 
these dealers on the question of 
truck service may be of great in- 
terest to those dealers who are 
not making the progress on their 
truck sales that they would like 
to make, 

One combination dealer said, 
“Truck service is much more profit- 
able because most truck customers 
are cash and are steadier after war- 


| ranty runs out.” Another, who sold 
|}about 225 trucks out of a 1,500- 
vehicle contract, said, “Our truck 
| service amounts to about 50 percent 
|of passenger-car service profit.” 
| Another who sells about four 
|times as many cars as trucks said, 
“Our truck shop does only about 
one third of the service volume but 
|shows only 12 percent less gross 
| profit than passenger-car service.” 
* * + 
24-Hour Cautions 

NOTHER dealer who has been 
|4+% doing a large proportion of his 
| truck selling to fleet customers has 
|a prevailing beef. “Our truck serv- 
lice is higher than passenger cars 
on labor sales, but gross profit on 
|parts is lower due to the discount 
| policy.” 

One of the nation’s outstanding 
lexclusive truck dealers said, 
| “Twenty-four-hour or night service 
|is not something to play with. Un- 
l|less the dealer’s potential is large 
jenough to keep a waiting line for 
| (Continued on Page 30, Col. 1) 








City Buick Stresses Service... 


‘We Welcome Complaints’ 


By Ed Brown 
Staff Correspondent 
ONG ISLAND CITY, N. Y.—““We 
welcome complaints, because we 
have found that you can turn the 
average complainer into a satisfied 
Buick booster, if you handle him 
properly,” say Harry Bock and 
Dave Bales, who head City Buick, 
Inc., here. 

The merchandising emphasis at 
City Buick is placed primarily 
on service because it has proved 
to be the partners’ greatest asset 

in retaining satisfied customers 
and developing new business. 

“We are service minded,” Bock 
explained. It is estimated that 50 
percent of the business at City 
Buick is either repeat or recom- 
mendation, which may account for 
the fact that the dealership con- 
tinues to operate at a profit regard- 
less of the market fluctuations in 
this area. 

Although City uses no gimmicks 
in either service or sales, it has 
several tested methods of merchan- 
dising which are used as guides. 

> = . 
ee operation is aimed at “indi- 
vidualization”—an attempt to 
make the customer feel that his 


Shop Aid 


called Tam Engineering Corp., re- 
built 1,000 engines in its first year 
but in the single month of August, 
1956, produced 909 engines. 

Since 1942, he added, the firm 
has rebuilt 138,363 engines and 1,- 
680,878 other units. Another Titus 
firm, Engine Rebuilders, Inc., pro- 
duces Chrysler products and 
custom engine rebuilding. 

The 115 employes in his plants, 
Titus said, are not, except for a 
few, journeymen mechanics. 
assembly line production, he said, 
full-fledged mechanics are not 
required — only workers who can 
be trained to do the same type of 
job over and over. 

Titus said the use of rebuilt 
engines and components elimi- 
nates the need for the shop to 
have its own special rebuilding 

(Continued on Page 34, Col. 1) 





With | 


problem is important. “What we are 
actually doing,” the partners say, 
“is selling ourselves by being cour- 
teous.” 

Although the dealership is one 
of the largest in the city, the 
partners know most of their cus- 
tomers by name, “I like it when 
someone I am doing business 
with knows my name,” Bock 
said, “and I believe our customers 
react to that kind of treatment 
in the same pleasant psychologi- 
cal fashion.” 

Service business this year has 
shown a substantial increase over 
1955, which is in line with City’s 
desire to give the customer his dol- 
lar’s worth for a dollar spent. 

> > > 

AST month, the service depart- 
4 ment sold 1,700 jobs at an aver- 
age of slightly more than $10 a sale. 
City would rather sell 1,700 jobs 

at $10 than 1,000 at $20. Bock and 
Bales reason that in this way the 
customer does not feel oversold, 
more customers are exposed to the 
lure of the new and used-car de- 
partments, and salesmen get many 
excellent new leads through per- 
sonal observation. 

Management at City is so cer- 
tain of the excellence of its serv- 
ice work, that each customer is 
offered a 90-day or 4,000-mile 
guarantee on all work. 

This confidence stems from the 
fact that many of the servicemen 
have worked on Buicks for more 
than 30 years, while the average 
mechanic has worked at City for 


nine years. 
* * * 


yas service department is open 
from 7 a.m. to 8 p.m. and from 
8 a.m. to 5 p.m. on Saturday. Bock 
says: “We believe the word ‘service’ 
implies that you will be on hand at 
those times most convenient for 
your customers.” 

The Saturday opening is an un- 
usual feature in the area City 
serves, but is merely another part 
of the company’s program to 
“service” the public properly. 

| There is a salesman in the serv- 
ice department from 8:30 a.m. to 11 
a.m., and again later in the after- 
noon to talk to customers about 
their new or used-car problems. 
Thus, service is tied even more 
directly into the sale of all the mer- 
(Continued on Page 30, Col. 1) 
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Dealers Analyze Operations... 








Service Hikes Truck Volume 


(Continued from Page 29) 
service 24 hours every day, it norm- 
ally is not profitable but there 
always are exceptions. 

“Good service is a great deal 
more important than a good sales 
department in our line. Good 
service will make more truck 
sales that are repeaters than all 
the salesmen a dealer can hire. 
When both departments are good, | 
and working in harmony, your 
factory relations can only be 
right.” 

Another dealer who handles one 
of the better-known full truck lines 
made by an independent maker and 
also sells two makes of passenger 
cars, said, “Truck service profits are 
much higher. Our service absorp- 
tion on trucks is 85 percent while 
on the cars it is but 48 percent.” 


* * * 
Fleet Profits Goods 


oo profit and sales ave- 
nue is found in the fact that 81) 








Turn Complainer 
Into Booster, 


City Buick Says 
(Continued from Page 29) 


chandise of the dealership. It is one 
of City’s most effective methods of 
developing new business. 

Emergency servicing is a problem 
to most dealerships. It is extremely 
important, in the view of Bock and 
Bales, that these situations be han- 
dled with the greatest discretion 
and good judgment. Many of City’s 
customers have come to rely on) 
them in these odd-hour emergen- 
cies. When no one else is available, 
the distressed customer may find 
his call has brought one of the 
bosses to his rescue. 

* * * 

HE excellent word-of-mouth ad- 

vertising this has developed has 
done more for them, they feel, than 
any expensive advertisements could 
accomplish. Gimmicks like “A}| 
free trip to the moon,” they say,| 
merely tend to suggest irresponsi- 
bility to a prospective customer. 

“Every dealer can offer his mer- 
chandise at pretty much the same 
price today,” they declare. “Gim- 
micks and price are not enough, 
and never have been. There is 
far too little stress on the service 
department, which actually helps | 
complete the new-car sale when 
properly handled. 
“We would much rather put the| 
money we might spend in advertis- | 
ing, into the customer’s pocket via) 
good, dependable service and, in 
turn, let him work for us by his 
recommendations,” Bock added. “It 
certainly has proved its merit in 
our case.” 








‘Seniority’ to Count 


At Space Drawing 


LOS ANGELES. — Space draw 
ings for exhibitors at the ninth an-| 
nual Pacific Automotive Show will 
be made on a seniority basis, show 
officials have announced. The event 
is scheduled for March 7-10 in the 
Civic Auditorium, Seattle. 

Space drawings will be held in 
mid-November at the Seattle site. 

Exhibitors who have been repre- 
sented in four to eight shows will be 
eligible for the first drawing. Manu- 
facturers who have exhibited in one, 
two or three shows will draw next, 
and first-time exhibitors will select 
locations from the remaining space. 


DeBourbon Appointed 

BEVERLY HILLS, Calif— 
Rudolph DeBourbon has been 
named general sales manager of 
Beverly Buick Co., according to 
Spencer T. Honig, dealership presi- 
dent. DeBourbon formerly was 
general sales manager of Wallace 
Buick Co., predecessor of Beverly 
Buick. 


Ym 
Sell ’57 RAMBLER 


(Coming Next Week) 





|Put at $320,277 


percent of the dealers surveyed did 
all the service work on trucks 
owned by fleet customers. These 
dealers did the entire service work 
for an average of 11.3 fleets per 
dealer and serviced an average of 
62 fleet trucks per dealer. 

What this meant in contracts 
with drivers — who, incidentally, 


have considerable influence in the 


Dealer Sergeant’s Estate 


ROCHESTER, N, Y.—Alfred W. 
Sergeant, who founded and headed 
a pioneer automobile dealership 
here and was a partner in a similar 
dealership in Albion, Pa., left a} 
gross estate totalling $320,277, ac- 
cording to papers on file in Surro- 
gate’s Court. 

Mr. Sergeant, 83, died Jan. 2, 
1954. He founded Sergeant Motor 
Corp., 727 Main St. E., in 1917 and 
was a partner in Harris & Ser- 





geant, Albion, Pa. 
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WHEEL CYLINDER REPAIR KIT 


All parts necessary to put wheel cylinder 
in normal operating condition. 





MASTER CYLINDER REPAIR KIT 


All parts needed to put master cylinder 
in normal operating condition. 


selection of the trucks bought by 
their employers in most instances 
— and the profits from the sale of 
many parts, accessories and other 
truck equipment is, of course, ex- 
tremely important. 

Passenger-car service, when 
properly handled, can be just as 
profitable and can provide just 
as many profitable paths to new 
and used-car sales and the sale 
of “extra-profit”? items as can 
truck service. 

An interesting point that showed 
up in this survey was that dealers 
handling cars and trucks did almost, 
as much fleet service work as did 
the exclusives, 


Ninety percent of the exclusive | 


truck dealers serviced fleet accounts 
as against 82 percent of the combi- 
nation dealers. The combination 
dealers serviced an average of 62 





New Austin-Healey ‘Hundred Six'— 


This new Austin-Healey model is powered by a 2,639 c.c. six-cylinder engine which 


fleet trucks per dealer, compared| develops 102 b.h.p. at 4,600 r.p.m., giving faster performance than its four-cylinder 
with 81 for the exclusive truck) predecessor. The car, featuring a new body, is basically similar to that which recently 
captured all speed records in its class at Bonneville Salt Flats, Utah. 


dealer. 







Made and assembled fo original 
equipment specifications. 
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Delco Super 11 brake fluid improved with HTD—original equip- 
eneral Motors cars and trucks—is efficient at 50° higher 
temperatures, improves braking at all temperatures, under all 
operating conditions. Chemically stable, compatible with the rubber 
and metal parts in the brake system—and with greater resistance 
to corrosion and evaporation— 
and government specifications for heavy-duty hydraulic brake 
fluid. Do yourself and 
11 improved with HT: 


elco Super 11 exceeds all S. A. E. 


our customers a favor—order Delco Super 
today! Packed in convenient containers, 


the United Motors System or your General Motors car or truck dealer. 


General Motors Values from 





} Moraine Products | 


Division of General Motors, Dayton, Ohio 


from pint cans to 54-gallon drums. Available everywhere through | 
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SPA Expands 
Auto Training 


Aid to Schools 


CHICAGO.—The National. Stand- 
ard Parts Assn, has expanded 
its “Automotive Instruction in Our 
Schools” program to members in 
39 states since its inception in Feb- 
ruary, 1955. 

Members in these states have 
offered their cooperation to schools 
seeking either to set up vocational 
courses or those desiring to expand 
courses. 

NSPA said that machine shops 
of NSPA members have offered 
practical help. J. L. Wiggins, NSPA 
executive vice-president, said there 
will be an estimated shortage of 
100,000 mechanics to service the 75 
million vehicles to be on the high- 
ways in a few years. 

Wiggins said that the association 
intends to offer benefits of its 
schools program to every school in 


the nation teaching automotive 
training. 
He hopes also to have all 48 





states and the District of Columbia 
taking part by the end of this year. 


r ever made. 


MORAINE BI-METAL BEARINGS— 


precision built to original equipment 
specifications. 


M-100 BEARINGS— 


excellent fatigue resistance and longer 


life expectancy. 





MORAINE-400 BEARINGS— 


toughest automotive engine bearings 
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Chevrolet Anniversary— 


Veteran employes of the Chevrolet Oakland (Calif.) plant share a cake commemo- 
rating the assembly plant's 40th anniversary. From left are H. M. Lothringer, plant 
manager; Viola Jorgenson, who has been a plant employe since July, 1922; Richard 
Souto, an employe since August, 1918, and Charles Saglaw, plant purchasing agent, 
who drove the first Chevrolet off the assembly line Sept. 23, 1916. The plant has 
assembled 2,371,437 vehicles. 


and trucks. The new, complete Moraine bearing 


through the United Motors System or your 
Motors car or truck dealer. 





General Motors Values from 





Moraine 


Division of General Motors, Dayton, Ohio 
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(Continued from Page 29) 


and I only wish I could be there to 
pat Morris Shapiro and “Vince”| 
Lombardi on the back for the) 
courageous and consistent battle} 
they have waged to get this or- 
ganization rolling, as they have, to 
keep it out of political entangle-| 
ments and to hew a line of techni-| 
cal aid to car dealer service man-| 
agers in the metropolitan New York | 
area. 

These boys have headed a group 
of dedicated service managers who| 
have been working unselfishly to| 
establish a group that, I believe, | 
should be emulated in every section | 
of the country. Their program can’t | 


Distributor Appointed 


PHOENIX, Ariz, Air-Draulics 
Co., 31 S. Third, has been ap-| 
pointed distributor of Parker syn-| 
thetic rubber o-ring seals by Par- 
ker Appliance Co., Cleveland. The 
distributing firm is headed by Ray 
Browne and Myer N. Wilson. 








A complete line of Moraine Service bearings for all cars 


line 


gives you the bearings you need for all bearing replace- 
ment jobs—conveniently available from a single source. 
Remember— Moraine bearings are original equipment 
in General Motors cars and trucks. So—replace with 
Moraine in General Motors applications; sell and use 
Moraine bearings for other bearing replacement jobs. 
Moraine service bearings are available everywhere 
eneral 


MORAINE GAS FILTERS! 


Glass-bow! and pancake all- 
metal types assure dirt free, 


lint free fuel under all oper- 
ating conditions. 





Products 


help but be of value to every mem- 
ber of their club. 


I am already being bombarded 
with material on the 9th annual 
Pacific Automotive Show which 
this coming year will be held in 
the big Civic Auditorium at 
Seattle, March 7-10. J. Leonard 
Gibson is one of the most active 
and aggressive show managers on 
the automotive show circuit and 
that is perhaps why these West 
Coast “regionals” are always so 
good and so large. 

The theme for this year’s show is 
“It’s the Western 11 in ’57” and 
Canadian provinces, Alaska and 
Hawaii, too. Don’t ever kid yourself 
that they won’t have a sizeable 
delegation from each of the “out- 
lands.” 

The big Booster “kickoff” dinner 
sponsored by eight of the West 
Coast Booster Clubs will be held 
Wednesday night, March 6, at the 
Olympic Hotel, Seattle. Don Tur- 


| ner, 952 E. Seneca St., Seattle, has 


lots of tickets to sell. 


* * * 
| Stop! 
‘LEN RANDOL, the inventor 
who holds more pre-selective 


gear patents than even some auto- 
matic transmission makers, blew 
|into town last week with a new 
power brake and took me for a 
|ride in the car he has: equipped 
with it. 
It does the two things he 
claimed as far as my test drive 
was concerned: You can’t set the 
brakes so hard they skid the 
| wheels and in case of power 
| failure you do go right through 
to the original standard hydraulic 
brake. 

Glen's new brake looks like both 
an easy mounting and simple serv- 
icing mechanism, appears to be 
| foolproof and works wonderfully 
soft. It’s a mechanism that can 
easily be added if an owner wants 
| power brakes on his present car. 
| > > = 


Seattle Show in March 

"= regional show boys on the 
West Coast are already hard at 
work beating the drums for the 
Seattle show which will be held in 
the Civic Auditorium in the city 
of “King Salmon,” March 7 to 10 
this year. 

I don't suppose it’s even smart of 
me to mention salmon fishing in 
connection with a parts and shop 
equipment show as it may well put 
the kibosh on me getting out to see 
it—but there are other fishing en- 
thusiasts in the industry. And 
March isn’t too bad a time to be 
there. 

Channing L. Bete Co. has got- 
ten out a unique booklet ex- 
pounding safe driving that may 
be of interest to car dealers who 
would like to have a conversa- 
tional piece to hand a good 
prospect and something that the 
average women driver especially 
will appreciate, I think. It is a 
good basic lesson in proper 
driving put in cartoon form. 


Another of my old friends in the 
industry of ours passed away Sept. 
26—Paul Hale Bruske, who man- 
|}aged the old Maxwell racing team 
that included among its enthusias- 
tic membership a couple of not-too- 
| well known guys by the names of 
Barney Oldfield and Eddie Ricken- 
backer. I knew him first when he 
was the tom-tom beater for E-M-F 
|Co., the forerunner of the Stude- 
baker. 


Then he became one of those 
guys I had to sell when he went 
into the advertising business as @ 
member of the staff of Power, 


Alexander and Jenkins, who 
handled several automotive ac- 
| counts, 


Gosh, that takes some of us old 
timers back in the dodo-bird days. 





| Want Satisfied 


Customers? 


TT as 


Coming Next Week! 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of the 
monthly Service Management Sec- 
tion of Automotive News. 

FOR MAKE SERVICEMEN 

CHRYSLER CORP. Master 
technicians service conference 
which consists of a kit containing 
a film, record, charts, reference 
booklets and other material sup- 
plied monthly for training of me- 
chanics in the dealerships. 

FORD DIV.— During October and 
November, Ford's 35 district service 
schools will be conducting three to 
five-day courses on the 1957 car for 
dealer mechanics. 


GMC TRUCK & COACH DIV.— 


Diesel—- Dedham, Mass., Oct. 22;| 
Union, N. J., Nov. 12-19. Hydra- 
Matic—Dedham, Mass., Nov. 19; 


Charlotte, N. C., Oct. 22-29, Nov. 12; 
Garland, Tex., Oct. 29-Nov. 19; Den-| 
ver, Oct. 22-29; Cleveland, Oct. 29; 
Union, N. J., Oct. 29; Clarence, N.! 


Y., Oct. 29-Nov. 5; Golden Valley, 
Minn., Oct. 29. Hydra-Matice Link- 
age—Detroit, Oct. 22; Cleveland, 
Oct. 22. Twin Hydra-Matic—Clar- 
ence, N, Y., Nov. 12; Golden Valley, 
Minn., Oct. 22. V-8 Engine Tuneup 

Tarrytown, N. Y., Oct. 22; Clar- 
ence, N. Y., Oct. 22. V-8 Engine 
Tuneup and Carburetion—Golden 
Valley, Minn., Nov. 12-19. Holley 
4000G Carburetor, Dana Axle, In- 
Line Power Steering, New Process 
Transmission — .Atlanta, Oct. 29- 
Nov. 12. In-Line Power Steering, 
New Process Transmission, Timken 
Wide-Range Axle—-Dedham, Mass., 
Nov. 5-12. Spicer 45 Axle, Holley 
4000G Carburetor—Dedham, Mass., 
Nov. 5. Spicer 45 Axle, 426 and 503 
Holley Carburetors and Governors 
Clarence, N. Y., Oct. 22. Spicer 45 
Axle, Timken Wide-Range Axle, 
Power Steering, New Process 
Transmissions—Golden Valley 
Minn., Nov. 5. 

STUDEBAKER - PACKARD. — 
Schools on 1957 model Studebaker 


cars and trucks. Contact zone serv- 
ice managers for dates and loca- 
tions of schools. 

UNITED MOTORS SERVICE. — 
Classes are held continuously at 30 
| United Motors classrooms at Gen- 


|eral Motors training centers)! 


| throughout the country. Contact 
| United Motors service distributor 
for training center locations and 
classroom schedules. Instruction in 
factory approved service methods, 
using the latest equipment, is avail- 
able in (1) automotive electricity 
(Delco-Remy), (2) carburetion 
(Rochester), (3) electronics (Delco 
radio and Guide Autronic Eye), (4) 
transmission (Hydra-Matic). 
ALLEN ELECTRIC & EQUIP- 
| MENT CO., Kalamazoo, Mich. 
Allen Power-Tune course is being 
conducted throughout the U. S. and 
Canada by Allen wholesalers and 
authorized field stations. Additional 


information can be obtained by 
writing directly to Allen Electric, 
2101 N. Pitcher St., Kalamazoo, 
Mich. 


AMMCO TOOLS, INC., North 
Chicago.—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Rich- 
ard D. Stevenson, Ammco Tools, 





Raybestos Trains 8,100 


In Mechanic Clinics 

BRIDGEPORT, Conn.—Within 
a two-month period more than 
8,100 mechanics have attended 
clinics sponsored by the Ray- 
bestos division. They represented 
new and used-car dealers, inde- 
pendent repair shops and super 
service stations from 48 states. 
Each clinic was sponsored by the 
local Raybestos distributor. 

The main feature of the pro- 
gram was a motion picture, “Tak- 
ing the Guesswork Out of Brake 
Work.” Some subjects of interest 
covered in the film, are: Brakes 
in use and how to service them; 
trouble shooting brakes and 
brake systems on new cars and 
trucks; how to adjust brakes that 
have the new fixed anchors; how 
to set anchors that aren’t fixed, 
and promoting business and high- 
way safety through better brake 
service, 





Inc., 2128 Commonwealth Ave., 
North Chicago, Il. 

BEAR MFG. CO., Rock Island, 
Ill.—Classes cover training in align- 
ment, balancing, and frame straight- 
ening. New classes will begin Oct. 








Just what is an “adjustable” shock absorber? 


In one sense, every first-quality shock absorber 
made today is “‘self-adjusting.’’ Because, today, vir- 


tually all shocks incorporate spring-actuated valv- 


ing. Within a pre-calibrated range of control, these 


spring-loaded valves compensate for varying hy- 


draulic demands created by road and load condi- 
tions. In that sense, all Gabriel shock absorbers 
are “‘adjustable,” and have been for years. 


But it was not until Gabriel perfected and 
marketed the AjustOmatic that you could 
offer your customers adjustable ride control 
—in a choice of three ranges. 


MAKE $30-$40 A DAY! Geta 
new, Gabriel Shock Tester. Tie in 
with powerful national advertising 
featuring AjustOmatics this month. 
Show the need—sell the deal! 


© 1956 The Gabriel Company 


Cratric! 


AJUSTOMATIC 


The Gabriel AjustOmatic is different from any 
other shock absorber on the market today. 


You can, in less than a minute, select and set for 


every customer his kind of ride—for his kind of car 
and his kind of driving. You do the adjusting: 
“soft’’ for ultimate comfort, ‘‘medium’’ for greater 


stability than with standard equipment, “‘firm”’ for 


utmost stability. 


There is a ready, steady market for adjustable 
shock absorbers today. Don’t be misled into giving 
your customers something less! Ask your Gabriel 
jobber for new fact folder giving full details. 


THE ONLY GENUINE 
ADJUSTABLE 
SHOCK ABSORBER 





22 and Nov. 5. Write Mrs. Mildred 
T. Clark, registrar, 2103 5th Ave, 
Rock Island, IIl. 

BENDIX PRODUCTS DIV., South 
Bend.—W. E. Hindsley will hold 
| schools on Oct. 29 covering Strom- 
berg carburetors and Nov. 5 cover- 
| ing Bendix power brakes. Purpose 
| of schools is to train selected dis- 
|tributor personnel to conduct own 
|classes on carburetion and power 
| brakes. 
| BINKS MFG. CO., Chicago. 
Classes are held for a period of one 
| week once a month. Anyone inter- 
ested in spray painting and spray 
painting equipment may attend 
Next class will be held Nov. 12-16. 
No tuition. Contact W. Beachan 
instructor. 

CARTER CARBURETOR CORP., 
St. Louis.—Classes are limited to 
maximum of 12 men, and students 
must stay for the full three-week 
training period. All applicants must 
be regularly employed by an au- 
thorized Carter service outlet. Next 
| classes start Oct. 22 and 29. 

DEVILBISS CO., Toledo. — One 
week classes of limited size cover- 

ing theory, maintenance and servic- 
ing of spray painting equipment 
The subject of spray painting is 
broken down into four categories, 

industrial, auto refinishing, automo- 
tive jobber, portable equipment job- 
ber. No instruction charge. Appli- 
cations may be obtained by writing 

DeVilbiss Co., 300 Phillips Ave 
Toledo 1, O 

ELECTRIC AUTO-LITE, Toledo. 

Courses open to anyone in the 
automotive trade. No fee for tuition 
|or materials. Students learn basic 
|information and fundamentals of 
| electricity, magnetism and testing 
|equipment; the battery as related 
|to electrical system: component 
| parts of electrical system, circuit 
by circuit, and wiring. Next class, 
| Oct. 29-Nov. 16. Write William B. 
| Selb or H. M. Riddle, instructor in 
| charge, 511 Hamilton St., Toledo, O 
| INLAND MFG. CO., Omaha. 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
| purchased—$100, otherwise. Course 
teaches: All aspects radiator clean- 
| ing. repairing and recoring: use and 
maintenance of equipment; funda- 
|mentals of merchandising, adver- 
tising and pricing. Write J. V. 
Grasso. 1108 Jackson St.. Omaha, 
| Neb., for reservation or further in- 
formation. 
| RAYBESTOS DIV., Bridgeport, 
Conn.—A complete five-day brake 
service course is open for enroll- 
ment. Course starts Oct. 22 and will 
be held at Raybestos brake service 
school and work shop in Stratford, 
Conn. Training covers all phases of 
brake service work including ma- 
jor adjustments, minor adjustments, 
and complete brake overhauls on 
all types of brake systems. Per- 
sonal instruction is augmented by a 
technical, full-length, color, sound, 
motion picture for a well integrated 
program. Write J. Kane for further 
information. Courses will be con- 
ducted by A. D’Andrea. 

STEWART-WARNER CORP. 
(Alemite Division).—School is for 
the training of Alemite depot serv- 
icemen and is held in factory serv- 
ice training school at 1826 W 
Diversey Parkway, Chicago, IIl. 
Depots represented are from all dis- 
tributors’ territories throughout 
U. S. Normal classes include a max- 
imum of 14 trainees. Next class 
Nov. 12-16. 

SUN ELECTRIC CORP.—Classes 
in service merchandising, Oct. 22- 
26; test equipment operation, Nov. 
5-9; principles of electrical testing, 
Nov. 12-16; engine tune-up, Nov. 
19-23. Classes will be held at Chi- 
cago technical training center. In- 
structors will be G. A. Lane, R. C. 
Heidrich, A. E. Evenson, and G. A. 
Buhr. 

THERMOID CO., Trenton, N. J.— 
No definite school schedule. Classes 
are held whenever there is a de- 
mand from students for brake serv- 
ice information, and are held by 
J. A. McLaine in the Thermoid en- 
gineering department test garage. 
There is no tuition, but students are 
expected to pay own living ex- 
penses. Session takes approximately 
five days. Text book furnished to 
students at no charge. 


OPPORTUNITIES 


UNLIMITED... 
Watch for the 


"57 RAMBLER 
Coming Next Week! 
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there’s a Borroughs Bin to meet any parts storage need ! 





Bin E Bin C Bin B 


no bin offers more features 
than the Borroughs Bin! 


You positively can cut your installation and change-over time 
with Borroughs flexi Bins. You save time in re-arranging 
shelves, dividers and trays. You give customers faster service. 
Compare before you buy, and you will discover that Borroughs 
Bins are the Best Buy in Bins. 


Vv sliding shelves 


...adjustable without bolting..they slide in and out 
instantly, on 1/2” centers. 


A adjustable dividers 


...Snap into position any place you want them.. labels 
travel with dividers. 


Vv they‘re stronger 


... Shelves are 18 gauge. Frame has separate base and 
top bolted to uprights and back to give greatest rigidity. 


y they’re your color 


... electrostatic baked-on enamel in green, gray, buff, 
white, cascade, or tile. 
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Any of these Borroughs 
warehouse distributors 
will gladly furnish you 
FREE layout service. 


LOUIS A. ALEXANDER 
264 NW. Beacon St., Watertown, Mass. 


AUTOMOTIVE BIN SERVICE CO. 
10040 Freeland, Detroit, Mich. 
20 East North St., Buffalo, N.Y. 
1220 Richmond, Cincinnati, Ohio 
54 West 30th St., Indianapolis, Ind. 
204 Builders Bidg., Louisville, Ky, 
8905 Lake Ave., Cleveland, Ohio 
BINS & EQUIPMENT CO. 


1918 Buford Highway N.E., Atlanta, Ga 
1723 Harkisheiner, Jacksonville, Fia. 


BORROUGHS MFG. CORP. 
121 Varick St., New York, WY. 


W. W. CANNON CO. 
9739 Denton Dr., Dallas, Texas 
1901 Winter St., Houston, Texas 


EAST COAST DISTRIBUTING CO. 
327 Hopkins Rd., Baltimore, Md. 
1580 N. 52nd St., Philadelphia, Pa. 
EQUIPMENT PLANNING, INC. 
3819 W. Fond Du Lac Ave., Milwaukee, Wis. 
GREEN-PENNY CO. 
421 E. Washington, Los Angeles, Colif. 
WM, A. GORE CO. 
1834 Adeline St., Oakland, Calif. 
408 8th Ave. W., Seattle, Wash. 
FELIX F. LOEB CO. 
8810 South Vincennes Ave., Chicago, lil. 
MILLS-MORRIS CO. 
171-187 S. Dudley, Memphis, Tenn. 
MODERN BIN EQUIPMENT CO. 
734 WM. Fourth St., Minneapolis, Minn. 
SIGGINS CO. 
704 Broadway, Kansas City, Mo. 
1236 S. 13th St., Omaha, Neb. 
906 Hubbell Bidg., Des Moines, lowa 
SIGGINS EQUIPMENT CO. 
901 S. Boyle Ave., St. Louis, Mo. 
SPARKMAN-BARKER CO. 
550 Santa Fe Dr., Denver, Colo. 
WICKWARE-STACKBIN, LIMITED 
Box 220, Billings Bridge, Ont., Canada 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK aliif KALAMAZOO, MICHIGAN 


amp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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‘Rebuilt Parts Called Shop Aid 


(Continued from Page 29) 


tools and machinery. He urged his 
audience to “pay more attention 
to the exchange idea.” 


An analysis of why multi-grade 
10W-30 crankcase oils are being 
blamed for excessive oil consump- 
tion was given by Judson D, Mun- 
sell jr, western sales manager, 
Kendall Refining Co. Automotive 
service people have the responsibil- 
ity of clearing up confusion about 
these oils, he said. 


Although engine conditions often 
are responsible, he said, there are 
differences in volatility of various 
10W-30 oils that influence consump- 
tion. 


“By volatility we mean the tend- 
ency of the oil to evaporate or boil 
away at some temperature,” 
plained. “It is quite easy to use 
oils which are so non-volatile that 
there is no possibility of consump- 
tion. However, when highly non- 
volatile oils reach the combustion 
chamber they leave deposits which 
cannot be tolerated in modern high 
compression engines. Unless some 


|motor oils are not alike. 


he ex- | 


/oil is consumed, top cylinder wear 


becomes excessive.” 


Munsell said oils, as taken from 
crude, which are of proper volatil- 
ity are not heavy enough, To 
make them heavy, he explained, 
there is added an agent known 
as a viscosity index improver, 
thus creating a multi-grade oil 
that at high temperatures is an 
SAE 30 and at low temperatures 
is an SAE 10W. 


Even so, Munsell said, all 10W-30 


petroleum differs, so do refining 


processes and lubricants taken from | 
he said, with the result that| in order to make 10W-30 oils which 
consumption characteristics of | 


crude, 


multi-grade oils vary widely. 


|oils are 


Crude| 


| ties 


difference 
much as 42 percent in the oils 
tested. Another test concerned oils 
having the same viscosity at cylin- 
der wall temperatures but contain- 
ing no additives. A 100 percent 
difference in consumption was indi- 
cated, 

“It might be reasoned that all oil 
companies will make sure that their 
made from oil stocks and 
viscosity index improvers which 
will not result in excessive con- 
sumption,” said Munsell. 
all would like to be able to do this. 
Unfortunately, oil stocks differ and 


will possess other necessary proper- 
they sometimes must be sat- 


He cited a test which showed al isfied with greater consumption.” 


Johnson Donates Cars 
INDIANAPOLIS.—Johnson Chev- 
rolet Co. here has donated four 
new Chevrolets to the “Newcomers 
Key to Our City” service, for use 
in welcoming new residents to In- 
dianapolis. 


How a “change in the philoso- 
phy of traffic enforcement” has 
reduced traffic fatalities in Wash- 
ington State from 10.3 per 100 
million vehicle miles in 1944 to 
4.2 in 1954, while registrations 
increased from 615,000 to 1,086,000, 
was described by Lt, Paul A. 


in consumption of as) 


“They 
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Offer Scholarships— 


Dr. C. E. Brehm, left, president, Univer- 
sity of Tennessee, smiles as Freeman G. 
Cross and Chauncey N. Mynderse, vice- 
presidents, Robertshaw-Fulton Controls Co., 
Greensburg, Pa., explains details of newly 
inaugurated scholarship program. Engi- 
neering scholarships to the university, 
offered by the controls manufacturer, pro- 
vide four years of tuition-paid instruction 
to winners of annval competition. 





Johnson, Washington State 
Patrol. 

Police traffic departments have 

been b roug h t “out of the back 





Service Manager Charles McCumber reveals... 


“‘HERE’S WHERE WE MAKE OUR BREAD AND BUTTER” 


“Profitwise, our paint-and-body shop i is the backbone of our service 
declares Charles 
Cadillac Co., Toledo, Ohio. * 


operations,” 


“Mac” McCumber, 


appearance-service work has practically doubled 


an over-all basis, it accounts for about 50% 


absorption. 


“Work for Cadillac owners has to be just right,” explains Service 
Manager McCumber — who is also supervisor of all Cadillac 
service in the twelve-county area served out of Toledo. 
why we chose DeVilbiss to outfit our paint shop completely! 

“With our DeVilbiss guns, and our DeVilbiss spray booth, we 
have the kind of precision spray equipment, and scientific light- 
ing, exhaust, and dust protection that enable our men to turn out 


factory-quality paint jobs.” 


Why not call your DeVilbiss representative today? He can 
recommend the right DeVilbiss equipment for your specific 


Pemberton 
‘Over the past year, the amount of 
and, on 
of our total service 


“That’s 





At Pemberton, ten stalls are occupied with body-and-paint 


needs — spray guns, air compressors, spray booths, transformers, 
paint-baking ovens, hose and connections. 


THE DEVILBISS COMPANY 


Santa. Clara, Calif. 


Toledo 1, Ohio 


¢ Barrie,Ontario « London, England 


BRANCH OFFICES IN PRINCIPAL CITIES 


jobs. Six men are kept busy on this vital work, two of 
them working full time on painting. 


FOR BETTER SERVICE, BUY 


DeEVILBISS 





room,” he said, and a “get tough” 
policy has supplanted previous 
laxity. He cited the use of radar, 
helicopters, unmarked cars with 
cameras, plainclothes officers and 
intoxication tests in the state's 
drive to reduce speed and traffic 
violations. 

The resulting lower speed average 
on Washington’s highways, he said, 
is reflected in a marked reduction 
of the personal injury rate because 
the severity of accidents is 
lessened. 

“The automotive business should 
also sell traffic safety, as well as 
cars and service, Johnson said. 
“Talk safety constantly and keep 
your customers’ cars in safe condi- 


tion. The public attitude toward 
traffic safety still is too compla- 
cent.” 


An automobile dealer “is not on 
good ground unless he has a good 
service department,” said Fred 
Williams, advertising and sales 
promotion manager, Pennzoil Co. 
of California, who added that a 
consistent advertising program is 
necessary to a successful service 
operation. 

Williams advocated a regular pro- 
gram of follow-up advertising by 
telephone and direct mail, point- 
of-sale merchandising displays to 
tie in with advertising and promo- 
tion of a “positive lubrication pro- 


gram” to keep customers coming 
back. 

“People are lazy,” he said, “and 
they easily forget what they read. 


Repetition is absolutely necessary to 
overcome inertia. You must tell 
your story over and over again.” 

Williams warned of direct mail 
advertising pitfalls, such as in- 
correct mailing lists and poor or 
| ill-timed copy. “Never put a card 

| into the mail,” he urged, “that you 
would not consider to be of the 
| highest quality were you to receive 
it yourself. Be critical of what 
carries your name or the name of 
your business.” 

How much to spend? Williams 

said: “Spend enough to do the 
| job. Watch your seasonal trends 
| in volume and plan ahead for 

slumps. Many dealers consider 
| 3 percent of customer labor a 
fair guide for expenditures. But, 
of greatest importance, you can 
turn your direct mail on and off 
to fit any problem.” 
| “Psychology in Industry” was the 
topic of Dr. E. H. Olson, chairman, 
| psychology department, College of 
| Puget Sound. He said service and 
| parts managers must practice good 
psychology toward customers, 
toward the dealer and toward their 
employes. 

Dr. Olson emphasized the need 
| for employe satisfaction. He said 
| to obtain this it must be recognized 
| that each employe has a complex 
| set of motives primarily based on 
|} economic security and job satis- 
faction. 

He recommended good work- 
ing conditions and “a sympathetic 
ear.” He suggested that noise 
level be kept down, “and watch 

| for things that cause frustration. 
| It brings more problems than 
anything.” 

Development of Lucite was out- 
lined by Lee E. Eilertson, area 
manager, of E, I, duPont de 
| Nemours & Co. He predicted that 
|} it, which will be used on some 
| 1957 cars, eventually will supplant 
| present-day finishes. 

The advantages of Lucite, Eilert- 
|} son said, are its durability, ease of 
|maintenance and the fact that it 
| does not chalk. Further, he added, 
many tints are now possible with 
Lucite that previously were not 
with at least 27 new colors avail- 
able. 

He said that Lucite is now on 
the refinishing market for either 
spot touching or complete refinish- 

(Continued on Page 35, Col. 1) 


Clark Qpens Branch 


CHICAGO. — A factory sales and 
service branch has been opened 
here at 625 N. Kedzie Ave. by the 
industrial truck division of Clark 
Equipment Co., Battle Creek, Mich. 
The division also has appointed 
dealerships in Rockford, and 
Aurora, Ill. and Hammond, Ind. 


More Features... 


More Fashion... 


More Fun... 


SELL RAMBLER 


COMING NEXT WEEK! 
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Mechanic Shortage Cited at 


Rebuilt Parts Termed 
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Parley ... 


Aid to Short Shops 


(Continued from Page 34) 


ing, but that all of the old lacquer | 
or enamel finish must be removed | 
to bare metal in preparation. 
Dangers a service manager | 
must avoid in dealing with in- 
surance claim work were dis- | 
cussed by Charles W. Hudson, | 
claims supervisor, Washington 

State Insurance Commission, 

Hudson said the insurance policy 
is a contract only between the in- 
sured and the insurance company, 
with the latter not bound to pay 
the garage any portion of the repair | 
pill. The repair shop operator, he 
stated, always must be on the alert | 
to protect his interests, because | 
circumstances of the loss and policy 
exclusions may nullify a claim. 

On the subject of job estimates, 
Hudson said the insured car owner 
is not required to accept the lowest 
bid or to have the work done by 
the low bidder, but the low bid, 
if it represents repair of all dam-| 
age, becomes basis for adjustment. | 

Hudson particularly warned of | 
jobs involving a third party claim. | 
That is the claim, he explained, pre- 
sented by a fellow who comes in 
and says he was not at fault for 
the accident and wants his car| 
repaired, with the other fellow’s in- | 
surance company to pay the bill. | 

“If you make any repairs on the} 


Accessory Sales | 
Boosted 15 Pet. | 
By DeSoto in 756 


DETROIT. — An increase of 
nearly 15 percent in the sale of 
factory-installed accessories and op- 
tional equipment was reported last} 
week by DeSoto for the first eight} 
months of 1956 as compared to the| 
full year of 1955. 

D. L. Linell, parts and accessories 
sales manager for DeSoto, credited 
the increase to greater aggressive- 
ness by dealers and salesmen, plus 
a public awareness of the increased 
tradein value of well-equipped cars. 

Linnell also reported that the in- 
troduction of accessory groups for 
the first time by the factory in 
1956 was instrumental in the in- 
creased sales. 

He added that the dealers had 
more of a tendency this year to| 
order well-equipped cars, reducing 
the need for “hard” selling of such 
equipment, permitting sales person- | 
nel to put in less time per unit. 

Percentage sales increases on 
Some items in 1956 are as follows: 
Power steering, from 62.4 to 74.7; 
color sweep, 62 to 91.9; power 
brakes, 59.4 to 68.1; dual exhausts, 
8.4 to 54.8; power seats, 8.1 to 11; 
power windows, 3.7 to 7.6; heaters, 
95.9 to 99, and air conditioning in- 
Sstallations nearly doubled. 


Bonney Completes 
Move to Building 
At Alliance, O. 


ALLIANCE, O. — Bonney Forge 
& Tool Works has announced that 
it has completed its move from Al- 
lentown, Pa., to its new building 
here. 

Bonney said the factory is 
equipped with 250 modern machine 
tools, mounted on rubber or felt 
Pads and connected with flexible 
electrical conduit so that they may 
be moved for better production 
layout. 

The building, Bonney said, is 400 
feet by 360 feet. The offices are 
Paneled in knotty pine with vinyl 
tile floors and acoustical ceilings. 

Bonney manufactures a line of 
wrenches for automotive use and 
has branched out into the refrigera- 
tion, aviation and general purpose 
fields. 








LIKE VOLUME? 








SELL ’57 
ee Wao 


COMING NEXT WEEK 





| asking for it,” Hudson said. 


| cally the company could make a 


third party sue the insured for 
recovery of his loss. Thus, rather 
than take a chance, you should 
make definite arrangements with 
this individual for him to pay for 
his own repairs.” 

The recently-developed DuMont 


| Engine Scope was displayed and 


| described by 
| technical products division, Allan B. 


basis of collecting from the adverse | 
insurance company you are really | 


“The 
insurance company only agrees to 
pay the amount that their insured 
becomes obligated to pay. Techni- 


| Siloo Dealers Offered 


Hi-Fi Record Albums 


NEW YORK, — Petroleum Sol- 
vents Corp. is offering its dealers 
an opportunity to build a record 
collection through purchases of its 
Siloo Transmission Kleen and Siloo 
Hydra-Valve Kleen. 

With every case a dealer buys, 
he will be given a long-play or ex- 
tended-play RCA Victor record al- 
bum. Dealers will be able to choose 
from more than 125 albums, the 
ompany said, 


William Klinedinst, 


DuMont Laboratories, Inc. 

Attached to the engine by two 
clips, the instrument produces an 
electrical signal of the ignition 
pattern, Klinedinst explained, 
pin-pointing trouble spots. 

The final speaker was James B. 
Gilbert, district sales manager, | 
Champion Spark Plug Co. His talk | 
brought out current problems of 
spark plug design and operation, 
including lashover, recent develop- | 
ments in the petticoat plug and} 
research by Champion to develop | 
plugs for future designs and re- 
quirements. 

The Tacoma convention commit- 
tee, headed by Clif Leach, included 
Lyle Russell, Ralph Jacobson, Bob 
Brus, Joe Morton, Gus Bastrom and 
Bert Olding. The convention in 
1957 will be held in Portland. 
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Hertz Unveils Portland (Ore.) Fleet— 


Principals in one of Portland's largest new-car sales are shown at the Portland 
International Airport, where Hertz Rent-A-Car System unveiled its Chevrolet fleet. The 
cars, now available to travelers on a one-ticket plan with United Air Lines, are part 
of a fleet of 110 purchased from A. B. Smith Chevrolet Co., Portland. From left are 
Dewain Houseman, A. B. Smith sales manager; Doug Moore, A. B. Smith general man- 
ager; J. E. Beaty, United Air Lines representative; and Dwight Gordon, Hertz Portland 
monager. 
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Wholesalers Organize 


Cole Heads New Group of Auto Affiliates 
Based on Cooperative Effort 


WASHINGTON, — The National 
Automotive Wholesalers Assn. was 
incorporated earlier this month. It 

is composed of 

organizations of 

wholesalers and} 

jobbers engaged 

in cooperative 

wholesaling and 

merchandising of 

automotive parts, | 

equipment and | 

accessories, 

Charles A, Cole, 

general manager 

of Warehouse 

C. A. Cole Distributors, Inc., 
Atlanta, has been elected president 
and board chairman of the group. | 

Other officers are G. H. Hamil, | 
Memphis, vice-president; Joseph| 
Owens, Enid, Okla., second vite-| 
president; W. M, Gally, Buffalo, 
secretary, and E, T. Wanderer, 
Kansas City, treasurer. 


Describing the new association, | 
Cole declared that independent | 
wholesaling and merchandis- 


Canadians Slate 
Service Show 


For Montreal 


MONTREAL, — The second Na- 
tional Automotive Service Show, 
sponsored by the Canadian Auto-| 
motive Wholesalers and Manufac-| 
turers Assn., will be held here} 
March 13-15. 


Reservations for exhibit space 
now are being accepted and there| 
will be space for more than 300) 
booths. Chairman of the show com- 
mittee is Maurice Gravel, Ludger 
Gravel & Fils. 

Eastern Canada Exhibitions, Inc., 
also is collaborating in sponsorships | 
and arrangements for the event. 

Emphasizing the importance of| 
the auto industry in Canada, the 
show committee pointed out that 
there were some 3,943,382 automo-| 
biles in the nation at the end of 
1955, or a car for every 5.3 Cana- 
dians. 

“If these cars were placed end to| 
end,” the committee said, “it would | 
mean a fleet extending more than 
5,300 miles.” 


Bonus for Gift | 


| 


Medical School Aid 


Gets Boost 

DETROIT.—Auto companies this | 
year have an opportunity to pro-| 
vide a 100 percent bonus with gifts | 
to medical schools through the 
National Fund for Medical Educa- | 
tion, according to Harry W. Ander- | 
son, General Motors vice-president 
and chairman of the fund’s automo- 
tive division. 

“The bonus is possible,” said An- | 
derson, “through Ford Foundation | 
which has set aside $10 million as} 
a ‘pump-primer.’” 

For every dollar up to last year’s 
total, the foundation will give 70 
cents. Everything over last year’s 
mark, will be matched dollar-for- 
dollar. 

The fund is seeking $10 million 
annually trom business and indus- 
try for the nation’s 82 medical 
schools. 


Wright Elected 


In Evansville 


EVANSVILLE, Ind. — George 
Wright, a 30-year-old graduate of 
the General Motors Institute and 
the vice-president of Bob Wright 
Motors (Cadillac-Pontiac), has been 
elected president of the Evansville 
Automobile Dealers Assn. 

Other officers are Dolph Vande- 
veer, vice-president; Gene Nolan, 
treasurer, and William Wimsatt, 
secretary. 


Like Profits? 
SELL ’57 
RAMBLER! 
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ing organizations in this field must 
work together if their many mutual 
objectives are to be achieved. 


He added, “In their struggle to 
survive, many independent whole- 
salers and jobbers have joined 
forces over the years by forming 
cooperative warehousing and mer- 
chandising organizations. These 
groups, which provide many bene- 


DuPont Plans Nylon Plant | 


On Richmond (Va.) Site 

WILMINGTON, Del.—A new ny- 
lon plant designed to produce 40 
million pounds of fiber annually 
for use in tire cord and other in- 
dustrial products will be built by 
E, I, duPont de Nemours & Co., 
Inc., in Richmond, Va. 

The multimillion-dollar project 
will be erected on the site with the 
company’s rayon plant and will be 
in addition to the existing plant. 


ficial services, now extend from 
coast to coast. 

“NAWA is their trade associa- 
tion. I am confident it will fur- 
nish the means through which 
worthwhile and lasting innova- 
tions can be effected, including 
new and helpful services to indus- 
try and the public.” 

The day-to-day affairs of the as- 
sociation will be under the super- 
vision of an executive committee 
made up of Cole and the other 
| officers. 

General counsel of the group will 
be David C. Murchison, Washing- 
ton, who formerly was legal advisor 
and assistant to the chairman of 
the Federal Trade Commission. 
| Murchison is a nonvoting mem- 
ber of the executive committee and 
an ex-officio member of the board 
| of directors. 
| NAWA directors, in addition to 
|the executive committee, are: 
| Walter Johnson, Automotive North- 
ern Warehouse, Inc., Minneapolis; 
H. C. Westbrook, Ark-La-Tex 
Warehouse Distributors, Texarkana, 
Tex.; Huber Braden, Automotive 
Southwest, Dallas; M. D. Taylor, 
Cotton States, Inc., Andalusia, Ala., 
and C. S. Sharp, Central Ware- 
house Distributors Co., Hudson, O. 


available through YOUR CAR OR TRUCK DEALER 
and nationwide UNITED MOTORS SYSTEM 


A Steady Customer— 


Frank J, Sheair, of Sheair & Son Motor 
Sales, Chicago, is shown delivering a new 
Oldsmobile 88 to C. E. Vescelus. This is 
the 17th Oldsmobile purchased by Ves- 
celus from the Chicago dealership. 


Auto Franchise 
Pros and Cons 


Weighed in Book 


WASHINGTON.—Charles Mason 
Hewitt jr., in his new book “Auto- 
mobile Franchise Agreements,” de- 
fines the sales pact on legal respon- 
sibility.” 

The book is available from 
NADA, 2000 K St., N.W., Washing- 
ton, D. C. Price is $6. 

Hewitt, assistant professor of 
business law at Indiana University, 
also summarizes, point-by-point, 
the objectives of manufacturers in 
gaining such control. 

The book is the outgrowth of a 
study of franchises conducted by 
Hewitt as a consultant to NADA. 
He traces the principal elements in 
today’s franchise back as far as 
1910, 

He brings the story up to the 
spring of this year, after the Gen- 
eral Motors Corp. franchise changes, 
but before the O’Mahoney day-in- 
court bill became a law. Although 
a legal book, it is clear to the lay- 
man. Each chapter ends with a 
concise summary. 
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H.P. Is 300; 4-Door Hardtops Added .. . 


Lincoln Has Dual Headlights 


What's New: 


Dual headlights . . . four-door 
hardtop in each series .. . tail 
fins . . . Slim pillars on sedans 

. power brakes standard .. . 
10-to-1 compression ratio .. . 300 
horsepower ... chrome side 
molding . . . power-directed dif- 
ferential ... power vent windows 

. electric door locks. 
* * * 

INCOLN, which Ford Motor Co. 
4 calls “the fair, fair lady of our 
family,” will be togged out in new 
fall finery when it appears in dealer 
showrooms tomorrow (Oct. 16). 
The “fair, fair lady” compiled an 
enviable sales record in 1956, show- 
ing a gain of nearly 40 percent for 
the first eight months. Lincoln 
hopes for a similar increase in 
1957. Such an achievement would 
broaden the already sunny smiles 
worn by company officials. 

Among the new features for 1957 
are dual headlights and a pair of 


four-door “Landau” hardtops. 
Horsepower has been boosted to 
| 300 and compression ratio is 10 to 
1. Last year’s figures were 285 and 
9 to 1. 
= + + 
DDITION of the four-door hard- 
+% tops gives Lincoln seven models 
in two series. There also is a two- 
door hardtop and four-door sedan 
in both the Capri and Premiere 
lines, plus a Premiere convertible. 
Lincoln’s dual headlamps — 
called Quadra-Lites — are posi- 
tioned vertically. The upper light, 
which is larger, has both a high 
and a low beam. The lower ele- 
ment is an auxiliary driving light 
and is controlled by a separate 
switch, 

Quadra-Lites are optional equip- 
ment at extra cost. Cars which are 
not so equipped will have a decora- 
tive metal plate in that spot. 

Lincoln retains its 126-inch wheel- 
base, and height and width remain 
at 60 and 80 inches, respectively. 


Bumper-to-bumper length is 224.6 
inches, about two inches longer 
than last year. 

a * * 


TYLING changes include chrome 

side moldings, tail fins and con- 
cealed exhaust outlets. The center 
pillars of the four-door sedans have 
been slimmed, giving these models 
a hardtop appearance when the 
windows are rolled up. 

3uyers can choose from 18 solid 

exterior colors or 77 two-tone com- 
binations. There are 44 interior 
trim choices. 

The engine has reshaped pis- 
tons and a redesigned combustion 
chamber. Torque has been boosted 
to 415 foot pounds at 3,000 r.p.m. 
The 1956 torque rating was 402. 

Other under-hood changes include 
a more efficient four-barrel car- 
buretor with large-volume float 
bowls, and a new distributor that is 
said to give properly timed ignition 
at all engine speeds and loads. It 





Lincolns Are Longer— 
Bumper-to-bumper length of the 1957 





Lincoln is 224.6 inches, about two inches 


longer than the 1956 model. Two-door and four-door hardtops and four-door sedans 
are offered in the Capri and Premiere series, along with this Premiere convertible. 
Center pillars of the sedans have been slimmed, giving the cars a hardtop appearance. 


* * * 
incorporates both vacuum and cen- 
trifugal spark advance systems for 
smoother and faster acceleration, 


Lincoln said. 
+ * * 


HE new Lincoln also has a 
smaller diameter, 12-inch steel 
torque converter, a throw-away oil 
filter for easy servicing, chrome- 





BUILT FOR SUB-ZERO WEATHER! 





NEW DELCO-REMY MODEL 1115400 


IGNITION COIL IS SPECIFICALLY DESIGNED 


TO ANSWER WINTER PROBLEMS 


IN G-VOLT AUTOMOTIVE ELECTRICAL SYSTEMS 


Here’s the engineered answer to sub-zero starting troubles 
resulting from burned distributor contact points in 6-volt systems 
—the Delco-Remy Model 1115400 special-purpose ignition coil. 
This special-duty unit solves the problem at the source by pro- 
tecting the contact points from excessive primary currents which 
cause destructive oxidation. With a Model 1115400 coil on the 
job, contact points continue to operate at summertime efficiency 
even in sub-zero weather, thus assuring easier starting, better 
ignition, longer point life. 


Here’s more good news! A Model 1115400 ignition coil will also 
keep contact points working more efficiently in “‘problem’’ in- 
stallations such as taxicabs, door-to-door delivery trucks and 
other vehicles customarily operated at low speeds and subject 
to excessive engine idling. The reason is the same—prevention 
of excessive primary current means less point deterioration. 


The special-purpose Model 1115400 is the latest addition to the 
famous Delco-Remy line of oil-filled service coils—has all of the 
“eight ways better’’ features, too! The complete line is available 
through car and truck dealers and the United Motors System. 
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a + * 


plated oil control rings and self- 
locking tappet adjustment screws. 

Optional safety features include 
seat belts, padded instrument panel 

| and padded sun visors. 

Power brakes join power steer- 
ing and automatic transmission 
as standard equipment on all 
Lincolns, Other standard items 
are a remote-control side mirror 
and an automatic fuel warning 
signal. 

The fuel gauge glows red when 

* * * 





Quadra-Lites— 


Dual headlamps—called Quadra-Lites— 
|are available as optional equipment on 
the 1957 Lincoln. The upper light has both 
|a high and a low beam, and the lower 
|is an auxiliary driving lamp. It is con- 


| trolled by a separate switch on the 


| instrument panel. 
* * 7 
| approximately three gallons are left 
in the tank. 
Power windows and four-way 
power seat also are standard on 
| Premiere models. A six-way power 


| seat is optional. 
oo +” * 


| OTHER optional accessories in- 
clude electric door locks and 
power-directed differential — both 
offered for the first time — push- 
button lubricator, air conditioning, 
|automatic headlight dimmer, 
| remote-control radio switch and 
| power vent windows. 

The power-directed differential, 
Lincoln said, gives the driver better 
traction and control of the car in 
snow, mud, sand or on slippery sur- 
faces. It transmits driving force 
to the wheel having better traction. 


4 Toledo Dealers 
Face Hearing 
By License Board 


TOLEDO.—Four Toledo automo- 
bile dealers are scheduled to appear 
before the Ohio dealer and sales- 
man licensing board on charges of 
| violating regulations in the trans- 
fer of automobiles. 
| They are: Bernie Motor Sales, 
|6466 Monroe St.; Layman Motor 
| Sales, 43 Summit St.; Bob Layman 
| Motor Sales, Inc., 880 Western Ave., 
and Grand Motors, Inc., 901-909 
Grand Ave. 
| W. A. Brandenberg (Chevrolet), 
| Mansfield, board chairman, said 
| hearings will be Oct. 16 and 17 at 
| the Commodore Perry Hotel. 
| The citations charge selling and 
|receiving automobiles without 
| proper documents. 


Densmoor Expands 
ALBANY, Ore.—Densmoor Chev- 
rolet Co., here, is building a new 
20,000-square-foot building to in- 
clude space for showroom, office 
j}and parts department. 
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Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


1955 


$880 


1956 


Feb. March Apr. May 


* Prices of '56s, added; '48s dropped. 


Market Trend 


The overall average price of used cars sold at wholesale auction 
declined $3 last week, according to Automotive News’ index. 


Individually, models on the index were evenly divided. Four advanced 


in price and four retreated. 


Going up were '52s, by $12; '50s, 


Losses were $27 on '56s, $19 on 


by $8; ’55s, by $5, and °49s, by $3. 
54s, $7 on '51s and $2 on ’53s. New 


prices established for '56s and ’53s represented new lows. 


At a group of representative auctions last week, the average consign- 
ment was 189.4 units, compared with 206.6 units in the previous week. 


The sales ratio last week was 73.8 
a week earlier. 


percent, compared with 73.4 percent 


Prices marked with an * indicate a unit equipped with an automatic 


transmission or overdrive and (ps) indicates power steering. 
& - - a 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Oct. 1.) 

(Sold 225 cars out of 350 offerings.) 
BUICK—'56 Super Riviera, $2,820° (ps), 

$2,695* (ps); RM Riviera, $2,785* (ps); 

Century Riviera, $2,575*°. ‘55 Century 


Riviera, $1,.875* (ps). 
era, $1,310°, $1,225°; 
000. ‘53 Super 
$825°. 
4-dr., $165. 
CADILLAC 


'54 Century Rivi- 
Special 2-dr., $1,- 
Riviera, $910*, $885*, 


June 


"52 Super 4-dr., $525*. °50 Super) 


Oct. 
to Date 


duly Sept. 





4-dr., $2,835* (ps), $2,705* (ps). °54 (62) 

coupe de Ville, $3,135* (ps); (60) Special 

sedan, $2,775* (ps), $2,655* (ps). ‘52 
(62) 4-dr., $1,210* 

CHEVROLET —'56 Bel Air (8) station wag- 


on, $2,340*; 4-dr., 2 at $2,060*, 2 at $2,- 
010* (ps); Two-ten (8) station wagon, 
$2,215*; 4-dr., $2,110*%, $2,030*°, $1,890, 
$1,795. '55 Bel Air (8) Sport coupe, $1,- 
710*, $1,520; Bel Air (6) conv., $1,405*; 
Two-ten (6) sedan, $1,070, $1,045. ‘54 
Bel Air Sport coupe, $855. °53 Two-ten 
Sport coupe, $855; 4-dr., $825. 

CHRYSLER ‘55 Windsor 4-dr., $2,005. 
‘54 NY Newport, $1,520° (ps); 4-dr., 
$1.320* (ps) ‘51 Windsor Newport, 
$350* 

DODGE—'55 Royal Lancer Hardtop, $1,- 
660°; 4-dr.. $1,355°*. 

FORD—’'56 Thunderbird, $2,535; Fairlane 





(8) Victoria, $1,805; 4-dr., $1,755*; Cus- 
tom (8) 2-dr., $1,635*. '55 Thunderbird, 
$2,240; Country sedan, $1,535; Ranch 
Wagon, $1,530; Fairlane (8) Crown Vic- 


toria, $1,635; conv., $1,455*. '54 Country 
sedan, $1,280*. ‘52 Crest (8) Victoria, 
$675*. 

HUDSON—'55 Super Wasp 4-dr., $1,310. 


'56 (62) sedan de Ville, $4,-| LINCOLN—'52 coupe, $655. 
345° (ps); coupe, $4,075* (ps). '55 (62) | MERCURY 


"56 Monterey station wagon, 


7 — 


$2,650* (ps). °55 Monterey station wag- 

on, $2,120; Sport coupe, $1,630*. °54 
| Monterey Sun Valley, $1,335*; Custom 
| 4-dr., $1,005. '53 Custom 2-dr., $885, ’52 
| Monterey Hardtop, $700*. 





Model Breakdown 
Of Auction Averages 








| NASH—'55 Ambassador club coupe, $1,675; 
Rambler 4-dr., $1,050. °54 Ambassador Oct., 1956 Sept., Aug, 
4-dr., $1,105. ‘52 Rambler station wagon, Model “To Date 1956 1956 
ron 1956 022 050 15 
| OLDSMOBILE—'56 (98) Holiday, $3,100° | a ey $2, * $2, $2,153 
(ps); (88) Holiday, $2,895* (ps), $2,625*| 19565.......... 1,457 1,522 1,522 
(ps); 4-dr., $2,160*%, $2,130*%, ‘55 (98) 
Holiday, $2,350* (ps), $2,195* (ps); (88) | 1954. 1,056 1,064 1,090 
Holiday, $1,950* (ps), $1,845. '54 (88)| 41953 684 700 =9 
Holiday, $1,720*. ’53 (98) 4-dr., $1,190* | i i 128 
| (ps), $1,045* (ps). a 456 463 167 
| PACKARD—’56 Clipper 4-dr., $2,365* (ps). 1951 319 322 214 
| °54 4-dr., $900. 51 (300) 4-dr., $400*. rs aa 
PLYMOUTH—'56 Plaza (8) 4-dr., $1,400,| 1950 214 227 22 
| °'55 Belvedere (8) 4-dr., $1,425*, $1,330°; ae 158 175 166 
| Savoy (8) 4-dr., $1,145; Plaza (8) 4-dr., | Ov 
$1,050. '54 Belvedere 4-dr., $960; Savoy verall a 
2-dr., $790. °53 Cranbrook club coupe, Average $ 796 $ 815 $ 833 
$470; 4-dr., $450. 
PONTIAC—’'56 Star Chief (8) Catalina, 
$2,635, $2,595*; 4-dr., $2,625*. °54 Star $505, $480. ‘51 SL Deluxe 4-dr., $450, 
Chief (8) Catalina, $1,345*. '51 Silver; 6§310*. '49 SL Deluxe 4-dr., $155. 
Streak (8) 4-dr., $280. | CHRYSLER—'51 Imperial Hardtop, $450*, 
STU DEBAKER—’'55 Commander 4-dr., $1! ‘50 NY 4-dr., $230. '49 Windsor 4-dr., 
110. '54 Commander Hardtop, $900. } $215 
WILLYS—'56 Jeep, 6 at $1,550, 2 at $1,-| DeSOTO—'53 Fire Dome 4-dr., $710* (ps), 


535 52 Fire Dome 4-dr., $360*. ‘51 Custom 
MISCELLANEOUS 


‘57 Willys 1-ton pick- 4-cir., $295*. 
up, $1,990, 2 at $1,930. '56 GMC %-ton| )bODGE—'53 Coronet station wagon, $795*; 
pickup, $1,800. ‘55 Willys 1-ton pickup.| 4-<r., $660*, $500, $595. °52 Coronet 4- 
$1,125; Dodge ':-ton pickup, $885. '54| «dr., $380; Wayfarer 2-dr., $235. 
Dodge %-ton pickup, $755. °52 Interna-| roRp—'56 Fairlane (8) Victoria, $1,980* 
tional %-ton pickup, $460. (ps). "55 Custom (8) 2-dr., $1,170, $1,- 
150 "54 Custom (8) 4-dr, $830. °53 


MINNEAPOLIS 


Crest ‘S) Victoria, $910; Ranch Wagon, 


: S775*; Custom (6) 2-dr., $665, $600. °52 
(Minneapolis Auto Auction. Sale every! pejuxe (8) station wagon, $715*; Custom 
Wednesday. Prices are for sale of Oct. 3.) (8) 2-dr., $485, $330*%, °51 Custom (8) 
(Market really brisk today. ’52s through | victoria, $440*; 4-dr., $325; 2-dr., $250° 
"54s strong with '56s a little better. More | +49 Deluxe 4-cr., $140. : 
buyers In attendance. Sold 87 cars out of | carseR 51 Deluxe 4-dr $145 
127 offerings.) lester or | eae ae 
' : ‘ . LINCOLN 56 - 3,405* 
BUICK—’'56 Special Riviera, $2,300*. 55| (ps). °51 Cumnsuiien nae “a 
Special Riviera, $1,745*. "54 Century 4- MERCURY 56 iataien cen nee 
dr.,__$1,240°. D3 Super j Riviera, $780, ‘ (ps). °85 Custom 4-dr., $1,425° "+54 Mon- 
enum i ti ae. Ge cee | terey 4-dr., $1,140° ps) 51 Custom 
f aL 55 2) conv., $3,4& Ss); | i $385. 2- 395 49 ¢ : 
4-dr., $2.960* (ps). °54 (62) 4-dr., $2,-| "ten 2-dr., $325. "49 Custom 4 
490* (ps). "53 (62) 4-dr., $1,605*. ohm sa 
| ope new - - NASH—'51 Super 2-dr., $105 
| Cee ROR Toe Bel Air Ce) Acar... S)"| OLDSMOBILE—'S6 (88) Holiday, $2,240° 
805°. ‘55 Bel Air (8) 4-dr., $1,490; Two- | Mle en ae een ar $1,700. 54 oRS) dome 
99 -ar., -f . & -ar., 


ten (8) 4-dr., $1,130. '54 Bel Air 4-dr., | 
| $895; Two-ten 4-dr., $780, $750. "53 Two- | 
| ten 4-dr., $600. ‘52 SL Deluxe 4-dr., | 


$1,415*. "50 (88) Super 2-dr., $315; 4-dr., 
(Continued on Page 39, Col. 1) 


LEADING USED-CAR AUCTION DIRECTORY 


_ Frequency Rates: Listing (maximum: three lines of type)—$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display 


% 


a 


ALABAMA 








JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


| 4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 





| 
| 








CALIFORNIA 








Cars Wanted For ‘America's Finest Auction‘ 


Buyers waiting for all model cars. Consign your cars to us if 


you want them sold. You will 


business! 


like our honest way of doing 


WEST COAST AUTO AUCTION, INC. 
6685 Atlantic Ave., Long Beach, Calif. 
Telephone: GArfield 2-8046 
Bank Ref: First Western Bank & Trust Co., Long Beach 


SACRAMENTO AUTO AUCT.—4304 | 


W. Capitol Ave., West Sacramento, 
Ph. HU. 1-4076 (Thurs. 12 noon). 


COLORADO 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 


Sale Every Monday—11:00 a.m. 
Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, C 
Auctioneers: 
Colenels Johnny Wood and Dean Davis 
All cars paid for by our own check through 
the First National Bank of Englewood. 




















Midwest Auto Auction 


Denver, Colorado 


SALE EVERY TUESDAY 
Owners: E. C. Riley — Ora Burden 
Manager: John Crump 
Sales Manager: Max Dudley 
Office Manager: Vernon Caswell 


h155 S. Platte River Dr. 
Phone: Sherman 4-3263 





1OWA 








TOM FLETCHER'S 
DES MOINES AUTO AUCTION 


lowa's Oldest Auto Auction 
In the Heart of the Clean Car Country 
4701 S.E. 14th Des Moines 15, lowa | 





2666 Penobscot Bidg., Detroit 26. 





Phone Atlantic 2-8353 
Sale Every Thursday — 12 Noon | 
Guaranteed Titles and Checks 





| Here in the shadow of General Motors, you 











MASSACHUSETTS 


GRAND OPENING 


PEABODY AUTO AUCTION 
THURSDAY, OCTOBER 25th 


AND EVERY THURSDAY 


U. S. Route No. 1 
Peabody, Mass. 


2 Miles North of Route 128 — Checks and Titles Guaranteed 





MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 


On M2!i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED | 
At 1:00 P.M, Sharp—Dealers Only | 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 








Flint Auto Auction, Inc. | 


3711 Western Rd. Flint, 


Exclusively for Dealers 
| 
| 


get the best buys. | 
NEW CAR DEALERS balance their stock here | 
—Why not visit us real soon? 
Michigan's Finest Sale 
Titles and Checks Guaranteed 


12:30 — SALE EVERY WEDNESDAY — 12:30 
M, D. McCollum, Mgr. 


Phone Cedar 9-4492 


Crossroads 


- + « where they meet... buyers 
and sellers . . . new and used-car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 





(minimum space, 1 inch on 1 column—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept., 





| NEW YORK 


NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 


and checks are insured 


EVERY TUESDAY 12:30 P.M. 


THEREAFTER AT 11 A.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 











MISSOURI 
NORTH CAROLINA 
RALEIGH — Mann's Auto Auction 
ST. LOUIS AUTO Sale, Rt. 5. Ph. 3-1564, Titles & 


AUCTION BARN, INC. 
3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 


checks guaranteed. Mon. 10 A. M. 





OHIO 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 








On U. S. R v 
ROY McMANAMA auto S08 Phone 5-9535 
(Dealers Only) 
Operating Since 1946 PENNSYLVANIA 











NEW YORK MANHEIM AUTO AUCTION, INC. 


Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—10:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





EMLENTON — Emlenton Auto Auc- 
tion. Every Tuesday, 12 Noon. 








TENNESSEE 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S$. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 
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Used-Car Auction Prices 














AUTOMOTIVE NEWS, OCTOBER 15, 1956 





’47 (62) 4-dr., $395*. 


$2,350; Two-ten (8) 2-dr., 


$1,190; Two-ten (6) 4-dr., 









































4-dr., $905*. '49 (62) 4-dr., $710*, $355°. tom coupe, $1,365*; 4-dr., $1,225*. ‘53 


Monterey 4-dr., $775* (ps). '52 Monterey 


CHEVROLET—’56 Nomad station wagon, Hardtop, $860*; Custom 4-dr., $780*, 


$1,960, °55 $675*; Sport coupe, $750, '51 2-dr., $445°; 


Bel Air (8) Hardtop, $1,780, $1,365; 4-dr., $435; club coupe, $375*, '50 4-dr., 
Two-ten (8) 4-dr., $1,360*, $1,360; 2-dr., $235. 


$1,110. °54;| NASH—’53 Statesman Hardtop, $680; 2- 








39 


"50 Ford %-ton pickup, $375. ‘36 Ford 


%4-ton pickup, $120. 


JENISON, MICH. 


(Grand Rapids Auto Auction, Sale every 
9 


Tuesday. Prices are for sale of Oct. 













“. 


) 

















Bel Air Hardtop, $1,320*; 4-dr., $1,050*; dr., $575. ’51 Ambassador 4-dr., $295*; (Market very steady. Consignment was 
4 Two-ten 2-dr., $940*, S875. °53 Bel Air Rambler station wagon, $210, '50 Am-| small, but cars sold very well through- 
(Continued from Page 38) | o.. wees a. eae; Corres, $725; bassador 4-dr., $160*. out the entire sale, Sold 74 cars out of 
i 5 . wo-ten 2-dr., $720; One-fifty 2-cir., $610, LDS) .E—’56 . $1,-| 97 offerings.) 
$29 $245; (98) 4-dr., $280*; Holiday, $550 ; club a $410, 52 Cranbrook $550; coupe, $485; 4-dr., $470, '52 7L| Se0 "bs taB) Holiday, Seer at ba BUICK__’54 Super Riviera, $1,400*; Spe- 
S15 ae . Pa 4-dr., $330. ’50 Deluxe 2-dr., $240; Spe- Deluxe 2-dr., S700; SL Deluxe 4-dr., Super Holiday, $1,725* (ps) * 153 (98) cial Riviera, $1,385* $1,330", $1,235, 
pLYMOUTH—'55 Savoy 2-dr., $1,005, 53 cial Deluxe 4-dr., $110. $640*, $520; 2-dr., S575. °51 SL Deluxe Holiday, $1,310* (ps); (88) 4-dr,. $975*, | CADILLAC—'53 (62) coupe, $1,450* (ps). 
Cambridge 4-dr., $475. '52 Cranbrook 4-| PONTIAC—'55 Chieftain (8) 4-dr., §1,- i-dr., $600*, $360, $325; station wagon, $950, '52 (98) 4-dr.. $670*. '51 (98) 4- "49 (61) coupe, $365*, ; 
dr., $350. ‘51 Cranbrook 4-dr., $255, $250; 410*. '54 Chieftain (8) station wagon,| §350;. FL Deluxe 4-dr., S365*. ‘50 SIL|  dr., $500", $225*: (88) Super 4-dr.. $450*. | CHEVROLET—’56 Bel Air (6) 4-dr., $1,- 
2- $275, $210, $205; Concord 2-dr $1,060. '52 Chieftain (8) Catalina, $560. Deluxe 4-dr., 8350. °49 SL Deluxe 4-dr., 50 (98) dectr.. $420* $320*: 2-dr. $265*. * 705*. °'55 Bel Air (8) conv., $1,400*; 
$1 mn? ‘51 Silver Streak (8) Catalina, $525*;| §220, $175, $120: coupe, $165; SL Spe- ‘48 (98) conv.. 8150* arf ar 4-cir., $1,315*; Two-ten (8) 2-dr., $1,320*. 
poNTIAC—'55 Chieftain (8) 2-dr., $1,375*. i-dr., S475; 2-dr., $120*; Silver Streak cial coupe, $150. '47 FL 2-dr., $105. PACKARD 54 4-dr., S905*, '52 4-dr ‘54 Bel Air club coupe, 81,150*, $1,125*; 
52 Chieftain (8) Catalina, $480*; 4-dr., (6) 2-dr., $170. '50 Silver Streak (8) 4-) CHRYSLER—’53 Windsor 2-dr., $970* (ps) S585* a 7 m conv., $990; Two-ten 2-dr., $925 $880*: 
$375. 51 Silver Streak (S) 4-dr., $360,/ dr., $150*. DeSOTO — ‘54 Fire Dome 4-dr., $1,105*| PLYMOUTH—'54 Belvedere Haritop, S$1,- t-dir., $925, $890, S850; One-fifty 2-dr., 
§35 $205, '50 Silver Streak (8) 4-dr.,| STUDEBAKER—’55 Champion 4-dr., $1,- (ps), °'51 Custom 4-dr., 8480*, '50 Hard- 150*: 4-dr., $970*: Savoy 4-dr., $895 $755. ’ Bel Air 4-dr., $725*; Two-ten 
$260; 2-dr., $110. 075. °52 Champion 4-dr., $230, '51 Com- top, S350* $820. '53 Cranbrook 4-dr., $675: Cam- 4-cir., S575. '50 SL Deluxe 2-dr., $100. 
STUDEBAKER ‘51 Commander 4-dr., mander Land Cruiser, $210; 2-dr., $140; | DODGE—’52 Coronet 4-dr., $515", S505*; bridge sedan, $495. °52 Cranbrook 4-dr., | DeSOTO—'53 club coupe, $735* (ps); 4- 
$200" a . Champion 4-dr., $150*. Wayfarer 2-dr., $345 $470, '51 Cranbrook 4-dr,, $265 dr., $700* (ps). ‘51 4-dr., $325* 
MISCELLANEOUS 52 Dodge -ton WILLYS—’53 station wagon, $310. FORD—'55 Fairlane (8) Victoria, $1,680*: | PONTIAC ‘54 Chieftain (8) 4-dr., S1,-| DODGE—'55 Royal 4-dr., $1,565* (ps). '53 
panel, $340. MISCELLANEOUS—'54 Opel 2-dr., $325 conv., $1,400*; Main (8) Ranch Wagor M00*: 2-dr., S820. '53 Chieftain (8) Cata- Coronet 4-dr., $630. 2 4-dr., $300*. ‘51 
52 Dodge '.-ton pickup, $220; Chevrolet $1,475, $1,420: Custom (8) 4-dr.. 81,250* lina $1,000* $960* "52 Chieftain (8) Meadowbrook 4-dr., $315*. 
FLINT 1'2-ton rack, $700. ‘49 Studebaker '4-ton 54 Ranch Wagon, $1,340, $1,065, $1,000; conv., $530*; 4-dr., S480*: 2-dr,. $320*, | FORD—'56 Fairlane (8) conv., $1,880*. '55 
pickup, $250*. Custom (8) club coupe, $1,155*; Main ’D1 Silver Streak (8) Catalina, $550*; Fairlane (8) Victoria, $1,550*, $1,255*; 
(Flint Auto Auction in Wecnes- (6) club eoupe, S805. S650 53 Country 4-cir., S350*. °50 2-dr.. S$245*. $220. s200* conv., $1,515*; club coupe, $1,365, $1,250; 
day. Prices are for sale of Oct. 3.) J . sedan, S910; Main (6) 2-dr.. 8620; Main | STUDEBAKER—’53 Champion 2-dr 650 Custom (8) 2-dr., $1,100. '54 Custom (8) 
(There was no drastic change in prices PORTLAND, ORE. 8) 2-dr S590 52 Crest (8) Victoria 52 Commander club eaune oa. "51 4-clr $915*. ‘53 Crest (8) Victoria, 
from the previous week and in some cases (Portland Auto Auction, Sale every Tues- $810; Zephyr 4-dr., S475; Main (8) 4-dr Commander 4-dr., $330*, '50 Champion S795*; Custom (8) 2-dr., S695, S665; 4- 
good, sharp, medium-priced cars were | day. Prices are for sale of Oct. 2.) S475 51 Custom (8) Victoria, S585 club coupe, $175. _ dr.. 2 at $675. '52 Custom (8) 4-dr., 
even a little higher. Bidding was very BUICK—’'55 Century Riviera, $2,090* (ps); S50" t-«ir 8350, $340*, $225; 2-dr MISCELLANEOUS ‘56 Chevrolet '-ton $460*. ‘51 Custom (8) Victoria, $360; 
accurate which is a good indication that Special Riviera, $1,810*, °54 Century $320; Custom (6) 2-dr., $300, '50 Cus- pickup, $1,275. '55 Chevrolet '4-ton pick- | Deluxe (S) 2-r., S$310*, '50 2-dr. $215, 
prices will stay somewhere near the cur- Riviera, 81,590* (ps); conv., $1,410*; tom (6) 4-dr., S275; Custom (8) 4-dr., up, $900; Willys '%-ton pickup, $1,460, | HUDSON—'54 Wasp 4-dr., S610 
rent level. Sold 80 cars out of 122 offer- Special Riviera, $1,550*; Super 4-<ir., §1,- $225 19 Custom (8) 4-dr 8190. ‘46 "54 Dodge 1.-ton pickup, 8550, ‘53 Chev- | LINCOLN—'55 Custom 4-cr., $1,690° (ps), 
ings.) 5 110*, '53 Super 4-dr., $945*, '52 Super S) 4-cr,, $120 rolet %%-ton pickup, $630; Ford 1-ton| MERCURY-— 55 station wagon, $1,555, ‘54 
BUICK 56 Special Riviera, $2,200*, $2,- Riviera, $735*; 4-dr., $560*; RM 4-dr..| HUDSON—-'52 Hornet (6) 4-dr., $425. pickup, $600. 52 Chevrolet 1-ton pickup Monterey Sun Valley, $1,300* Custom 
185 55 Special Riviera, $1,840*; 2-d<r., S575*. 51 Super 4-dr., S560*, S505*.| KAISER—’51 4-dr., $260*. °49 Vagabond, $655; Dodge '.-ton stake pickup $565; t-«ir., S780 
$1,454 Century Riviera, $1,800*, §$1,- $410*, $380*; RM conv., $420*; Riviera, $160 Ford %%-ton pickup, $525; GMC %-ton| NASH-—'51 Statesman 4-dr., $200, '50 Am- 
700*, ‘54 Super Riviera, $1,385* (ps), $330". MERCURY--'55 Monterey coupe, $1.900, pickup, S680; Henry J 2-dr., $180; Stude- bassador 4-dr., $130 
$1,27 53 Super Riviera, $780*. ‘50)| CADILLAC—'53 (62) 4-dr., $1,640*, $1,-' $1.810*; Hardtop, $1,745*. ‘54 Monterey! baker ‘%-ton pickup, $480, $470; Willys| OLDSMOBILE — '54 (S88) 2-dr., $1,415*, 
Special 4-cdr., $200*, $165*. 450* (ps). 51 (62) 4-dr., $920*. ’°50 (62) coupe, $1,550*; 4-dr., $1,150* (ps); Cus- 1,-ton panel, $535. '51 Frazer 4-dr., $170. | (Continued on Page 40, Col. 1) 
CADILLAC 53 (62) 4-dr., $1,390*, §$1,- ee —__—_— _ —— — —— —— 
we (ps) 52 (62) coupe de Ville, $1,- 
)* «psi 
CHEVROLET 56 Bel Air (8) 4-dr., $1,- 
g4t Two-ten (S) Delray, $1,530; 4-dr., 
$1,470"; 2-dr., $1,480; Two-ten (6) 2-dr., 
$1,050 55 Bel Air (8S) conv., $1,410; - 
4-dr $1,220* "54 3el Air club coupe, af 
$955 t-dr., $755*; One-fifty 4-dr., $665. j 


53 Two-ten 2-dr., $560, $530, $480; 4- 
dr S$725*, $550, $525. "52 SL Deluxe 
conv $170 51 SL Deluxe sedan, $265, 
$185, $165 
DODGE 52 Coronet station wagon, $525. 
FORD 56 Fairlane ‘8) conv., $1,770*; 
4-cr $1,670* (ps), $1,615*; 2-dr., $1,- 
375; Custom (8S) 2-dr., $1,485; 4-dr., 


$1,215. ‘55 Fairlane (8) 4-dr., $1,260°; 
Custom (S) 2-dr $1,135, $1,130*, 
Crest «S) Victoria, $1,125 $935* 
Crest (S) cor $S00*; Custom (8) 





dr., $640; 2-dr., 
(8) 2-dr., 8550 51 Custom (8) 
$325*; 4-dr., $155 

MERCURY 55 Monterey station wagon, 
$1,825* 54 Monterey 2-dr., $1,880 





$560*, S540. "52 Cu 











NASH 51 Rambler station wagon, $320. 

OLDSMOBILE 55 «98) 4-dr., $1,750*; 
(SS) Super conv $1,730*, °54 (SS) Holi- 
day $1.555* "53 «(SS)» Super Holiday, 
$970* -ir., SSSO0*; (98) 4-dr., $840°*. 
"52 (9S) 4-dr., S585*, $120. "50 (76) 4-dr., 
$110" 


tr 


PACKARD 53 Clipper sedan, $475*. ‘5 
Clipper sedan, $240* 

PLA MOUTH 53 Plaza 4-dr., $500, ‘52 
Suburban, S570 

PONTIAC 56 Chieftain (8S) 2-dr., $1.725*. 
"65 Star Chief (8) 4-dr., $1,590*; Chief- 
tain (S) Catalina, $1,505*. '54 Chieftain 
(S$) 4-d $910*; 2-dr., $595. ‘53 Chief- 
tain (S) 2-dr., $640* 


ALBANY 


‘ mn Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Oct. 1.) 
(Prices really strong and percentage of 
sales higher than average. Receipts low 
because of fire loss to auction pavilion. 
Sold 117 cars out of 139 offerings.) 
BUICK 56 Special 2-dr., $1,775*. °55 Su- 
per Riviera, $1,.810* (ps); Special Rivi- 
era, S1,580* (ps). "54 Super Riviera 4-dr., 
$1,230*. '53 Super 4-dr., $800*; RM 4-dr., 
S700* <«ps), S$700*. ‘51 Super Riviera, 








$540*; Special 2-dr., $410°; 4-dr., $290. 
50 Special 4-dr., $400, $270; Super 4-dr., 
$220* 


CADILLAC "55 (62) coupe, $3,750* (ps). 
54 (62) 4-dr., $2,450°. ‘53 (62) 4-dr., 
$1,.690* ‘ps). 

CHEVROLET 56 Bel Air (8) 4-dr., $1,- 
810; Bel Air (6) 4-dr., $1,700°; Two-ten 
(6) station wagon, $2,040*. '55 Bel Air 
(8) 4-dr., $1,300*; One-fifty (6) station 
wagon, $1,200; Two-ten (6) 4-dr., $1,050. 
‘54 Bel Air 2-dr., $950°, °53 Bel Air 
conv., $690*; 4-dr., $685; Two-ten :‘ 
$625; One-fifty 2-dr., $480, $435. °! 
Deluxe 4-dr., $450*, $440. '51 FL Deluxe 
2-dr., $420; SL Deluxe 4-dr., $390*; SL 
Special 2-dr., $210; Carryall, $260. ‘50 
SL Deluxe 4-dr., $290; 2-dr., $150*; FL 
Deluxe 4-dr.. $220*. "49 SL Deluxe 4-dr., 
$180; 2-dr., $140 

CHRYSLER—'53 Windsor 2-dr., $650. '52 
Saratoga 4-dr., $500* (ps); NY 4-dr., 
$400*. '51 Windsor conv., $280°*. 

DeSOTO—'53 Fire Dome 4-dr., $670*. °51 
Custom 4-dr., $350*, $325°. | 

DODGE—’'53 Meadowbrook station wagon, 
$220 

FORD—'56 Custom (6) 4-dr., $1,775*; 2- 
dr., $1,560. °55 Country Squire, $1,775; 
Country sedan, $1,680*%; Custom (8) 
conv., $1,400. '54 Country sedan, $935; | 
Custom (8) 4-dr., $900; Main (6) 2-dr., 
$760. '53 Crest (8) conv., $835*; Main| 
(8) 4-dr., $550; 2-dr., $460. '52 Custom | 
‘8) club coupe, $430. '51 Custom (8) | 
4-dr.. $350, $180*; Deluxe (6) 2-dr., $270. | 

HUDSON—'54 Wasp 4-dr., $710. '53 Hor- 
Bet 2-dr., $625*; Wasp 2-dr., $550*; 
Pacemaker 4-dr., $480*. | 

MERCURY—’56 Custom 4-dr., $1,975*. '55 
Monterey conv., $1,700*; Custom 4-dr., | 
$1,500*. °53 Custom station wagon, §$1,- | 
220*. '52 Monterey coupe, $670; Custom 
4-dr., $525*, $450; 2-dr., $460. ’51 Cus- 
tom 4-dr., $360*. 

ULDSMOBILE — ’'56 (88) conv., $2,675* 
(ps). "55 (88) Super conv., $2,100* (ps). 
"03 (98) 4-dr., $820*. '52 (98) 4-dr., 
$600*, $310*. "51 (88) 2-dr., $230*, '50 
ot 2-dr., $230*. '49 (76) club coupe, 

00* 

PLYMOUTH—’55 Plaza (6) 4-dr., $1,050; | 

club coupe, $925. °53 Cranbrook 4-dr., | 











OPPORTUNITIES 


UNLIMITED... 
Watch for the 





’"S7 RAMBLER 
Coming Next Week! 


“We start all our new cars with 
Quaker State Super Blend, and here's why!" 


Put the finest motor oil in thecars yousell, 
and those cars will give the kind of per- 
formance—and satisfaction—you prom- 
ised. And the finest oil on the market 
today is Quaker State Super Blend. 
Super Blend is the great SAE 10W-30 
HD motor oil developed by Quaker 


State for today’s high compression en- 
gines. It’s super-refined entirely from 
pure Pennsylvania oil stocks and blended 
for utmost protection and performance. 
Super Blend is backed by extensive 
national advertising —it’s yours for top 
profits, now and in the years ahead! 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 
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$1,310*; Super 2-dr., $1,350*%. °53 (88) 400*, °49 
Super 4-dr., $1,075* (ps); (98) 4-dr., 


PONTIAC—'55 Star Chief (8) Catalina, (6) 2-dr., 


$1,690*, °53 Chieftain (8) 4-dr., $690*. 2-dr., $830*; 
’52 Chieftain (8) 4-dr., $350*. '51 Silver $840*; 2-dr., 









Streak (8) Catalina, $275. | $635. '53 
STUDEBAKER 50 2-dr., $180. $900*, $805*, 
MISCELLANEOUS - '53 Dodge %-ton $825*, $680*: 

panel, $420. '50 Chevrolet %-ton panel, tion wagon, $805; 

$190. SL Deluxe 
$485*. 

CHICAGO CHRYSLER 
(ps). 


(Arena Auto Action, Sale every Tuesday. $720° 
Prices are for sale of Oct. 2.) , 
(Sold 243 cars out of 483 offerings.) 
BUICK—’56 Special Riviera, $2,100*. 
RM Riviera, $2,025* (ps); Super Riviera, | 
$1,850*; Special Riviera, $1,835*. ‘54 RM 


Riviera, $1,530* (ps); Special Riviera, | $490°. 


$1,565*; Super Riviera, $1,525*, $1,495*. | DODGE — '55 
Coronet (8) 


} 
$1,000*, $970*, $960*, $890*, $800* (ps), | Meadowbrook 4-dr., 


53 RM Riviera, $1,060*; Super Riviera, 


$650; Special Riviera, $730*. ‘52 Super 
Riviera, $725*, $565°. 


Ville, $3,300* (ps). °54 (62) coupe de 
Ville, $2,785* (ps). ‘53 (62) 4-dr., $1,- 








4-dr., $250*. 
$1,050* (ps), $1,040* (ps), '52 (88) 4-| CHEVROLET 
dr., $400*. '50 (88) 2-dr., $200. wagon, $1,705. 

PLYMOUTH—’55 Savoy (6) 4-dr., $1,185°*; coupe, $1,595* 
Plaza (8) 2-dr., $1,115*, '54 Plaza 4-dr,, 340*; Two-ten 
$700*. ‘52 Cranbrook 4-dr., $300. ten (6) 2-dr., 


’56 Two-ten (6) station 


2-dr, 


$615*, $545*; conv., | 


Windsor 4-dr., $1,875*| Dbassador 4-dr., 

53 Windsor 4-dr., 

’51 Windsor 4-dr., $310*. "50 Wind- 
sor 2-dr., $300.° 

155 | DeSOTO — *5: Dome 4-dr., $1,700* 

| (ps); Sport coupe, $1,635* (ps). '53 Pow- 

ermaster 4-dr., 


$1,335", $1,300*, ‘54 $805*, $710* (ps). '51 (88) 4-dr., $250°. 


$655. ‘52 Meadow-| pacKARD—’53 Cl 4-d 555*; 2- CHRYSLER—‘51 Wind ‘ 395° 
brook 4-dr., $355; Dodge 2-dr., $320. '51| $490. eee "gnid*, "80 Windaor an 'esiee 


Coronet 4-dr., 
CADILLAC—’56 (62) coupe de Ville, $4,-| FORD—'56 Fairlane 
205* (ps); sedan de Ville, $4,165* (ps); 180* (ps); 


$1,690* (ps); 4-dr.,| Sport coupe, $1,550* (ps); Plaza (6) 
coupe, $3,750* (ps). ‘55 (62) coupe de $1,655*; Custom 


2-dr., $1,720, $1,-| station wagon, $1,305*; Savoy (6) 4-dr., $210°. 
600°. °55 Thunderbird, $2,345* (ps); 
Ranch Wagon, $1,630*; Fairlane (8) Vic- 
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toria, $1,475*, ‘54 Crest (8) conv., $1,- $380; Cranbrook 4-dr., 
150*; Victoria, $1,070* (ps); Main (8) brook 4-dr., $365. 


*52 Custom (8) 2-dr., $500; 4-dr., $355;| Chieftain (8) 2-dr. 


Main (8) 2-dr., $380, $260. '51 Custom Chief (8) Catalina, $1,350* 
(8) Victoria, $325. '50 Custom (8) 2-dr., tain (6) 4-dr., $835. °53 Star Chief 
$300. Catalina, $800*; Chieftain 
eawoeas "53 Hornet 2-dr., $375. | $730*, $655, $610*, $540*, 
. ‘ ANCOLN 56 Premiere coupe, $3,495* lina, $545*. '52 Chieftain (8) 
$510*. °46 (62) (ps). °53 Capri coupe, $1,275*. °52 Cos-| "51 Chieftain (8) 4-dr., 


mopolitan coupe, $760*, $660*; Capri 4- 
dr., $630*. 


Streak (8) 4-dr., $245 


Bel Air (6) Sport| MERCURY—’54 Monterey Sport coupe, $1,- ‘53 Commander 2-dr., 
Air (8) 4-dr., $1,- 365* (ps), $1,295*; Sun Valley, $1,260*; $445; Champion 2-dr., $390 
$1,250*; Two- 4-dr., $1,095*; Custom 2-dr., $1,025, '53|) WEILLYS—'53 (4) station wagon, 


$1,065; One-fifty Monterey Sport coupe, $1,040*; 4-dr.,| MISCELLANEOUS "BS 
Air 4-dr., $965; $875*, $820*; 2-dr., $845*; Custom 2-dr., pickup, $1,195. 





(6) 4-dr., $920*, $785. °52 Monterey Sport coupe, $600, 
One-fifty (6) 2-dr., $530*. '51 4-dr., $300, $255*; 2-dr., $285*. 
Sport coupe, $970*,| NASH-—-’55 Ambassador Country Club, §$1,- 





4-dr., $845*; 2-dr., 665* (ps). '54 Ambassador Country Club. (Carl Marker’s Auto Auction 
$820*; Two-ten sta-| $1,135*, $1,130* (ps); 2-dr., $780. °53| Wednesday. Prices are for sale of Oct 
2-dr., $750*, $675. °52 Ambassador 4-dr., $§700*, $685*, $635; 


Statesman 2-dr., $635; 4-dr., $405*; 
Rambler station wagon, $595. °52 Am- ings.) 





$780*: NY 4-dr. 4-dr., $465, $255; Rambler club coupe, 


$2.100* (ps); (88) Super Holiday, $2,- $390*. '49 Super 2-dr., 


Fire Dome 4-dr., 


conv., $1,495*; (88) Holiday, $1,000*; (98) Holiday. 





Air, $315. 


Sport coupe, $2,-| "55 Belvedere (8) station wagon, $1,580*; (ps). ‘54 Fire Dome 


"52 Deluxe 2-dr., $280. 


$1,100*; 2-dr., $995. ‘54 Belvedere Sport| FORD—’'56 Fairlane (8) 
coupe, $805. "53 Cambridge 4-dr., $420°*, 


of the right automotive bearing 
and the right bearing service 


Ball bearings look alike, and it's practically impossible to tell 
the good from the “not-so-good” until after they're put into 
a job. 


You can always be sure of the right ball bearings for auto- 
motive replacement by insisting on the bearings in these 
boxes. 


Get the BCA ball bearings you need when you need 
them from your Federal-Mogul Service jobber. He can 
give you "‘on-the-spot” service—he knows automotive 
problems and can help you when you need help. 


FEDERAL-MOGUL 
Federal-Mogul Service 


(Division of Federal Mogu! Bowe: Bearings, Inc ) 
DETROIT 13. MICHIGAN 


SERVICE 


2-dr., $885; Custom (6) 4-dr., $700. '53| PONTIAC—'56 Star Chief 


° ° Custom (8) 4-dr., $655, $520*; Custom 185* (ps). ’55 Star Chief 
se T or uc ion rices (6) 2-dr., $550; Main (8) 4-dr., $425. $1,835* (ps), $1,800* (ps) 


STU DEBAKER—'55 Champion 4-dr., 


FT. WAYNE, IND. 


Sale every 


(Prices good except on late-model, 
heavy stuff. Sold 74 cars out of 91 offer- 


$550*, $235; Statesman BUICK—’'56 Century 2-dr., $2,435*; 
Riviera, $2,300*. '55 Special 
325, $255 740* (ps), $1,670*. °54 Special conv., $1,- 
| OLDSMOBILE —'56 (98) conv., $2,590* 385*, $1,210*. °53 Special 
(ps). °55 (98) Holiday, $2,260* (ps), 2-dr., $680, $510*. ‘51 

$200*, $125, $100 
210* (ps). "54 (98) Holiday, $1,765* (ps); CHEVROLET—’55 Bel Air 
(88) Super 4-dr., $1,500* (ps), $1,430* 350°. °54 Bel Air 4-dr., 

(ps). "53 (88) Super 4-dr., $1,005*. °52 Bel Air 4-dr., $900, $650*; 


station wagon, $840. °52 Deluxe Bel 


2-dr., $315*. °50 Windsor < 
| PLYMOUTH—’56 Plaza (6) 2-dr., $1,360. DeSOTO — ‘55 Fire Dome 


"51 Deluxe 


(ps), $1,780, $1,400; Ranch Wagon, $1,- 


850*. ‘55 Ranch Wagon, $1,535*; Main 
(6) 2-dr., $1,145, $875. '53 station wagon, 





$1,075; Crest (8) Victoria, S8645* us- 
tom (6) 2-dr., S585. °52 Deluxe (8S) ir. 
$645*, $600, $535. '51 Custom (8) 2-dr., 
$360, $280*, $245*. "50 Deluxe (8) : dr., 








$220 $210. 
HUDSON 








2 Hornet 2-dr., $350. 
LINCOLN "56 Premiere 2-dr., $3,500* 
(ps) 


MERCURY—'56 Montclair 
(ps). °5 Monterey 2-dr., 

NASH—’'52 Statesman 4-dr., $335, 

OLDSMOBILE—’55 (88) Holiday, $1,555*, 
"52 (98) Holiday, $560*. 

PACKARD—’51 Clipper 2-dr., $210. 

PLYMOUTH—'55 Savoy (8) 2-dr., $1110, 
$990; Plaza (6) 2-dr., $1,045, $995, S895, 
‘53 Cranbrook conv., $525; 4-dr.. 510, 
$500*, $365. 51 Cranbrook 2-dr., $255. 

PONTIAC—'56 Chieftain (8) 2-dr., $1,600, 
‘55 Chieftain (8) 2-dr., $1,575, $1.225, 
$1,215 "53 Chieftain (8) 2-dr., 905* 
(ps), S675*. 


WILLYS—'49 station wagon, $165. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 

Prices are for sale of Sept. 28.) 

(Prices off about $125 per unit on ‘54s, 
*55s and °56s. This only means one thing 
—we have entered another year and these 
automobiles are one year older, There 
has been no change in the demand, how- 
ever. We had a 69 percent sale, with 194 
cars sold out of 282 offerings.) 
BUICK—’56 Super 4-dr., $2,375* (ps); Spe- 

cial Riviera, $2,255*, $2,135*. '55 Century 
Riviera, $1,750*. '54 Special conv., $1,- 
180*; Super 4-dr., $1,000*. 53 Super 4- 
dr., $885*; RM 4-dr., $810* (ps); Special 
4-dr., $625. 

CADILLAC—’54 (62) 4-dr., $2,450 
"52 (62) coupe de Ville, $1,305". ’ 
4-dr., $420*° 

CHEVROLET —'56 Bel Air (8S) 4-dr., $2,- 
105*, $1,995*; Two-ten (8) 2-dr., $1,670*, 
$1,570*. '55 Bel Air (6) Sport coupe, $1,- 
525; 2-dr., $1,045; Two-ten (6) 4-dr., 
$1,410*, $1,255, $1.075. '54 Bel Air conv., 
$1,095*; 4-dr., $1,050%; Two-ten 2-dr., 
$860, $850, 2 at $845. °53 Bel Air Sport 
coupe, $940*; conv., $635*; 2-dr., $665; 
Two-ten Sport coupe, $750*; 4-dr., $715, 
$605, $580. 

CHRYSLER—'56 (300) coupe, $3,315* (ps). 
"52 Windsor 4-dr., $370* (ps). ‘51 NY 
Newport, $475* (ps); Windsor club coupe, 
$310*. "49 Windsor 4-dr., $150. '39 Im- 
perial 4-dr., $155. 

DeSOTO—'55 Fireflite 4-dr., $1,680* (ps). 
’51 Deluxe Sportsman, $360; 4-dr., $255. 

DODGE — '55 Coronet 4-dr., $1,295*. '53 
Meadowbrook 4-dr., $470, $325*. °50 Cor- 
onet 4-dr., $140 

FORD—’'57 Fairlane 500 4-dr., $3,350* (ps). 
'56 Fairlane (8) Victoria, $2,250° (ps), 
$2.145*, $1,970* (ps), $1,925*; 4-dr., $1,- 
810*: Custom (8) 2-dr., $1,625*, $1,595*, 
$1,545*, $1,450. 55 Thunderbird, $2,080°; 
Fairlane (8) conv., $1,540*; Victoria, $1,- 
465°; 4-dr., $1,245*; Custom (8) 2-dr., 
$1,060; Main (8) 2-dr., $935. 

HUDSON—'53 Hornet club coupe, $350°. 
"50 Commodore 4-dr., $120. 

KAISER—’'53 2-dr., $460°*. 

MERCURY—’56 Montclair conv., $2,250* 
(ps); Monterey 4-dr., $2,185*; Custom 
coupe, $2,050*. '55 Monterey coupe, $1,- 
550°. "54 Monterey coupe, $1,095*; Cus- 
tom 2-dr., $920°; 4-dr., $900°. 

NASH — ‘'54 Rambler 4-dr., $950*. ‘53 
Statesman 4-dr., $475*, $450. "52 States- 
man 2-dr., $520*, $285*. '51 Rambler sta- 
tion wagon, $250. 

OLDSMOBILE—'55 (88) Super 4-dr., $1,- 
900*. °54 (88) Super 4-dr., $1,520*°; De- 
luxe 2-dr., $1,350; (98) 4-dr., $1,400° 
(ps). "53 (88) Super 4-dr., $605; Deluxe 
2-dr., $1,050* (ps), $905*. "52 (98) conv., 
$585* (ps). °51 (88) 2-dr., $290°. 

PACKARD—'53 Clipper 4-dr., 770°. °52 
Clipper 4-dr., $470°*. 

PLYMOUTH—'56 Savoy (8) 2-dr., $1,585, 
$1,050, $1,045*, $1,045, 2 at $1.025, $985. 
"53 Cranbrook 4-dr., $530, $445*. ‘52 
Cranbrook Belvedere, $430, $295. 

PONTIAC—'56 Chieftain (8) Catalina, $2,- 
090* (ps), $1,850*; Safari station wagon, 
$1,800* (ps). °54 Chieftain (8) 4-dr., $1,- 
200* (ps). "52 Chieftain (8) 4-dr., $315*, 
$275; conv., $305*. ’50 Silver Streak (8) 
Catalina, $375. 

STUDEBAKER—’55 Commander 2-dr., $1,- 
355* (ps), $1,205*; coupe, $1,165*. ‘53 
Commander 4-dr., $620*; Hardtop, $940°; 
Champion 2-dr., $550*. 

WILLYS 8 Jeep wrecker, $600. '47 Jeep- 
ster, $265. '46 Jeep bulldozer, $390. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Satur- 
day. Prices are for sale of Sept. 29.) 


$2.325* 







































BUICK 56 RM Riviera, $2.975* (ps); 
Special station wagon, $2,625*, $2,600*; 
2-dr., $1,910*%; Super Riviera, $2,600* 


"5 


55 Super Riviera, $1,975* (ps), 
$1.510*; Special Riviera, $1,615. '54 Cen- 
Riviera, $1,340*. °52 Special 2-dr., 
$550*; Super conv., 25°. 
CADILLAC—'56 (62) sedan de Ville, $4,- 
320* (ps). °55 (62) 4-dr., $2,895* (ps). 
"54 (62) coupe de Ville, $2,750* (ps); 
4-dr., $2,240* (ps). ’51 (62) 4-dr., $850°*. 
CHEVROLET ’56 Bel Air (8) station 
wagon, $2,300*; Sport coupe, $2,170*; 
Two-ten (8) 4-dr., $2,200*, $2,160*, 2 at 
$1,850, $1,715; station wagon, $2,200*. 
’"55 Bel Air (8) Sport coupe, $1,62(*; 
Two-ten (8) 4-dr., $1,325, $960. '54 Two- 
ten station wagon, $1,090; Bel Air 4-dr., 
$995* (ps). °53 Two-ten station wagon, 
$915*; 4-dr., $610. °50 station wagon, 
| $420; Carryall, $310. 
| DODGE—’55 Royal Lancer, $1,570*; 4-dr., 
| $1,540*. '51 4-dr., $200*, '50 4-dr., $140*. 
| FORD—’56 Country sedan, $2,350*, S2.- 
| 000*; Fairlane (8) Victoria, $2,100*, $1,- 
920* (ps), $1,855*; 4-dr., $1,775*. ‘54 
Custom (6) club coupe, $840. 53 Ranch 
Wagon, $935, S800. '51 Custom (6) 2-dr., 
$155. '49 Custom (8) 4-dr., $135. 
HUDSON—’'55 Hornet 4-dr., $1,245. 
MERCURY—’54 Monterey 4-dr., $1,150*. 
*53 Custom Sport coupe, $845. ‘50 2-dr., 
$325. 
NASH—’'52 Statesman 4-dr., $415. 
OLDSMOBILE—’'56 (98) Holiday, 8&3,200* 
(ps), $2,885* (ps); (88) Holiday, §$2.- 
| 375*. °55 (88) Holiday, $2,220*, $2,100*; 
Super Holiday, $2,000*. '54 (88) Super 
| Holiday, $1,675*, $1,555*; 4-dr., $1,530* 


} (Continued on Page 41, Col. 1) 
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CADILLAC—’53 (62) 4-dr., $1,450* (ps). | BUICK—’56 Special 4-dr., $1,865. ‘55 Su-| 4-dr., $795"; Custom 4-dr., $805". ‘51 
CHEVROLET—’56 Two-ten (8) Handyman, per conv., $1,600*. '54 Super 2-dr., $1,- Custom 4-dr., $280. '50 Custom 2-dr., 
e © $2,120. '55 Two-ten (8) 2-dr., $1,310*%;| 605* (ps). '52 Special 4-dr., $480°. '51/ $150, $115. 

4-dr., $1,155. 53 Bel Air 4-dr., $695. '51| Super 2-dr., $425*; Special 2-dr., $295*.| NASH — °'53 Statesman 4-dr., $525. °51 
se = ar u ion rices SL Deluxe 2-dr., $340*. '50 SL Deluxe '50 Special 4-dr., $375*, $200; Super Statesman 4-dr., $280. 

coupe, $260. "49 SL Deluxe 4-dr., $185. conv., $160°. OLDSMOBILE—’54 (88) 4-dr., $1,410*, $1,- 
CHRYSLER — '53 4-dr., $800. °50 2-dr.,| CADILLAC—'53 (62) 4-dr., $1,505. | 285%. '53 (98) 2-dr., $1,130*; (88) 4-dr., 

$275*. CHEVROLET—’56 Two-ten (6) 4-dr., $1,-| $830° ; 2-dr., $760, "51 (88) 4-dr., $380°, 
| FORD—'56 Fairlane (8) Victoria, $1,900*;| 430. 55 Bel Air (8) 2-dr., $1,450, $1,-| $355". '50 (88) 2-dr., $450°, $410*, $280°; 

Custom (8) 2-dr., $1,875; Main (8) 4-dr..| 400%; Two-ten (8) 4-dr., $1,335*, $1,045;| 4-dr., $310*, $205*, $200. '49 (88) 4-dr., 

$1,405*. '55 Fairlane (8) 4-dr., $1,360,| 2-dr., $970. ‘54 Bel Air 2-dr., $780. '53| | $230*; 2-dr., $205°*. 














(Continued from Page 40) 


























(ps) $1,450* (ps). °53 (98) 4-dr., $1,- station wagon, $300*; Ambassador 4-dr., | $1,335*; Custom (6) 4-dr, $1, 005. "54 Bel Air 2-dr., $780; 4-dr., $695, $680°; PACKARD—’53 Clipper 4-dr., $600. "48 4- 
- oS lo | vnc oe AMOS Gonv., 365°, | Custom’ (6) 2-dr., $670. 53 Crest (8)| Two-ten 2-dr., $830.52 SL Deluxe coupe,| ‘Ir... $125*. 
PACKARD—’51 conv., $310°. | OLDSMOBILE — '54 (98) 4-dr., $1,530*| Victoria, $875; Custom (8) 4-dr, $835,| $505. '51 SL Deluxe Bel Air, $480; 2-dr.,| PLYMOUTH—'55 Belvedere 4-dr., $1,105. 
PLYMOUTH — ‘56 Belvedere (6) Sport (ps). '50 (88) Holiday, $340*; (98) 4-dr.,| $715. '52 Custom (8) 4-dr., $480. °51 Cus- $465, $350*, $340, $320*, $300, $290; club ’53 Cranbrook 4-dr., $610, $300. "52 
coupe, $1,765"; Suburban, $1,755. ’55 oy "49 (98) 4-dr., $115*. "48 (98)| tom (8) 2-dr., $345*, $320, $280: 4-dr.,| coupe, $320; 4-dr., $235. '50 SL Deluxe| Cranbrook Belvedere, $495*; 2-dr., $355; 
Belvedere (8) 4-dr., $1,345*; Savoy (8) 4-dr., $150*. | $905. °49 station ‘wagon, $205. 2-dr., $350*, $330, $285, $255, $185; coupe, | Cambridge 4-dr., $355. °'51 Cranbrook 
4dr. $1,095%; Plaza (6) ‘club coupe, | PACKARD —°55 Patrician 4-dr., $1,965* | HUDSON—'54 Jet 4-dr., $530; Wasp 4-dr.,| $305; 4-dr.. $310. '49 SL Deluxe 4-dr.,| 2-dr., $395; Belvedere, $300; 4-dr., $255, 
$835. °53 Cambridge 4-dr., $570. (ps). '52 4-dr., $270*. ’49 4-dr., $100. $375. | $255, $170. "40 SM 2-dr., $330. '39 4-dr., $225. ; ; 7 
poNTIAC—'56 Chieftain (8) station wag- | PLYMOUTH—'56 Fury Sport coupe, $2,325. | KAISER—’51 4-dr., $250. $155. PONTIAC” 53 Chieftain (8) ‘. oe ; 
on, $2,250*. ‘55 Star Chief (8) 4-dr.,| 54 Savoy 4-dr., $670. '53 Cranbrook 4-| MERCURY—'55 Monterey coupe, $1,750*.| CHRYSLER —'55 Windsor 2-dr., $1,505.| 2-dr., $675*. "52 nse og ) oo 
$1,625* (ps); Chieftain (8) 2-dr., $1,-| dr., $680, $545; Cambridge 4-dr., $460. '53 4-dr., $885. "49 4-dr., $195. '47 4-dr.. $125. $450*. ~~" ae, a Gia -dr., $280*, 
525*. '52 Chieftain (8) 4-dr., $570. '52 Cambridge 4-dr., $350. ’51 Cranbrook | NASH—'56 Ambassador 4-dr., $1,990*. DODGE—'53 Coronet station wagon, $500. as Torpedo (8) 4 dr. Ky . 
§TUPDEBAKER—'53 Champion club coupe,| 4-dr.. 28208: Belvedere, $235. ‘50 4-dr.,| OLDSMOBILE—'55 (98) Holiday, $2,255*| °52 Coronet 4-dr., $410, $295. '50 Coronet | SEO cannes’ $ = _— iui th 
" $495. | $190; $175. (ps); 4-dr., $1,995* (ps); (88) 4-dr., $1,-| 4-dr., $180. — so - oe ae 
WILLYS—'57 Jeep, $2,065. '51 Jeepster, | PONTIAC. "65 Star Chief (8) Catalina, 515*. '54 (88) Super 4-dr.. $1,485* (ps);| FORD—'56 Fairlane (8) Victoria, $1,935*; | ce 3520 "BO werd ‘acon ae 
$515 '48 station wagon $155. $1,600*. ‘54 Star Chief (8) 4-dr., $1,075*. Deluxe 4-dr., $1,350*. °49 (76) sedan, Custom (8) 2-dr., $1,125. '55 Thunder-| | a $320. °5 ‘or¢ 4-ton pickup, 
‘ELLANEOUS—’55 Dodge %-ton pick- | on. 224-97. $120°. | _ $100°. | bird, $2,200*; Fairlane (8) 2-dr., $1,300. <5u. 
a. \ckup, $1,603, '52| STUDEBAKER—'55 Commander 4-dr., $1,-| PACKARD—'54 Clipper 4-dr., $950. | '54 Custom (8) 4-dr., $1,015; 2-dr., $895, | . 7 
UP, S90 orn piekue $535... | «000%. 53 Commander 2-dr., $465*. '51| PONTIAC—'56 Chieftain (8) ‘Catalina, $2,-| $885, $870, $865, $805; Main (8) 4-dr., CHICAGO 
Chevrolet %-ton pickup, . | Commander club coupe, $195*; Champion 175*, $1,975", $1,950*; Chieftain (8) 4-| $550. '53 Crest (8) Victoria, $930, $845; so aie ae on 
| __4-dr., $145*. '50 Champion 4-dr., $100. dr., $1,875*. °54 Star Chief (8) 4-dr., 2-dr., $875*; Custom (8) 2-dr., $785, a ies ot uc as on 
NEW YORK CITY | WILLYS—'53 2-dr., $250*. "52 Aero 2-dr.,| $925" (ps). '53_ Chieftain (8) conv.,| $765*, $705; ‘4-dr., $700, $575°; dain ey ey, Se a eee . 
85*. ’51 station wagon, $400*. | $890*; 4-dr., $670°*. | 2-dr., $620. '52 Custom (8) 2-dr., $615;;4:) _  . 
(Skyline Auto Auction. Sale every Tues-| MISCELLANEOUS —'50 Chevrolet 2-ton| STUDEBAKER—'55 Champion 4-dr., $970.| 4-dr., $530; conv., $300, '51 Custom (8)| __ (Sold 267 cars out of 441 offerings.) | 
day. Prices are for sale of Oct. 2.) | dump, $375; Dodge %-ton panel, $145.| MISCELLANEOUS—'55 Ford %-ton pick-| 2-dr., $480*, $380, $365; 4-dr., $455°;| BUICK—"56 Special Riviera, $2,175°. |S5 
(Market off as dealers were bidding "49 Ford %-ton pickup, $225. up, $965. "52 Ford 2-ton truck, $390. '39| Deluxe (8) 2-dr., $490; Deluxe (6) 2-dr., Super Riviera, $1,940°; ol ~ ge $1.- 
very carefully here this week, Impending | International 2-ton truck, $125. $330, °50 Custom (8) 2-dr., $480, $335, 800 (PS). 54 ae iviera, . 4 t 
new-car announcements have dealers con- FARGO. N. D $310; 4-dr., $465, "49 Custom (8) 4-dr., $1,375 3 ouar.. $1,300 (me) ~~" Ss ” 
fused. Clean and sharp autos still in good oo ° DANVILLE. VA $280: 2-dr., $205, $195*, $150. 085*. °53 Super Riviera, 7 1055  1¥: 
demand. Sold 108 cars out of 151 offer- | (Tri-State Auction Co. Sale every Thurs- —? + HUDSON —’47 Custom (8) coupe, $280; (RM Riviera, $935 eS ‘es ‘ia. 
ings.) day. Prices are for sale of Oct. 4.) (Danville Auto Auction. Sale every Wed-|  2-dr., $105. '41 4-dr., $165. (ps). Seeae. seen a Se 2235". 50 
BUICK—'55 Special Riviera, $1,610, $1,-| (Consignment down—slight drop in | nesday. Prices are for sale of Oct. 3.) | LINCOLN—'53 Cosmopolitan 4-dr., $770* mes - « : iosor, <-GF., 9eeu". 
g00*: Super 4-dr., $1,500* (ps); Century) prices. Sold 53 cars out of 90 offerings.) (Continued very active sales as the (ps). °52 Capri 4-dr., $650*. CADILLAC. 356 (62) conv., $4,050* (ps); 
4-dr., $1,485* (ps). °53 Special 4-dr., | BUICK—'54 Special 4-dr., $1,220*. '50 Spe-| tobacco market is now open in this area. | MERCURY—'55 Monterey 4-dr., $1,450*. a +» WA, ; 
$825*, $750*; 2-dr., $710; Super 4-dr.,| cial 4-dr., $195. | (Sold 143 cars out of 183 offerings.) | °54 Monterey 4-dr., $1,280*. ’53 Monterey | (Continued on Page 42, Col. 1) 








$810; Riviera, $775. _— 

CADILLAC—'52 (62) conv., $800* (ps); | 
(60) Special 4-dr., $1,210* (ps). "51 (62) 
4-dr.. $830*, $710*. "50 (62) conv., $700*. 
*49 4-dr., $250*. °48 conv., $155*. 

CHEVROLET—’'55 Bel Air (8) 2-dr., $1,- 
210*: Two-ten (8) station wagon, $1,200; 
4-dr., $1,250, $1,130*, $1,125, $1,110, $1,-| 
100, ‘$1,075, $1,065, $1,050, 2 at $1,030; | 
2-dr., $1,100, $1,090, $1,075, $1,060, $1,- 
015; One-fifty (6) 4-dr., $955; taxi, $600. 
54 Bel Air conv., $1,065*; 4-dr., '$950°; 
Two-ten 2-dr., $805; 4-dr.. $780, $770, 
$750. °53 Bel Air 2-dr., $680; Two-ten 
2-dr., $650. °51 SL Deluxe 4-dr., $310, 
$250. '50 SL Deluxe Bel Air, $230*. °49) 
SL Special 2-dr., $190 

CHRYSLER—'53 NY station wagon, $1,-/ 
000*: 4-dr., $760* (ps). °52 Imperial 4-| 
dr., $300* (ps). '51 NY Hardtop, $275*; | 
Windsor 4-dr., $240*, $225°. | 

DODGE—’'53 Meadowbrook station wagon, | 
$700: Coronet 2-dr., $600; 4-dr., $550°*. | 
"52 Wayfarer 2-dr., $270. 

FORD.—'56 Custom (8) 4-dr., $1,515*. '55/ 
Fairlane (8) 4-dr., $1,350* (ps). "54 Cus-| 
tom (8) station wagon, $980; 4-dr., $835. 
"53 Custom (8) 4-dr., $675*, $655. °52/ 
Crest (8) station wagon, $550*; conv., | 
$515*, $425*. '51 Custom (8) conv., $300: | 
Custom (6) 2-dr., $115. "50 Custom (6) | 
4-dr., $109 | 

HUDSON—'53 Wasp 4-dr., $465°. '51 4-dr., | 
$220 | 

LINCOLN—’ 50 4-dr., $100*. | 

MERCURY — ‘54 Monterey Hardtop, $1,- 
310*; Custom 4-dr., $1,065* (ps). ‘53 
Monterey Hardtop, $900*; 4-dr.. $750°; | 
station wagon, $475*. °51 4-dr., $325°*. 

NASH—'54 Custom station wagon, $610. '53 | SUN Tune-Up Tester 
4-dr.. $560. °51 conv., $190; 4-dr., $170. | y tests 9 major engine 

OLDSMOBILE—'55 (S88) 4-dr., oe. "53 | areas in 10 minutes, 
(98) 2-dr.. $975° (ps). "52 (98) 4-dr., | 
$560*. "51 (98) 2-dr.. $325*. "50 (98) 4-| 
dr.. $175*; (88) 2-dr., $265*. } 

PACKARD—'52 Clipper 4-dr., $155*. | 

PLYMOUTH—'55 Savoy (6) 4-dr., $1,085°, | 
$1,060. ‘53 Cranbrook 4-dr., $470*. °49 
Meadowbrook 2-dr., $145. } 

PONTIAC —'55 Chieftain (8) 4-dr., $1,260; 
2-dr., $1,200; Catalina, $1,150*. ’54 Chief- 
tain (6) 2-dr., $600. '53 Star Chief (8) 
4-dr.. $710*. '52 Chieftain (8) Catalina, | 
$475*. °51 Silver Streak (8) station wag- | 
on, $410*. $375°. ‘50 Silver Streak (8) | 
4-dr.. $200* 

STUDEBAKER—'53 Commander Hardtop, 
$710*; Champion 4-dr., $210. °52 Com- 
mander conv., $250. °51 Commander 4- 
dr., $135 

MISCEL LANEOU S—’51 Austin conv., $230. 


EBENSBURG, PA 


(Ebensburg Auto Auction Co. Sale every | 

Thursday. Prices are for sale of Oct. 4.) 
(Ne noticeable change. Buyers active 
and clean units bringing top dollar. Sold 
104 cars out of 112 offerings.) 

BUICK—'54 Special Riviera, $1,290*. ’52 
Super 4-dr.. $250*. °51 Special 4-dr., 2 
at $300°, $225; RM 4-dr., $235*, $120°. | 
‘50 Special 4-dr., $210. ‘49 RM Riviera, | 
$250°. 

CADILLAC—'52 (62) 4-dr., $875*. 

CHEVROLET—’56 Bel Air (8) conv.. $2,- 
015*; Two-ten (8) 4-dr., $1,650. 53 Bel 
Air Hardtop, $910*, $880*; 4-dr., $640. 
_ FL Deluxe 2-dr., $400; SL Deluxe 4- 
r., $300; 2-dr., $350*, $170. '50 SL De- 
luxe 4-dr., $230; 2-dr., $275, $130. '49 SL makes 12 accurate tests of 
Deluxe 2-dr.. $200. the distributor (the heart of 

CHRYSLER — ‘50 Windsor 4-dr., $155; | the engine). 

Royal 4-dr., $130*. '49 NY 4-dr., $155°*. | 

DeSOTO—'53 Fire Dome 4-dr., $690*. °50 
Carryall, $220°*. 

DODGE—’'56 Royal Lancer, $2,240*. °54 
Royal (8) 4-dr., $1,075*. '51 Meadow- 
brook 4-dr., $235. 

FORD—'56 Fairlane (8) 2-dr., $1,570; Cus- 
tom (8) 2-dr., $1,625; 4-dr., $1,500. ’55 
Country “Squire, $1,850*; Fairlane (8) 
Victoria, $1,390; 4-dr.. $1,275, $1,250°. 
54 Main (6) 2*ar., $715. '53 Crest (8) 
Victoria, $800; Custom (8) 2-dr., $630; 
Custom (6) 4-dr., $600*; Main (6) 4-dr., 
$635; taxi, $360*. '52 Custom (8) 2-dr., 
$410*. '51 Custom (8) conv., $285; De- 
luxe (8) 2-dr., $270, $255; Deluxe (6) 
2-dr., $230, $185. 50 Custom (6) 4-dr., 
$250; Custom (8) 2-dr., $180*. 

HUDSON — °55 Metropolitan, $760, $625. 
‘52 Hornet 4-dr., $305*. ’51 Commodore 
(6) 4-dr., $300*; Hornet 4-dr., $240. 

MERCURY—'54 Custom 4-dr., $970. °53 
Hardtop, $820*. 50 4-dr., $140*. '49 club 
coupe, $170*, $100. 

NASH—'54 Rambler Cross Country, $875. 
‘52 Statesman 4-dr., $295. 51 Rambler 


— 








Test Equipment that 
makes your cash register 


sing 


You need pin-point precision in your testing equipment for today’s 
high-performance engines. Dollars fly out of the window when you are 
plagued with faulty diagnosis and poorly performed work that invites 
unnecessary comebacks. 





SUN Automotive Test Equipment is engineered for accuracy, yet it is 
simple and rapid in use. 





SUN Master DistributorTester 





It’s always cheaper to do the job right the first time. Put your trust 
in SUN’S laboratory accuracy and hear your cash register sing! 





Accurate, easy-to-read © SUN'S famous One-Year SUN Automotive Test- 
dials tell you whether the Warranty means reliable ing Equipment is priced 
motor being tested is performance and satis- so that it will save you 
operating within the cor- _ fied customers. money in your shop. 

rect range. 


R fa Ld a t E as runs 32 motor tests to in- SUN ELECTRIC CORP. 


sdeaitadaeltbacasandel thee sure your tune-up profits. 6327 N. Avondale, Chicago 31, Illinois 
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en . nits 
$2,570* (ps), $2,280* (ps); Deluxe Holi-| try sedan, $1,650*; Fairlane (8) Victoria, | Century Riviera, $1,825* (ps). '54 Super 
day, $2,230*. '55 (98) Holiday, $2,075* $1,550*, $1,450*; Custom (8) 4-dr., $1,- 4-dr., $1,385*. *53 Super Riviera, ss95¢ 
"54 (98) Holiday, $1,770* (ps), 290*, $1,150*; 2-dr., $1,110, $1,095. '54| (ps); Special 4-dr., $755. 
e > $1,655* (ps); (88) Holiday, $1,305". '53 Crest (8) Victoria, $1,225*; Custom (8) | CAnDILLAC—'56 (62) coupe, $3,945* (ps) 
se - ar uc Ion rices ‘4-dr., $1,010* (ps); (88) Super 4-| 4-dr., $880; 2-dr., $750. 53 Ranch Wag-| +55 162) coupe de Ville. $3.305* «psy, 
dr., $975*, $950*, $925*. ‘52 (88) 4-dr., on, 2 at $790*; Custom (8) 4-dr., $725.) 3 14058 (ps). '54 (62) 4-dr., $2,465* ps). 
$615*. 51 (88) Super 4-dr., $340*. $715, $630; Main (6) 2-dr., $505, $490, ’53 (62) 4-dr., $1,510* (ps). °51 (60) 
PLYMOUTH—’56 Belvedere (6) 4-dr., $1,-| $445. ‘52 Custom (8) 2-dr., $485. '51) special 4-dr., $895". 
780*, °55 Belvedere (S) conv., $1,420*| Custom (8) 4-dr., $415°. | CHEVROLET—'56 Bel Air (8) 4-dr., §2,. 
‘Continued from Page 41) Plaza (6) station wagon, $1,205; | LINCOLN—'55 Capri 4-dr., $1,780* (ps). 005* (ps), $1,990*, $1,850; Bel Air (6) 
" Savoy (6) 2-dr., $1,065". ‘54 Capri 4-dr., $1,390. 4-dr., $1,785, $1,720*; Two-ten (6) \-dr 
coupe, $3,800* (ps), $3,725* (ps). ‘55 (ps); Country Squire, $2,125; Main (8) powpgac-'55 Chieftain (8) Catalina, $1,-|/ MERCURY—’55 Monterey station wagon, $1,625*. '55 Bel Air (8) coupe, $1.580* 
(62) coupe de Ville, $3,375* (ps), $3,350* conv., $1,915", $1,840* (ps); Fairlane (8) ‘54 Star Chief (8) Catalina, $1,- $1,755; 4-dr., $1,575; Sport coupe, $1,500. Two-ten (6) 2-dr., $1,120; 4-dr., $1,120. 
(ps), $3,295* (ps), $3,275* (ps); conv., Victoria, $1,820*; 4-dr., $1,815* (ps); '52 Chieftain (8) Catalina, $555*. '54 Custom 2-dr., $990*; Monterey 4-dr.. ‘53 Bel Air 2-dr., $810*. "52 SL leluxe 0) 
$3,090* (ps). '54 (62) Eldorado, $2,625* 2-dr., $1,555* (ps). 55 Fairlane (8) Vic- ‘$54 Willys 4-dr,, $430. $865*. '52 4-dr., $540*. '51 2-dr., $290 4-dr., $495, °51 SL Deluxe 2-dr., $315 a a 
(ps); coupe, $2,580* (ps). ‘53 (62) coupe toria, $1,525*, $1,450%; conv., $1,430*, LANEOUS ‘53 Henry J 2-dr.,| NASH—'55 Rambler sedan, $775. 50 SL Deluxe 2-dr., $240. : 
de Ville, $1,450*, '52 (62) 4-dr., $1,155* = $1,375*, $1,330*%; Custom (8) 4-dr., $1.- Morris Minor 4-dr.. $410, OLDSMOBILE—'56 (88) Holiday, $2,205*. | oyRYSLER—’54 NY 4-dr., $1,065". °53 half 
(ps). ‘51 (62) coupe, $1,015*. ‘50 (62) 275*, $995; 2-dr., $995, $990; Main (S) : ‘5S (88) coupe, $1,795*. °54 (88) conv., NY 4-dr., $880* (ps); Windsor ide pass 
coupe de Ville, $665". 4-dr., $750, $690. '53 Crest (8) Victoria . . GA $1,300*: Holiday, $1,285*, $1,260; 2-dr., $745° +. %&§ Ss); § Ir., 4 
CHEVROLET °56 Bel Air (6) 4-dr., $1,- SS90* <(ps), $835*, $565; 4-dr., $S25* VALDOSTA, wike $950. '53 (98) Holiday, $700*, °50 (S88) | eae ‘55 Royal I $1.635* °5 pro’ 
825*. '55 Bel Air (8) Sport coupe, §1,- (ps), $735*; 2-dr., $750; Crest (6) 4-dr., Hewitt Auto Auction. Sales every 4-dir., $150*. “oo od  eiS*. 52 C nator bog q 25,70 
575; conv., $1,505*; 4-dr., $1,215; Two- S585. ‘52 Crest (8) Victoria, $575*; Cus- | prursiay and Friday. Prices are for sales| PACKARD "52 2-dr $190*. ‘51 4-dr. pea te See ee ee - oe and 
ten (6) 2-dr., $1,140; Two-ten (8) 4-dr., tom (8) 2-dr., $285*; Main (8) 2-dr..) 06 oe gin.) $165*. “ORD. ‘56 Country sedan, $1,990; F Cc 
$1,130, ‘54 Bel Air Sport coupe, $1,125°*: $310. ‘51 Custom (8) Victoria, $365", (There’s @ big demand for good, clean PLYMOUTH—’'55 Belvedere (8) conv., $1.- ie le (8) Victoria, $1 840°: 4-dr. $1 R058, 
4-dr., $1,000*, $900. °53 Bel Air Sport S300" autos as consignments are off slightly. 285". '53 Cranbrook 4-dr., $415. "52 Cran- ‘BSF irk - (8) Vietoria, $1,565" ‘ede, in | 
coupe, $800*, $780*, $775* (ps); conv..| HUDSON -'55 Wasp 2-dr., $1,300". °54, Sold 241 cars out of 307 offerings.) brook 2-dr., $495. "50 Deluxe 4-dr., $350 63.000° (be): Guster (8) 2-4r., 81.2m par 
$640; 2-dr., $505*; Two-ten 4-dr., 8675; Hornet 2-dr., $700". ‘53 Hornet 4-dr..' gugcK—'56 Special Riviera, $2,360*; 4-dr.. PONTIAC—’56 Chieftain (8) conv., $2,300 54. Mz m (8) station wagon, $1 135°; 22,2 
One-fifty 2-dr., $490. ‘52 SL Deluxe Bel $165*; Hollywood, $375* $1,720. '53 RM coupe, $775* (ps); 4-dr., '54 Chieftain (8) 4-dr., $930*. '53 Chief- ote 7en 53 Crest (8) Victoria. Seane 
Air, $665, $375*; 4-dr., $400* 2-dr LINCOLN—’'53 Cosmopolitan 4-dr., $8950* S765* (ps) tain (8) 2-dr., $735*, $430. '52 Chieftain ‘51 Pecenrenn 7a) 2-dr. $400* 50 Deluxe pul 
$345, $275. '51 SL Deluxe 4-dr., $345* MERCURY 56 Custom 4-dr., $1,700*. '55 CADILLAC—’56 (62) 4-dr., $4,600* (ps). (8) 4-dr., $540, $525°. ie a : 622 
DeSOTO—'55 Fire Dome Sportsman, §1.- Montclair conv., $1,765* (ps); Monterey CHEVROLET—'56 Bel Air (8) 2-dr., $2,-| STUDEBAKER "52 Commander 4-dr.. | supsON—'55 Hornet 4-dr., $1,185"; Was E> 
ne ; 5On* ('52 fF qanme >a on e. : 950% °'5 ‘ sedz $100. °50 overs ws + *¥ asp , 
895* (ps); 4-dr., $1,590 53 Fire Dome coupe, $1,335*. '54 Monterey coupe, $1,- 075*; coupe, $1,890*; Two-ten (8) 4-dr., $250*. °51 Champion sedan, $100, '5' 4-dr., $1,170*%: Rambler station wagon : 
Sportsman, 8615* (ps); 4-dr., $450* (ps) 335", $1,090*. $1,010°, S925*; 4-dr., S81,- $2.000*, $1,850; station wagon, $1,940 coupe, $135. $1.365*. 7 ; a taxi 
‘51 Custom club coupe, $270* 070*. $1.060*: Custom 2-dr.. S895 53 Two-ten (6) 2-dr., $1,100; 4-dr., $1,-| MISCELLANEOUS '54 Chevrolet 1'4-ton | aan — a . ° 22,89 
’ : Ss F on ae =a | «[8Re ; =) - » ar tro . li, « ‘ | OLDSMOBILE—'56 (S88) Super 4-dr., §2,- 
NODGE—'55 Royal (8) Diplomat, $1,656* Monterey 4-dr., $1,025* (ps), $925; coupe, 095*, $1,075. °53 Two-ten 4-dr., $700; pickup, $675. '52 Chevrolet %-ton pickup, 410*: Deluxe 4-dr., $2.200*. '55 (S88) Hol- 28,08 
Coronet (6) 2-dr.. $1,100*. ‘54 Coronet $965*: Custom 4-dr., $895*, "52 Custom conv., $300. '52 SL Deluxe Bel Air, $615. $445. °51 Chevrolet '%-ton cab, $300. '50 iday. $1 990° 54 (88) Super 2-dr., §$1,- id 
(8) conv., $865* (ps); Meadowbrook 2- 2-dr S585"; 4-dr., S565 Monterey 51 SL Deluxe 2-dr., $500; Bel Air, $475. Dodge \%-ton pickup, $180. 500": Deluxe 4-dr.. $1.405*. °53 (88) an 
dr., $730*, $725*. '53 Meadowbrook sta- coupe, $510, ‘51 Custom 4-dr $320, ‘50 SL Deluxe sedan, $345, $200, "49 SL . Super 4-dr., $990*, 49 (76) 4-dr., $205° 
tion wagon, $665; 4-dr., $415; Coronet| $315*. $300 Deluxe 2-dr., $375 MASON CITY, ITA. PLYMOUTH. -'56 Savoy (8) station’ wagon, the | 
(6) 4-dr., $400. °52 Meadowbrook 4-dr.,| NASH ‘56 Rambler 4-dr., $1,515*. ‘55 CHRYSLER— ‘52 Windsor 4-dr.,. $310°*. Hae : : $1.940. 55 Belvedere (8) 4-dr.. $1.315*: 
$370, $305*: Royal Diplomat. $215*. ‘51 Rambler Cross Country, $1,385. "53 Am-| DeSOTO—'54 Fire Dome 4-dr., $860. (Central States Auto Auction. Sale every aavoy 18) 4ede $1.020. °54 "Belvedere 
Coronet 4-dr., $220° bassador Country Club, $640; Statesman | DODGE-—'50 4-dr., $325 Wednesday. Prices are for sale of Oct. 3.)| Qi.” go95* +53 Cambridge 4-dr., S565 Har 
FORD—'57 Fairlane (8) 500 Victoria, §2,- 4-(r.. $575, $540. "52 Ambassador 4-dr.,| FORD—-'56 Fairlane (8) 4-dr., $1,845* (ps), (The Ford showing and World Series 59 Geantirook $365 
950* (ps), $2.850* (ps), $2,800* (ps),| $325 $1.810*, $1,625"; conv., $1,845; station overshadowed auction activity this week. | .oVrsac 6 Chieftain 1s) Catalina. $2. S 
$2,680* (ps); 4-dr., $2,690* (ps); Vic-| OLDSMOBILE—'56 (98) Holiday, $2,735° wagon, $1,800; Custom (8) 4-dr., $1,550*%, | Sold 91 percent of 137 consignments.) | 205*; Hardtop, $2,075*, '53 Chieftain (8) 


toria, $2,695*. ‘56 Thunderbird, $2,980° 


(ps), $2,500* (ps); (88) Super Holiday, 













Allis-Chaimers 7 
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Fore-and-Aft and y 

Cross Steer Tractor 





John Deere 
SN Center Arm Steer 
Adjustable Tread Tractor 





You can count on 


$1.450; Ranch Wagon, $1,520. '55 Coun- 










Adjustable 7 
Tread Tractor 






Leading farm tractor 
makers look to Thompson 
for better, efficient steering 


| fog ea farm equipment manufacturers use 
Thompson Pradsets for their steering link- 
age requirements. New uses for farm machinery, 
the farmer’s desire for easier steering, new 
designs, and other important developments .. . 
all have necessitated better and more compli- 
cated steering systems. Thompson engineers have 
worked hand-in-hand with manufacturers to 
provide the varied steering linkage necessary for 
modern farm machinery. 


Thompson has an abundarice of engineering 
skills, development facilities and production ca- 
pacities ready to go to work for you. Why not talk 
over your problems with the people at Thompson. 
Write or call Michigan Division, Thompson Prod- 
ucts, Inc., 7881 Conant Avenue, Detroit. 





MICHIGAN DIVISION 
DETROIT AND PORTLAND 


BUICK—'56 RM Riviera, $2,550*° (ps). '55 





station wagon, $955*. ‘51 Silver Streak 
(8) 4-dr $360" 50 Silver Streak (8) 
4-dr., $125 
STUDEBAKER 
$2.005* «ps) 
| 245°. "53 Commander Hardtop 
| WILLYS—'56 Jeepster, $790, $700 
| MISCELLANEOUS—'56 Ford ‘-ton pick- 
75. °54 Chevrolet '.-ton pickup, 


Golden Hawk sedan, 
Champion 4-cdr $1,- 
8615" 


56 
"55 
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‘53 Henry J 2-dr., $200*. ‘ 
* * * - 
‘ . Is 
— Auctions in Brief — tio 
INDIANAPOLIS | ae 
Ken Schaefer Auto Auction, Inc. Sale : J. 
every Thursday ‘Oct. 4). No slow-up here fact 
All cars held very firm as activity and bid- 7 H 
ding was strong from start to finish, Sold Ae 
149 cars out of 172 consigned dire 
* * * 1954 
WINDSOR, VA. in } 
Windsor Auto Auction. Sale every Thurs- 
day (Oct. 4). There were approximately Rol 
200 cars at the sale this week, with over § 
70 percent of them changing ownership : } 
* * + $ | 
ST. LOUIS : la! 
St. Louis Auto Auction. Sales every : the 
Tuesday and Friday ‘Oct. 2-5). A _ large : | 
quantity of good quality cars resulted in a bus 
lot of activity on all makes and moclels gin 
Sold 211 cars out of 343 : R 
os oe Wo 
MANHEIM, PA. Ind 
Manheim Auto Auction. Sale every Fri- Sen 
day (Oct. 5). The market was firm with i 
the exception of ‘56s which suffered a slight dies 
decline. Sold 249 cars out of 321 offerings. ; 


| 
| * * * ac 
BEL AIR, MD. | me 
Bel Air Auto Auction. Sale every Thurs- wi 
day (Oct. 4). The weatherman gave us a an 
wet day again, but regardiess of weather : La 
conditions the sale was really hot. Better 
than 80 percent of cars entered were sold. lio 
sh: 





Plastone Wins oS 


Injunctions in 4 ~ 

: ° R 
Fair-Trade Suits a 
| CHICAGO. — Plastone Co. has ~ 
|announced that courts in New chi: 


| York, New Jersey and Washing- 
|}ton have issued injunctions re- = 
straining retailers from selling 
Turtle Wax Auto Polish at less 
than the minimum fair-trade price 
of $2. 

The injunctions were issued 
| against Carl Bennett, doing busi- | 
ness as C. Caldor & Co., Port | 
Chester, N. Y.; Abarno Furniture, 
Inc., Flushing, N. Y.; Two Guys } 
|from Harrison, Asbury Park, N. J., 
and Pay ‘N’ Save Drugs, Inc, | 
Seattle. 

Attorneys for Plastone said the 
company would take similar steps 
“wherever necessary.” 


Great Falls Assn. Wins 
Montana Safety Award 


GREAT FALLS, Mont. — (UTPS) 
—The Great Falls Auto Dealers 
Assn. was presented the Montana 
first-place award for its vehicle 
safety check program by Walter C. 
Lunsford of Fresno, Calif., western 
regional representative for the 
National Inter-Industry Highway 
Committee. 

R,. J. Christopher, of Rice Motors, 
was chairman of the safety check 
program, assisted by Lester Olson 
and Del Carter. Great Falls police 
cooperated. 
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Auto News from Britain 


August Production Dips to 25,706 Cars; | 
Total Is 50 Pct. Below July | 


F. C. Livingstone 


Special Correspondent 


By 


ONDON. — (UTPS) — British! 
L auto output fell by more than 
half during August. The number of 

senger cars, including taxicabs, 
produced during the month was 
25,706, compared with 51,476 in July, | 
and 55,865 in August of last year. 

Commercial vehicles produced 
in August numbered 11,626, com- 
pared with 19,019 in July, and 
22,219 in August, 1955. Output of 
public service vehicles fell from | 
622 in July to 424. 

Exports also toppled. Autos and 
taxis exported in August totalled 
22,894, against 32,145 in July, and| 
28,085 in August last year. Truck} 
and bus exports amounted to 9,348, 
against 12,380 in July and 13,464 in| 
the previous August. 

* * 


* 


Harriman Due for BMC Job 


EORGE HARRIMAN, 48-year- 
old right-hand man to Sir Leon-| 


| term, but the user may terminate| 


| years. 
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the agreement at any time after 
the first year. The first year’s rental 
is equivalent to 57 percent of list 
price, including purchase tax; the 
second year’s to 40 percent; the 
third to 27 percent; the fourth to 
12 percent, and the fifth to 6 per- 
cent, After that the rate is 2 per- 
cent a year. There is a generous 
refund plan when the agreement is 
terminated in either of the first two 





+ + * 


| Ldber ‘Balance’ Noted 


7 effect of the mass redund- 
ancy at British Motor Corp. last 
summer now can be seen much 


|more clearly. The sacking of 4,760 


workers gave BMC the chance to 


| clear its decks, and it has not hurt 

the workers. Many other industries 
| in the Midlands are grateful for the 
| rebalancing of the labor market. 


According to latest figures, only 


| 
| the employment exchange registers. | 





|The other 4,360 have found other) 
jobs, generally in the industries) 
‘from which they had drifted into| /ON ALES 
the auto plants. In kh Sl 

+ * + 


Caterpillar Buys BSA Plant | 


IRMINGHAM SMALL ARMS) 
(Daimler, etc.) has sold its plant 
at Birtley, in the north of England, 
to Caterpillar Tractor Co., Peoria, 
Til. - 

BSA directors described the deal) 
as a “logical sequence” to a big ex-| 
pansion of Caterpillar’s production | 
in Britain, Caterpillar has been the) 
best customer of this plant of BSA} 
for a long time, buying 75 percent 
of its output. 

Caterpillar has formed a new 
subsidiary, with headquarters at 
Chesterfield, Derbyshire, to operate 
the plant. 

+. * * 
Daimler Cuts Prices 


UTS in prices of Daimler cars 

have been announced. Five 
models are affected. Decreases 
range from $400 to $1,347. 

Col. George Long, Daimler sales} Z 
manager, explained: “We are not| Daimlers, the company said. 
reducing prices to get rid of stocks,| Long also said it was hoped to 
but to bring Daimler into the very) build up the export side of the busi- 
highly competitive market for the| ness. Last year, Daimler did not sell 





“Of course, it’s equipped with a 
vapor lock!?!” 





| first time. The cuts in profits will 
be offset by bigger sales.” 

There are to be no changes in 
the specifications, equipment or 
performance of the cut-price 
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a single auto in the United States. 

Another Daimler policy announce- 
ment said that in the future, the 
company will concentrate on the 
high-class models in its range— 
the larger hand-built autos—and on 
the bus and ambulance side of its 
business. The Lanchester Sprite, a 
sedan selling at $3,664, is to go out 
of production. 

* + * 


Car-Rental Curb Seen 


gin Government is preparing a 
special order to control rent-a- 
car programs introduced recently 
to get around hire-purchase restric- 
tions. 

Standard Motors’ $30 million 
“Stanhire” scheme already has 
proved popular with would-be own- 
ers who did not want to put down 
the 50 percent deposit demanded 
under last spring’s credit regula- 
tions. The big Lex Garages, in Lon- 
don, has introduced a similar plan 
covering other makes of autos. 

* * + 


BMC Extends Warranty 


British Motor Corp. has an- 
nounced that it is doubling the 
period of guarantee — from six 
months to a year—during which it 
will accept responsibility for de- 
fective materials or workmanship. 


ard Lord, is expected to be ap-| 400 of the workers now remain on 


pointed deputy chairman and joint} 

managing director of British Motor| 

Corp. Sir Leonard will remain as 

chairman and be the other joint | 
managing director. 

Harriman started in the Hotch- | 

| 

| 


kiss motor works of Morris and | 
is a leading engineer and produc- | 
tion expert. He handled the BMC 
ease during the recent big strike. | 

J. R. Edwards, director of manu-| 
facturing for BMC, is retiring soon. | 
He joined Austin in 1928, became a 
director in 1953, works director in 
1954 and director of manufacturing | 
in May, 1955. 


* * 


Rolls to tee Diesel Works 


— $93 million Rolls-Royce 
group—famed for its immacu- 
late autos—is branching out for 
the first time into the more grimy 
business of making railroad en-| 
gines. 

Rolls is buying Sentinel Wage! 
Works, Shrewsbury, from the Metal 
Industries group for $4.2 million. | 
Sentinel’s big lines are locomotives, | 
diesel vehicles and machine tools. 

This deal will solve two head- 
aches. Metal Industries needs 
more cash and less plant space, 
while Rolls has plenty of cash 
and is bothered by growing plains. | 

Last year, Sentinel lost $1.8 mil- 
lion and cost Metal Industries’ | 
shareholders their dividend. 

Rolls plans to carry on with the 
Sentinel production program but 
will switch surplus plant capacity to| 
meet its own needs. 

Rolls-Royce also has been in the| 
news with the success at the Farn- 
borough Air Show of its “reverse 
thrust,” exhibited for the first time 
this year. It is a device for pulling 
up jet airplanes after landing. Jet- 
motor gases are switched from 
driving an airplane forward to 
slowing it down on the ground. 

. > > 


Delay Standard Stock Quiz 


IHERE is much sense of griev- 

ance in the auto industry and 
elsewhere about the delay by the 
Board of Trade to authorize an offi- 
cial inquiry into the mystery buy-| 
ing on a substantial scale of stock! 
in Standard Motors. 

Alick Dick, Standard’s managing] 
director, made the application last 
summer. In the only similar case in 
recent years, the board acted in 12 
days and produced a quick answer. 

* * - 


Beating the Credit Squeeze 
TANDARD MOTORS has found 
a way to let professional and 

commercial men get autos without 

having to put down the 50 percent 





5164-GS-B 
164-pc tool set 
$34.00 down 

only $6.98 a week 


ATTENTION SHOP OWNERS 
AND SERVICE MANAGERS 


Be sure to pass this advertisement to 
your mechanics — and remember, the 
Snap-on Credit Plan also applies to 
the latest in profit-building shop equip- 
ment. 





deposit demanded under the Gov- 
ernment’s hire-purchase rules. 

The company has introduced 
“Stanhire,” a plan backed by sev- 
eral million dollars, which will 
enable the “renter” to select any 
Standard or Triumph vehicle and 
pay only three months rental in 
advance. 

Rentals are based on a nine-year 


— 


Sell ECONOMY- 


Sell ’57 RAMBLER 


(Coming Next Week) 








2026A-ATS 
automatic transmission tool set 


$10.67 down — only $4.07 a week 








a ha kaha 





Yes, it’s a fact, men — you can be earning more 
money today with the Snap-on tools you pay for 
tomorrow. 


TEN PERCENT DOWN puts any Snap-on tools to 
work for you. That’s all it takes to start using 
the world’s finest tools and shop equipment. 
LOW MONTHLY PAYMENTS fit into most every- 
one’s budget . . . make it easy and convenient 
to own Snap-on tools. It costs only a few dollars 
a month to own some sets. 

UP TO 20 MONTHS TO PAY THE BALANCE, keeps 
payments low. The Snap-on Credit Plan offers 
a choice of payment periods — 6, 9, 12, 15, 18 or 
20 months. Under terms like these, every Snap-on 
tool is within reach of all mechanics and shop 
owners. 


It will pay you to investigate how easy it is to own 
and use Snap-on tools. The Snap-on man who calls 
at your shop can give you the simple details in a 
few minutes. Ask him about it. 


*Snop-on is the trademark of 
Snap-on Tools Corporation. 


ay 


SNAP-ON TOOLS 
CORPORATION 


8082-J 28th Avenue ® Kenosha, Wisconsin 








Penrose anaes mane 


Pet ee ee Tose 
careers Rtn 


. 


i 
: 


ped pm tee Oe 





ee eT 


1g ea EE RN 
ses wo" pavement rei Sp h4 


44 








Texas Independents Over the Top— 


Ross Dixon, center, of Uptown Auto Sales, Dallas, became the 1,000th dealer to 
join the Texas Independent Automobile Dealers Assn. during the group's recent mem- 
The drive netted 106 new members to bring total membership 
to 1,038. From left are Tom Blundell, TIADA general manager; Anne Leitner, office 
manager; Walter Wilson, convention chairman; Dixon; Lee Figlo, Dallas director; Natha | 


bership campaign. 


lee Cannon, who signed Dixon's firm, and Lee Sullivan, Eastern area regional vice- | 


president. 


General Motors turbopower 
diesels — brochure, free, Detroit 
Diesel Engine division, General 
Motors Corp., Detroit 28, Mich, 


* * * 


Glass to Metal Steels 
“Steels for Glass-to-Metal Seals” 
four-pages, free. Allegheny Lud- 

lum Steel Corp., Advertising Dept., 
2020 Oliver Bldg., Pittsburgh 22, Pa. 
* a > 


Conveyor Pulley Catalog 

Conveyor pulley catalog (CP-80) 
—12 pages, free. R. & J. Dick Co., 
Inc., Passaic, N. J. 


* + x 


Safety Council Report 
“Accident Facts” 96 pages, $1. 
National Safety Council, 425 N. 
Michigan Ave., Chicago 11, IIl. 
* * » 
2 Commerce Catalogs 


“Rubber” — catalog CTR-321, 10 
|eents, and “Adhesives” catalog 
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Bulletin Board ... 





CTR-300, 25 cents. Office of Tech- 
nical Services, Department of Com- 
merce, Washington 25, D. C, 


* * * 


Chainveyor Catalog 
Overhead conveyor information 
four pages, free. Chainveyor Corp., 
5618 E. Washington Blivd., Los 

Angeles 22, Calif. 


* * * 


Packard Wiring Manual 
Packard cable fleet wiring man- 
ual 21 pages, free. United Serv- 
ice Division, General Motors Corp., 
Detroit 2, Mich. 


= * = 


Merit Muffler Catalogs 


Catalogs for dealer’ and whole- 
salers—free. Merit Mufflers, Toledo, 
O. 


Ba + = 


Socket-Screw Data 
Socket screw information — four 


Your customers put their safety in your hands! 


Wagner replacement brake cylinders, cups, boots, pistons, 
springs, hose, and washers are manufactured to the same 
specifications, by the same machinery, as parts used in 
complete assemblies for original equipment. This assures 
perfect fit...quick, easy replacement... safe, dependable 





SAFE BRAKES 


SAVE LIVES! 


When hydraulic brake systems need repair... use genuine 





performance... maximum service life. 


All parts are available from one convenient source—your 
nearest Wagner jobber. He can also supply you with 
Wagner Lockheed Hydraulic Brake Fluid and Wagner 


Brake Lining. 


Wagner Electric @rporation 


6393 Plymouth Avenue, St. Lovis 14, Mo., U.S.A. 
(Branches in principal cities in U.S. and in Canada) 


Wagner Lockheed 


Your failure to use top quality replacement parts in 
repairing hydraulic brakes could seal the fate of your 
customers and others. Don't take that chance. Standardize 
on genuine Wagner Lockheed Hydraulic Brake Parts. 


(iiss aad. 





BRAKE PARTS 








You can depend upon WAGNER QUALITY because Wagner Products are used 
Qs Original equipment by manufacturers of cars, trucks, buses and trailers, 


Est. 
Wadmer .. best known name in brake service 7 


LOCKHEED HYDRAULIC BRAKE PARTS and FLUID...CoMaX BRAKE LINING... NoRoL... AIR HORNS... AIR 
BRAKES...TACHOGRAPHS... ELECTRIC MOTORS...TRANSFORMERS... INDUSTRIAL CRANE BRIDGE BRAKES 


pages, free. Jo Kinney, adverti ing 
manager, Cleveland Cap Screw Co, 
Box 915, 2915 E. Seventy-ninth St, 
Cleveland 4, O. 


» * 


2 


Ap Dealer Catalog 
Muffler and tailpipe specifications 
catalog. Available to dealers 

through wholesalers of AP Parts 
Corp 
* * 

Gyro-Vise Bulletins 

3ulletins (No. LL-3987 and LL- 
3990) on Gyro-Vise No. 7314—free, 
Columbian Vise & Mfg. Co., 9023 
Bessemer Ave., Cleveland 4, O 


* * * 


Steber Product Line 

A booklet illustrating and 
describing the complete line of 
service station lighting equipment 
made by Steber Mfg. Co., Broad- 
view, Ill. 

+ * 
Rust Preventives 

Valvoline Tectyl Rust Preventives 
and Rust Removers—16 pages, free, 
Richard Mills, manager; Tectyl 
division, Valvoline Oil Co., 
dom, Pa. 


Free- 
> * 2 


Study of Molybdenum 
“A Metallurgical Study of Molyb- 
denum”—107 pages $2.75. Office of 
Technical Services, U. S. Depart- 
ment of Commerce, Washington 25, 
D. C. 


* + . 


Truck Lube Facts 


“Facts About Truck and Bus 
Lubrication Every Fleet Operator 
Should Know”—free. Amalie Divi- 
sion, L. Sonneborn Sons, Inc. 
Franklin, Pa, 

> > o 


Hose Reel Design 
Hose reel catalog—20 pages, free. 
Clifford B. Hannay & Sons, Inc, 
151 Maple St., Westerlo, N. Y. 


> > > 


Clark Power Train 
Transverter power train bulletin 
(No. TV-100) eight pages, free. 
Transmission Division, Clark 
Equipment Co., Jackson, Mich. 


: * > 


Fire Prevention 
“Standards for inerting for Fire 
and Explosion Prevention (NFPA 
No. 69)"—46 pages, 50 cents. Na- 
tional Fire Protection Assn., 60 
Batterymarch St., Boston 10, Mass. 
> > > 
Display Stand Brochure 
Brochure on. permanent point-of- 
purchase display stand—four pages, 
free. Arlington Aluminum Co, 


| 19011 W. Davison, Detroit 32, Mich. 








| Assn, annual meeting 


> ” 2 


Packaging Approaches 
“Company Approaches to Better 
Packaging’’—42 pages, $1.75 (Mem- 
bers, $1.) American Management 
Assn. 1515 Broadway, Times 
Square, New York 36, N. Y. 


> x * 


Office Worker Recruiting 

“Recruiting and Selecting Office 
Employes”—175 pages, $4.75 (Mem- 
bers, $3.50.) American Management 
Assn., 1515 Broadway, Times 
Square, New York 36, N. Y. 


” * cs 


Metal Powder Meeting 


Proceedings of the Metal Powder 
130 pages, 


$3. Metal Powder Assn., 130 W. 
Forty-Second St.. New York 36, 
| i ¢ 


* * * 


Joint Catalog 


An eight-page catalog showing 
cutaway drawings and engineering 
specifications and dimensions of 
Almetal Universal Joints. Now 
available from Detroit Bevel Gear 
Co., 8130 Joseph Campau, Detroit 
11, Mich. 





Want Satisfied 


Customers? 


aa 


Coming Next Week! 
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‘Selling cars 
is going to take 
more than 


yb- 

of 
rt- 
25, 


money in 57!” 


by George Comtois, 
National Sales Executive* 


“Selling this year’s production of cars will take 
plenty of advertising dollars. But in this rugged 
market, dollars alone aren’t going to do the trick. 
It’ll take new ideas, lively merchandising — and, 
of course, the right media. 


ee, 
iC. 


“T’m convinced that the right media must in- 
clude network radio. No other medium reaches as 
many different homes (and automobiles!) for so 
little, so often. It outranks all other media for both 
cost efficiency and dealer impact. Take a look at 
these two good examples: 


Week-end sports package. ABC delivers 20 five- 
minute sports shows — scheduled round the clock on 
Saturdays and Sundays — for $640 per show. That’s 
just $12,800 weekly. Featuring Howard Cosell, these 
authentic shows are produced by ABC in association 
with SPORTS ILLUSTRATED. You get 1 minute 
and 15 seconds of commercial time per show. And 
you get a high percentage of automobile listeners, 
plus a high percentage of men. Could any audience 
include better prospects? 


Weekday newsstrips. Throughout the day, ABC 
delivers a round-the-clock schedule of Monday- 
through-Friday newsstrips. No news schedule beats 
ABC News for quality, flexibility or low cost. You can 
buy 1 minute and 15 seconds of commercial time in a 
5-minute broadcast for between $600 and $700 de- 
pending on frequency. That buys both time and talent. 
You can set up any combination of Monday-through- 
Friday newsstrips from 8:55 in the morning through 
11:55 at night. It’s one of the surest, soundest buys 
in any medium. 


“Take a few minutes to analyze the Nielsen re- 
search. Figure this series’ remarkable cost effi- 
ciency. I believe you’ll feel as I do about it. And 
call me for more information at any time.” 


ern SS PRS VY 


*National Sales Manager, ABC Radio Network 
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Barnard Sponsors Winners— 

Shown above are the trophies won by two baseball teams sponsored by Harvey 
Barnard of Barnard Motors (Cadillac), Portland, Ore. Barnard sponsored one team for 
boys 9 to 12 yeors old and another for boys 13 to 15. Both teams played under the 
Barnard name. 








PHILADELPHIA 
DAILY NEWS 
Story in 2 Minutes 





PHILADELPHIA DAILY 
NEWS “born” December 22, 
1955. New Management. New 
faces. New face. New Presses. 

* * * 
EDITORIALLY STRONGER. 
New concept. Modern! Com- 
pact. Concise. Drawing more 
readers. More buyers. 

* . * 
CIRCULATION has risen. 
Continues to rise. Means more 
coverage to the advertiser. 

* * . 

“HOME DELIVERY.” Before- 
breakfast edition ... cur- 
rently giving a rising bonus 
at no extra cost to Daily 
News advertisers. 

* * . 
CHARACTER OF READER- 
SHIP changed. People inter- 
ested in their homes. Buy- 
ing for their homes. Their 
families. , * * 


BRINGING MANY NEW RE- 
TAILERS in the Daily News 
in 1956. Others using more 
linage. Among them, some of 
Philadelphia's finest shops. 

- . * 
RETAILERS ARE SEEING 
the “bright difference.” Being 
“bright” by buying the new 
News. * * 


a 
THE WAY PHILADELPHIA 
RETAILERS are spending 
their advertising dollars 
clearly shows: “The swing is 
to the Daily News.” 

° + . 

FOR PHILADELPHIA RE- 
TAILERS a new newspaper 
was born. The Daily News 
came alive in ‘55. Mere alive 
in’5é& y, * * 
RETAILERS RE-EVALUAT- 
ING their newspaper adver- 
tising expenditures. Took a 
long look. 

a * = 
RETAILERS KNOW adver- 
tising should not be an ex- 
pense — but a source of 
revenue. , 


* * 
SO FAR IN 1956—Philadel- 
phia retailers have increased 
their linage in the Daily 
News. Decreased it in the 
Bulletin and in the Inquirer. 
+. * * 
DAILY NEWS RETAILERS 
reach a large slice of the 
Philadelphia market — with 


low-cost, high-visibility, 
small-page units. 
* + 


THE DAILY NEWS NO “AD- 
BURIED” newspaper. Re- 
tailers know you can’t bury 
an ad in the Daily News. 

* 7 
SAME SPACE in the tabloid- 
size News makes a bigger 
splash! For a full page is 
only 1,000 lines—mnot 2,400— 
not 2,480 lines. 

* * * 
DAILY NEWS FIRST tab- 
loid-size newspaper in U. S. 
to offer R.O.P. color! Bring- 
ing oe important factor 
of advertising effectiveness 
within reach of retailer’s ad- 
vertising budget. 

7” * * 
JUNE, JULY, AUGUST, 1956, 
retailers increased their lin- 


age : the Daily News by 


113,57 
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Jim Brady Motor Co., a Dodge- 
Plymouth outlet in McMinnville, 
Tenn., is now selling Chryslers also. 


Cleveland Deals Close 


Three dealerships in Cleveland 
and vicinity have closed. They are 
Kaskey Motor Sales (Packard), 
owned by Walter Kaskey in Berea, 
O.; Nash Superior, Inc., and 
Crysler-Porris Co. (Dodge- 
Plymouth.) 


* * * 

Murphy Adds Packard 
Murphy Motor Sales, Inc. (Stude- 
| baker), 13380 Grand River, Detroit, 
has added a Packard franchise. 
Irving W. Katz is general manager 
of the company. 

od * + 


Jones Buys Sanco 





Jack 


Motor Co. (Ford), Albuquerque, N. 


PHILADELPHIA DAILY 


N EWS 


Retailers 
Revolt in 








Auto Dealer Changes | 


M., has announced acquisition of | 


Sanco Motors, (Ford), Santa Fe, N. | 


M. Business will continue under 
the Sanco banner. Jones has named 
Charles Piper, Oklahoma City, gen- 
eral manager. 

a * * 


Leary Quits New Cars; 


In Washington Since ’07 

Washington’s oldest dealership, 
H. B. Leary Jr. & Bros., Inc., is 
going oyt of the business of selling 
cars, Leary said he is giving up 
his Chrysler-Plymouth franchise 
“with regret,” but felt that his 
efforts would be “more profitable” 
in other lines. 

Car iriventories will be liqudated, 
but the service department will re- 
main open for the time being. 


Jones, owner of Frontier|Leary began selling Bailey Elec- 
trics in 1907 and has has merchan- 





Philadelphia 


PHILADELPHIA. (First eight months 1956) Here, in the birthplace of 
American revolution, a new kind of revolt is in blazing progress. It is a 
revolt of retailers against the oppression of rising costs in advertising. 


The embattled merchants, who vitally need 
newspaper advertising in order to operate 
profitably, are turning against “the old way”. 
As the battle chart below plainly shows, re- 
tailers are overthrowing Yesterday’s accepted 
way of making sales. They have discovered 
Today’s new medium, a sales-making medium 
that makes sales at a profit. 

Study the chart. It is a graphic “score-card” 
on the progress of the revolution. It clearly 


“pay”, not cost. 


record: 
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reflects retailers’ thinking. Retailers know 
that an ad can’t sell unless it’s seen . . . 
they know their ads can get tragically buried 
in the “linotype graveyard” of overcrowded 
newspapers. They know that profits shrink in 
the face of rate rises and irritating “extra 
service” charges. They know that ads must 


and 


That is why they are in revolt. Look at the 


i ae 


ADVERTISING LINAGE| 
FIRST EIGHT MONTHS 


INQUIRER 


DAILY & SUN. 
ae, 


After all, as one Philadelphia newspaper so often states: 


“Advertising linage is the final measure of a newspaper's sales power”. 


dised Maxwells, Ramblers and Mit- 
chells as well as Chrysler. 

Earlier, Washington’s second cold. 
est dealership, Trew Motor. Corp, 
dropped its Dodge-Plymouth fran- 
|chise. Management also indicated 
| that low profits forced the decision, 


Chrysler Signs 
18 Dealerships 


Eighteen new automobile retailing 
organizations have signed Chrysler 
dealer agreements, Dealerships and 
| owners are: 
| Branson Motor Co., Canton, N. C,, 
| Clarence H. Glover, owner; Bum- 
pass Motors, Inc., Roxboro, N. C, 
Robert D. Bumpass, president; 
Schuldt Motor Sales, Tinley Park, 
Ill., owned and operated by Albert 
J. Schuldt; Schaefers Sales, Inc, 
Kenosha, Wis., Arthur E. Schaefer, 
vice-president, and Ben G. Schaefer, 
president; Ira Young Auto Co, 
Inc., Temple, Tex., Ira Young, presi- 
dent, and C, Hubbard, vice- 
president, and Imperial Motors of 
Cleveland, Inc., Cleveland, David L. 
Blaushild, president. 

Tri-State Motors, Inc., Angola, 
Ind., Ralph N, Frisinger, president, 
and Donald L, Fulton, secretary; 
Lancer Sales, Inc., Traverse City, 
Mich., Donald P. Bennett, president; 
Richardson Motor Co., Nevada, Mo., 
L. F. Richardson, president; Corona 
Chrysler, Inc., Corona, Calif., Harry 
Apple, president; Mayo-Wallace 
Motors, Amqui, Tenn., M. L. Mayo, 
partner, and Sanders Motor Sales, 
Newton, Ia.. owned and operated 
by Morris O. Kahn. 

Midway Motors, Inc., Farming- 
dale, N. Y., Walter Belleville, presi- 
dent; Blairsville Motor Co., Blairs- 
ville, Pa., owned and operated by 
Ralph C. Forsha; Killion Motors, 
Clearfield, Pa., owned and operated 
|by G. A. Killion; Murphy’s Chry- 
sler Service, Rupert, Id.. owned and 
operated by Warren B. Murphy; 
Roger Elliott Motors, Inc., Oneonta, 
N. Y., Roger Elliott, president, and 
| Tri-County Motors Co., Laurel, Md., 

Raymond Griffith, president. 
* - a 


Wood Sells to Roaf 


J. M. Wood, who started in the 
automobile business in 1907 has 
transferred his interest in J. M. 
Wood Motors (DeSoto-Dodge), 1061 
Yates at Cook, Victoria, B. C., to 
J. L. Roaf of Roaf Motors, Ltd. 
(De-Soto-Dodge), Victoria. 
| . * * 

Anderson Takes Mercury 


J.R. Anderson has opened Ander- 
son Motor Company (Mercury) at 
2509 Sumner, Memphis. Anderson 
| said that he has completed a $30,000 
expansion of the dealership build- 
| ing. 





* * * 


Hadsall Nash Expands 


Hadsall Nash, Inc., Denver, has 
held a grand opening of its ex- 
| panded facilities. G. F. Hadsall is 
| president of the firm, located at 
| 3200 E. Colfax. 

* 


* * 


Porche Shifts to Nash 


| W. Schuyler Porche has been ap- 
| pointed a Nash dealer and has 
| changed the name of his firm at 
11820 St. Charles Ave. from Porche 
Packard Co. to Schuyler Porche 
Motor Co. 


* * * 


Rhodes-Walker Moves 


Rhodes - Walker Chevrolet Co., 
with 25 years of service, has opened 
|in its new location at 210 McCorkle 
Ave., South Charleston, W. Va. 
” oe 


* 


Jacksonville Nash Opens 


Nash of Jacksonville (Fla.), 
has opened at State and Hogan 
Sts. Associated as partners are 
Harry Bennett, John Boone and 
Bill Meadows, all in the auto 
business in Jacksonville for six 
years, 

- oa + 


Peoples Adds L-M 
C. M. Bostick, manager, Peoples 
Motor Co. (Studebaker-Willys), 
Natchitoches, La. has announced 
addition of Lincoln-Mercury. Bos- 
(Continued on Page 47, Col. 1) 
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Across the Nation... 











Auto Dealer Changes 


(Continued from Page 46) 


tick said his company has taken|that held a formal reopening. | 
return to fulltime 


Lincoln-Mercury to replace Pack- 


ard which was dropped. 
* cd * 


Rambo-Y oder Ford Opens 


Rambo-Yoder Ford Sales has 


been opened in Jamestown, O. 
+ * * 


Hopkins Buys Out Dillon 


Walter C. Hopkins, partner in 
Hopkins-Dillon Chevrolet Co., New 
Carlisle, O., has bought the interest 
of Frank Dillon in the firm. 

* 


* * 





Biljac Opens Oldsmobile 


Jack A. Biljac has been named 
an Oldsmobile dealer in Jackson, 
Miss. He will take over the firm 
formerly known as Jackson Auto 
Sales, Inc. 


* * * 


Reeves Opens L-M 


Millard Reeves has opened 
Reeves Lincoln-Mercury at 241 
Spring St., Atlanta. Reeves for- 
merly operated Reeves Mercury 
Co., East Point, Ga, 

* = 


* 


Isle, Stokman Deals Open 


Two new Ford dealerships in 
Minnesota have been announced. 
They are Isle Motors, Isle, headed 
by Lawrence H. Ducommon, and 
Stokman Ford at Minnesota Lake, 
headed by William H. Stokman. The 
later dealership replaces Heise Mo- 
tor Inn. 

* * * 


Anderson Starts Pontiac 


Anderson Pontiac has opened at 
Moorhead, Minn. Myrle Anderson, 
the dealer, bought out his former 
partner, Cliff Stadum. 

7 > = 


Crown Chrysler Opens 


A new automobile firm, Crown 
Motors Co. (Chrysler-Plymouth) 
has been established in Great Bend, 
Kans. It is a division of the Truck, 
Trailer Supply Co., Inc., Stafford, 
Kans. John Edsall, Stafford, is 
manager. F 

> 


Smith Buys Hamilton 


Todd Hamilton, who has operated 
a Ford dealership in St. Marys, 
Kans., for seven years, has sold the 
business to A. S. Smith, St. Mary's, 
appliance dealer. Name of the firm 
is now Smith Motor Co. Hamilton 
plans to open a business in Texas 
or in the northwest. 

* = * 


Reese Sells Ford Deal 


To Flannery Brothers 


Richard and Michael R, Flan- 
nery, of Detroit, have purchased 
Bob Reese Motors (Ford), 1115 
Monroe St., Toledo. 

Reese, who had operated the 
dealership for 10 years, said he 
will make his future home in 
Greeley, Colo. He plans to oper- 
ate a real estate investment bus- 
iness with his son, Fred. 

o * x 


Branson Opens 
Branson Motor Co. (Chrysler) 
has opened at 41 Main St., Canton, 
N. C. Mark Reno is general man- 
ager. 





* * * 


Backus-Loner Moves 
Backus-Loner Motors (Cadillac- 
Pontiac) has opened for business 
at its new location on East Victory 
Drive in Savannah. Officers are 
George B. Backus, president, and 
Frank Loner, vice-president. 
* cS ~ 


Hamilton Sells Deal 
Dick Hamilton, a Ford dealer in 
Deming, N. M., has sold his dealer- 
ship to Jack Kennedy, former Ft. 
Sumner (N. M.) Ford dealer. Wil- 
liam Terry, service manager, will 


remain at the remodeled agency 





OPPORTUNITIES 
aT ee eee 


Watch for the 
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Hamilton will 
ranching interests. 
= * * 


Milford Heads Hudson Deal 


L. B. Milford has been named} 
president of Hudson Southside Mo- | B- Gaines vice-president and treas- 
suc- 


tors, Inc., Jacksonville, Fla., 
ceeding R. H. Milford. 
* * 


Huff Buick Opens 


Glenn Huff Buick, Inc., 
dealership in Bossier City, La. Th 


firm is located at 2700 East High- 


way 80. 
> * * 
Coggin Begins Building 
Luther Coggin Oldsmobile, 
mingham, Ala. has begun construc 


tion of a $200,000 building in Five 
Points West to house offices, display 


rooms and service facilities. Luthe 
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ALEMITE 
CD-2 


The leader in the oil 
tive field! Gives quic 
and power to custo 


cars, unsticks valves and 
lifters. You win new friends and repeat 
customers with Alemite CD-2. Suggest 
a can with every oil change. Retail price 
$1.35 a can. Backed by Alemite’s money- 


back guarantee. 





Make Sales GROW Year-’R 


Great New Triple-Profit Line! Contact Your 
Jobber or Alemite Distributor Today ! 
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is the new 


Bir- 


& ALEMITE Cooling System Conditioner 











Coggin sr., president, said the build- 
ing will have 19,000 square feet of 
showroom space. It is expected to 
be completed by Jan. 1, 


* * * 


Willett Sells to Hager 


Curtis Hager has bought the 
Ford dealership in Spencerville, O., 
from Earl Willett. 


* * * 


Sports Car Opens in Ohio 

Sports Car Forum, lnc., has been 
| formed in Columbus, o., ‘to handle 
| Jaguar, Mercedes- Benz, Porsche, 
| Alfa Romeo, Triumph and Hillman. 
H. J. Meyer is president and Claud 


GM Releases Data 
On Dealership Jobs 


gram,” designed to attract high 
school students to jobs in GM 
car and truck dealerships, now is 
being released to GM dealers. 

M. E. St. Aubin, director of the 
General Motors Service Section, 
stated that this program, first be- 
gun in the spring of 1954, is help- 
ing GM dealers interest high 
school graduates in careers as 
mechanics or in other depart- 
ments of their dealerships. 

Materials distributed to high 
school students, teachers and 
| dealers to date under this pro- 
| gram, St. Aubin said, are now 
over the 700,000 mark. 


urer. The firm will be located at 
941 N. High St. 
* ce * 
European Motor Opens 
European Motor Sales Co. has 


e | opened at 1104 Burnside, Portland, 





Ore. Managing the dealership is said his sons, Orville and Ross A,, | 
Robert E. Brown. The firm will | Will operate the company’s Truman | 
handle Renault, Citroen and Pan- | Copper Ave. used-car lot. 


hard. | + + * 
Cobia f Harger-Haldeman Buys 

McCallister Sells Firm Harger-Haldeman (Chrysler- 

O. C. McCallister has dissolved Plymouth), Los Angeles, has pur- 

McCallister Auto Co, (Studebaker), | chased the Chrysler-Plymouth 

Albuquerque, N. M. McCallister 


r 


Here’s a hot profit-maker for Fall! Cash in on it now, while 
your customers are getting their cars ready for the long winter 
months ahead. Alemite Cooling System Conditioner gives low- 
cost all-weather insurance against radiator and engine damage. 
Cleans cooling system on the road — and keeps it clean. Prevents 
formation of harmful rust and ends annoying water pump squeal. 
Sell your customers this complete year-’round cooling protection 
for only $1.00. Backed by Alemite’s money-back guarantee. 


e ALEMITE 


KLEEN TREET 


Revolutionary new Kleen 
Treet ...a quick, easy way to 
rid engines of gums and resins 
that clog carburetors, cause sputtering 
engines and poor performance. Add 
Kleen Treet to fuel tanks for clean fuel 
systems and fresh, reliable power ... an 
on-the-road tune-up. Retail price $1.35 a 
can. Ironclad money-back guarantee. 


BT 


1826 Diversey Parkway, Chicago 14, Illinois 


Products of STEWART-WARNER CORPORATION 
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‘ound with Alemite’s 


DETROIT.—The sixth issue of | 
General Motors’ “career pro- | 
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dealership in South Gate operated | 


47 


by Les White. George Harger and 
Henry Haldeman head the Los 


Angeles firm. 
* * * 


Fox Buys Dealership 


Render-Boast-King (DeSoto- 
|Plymouth), Cleveland, has been 
| purchased by Clarence E, Fox who 
|formerly was used-car manager 
for Qua Buick. 

* 


e + 


Lazar-Carver Opens 


Hewitt Chevrolet, East Cleveland, 
|O., has changed hands and has 
been renamed Lazar-Carver, Inc. 
New owners are Daniel Lazar and 
Dewey Carver, both of Phila- 





* * x 


Sylvania Auto Sold 


Gilbert N. Sulier and Carson C. 
Peck have announced the formation 
|of Sylvania Auto Sales, Inc., 5203 
|Main St., Sylvania, O., which has 
taken over the Dodge-Plymouth 
franchise formerly held by Fred V. 
Myers. 


* * * 
Haller’s Begins 
Haller’s Motorfair, which sells 
English Ford’s exclusively, has 
started business at 427 Washington 
Rd., Pittsburgh. 
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TACHOMETER—The Kal-Tach, a tacho- 
meter designed to fit the mechanics hand, 
features 
two simple controls for selecting six or 
eight cylinder operation and high or low 
range, it is claimed. Switches are thumb 
controlled. Dual range is calibrated for 
zero to 1,000 r.p.m., and zero to 5,000 
r.p.m. Unit is said to serve six or 12- 
volt circuits without change of setting, and 
connections are interchangeable so that 
either lead may be attached to distribu- 
tor or ground without observing polarity. 
Kal-Equip Co., Box 567, Kalamazoo, Mich. 

* > 7 





CIRCUIT BREAKER—The switching nevu- 
tral “E-Z-Red"’ circuit breaker is said to 
be a two-pole unit. One pole is an inde- 
pendent, individually tripped thermal 
magnetic circuit breaker for protection 
against overloads. The other pole is an 
independent non-automotic disconnect 
switch for disconnecting the neutral. A 
wired-in lead is also provided to connect 
the switch to the neutral in the enclosures. 
The two poles work simultaneous when 
operated manually. The unit is said to 
meet the requirements of the National 
Electric Code (153 edition), article 510, 
section 5120E. Wadsworth Electric Mfg. 
Co., Inc., Covington, Ky. 

. > > 
Jack Repair Kits 

Jack-Pack Mfg. Co., Norwalk, 
Calif. has announced a “do-it-your- 
self” repair kit for hydraulic jacks. 
The kits are said to contain cups, 
packings, seals, gaskets, back-up 
washers and valves necessary to 
restore any hydraulic jack to oper- 
ation. 





COOLING SYSTEM FILTER — Derusting 


and rustproofing of an. automotive water | 


cooling system is said to be possible 
through the use of Radion “Magic Filter." 
The Radion patented element is made 
of natural metals, fused together and 
held in constant bond, through its insu- 
lated grounding principal. It sends forth 
@ minute current of ions — ionizing the 
water ond decomposing the rust scales 
ond encrustotions thot have formed on 
the inside of the block and radiator, mak- 
ing it a simple operation to drain the 
rust from the entire water cooling system, 


it is claimed. Product Promotion Corp., 
148 S. Robertson Bivd., Beverly Hills, 
Calif. 


Dayton Rubber Adds 


Car Floor Rug Line 

A line of car floor rugs is being 
added to Dayton Rubber Co.'s auto- 
motive products. 

Two-piece rubber rugs for the 


one-hand operation with only | 


front seat and one-piece utility rugs 
|for the rear section will be intro- 
duced. They will come in eight 
| colors—holiday red, holiday green, 
holiday blue, desert tan, silver grey, 


turquoise, white and holiday black. 
+ * * 





HAMMERS — Two hommers, featuring 
non-breakable fiber-glass handles, have 
been added to the Plumb line of tools. 
The Plumb F-16 nail hammer and the 
Piumb FI6R ripping hammer are assem- 
bled with Permabond, an exclusive Plumb 
assembly method said to keep the han- 
dies from coming loose in normal use. The 
fiber-glass handles are stronger than steel 
and will not collapse, rust, rot or corrode 
and are guaranteed non-breakable in all 
normal use, it is claimed. Fayette R. Plumb, 


Inc., Philadelphia, Pa. 
* * * 





VISE — 


The Verso-Vise 
any working position in a ful! 360-degree 
radius, standing or laid flat, and locked 


can be set in 


there by merely tightening the jaws. it 
is claimed. Designed to hold ony material 
the vise is 8% inches high and 11% 
inches wide. Jows are 2% inches high, 
3% inches wide and have an opening 
of 5 It also features removable 
serrated jows for holding pipe. Will- 
Burt Co., Orrville, O. 


> > > 
Label Offered 

A pressure-sensitive label, said to 
be oil-resistant and to grip with in- 
creasing tightness under heat ex- 
| posure, has been developed by 
| Avery Adhesive Label Corp., Mon- 
| rovia, Calif. 


ea 


inches. 





} 
| 


LUBRICATION RECORDER—A lubrication 
cycle counter, said to provide visual proof | 
@s a guard against bearing failure due to 
faulty lubrication, and an automatic and 
permanent record of bearing lubrication, 
has been announced by Alemite Division, 


Stewart- Warner Corp., 1826 Diversey 
Pkwy., Chicago 14, Ill. The Alemite Accu- 
matic lubrication-recording cycle counter 


(used with Type Il Accumatic Centralized | 


systems of lubrication) registers the exact 
number of times that the lubricant valve 
is discharged, revealing at a glance that 
the lubrication: system is functioning at 
the predetermined intervals, it is claimed: 
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NEW PROD 





BRAKE TESTING RECORDER — The As- 
kania Brake Testing Recorder, model 
1635B, is said to be o self-contained re- 
cording instrument for measuring the ef- 
ficiency of brakes. ‘The measuring is done 
on the road, under actual driving condi- 
tions. The instrument records at the same 
time the decelerations and the foot pres- 
sure applied on the brake pedal, pro- 
ducing a complete braking diagram, it is 
claimed. The recording is done on a 
waxed paper tape by oa sapphire stylus. 
Epic, Inc., 154 Nassau St., New York 38, 
N. Y. 





SPEED SIGNAL—The Safe Speed Signo! 
is a device that gives an audible warn- 
ing to o motorist when he has exceeded 
@ preset speed, it is claimed. The unit can 


be attached to any vehicle through the 
speedometer cable connection and has a 
control unit that clamps onto the dash- 
boord. A single electrical connection to 
the ammeter activates the unit for use. 
The control is preset for any desired 
speed. When this speed is exceeded, a 
buzzer sounds that warns the driver. All- 
American Soles Co., Leonia, N. J. 


* * * 


Vulcanizing Kit 
A “do it yourself" kit to make 
vulcanized repairs without heat of 
tires, tubes, tubeless tires and vari- 
ous flexible rubber household arti- 
cles has been offered by H. B. Egan 


Mfg. Co., Muskogee, Okla 
> > > 
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| EXHAUST ADAPTERS, Fittings — A line | 
of heavy-duty, non-crush, flexible rubber 
hose, | 


and galvanized or stainless steel 
especially designed for use with any type 
ef carbon monoxide gas exhaust system, 
has been marketed by Harvey Industries, 
3776 West 152nd St., Cleveland 11, O. 
In addition to its present line for previous 
and current models, Harvey announced 
tailpipe adapters, “ys" and fittings for 
all 1957 single and dual exhaust cars 
and trucks. 


* * * 


Owatonna Tool Markets 


Steering Wheel Puller 

The problem of pulling steering 
wheels is said to be solved by a 
puller introduced by Owatonna Tool 
Co., Owatonna, Minn. 


The OTC steering wheel puller 


UCTS 


|has adjustable legs to permit use 
}on almost every type of wheel 
regardless of the number of spokes, 
and can be used as a two or three 
| jaw puller. Because of its adapta- 
bility, the puller can be used on 
|most makes of cars, trucks and 


| tractors, it is claimed. 
* * * 


TIRE, TUBE PATCHES — The Dilco patch 


is made of rubber specially formulated 
to vulcanize automatically when combined 
with a chemical fluid brushed on the 
buffed area of the tire injury before 
applying the patch, it is claimed. In 
addition to the permanent bonding of 
patch with tire by chemical vulcaniza- 
tion, each patch is reinforced with over 
1,500 inches of nylon filament woven into 
|a@ square inch of fabric. This reinforce- 
|}ment is considered vital to prevent any 
danger of repair blow-through from road 
| shocks and the internal tire air pressure 
against the potch. Dill Mfg. Co., 700 E. 
| 82nd St., Cleveland 3, O 


* > > 


Oh, My Aching Back 
A massage unit has been 
developed by Niagara Mfg. and 
Distributing Co., Adamsville, Pa., 
and is designed to relieve tension 
and fatigue during long drives 
on the highway. 





IGNITION TESTER — The Universal Coil- 
Condenser-Circuit Tester, model G-222, is 
said to serve the dual purpose of testing 
both six and 12-volt battery-ignition and 
magneto coils, plus all types of con- 
densers. In addition, it is claimed that 
vehicle ignition output may be measured 
and compared at each spark plug, for 
locating losses in distributor caps or high 
tension wiring. It is also said to pro- 
vide a source of high voltage for locating 


insulation breakdowns, and shorts in ve- 
hicle electrical systems. King Electric Equip- 
ment Co., 9123 Inman Ave., Cleveland 
5, ©. 

* * 





ANTENNA The Eldorado antenna, 
designed for either fender mount or twin 
rear-deck installation, can be adusted to 
fit the lines of any automobile, it is 
claimed. The triple-plated chrome antenna 
is available in two models. Model TC-15, 
for top cowl installation, extends from 13 
inches collapsed to 56 inches, and model 
RD-15, which comprises a special rear- 
deck kit, extends from 13 inches collapsed 
to 27 inches. The units feature a three- 
position adjustment: forward, vertical or 
rear. Snyder Mfg. Co., Twenty-second and 
Ontario Sts., Philadelphia, Pa. 











HEATER TUBING—Everhot Products Co., 
| 2001 W. Carroll Ave., Chicago, Ill., has 
introduced Alumiflex, an aluminum tubing 
for automobile heaters. The tubing is said 
to function perfectly with boiling woter, 
alcohol or any permanent type anti- 
| freeze. It is available in 50-foot coils, as 
well as in the kit shown above. The kit, 
No. H-835, contains 20 precurved Alumi- 
flex heater tubes of various shapes and 
lengths, plus connecting parts. This as- 
sortment is said to be adequate to handle 
heater hose replacement on any car or 


truck. 
* * * 


BATTERY CABLE—The Wiry Joe battery 
cable has been added to the line of auto- 
motive and cable products pro- 
duced by Crescent Co., Inc., Pawtucket, 
R. |. The cable incorporates a specially- 
designed, heavy-duty lead terminal that 
eliminates corrosion, and a_ patented 
spring-steel insert gives extra rigidity, yet 
permits repeated flexing, it is claimed. 
The cable is insulated with red plastic 
that will not support flame and is five to 
seven times more resistont to damage by 
abrasion, oil, acids and moisture, it is 
said. 


wire 


* * * 


Las-Stik Remover 


Las-Stik Mfg. Co. has placed on 
the market a tar remover, made 


from a new formula. The new prod- 

uct is designed to quickly remove 

tar and road oil. 
> 


LIQUID SPRING—A high velocity Tay- 
lor Liquid Spring Shok, model $1064-6, 
using liquid compressibility, has been on- 
nounced by Taylor Devices, Inc., 188 Main 
St., North Tonawanda, N. Y. Ninety percent 
of the %-inch stroke is a spring and the 
last 10 percent acts as a shock absorber 
to stop the high velocity piston without 
structural damage. The Taylor liquid spring 
develops 6,400 pounds spring action on 
the %-inch stroke, with a preload of 1,000 
pounds, provides 10-inch pounds of shock 
absorption while providing 200-inch 
pounds of high velocity output with a 


total efficiency of 77 percent, itis claimed. 
* * * 


Improved Insulation 
Developed by Keiding 


After five years of study and 
research, a new insulating material 
has been developed which 

(Continued on Page 49, Col. 1) 
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reportedly has 110 percent greater 
insulating ability than other stand- 
ard insulating materials by Keiding 
Paper Products Co., 34 N. 34th St., 
Milwaukee 10, Wis, 

The new material will be availa- 
ble in sheets, panels and molded 
shapes. According to the manufac- 
turer, it will have wide application 
in the automotive, aviation and 
other industries. 

* * * 


A Foe of Ice Danger 

“Tce-Foe,” an ice melter, has been 
manufactured by Walton - March, 
Highland Park, Ill., and is said to 
create heat on contact with mois- 
ture. The firm said winter hazards 
can be eliminated by spreading 
handfuls of the chemical balls on 
loading docks, platforms, drive- 
ways, sidewalks, stairs and other 
areas where walking may be peril- 
ous. 





LUBRICATION CAPS — Designed to 
snap over any standard grease fitting, 
lubseals are said to prevent harmful 
particles of dust, grit and abrasives from 
collecting on fittings, and later being 
injected into bearings during greasing. 
The plastic caps may also be used to 
mask grease fittings during spray painting. 
The cops are available in four bright 
colors, and may be reused indefinitely. 
Wilson Plastics, iInc., 1531 Milan Rd., 
Sandusky, O. 


> ° * 


Moore Offers Cleaner 

John B. Moore Corp., Nutley, N. 
J., has introduced a cleaner which 
is said to eliminate hazards en- 
countered in metal degreasing, 
paint stripping and cleaning of soft 
metals, hard metals, ceramics, 
wood, glassware and synthetic com- 


New Products 


(Continued from Page 48) is now available in 18mm. and %”- 


iary springs that are said to supple-| provide improved sealing of the| Salsbury Corp., Los Angeles, is 
ment and increase the efficiency spark plug in the cylinder head, | offering three diesel engine recon- 
of spring systems without interfer- | the zinc-plated steel gasket is about | ditioning kits designed especially to 


ing with the action of the spring |25 percent thinner than the old-| repair cracked cylinder heads on 
shackles or normal spring action. | style copper gasket, 


the units prevent bottoming and 
sagging by eliminating the trans- ; 
mitted shock caused by excess load-| Availability of a high-temperature | 119 diesel heads. Salsbury Corp.,| FLO-GUN—An improved Flo-Gun, 
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that Carjoy washes without remov-| offered by Kenway Products as 
ing existing wax finish. part of an advertising package 
— | designed to increase a business 


° Y establishment’s floor traffic. Ken- 
Champion Adds Gaskets way Products, 759 N. Milwaukee 
The steel spark plug gasket, in- 


St., Milwaukee, We. 
troduced last year in the 14mm. 
size by Champion Spark Plug Co., Salsbury Desslope 3 Kits 


18 sizes. Designed by Champion to To Repair Diesel Heads 


|Cummins and GMC diesel engines. 
The heavy-gage spring steel of * | Salsbury said the kits are de- 


signed to recondition all Cummins | 
Behr Introduces Tape NH & HB and GMC series 71 and | 








built 


ing. The auxiliary action absorbs |CTePe masking tape, identified as| 4161 &. Florence, Los Angeles 1,|to deliver materials at a 30 percent 


the stresses which would normally |N°. 102 Behr-cat, has been an-| Calif. 


‘ ‘ J : | reater output, has been announced by 
cause spring breakage in the sta-|"0Unced by Behr-Manning Co., a a Le ie al pa Divisi St $< eas 
tionary or forward end of the division of Norton Co. Improved Merix Compounds | as oo i oer a a . 
spring. The firm said the quick stick, 4 , . orp., iversey Pkwy., Chicago 14, 

* * * adhesion and easy unwind proper- Remove Electrical Charges lll. In two models, the Flo-Gun is equipped 


pounds such as rubber and plastic | 


tiles. Moore said Nocaust is non- 
injurious to metals. 
= > > 





LATHE ACCESSORIES—Four accessories 
which will convert the Delta 11-inch 
metal-working lathe into a turret lathe 
have been announced by Rockwell Mfg. 
Co., 400 N. Lexington Ave., Pittsburgh 
8, Pa. All accessories, including a bed 
turret, turret tool post, lever-type collet 


closer and coolant group, fit both the | 


four and five-foot-bed models of the 
lathe, it is claimed. With these acces- 


sories, the lathe can be used on the | 
Production line for precision manufac- | 
turing, as well as in toolrooms, mainte- | 


nance departments, and experimental de- 
partments, it is said. 
a eS 


Spring Savers Prevent 


Bottoming and Sagging 


Green Spring Savers, designed by 


Green Spring Co., 4527 Lancaster 
Ave., Philadelphia, Pa. are auxil- 
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’ . ties of this tape recommended it) Merix Anti-Static compounds No. 
Washes and Waxes 


for general purposé use in a variety |79 and No. 79-OL have been im-| with a tungsten carbide valve for abrasive 


Currently being introduced|of masking operations and said proved to effectively remove static | materials such as putty, caulking, sealers, 
through automotive chain stores that it will resist temperatures of | electricity in over 50 fields, accord- | etc., while a second model has a hard- 


and hardware outlets is a car wash 2t least 275 F for one hour. ing to Merix Chemical Co., 1021 E. |ened steel valve for all ordinary light or 
‘ : aah > ‘ Fifty-fith St., Chicago 15, Til. ‘ 

and wax called Carjoy. The manu- Merix No. 79, is said to change | | heavy materials. A newly-designed and 
facturer reports that its product is Gas-Mileage Calculator electrical charges on hard surfaces | !rger porting system coupled with an un- 
the first liquid car cleaner ever “Mile-O-Dial,’ a pocket-size | while Merix No, 79-OL removes | obstructed flow of material from the inlet 
offered with a Carnauba wax base.| calculator that tells gasoline mile- |charges on fabrics — textile and | to the outlet permit a greater flow of even 
Because of the formula, it is said! age at a glance, is a sales builder | plastic, fibres. | the toughest materials, it is claimed. 








REPUBLIC’S PLAN-O-GRAPH SERVICE 
helps make your parts department a fingertip operation 


What a relief and time saver to be able to find everything—instantly. That's the kind 
of efficient operation you get when you bring all parts into true sequence with your 
factory stock list. 


To do this you simply contact your local Berger sales office. We'll send you a fac- 
tory-trained expert to explain the advantages of Berger’s exclusive parts department 
Plan-o-graph service. He'll suggest a new layout for your department that will mean 
easy location of parts, quicker sales—even by inexperienced employees. Repair work 
is speeded up too. Parts, numbers and prices are clearly tagged—quickly found. 
There is less chance for “shrinkage’”’. . . for damage... for parts ““walking out.” 


Your Berger representative will recommend and furnish the factory-approved eco- 
nomical Berger standard steel units you need. And he'll handle all installation de- 
tails. Republic’s Berger Division offers a big line of automotive shelving and racks 
to choose from—manufactured in stock sizes to accommodate all automotive mate- 
rials, including bulky parts. Call him today, or send coupon for descriptive data. 


REPUBLIC STEEL 


BERGER DIVISION 
Canton 5, Ohio 




















































































































REARRANGES IN SECONDS! 
Shelves can be completely re- 
arranged quickly to suit your 


cuvest needs. There a0 a 1078 Belden Ave., Canton 5, Ohio 
tools required. Simply lift, 


~ 
| 
| 
| 
pull and re-position. Berger's : Please send me more information on: Ps. 
handy Flexi-Bilt Parts Bin with | O Berger Plan-o-graph Service [( Flexi-Bilt Parts Bins 
| 
| 
| 
| 
| 
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REPUBLIC STEEL CORPORATION 
Berger Division 




























exclusive self-adjustment is 
one of the big line of shelving 
units by Berger. Send coupon 
for specifications and prices, 
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Success Story of ‘Dealer A’... 
Analyzing a Dealer Profit Picture 


By Joseph M, Callahan 
Staff Writer 
A DETAILED explanation of how 

one dealer cleared $5,000 a 
month in the first eight months of 
1956 was given last week by George 
Helwig, dealer operation analyst for 
Rutten Welling & Co., an account- 
ing firm. 

In addition to this profit, the 
dealer paid himself a monthly 
salary of $1,600. 

“With all the gloomy talk afoot,” 
Helwig said, “I thought it would 
be interesting to call attention to 
the fact that some dealers actually 
are making money in the retail 
auto business. 

“While this dealer is a good oper- 
ator, he is not exceptional. I'd say 

that at least 10 percent of our 160 
dealer-clients are better operators 


than this man.” 
+o + +. 


en answered every ques- 
tion put to him about the dealer 
except that he refused to divulge his 
name or make of car, although he 
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seeds Protechen MOST” 
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| which was founded 


|admitted it was a General Motors 
Corp. vehicle. Helwig called him 
|“‘Dealer A.” 

He said that the two paramount 
reasons for Dealer A’s success 
are that he is a hard worker and 
that he has not milked his busi- 
ness, but continually has plowed 
back profits—increasing his work- 
ing capital and adding to his 
liquidity. 


by noting that this dealership, 
in 1940 with 
$25,000, now ‘has a net worth of 
$698,102. 

The principal elements of the net 


| worth are buildings and equipment 
| ($123,489), cash ($176,793), securities 


($107,779), parts and car inventory 
($139,722), sundry assets, including 


|investments in other companies 
($138,397) and receivables ($14,203). 


= 
ERE ARE some of Dealer A’s 


| eight months of 1956: 





Only 3M’s undercoating... 


BRAND 


p SM. 


Much more than an undercoating! 


REG. 


Helwig supported this observation | 


taxes) of $40,845. Contributing to 
this sum were sales operating profit 
($18,199), finance reserve ($15,376), 
interest ($4,366), rental from two 
used-car lots ($3,816), bad debts 


($731). 
2. He sold 473 new cars for $1,- 
141,981. 
3. He sold 429 used cars for 
$234,970. 


$12,866. 
5. He made a profit every month, 


|selling 54 cars in January, 67 in| 


February, 50 in March, 50 in April, 
and 64 in August. 


= = 7 
7 HESE facts,” said Helwig, 





“UNDERSEAL”.. . offers 





coating 


U.S. PAT. OFF. 


BRAND 


this tested complete selling program 


Only “UNDERSEAL” gives you the solid 
backing needed to sell undercoating jobs at 
a good profit. Potent direct mail pieces — 
printed with your name— plus posters and 
demonstration easels. In-your-shop advice for 
your applicators — showing them how to care 
for equipment, how to mask and spray effici- 
ently. A sound-slide film showing your men 
proved ways to make more undercoating sales. 


NEW CAR BUYERS will pay full price for 
an undercoating job when you sell “UNDER- 
SEAL”— using “UNDERSEAL’s” tested sell- 


with 


facts about 


turing Co., 
Minn. Dept. 


REG. U.S. PAT. OFF. 


UNDERSEAL Rubberized Coating 


BRAND 


The term “UNDERSEAL” and the plaid design are registered trademarks of Minnesota Mining and Manufacturing 
Company, St. Paul 6, Minnesota. Export Sales Officé: 99 Park Avenue, New York 16, N. Y. In Canada: P.O. Box 


757, London, Ontario. 


ing program. This proved package for profits 
is sure to help keep your service department’s 
income high and handsome! 


For customer satisfaction and top profit, 


start building your undercoating sales today 
“UNDERSEAL” 
SEAL.” selling program. Write now for all the 


and the “UNDER- 


“UNDERSEAL” and what its 


tested selling program can do for you. The 
address is: Minnesota Mining and Manufac- 


900 Fauquier Ave., St. Paul 6, 
LN-106. 


o 





paid ($1,761) and sale of scrap 


4. He paid himself a salary of 





dustry, Helwig said, “You’d expect 
that a guy like this would coast on 
his laurels. But he’s at his desk at 
eight o’clock every morning and 
stays there until six in the evening. 
He works three evenings a week 
and his sales manager is there the 
other three nights. When he’s there 
he works. He’s a good planner.” 

He added that Dealer A’s suc- 
cess was notable because he’s in 
a competitive town “sandwiched” 
between a couple of dealers sell- 
ing the same car who are losing 
money or almost losing money. 

Getting more specific, he listed 
these major factors as contributing 
to Dealer A’s financial success. 


1. Very satisfactory public rela- | 


tions which have resulted in a 
maximum amount of good will. 
“This guy’s outstanding quality 


64 in May, 67 in June, 57 in July|is that he’s well-balanced,” Helwig | gealer trains his personnel from 
|explained. “He has a family and | the fact that his former sales mana. 
quite a social life. He participates ger got a dealership of his own 
“in- | moderately in civic affairs. He’s a| spout four years ago and he’s now 
dicate very clearly that dealer-| member of NADA and his local) 5, way to duplicating the success 
ships still can be profitable where | association, although I don’t be-| of Dealer A.” 

|they are managed by the owner!) lieve he ever has been an officer in| 
who devotes his full time to the| 
| development of the dealership and | the horses.” 
accomplishments in the first! where the product has a reasonable 
| degree of acceptance.” 

1. He earned a net profit (before| Elaborating on this dealer’s in- 


either. His only vice is that he loves 


* * = 


> VERY satisfactory employe re- 
lations resulting in the retention 


















|— have been rated superior to 
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| natural rubber for most satisfactory 
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same conditions. 
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of key personnel and with an 
lute minimum of turnover. 

Helwig continued, “He’s very 
management-minded. He gets top. 
notch personnel—the best people 
available—and he pays libera} 
salaries, but insists on top perform. 
ances. However, he pays modest 
bonuses, paying out only $1,50/) in 
the first eight months of this year. 
On the other hand, he has paid him. 
self a bonus of up to $30,000 in q 
profitable year. 


“He has a high-powered new- 
car sales manager brought in four 
years ago. This man earned $1,250 
a month in the first eight months 
of this year, including commis- 
sions. His used-car manager aver- 
aged $800 a month during this 
time. 

“You get an 


abso. 














idea of how this 










Helwig said that Dealer A hag 
seven new-car salesmen and two 
used-car salesmen, most of whom 
have been with him for some time. 

* * * 

E asserted, “This fellow doesn't 

have any serious salesmen prob- 
lem. He pays them a base salary of 
$50 a week and a fair share of the | 
commission. They're well supervised 
and they do everything they're told 
to do. There is no union—in either 
the sales department or the shop. 

“A very significant thing about 
this dealer and many other suc- 
cessful dealers is that he has no 
general manager, He tends to 
business and acts as his own 
general manager.” 

Again mentioning Dealer A's 
salesmen, Helwig said they are 
better trained, better directed and 
supervised in a manner which 
causes them to exert sustained 
effort throughout the selling 
season. 

“If this dealer has any secret 
of success,” he declared, “it’s that 
he selects his deals with extreme 
care—nonprofit deals are rejected. 
He could have sold 100 more cars 
if he had taken below-standard 
deals. 


“Either the dealer or the sales 
manager approve all deals. But they 
have a house policy which they 
rigidly stick to, and no one deviates, 
so this is no problem. 

> * > 
™ E is an avid man with figures 
and he’s very business-manage- 
ment minded, checking with me 
frequently on trends in his various 
1) 






























































(Continued on Page 51, Col. 


Synthetic Rubber 
Gets Army OK 
For Truck Tires 


AKRON.—Further evidence that 
man-made rubber has moved into 
the last stronghold of natural 
rubber in the tire field—truck tires 
—was revealed last week by W. S. 
Richardson, president of B. F. 
Goodrich Co. 

Richardson announced that Good- 
rich military truck tires made en- 
tirely of Ameripol SN—a man-made 
rubber said to duplicate tree rubber 


standard truck tires in Army Ord- 
nance tests. 

In the past, heavy-duty truck 
tires, due to heat buildup, required 


performance. General-purpose man- 
made rubber, used in practically all 
other tires, proved unsatisfactory 
for truck casings. 

Army Ordnance tested 11.00 by 20 
Ameripol SN tires over a 10-week 
period at Camp Bullis, San Antonio. 

Richardson said the tests showed 
that the Ameripol SN tires met or 
surpassed all military requirements, 
and in four areas—tread wear, tire 
life, tread-cutting resistance and 
tread splice — proved superior to 
standard military truck tires tested 
at the same time and under the 
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Success Story... 
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Dealer Profit Picture 
Detailed by Analyst 


(Continued from Page 50) 


departments and in the industry. 
He is very interested in dealerships 
similar to his and we furnish him 
as much of such information as 
we get. His expense control is 
definitely sharper than that of his 
competitors.” 

Helwig said that Dealer A carries 
a new-car inventory of 60-75 cars 
which he does not floor-plan, but 
purchases with working capital. 
The dealer buys new cars—and 
everything else in the dealership 
with great care. 

He said that on Aug. 31, Dealer 
A had 18 used-cars in stock worth 
$12,350. There was a parts inven- 
tory of $17,000 which turns over 
about two and one-half times a 
year. 

“This dealer is an exceptional 
used-car merchandiser,” he said. 
“He's conservative, aggressive and 
he gets value for what he pays out.” 

Commenting on Dealer A’s con- 
sumer financing, Helwig explained, 
“He uses GMAC in most cases, al- 
though he might keep some of the 
very good paper. He has been able 
to build up a very substantial cash 
position.” 

* * * 
H® said Dealer A was quite 
promotion minded, spending $7,- | 
593 for this purpose in the first) 
eight months, mostly with news- 


Auto Insurance 
‘Gouge’ Denied 
By Emmco Chief | 


SOUTH BEND. — A Better Busi- 
ness Bureau charge that Emmco|} 
Insurance Co. and Associates In- 
vestment Co. had overcharged mo- 
torists through misclassification of 
auto collision policies has been 
denied by William F, Gaunitz, pres- 
ident of both firms. 

Kenneth Barnard, president, Chi- 
cago, BBB, had named, in addition 
to Emmco and Associates, Cavalier 
Insurance Co, and Calvert Insur- 
ance Co. (Commercial Credit Co.); 
Industrial Insurance Co. (American 
Installment Credit Co.); Marathon 
Insurance Co. (Pacific Insurance 
Corp.), and Service Fire Insurance 
Co. (Universal C.L.T. Credit Corp.) 

Gaunitz said that any over- 
charges that might have occurred 
“have crept into our business 
through human error.” He said that 
no complaints had been received 
from Indiana policyholders. 

Overcharges, according to Barn- 
ard, have resulted from the failure 
of auto finance companies with 
insurance affiliates to obtain classi- 
fication of insurance. In such 
cases, he said, the highest rate 
is charged. 

In Indiana, as in most states, the 
highest collision rate is charged 
for drivers under 25. 


Animated ‘57s 


AMC, Pontiac Employ 


New Technique 


DETROIT, — A new process of 
animated projection is being used 
by American Motors and Pontiac 
in presentation of new 1957 models. 

The Hudson and Nash presenta- 
tion was made to dealers at the 
Chicago Opera House while Pontiac 
Opened theirs in Dallas. Both 
presentations later will be made to 
dealers from coast to coast. 

The illustrated talks cover techni- 
cal aspects of new models as well 
as coming advertising campaigns. 
The process gives animated effects 
on a large screen, using a special 
Projector. 


Like Profits? 
SELL ’57 
RAMBLER! 


COMING NEXT WEEK 














papers and some radio spots. He 
added that $3,864 of this amount 
was for new-car advertising and 
$2,265 was for dealership institu- 
tional advertising, 


This dealer, 
takes about.a three-week vacation 
each year. “But,” Helwig =§ said, | 
“Even when he’s away, he hangs on 
that old phone, keeping on top of 
the situation.” 

Helwig added that this dealer’s 
operation has one weak point— 
his service department, which has 
a service absorption of only 40.7. 
“He’s only getting part of his 
service potential and I try to work | 

with him on this,” he said. 

Helwig then was asked why such 
a successful operator as Dealer A} 
continued to use Helwig’s dealer- 


| 








| “I NO PRO 


| With This NEW HOLMES TOOL*”! "' 


Holmes now offers a new tool that eliminates the difficulties usually 
encountered in the replacement of mufflers and tail pipes. The tail pipes of 
welded exhaust systems can be readily cut with only a quarter swing of 5 
this tool. Frozen joints of clamp type mufflers can be expanded and broken : 
loose by use of serrated rollers which come with the kit. The Muffler Tool 
can be used to expand and loosen the joints, or as a cutting tool for replace- 
ment with a clamp-on-type muffler. Here’s a truly valuable tool much 
needed by every mechanic, shop and service station. Furnished complete 
with interchangeable expander rollers and cutting wheels. 





CUTTING PIPE — When asse 


ting wheels, MUFFLER TOOL will quickly cut- 
through one-piece exhaust system with only a 


short swing of the handle. 


HOLMES $ 


now 52 years old, | 


ship-analysis services. He gave|™ 


these four reasons: 


| 1. For tax counsel which has | 4 
|saved him thousands of dollars in|; 


| the past five years. 
2. For a thorough auditing of 
his books, 
3. For advice on setting up his 
estate. 


4. For the opportunity to compare | 4 


his operation with dealers with 
similar products in similar markets. 

Helwig said Dealer A probably 
would net about $60,000 during 
1956 and he’ll have about $32,000 
after taxes, in addition to his own 
salary and bonus. He said Dealer 
A’s net in 1955 was $102,000 before 
taxes. 

Asked about Dealer A’s future 
plans, Helwig concluded, “He’s sat- 
isfied with his operation now and 


| he’s content to let the rest of the 


world go by. He is going to con- 
tinue his policy of generating 
enough business, so he can accept 
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the good business and reject the | 


poor business.” 


Goudy in Bankruptcy 

OTTAWA. 

burne, Ont., has made an assign- 
ment in bankruptcy. 





mbled with cut- 


ERVICER* 


For TESTING 


And RECL 


AIMING 


HYDRAULIC 


VALVE L 


IFTER 


Test full set of lifters in 10 to 
15 minutes providing accurate 
leak-down test before re-use. 


The Holmes Servicer* is a new precision ma- 


chine that takes all 


of the guesswork out of serv- 


icing Hydraulic Valve Lifters. With this machine, 


all lifters, even thos 


e stuck inside the tappet body, 


can be easily taken apart, cleaned, re-assembled 
and tested. The leak-down test provided assures 
the use of only those lifters in perfect working con- 


dition. It prevents 


the scrapping of useful parts. 


Saves the customer money. Saves the shop time 
and trouble . . . and soon pays for itself, with in- 


“creased profits and 


customer satisfaction. 


Goudy Motors, Shel- | 


BIEM to Replace MUFFLERS- 


SEPARATING JOINTS — By clamping ex- 
pander rollers near muffler and operating 
TOOL, bond between joint is easily broken 
without damage to mating parts. 


New Willys Zone Managers Meet— 


Four new zone managers in the Willys central division get together in Toledo for 
| the first time at a conference at which all Willys divisional and zone managers dis- 
cussed fall merchandising plans. From left are Ken G. Smith, Kansas City; Jack 
Ashby, Dallas; C. W. Grinstead, Chicago, central division manager; Lloyd Jones, Min- 


neapolis, and Earl D. Studer, Chicago. 
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FOR DISASSEMBLY FOR REASSEMBLY 


Here’s a new tool that saves time and trouble 
when lubricating or repairing a Universal Joint. 
With this tool, a mechanic can quickly remove 
the retaining rings and easily force out the bear- 
ings . . . without damage to parts or the use of a 
metal drift and hammer to drive out the press- 
fit roller. The tool can be used to press out yoke 
either under the car, without removing propel- 
ler shaft, or in a shop vice as shown. Use of 
this tool saves from 30 to 45 minutes and is 
a valuable asset to any shop or service station. 





Order from your jobber... wi ain Or Write Factory Direct 


ERNEST HOLMES COMPANY 
eee oe 


2505 EAST 43rd STREET 





CHATTANOOGA 7, TENNESSEE 
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“| guess it's time 
to look for 


a new one, dear!" 





Trust the little woman to get some action 
on buying a new car. And Chicagoans 
do their looking in the record-breaking 
pages of the Daily News. During 1959, 
the News ran more new-car linage than 
any other Chicago newspaper, morning, 
evening or Sunday. But that’s just one 
record .. . automotive. Another is food. 
For thirteen straight years, the Chicago 
Daily News has carried more grocery 
advertising than any other paper in 
America. This is a break for all adver- 
tisers. They know that the News goes 
into more than 600,000 homes a day 
And advertisers’ profits prove that— 


The CHICAGO DAILY NEWS 
HITS HOME 








For Safety Study F 


Columbia Research 


Financed by AAA 


WASHINGTON. — The Founda- | 
tion for Traffic Safety of the Amer- | 
ican Automobile Assn, has an- 
nounced that it is granting $50,000 
to Columbia University for re- 
search, 

The initial grant will be for 
two years and will be supple- 
mented by the university. Addi- 
tional grants are expected in the 
future for a five-year program, 
according to Lou E. Holland, 
foundation president, 


He said research in the traffic 
safety field is needed vitally in this 
country today. “If the project turns 
up only one new fact in the search 


for answers to the problem of death, ATTRACT ATTENTION TO YOUR ‘57 MODELS WITH years 


$50,000 Granted BU MPA-TEL FOR '57 q 





on the highway,” said Holland, “it | Harve 
will be worth many times the ex- | BEAUTIFUL EYE CATCHING BUMPA-TEL SIGNS banqu 
pense involved.” | and e! 


Dr. Daniel L, Marsh, chancellor,| Absolutely no damage to car: May be mounted or dismounted in 


Boston University, said the com- wit t * os . . . . > 3Ms 
bined facilities of ceainection. sa0- seconds without tools (after original installation which requires about 


chology, legal and other specialized | 30 minutes) In Te 
departments at Columbia will be Pro: 
used in the study. Now shipping for ‘57 Ford and Dodge: Shipments for other makes '57 } to ass 


Dr. Marsh also said the study| models to start on or before public announcement date: Place your order | produ 


would take into consideration simi- | pow: Shipments made in same rotation as orders received: oe 
lar work being done by colleges and ing 
universities throughout the nation | UNLETTERED $14.00 He 
the rould b duplication | capac 
a ed LETTERED (Max. 80 Letters) 18.00 vertis 
Russell Singer, AAA _ executive LETTERED & REFLECTORIZED 21.50 ms 
abroa 
vice-president, has predicted that) LETTERED ON FULL SCOTCHLITE 26.50 
toll roads soon will disappear now r 
that the new Federal highway Add each for turned edge panel 2.00 
building program is getting under- | No! 
way. All prices F.O.B. Mounds, Ili. 2% off for cash with order: suran 
He said that the 40,000-mile Please state make, model and series when ordering. } Wood 
national system of interstate and ment 


defense highways will provide the| Due to the low lines on '57 cars we recommend use of the petite § comm 
necessary facilities between large 


centers of population. (40"" x 12") sign and unless otherwise instructed will furnish this size. Lead 
“ne ‘ . , t | 5 

to Srioe aun tua aaa alk We will accept collect calls for orders of 5 or more signs. Pa. : 

roads would be wholly impracti- 0. 

cal,” he said. — | BUMPA - TEL SIGN DIV. Penn 
Women are in favor of women has t 





as drivers, according to a poll taken | WARREN HASTINGS MOTOR COMPANY, INC. | =: 


among the ladies at an AAA meet- z 
ing. “I've never heard of a girl| {Canadian & U. S. Pats Pending) Shi 


being a hot-rodder,” commented oe Sipe, 
ann quai Phone SH. 5-9415 Mounds, Illinois ) porte 


“Women are better drivers be-| : aed 
cause they are more cautious and with 
| less adventuresome,” said another. = : = ———— 

: 


I llinois Dealers 
‘Postpone Parley 


‘Until Next Spring 


SPRINGFIELD, Ill.—The 36th 








j}annual convention of the Illinois a 
Automotive Trade Assn. has been ° 
postponed until next spring, accord- Kie} 
ing to Les Sander, executive vice- As ¢ 
president. A 
The convention had been sched- as ; 
uled for Oct. 30-31 at the Pere Mar- Gene 
quette Hotel, Peoria. The spring nour 
parley will be held in Springfield, pres: 
Sander said. staff 
Reason for the change in dates Nov. 
is to avoid conflict with new-model Ki 
| introductions, several of which are Shaf 
| scheduled for the last few days of serv 
| October. dire: 
Sander said the site was changed | cage 
to Springfield because the IATA) repr 
| executive committee desired to meet | was 
|in the state capital during a legis-| in 1! 
| lative year. 
| ——_____— nom ly og hy a 
a '" on a@gon 
War | and 4 WD Truck, the Schenek w 3 
Ne Ww Euclid Plant plows are engineered for lone tae : Pe 
PI d b GM service and the efficient removal of f 
Flanned by G. _ oe 
e The R 
| CLEVELAND. General Motors aiiee Inte te “Tohah - ) Pro 
has announced plans for construc- | Gecsts power eystems Ser velding and ) Mar 
tion of a new Euclid division plant | ney Sie Saas Nob 
in Hudson, O., 35 miles southeast} NOTE THESE FEATURES ' 
of here. Ground for the plant will | ®@ Blade angles to five positions. Stu 
be broken “early next summer,” R. © Safety shock-absorbing spring. 3 i" 
Q. Armington, Euclid general man- | © Easily mounted. Blade can be Joi: 
ager, said. ee or installed in few H 
Euclid plans to build its new TC- © Adjustable skid shoes. eral 
12 crawler tractor at the new 582,- © Plow does not interfere with Ang 
500 square foot manufacturing ‘ + all yy te : - — 
facility. “Every modern assembly | a, ee ee 
process will be utilized in the new, — ees © Flexible, highly maneuverable. 







plant,” Armington said. The site| 
is located at the intersection of the 
Ohio Turnpike and the proposed 
north and south express road. 
Approximately 1,500 persons will be 
— at the plant, Armington f 350 SYCAMORE STREET, BUFFALO 4, NEW YORK 
said. 


IMMEDIATE SHIPMENT 
DEALER INQUIRIES INVITED 


SCHENEKER 


Designers and Manufacturers of Specialized Equipment. 
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Angeles plant, has been elected gen- 





Lovis A. Rosenberg has been 
named eastern zone manager for 
B. F. Goodrich Tire Co., a division 





Auto Personnel 





eral manager of A. J. Lindemann 
& Hoverson Co., Milwaukee, 
The company is a subsidiary of 





éf B. F. Goodrich Co. He formerly} Norris-Thermador Corp., manufac- 
was manager of retail operations in| turer of automobile wheels and 


the eastern zone. 
Rosenberg joined Goodrich 


in various managerial positions. 
* om « 


Healy Succeeds Koenig 
As 1H Manager in L. A. 


G. B. Healy has succeeded L, S. 
Koenig as International Harvester} 
truck district manager in Los An-| 


in 
1928 and spent a year in the com-| 

y’s Chicago office. Since 1929, 
he has been in New York serving 


| electrical appliances, 
oo of * 


| Detroit Diesel Picks Kelly 


Eugene F. Kelly has been named 
| works manager of General Motors’ 
| Detroit Diesel Engine division. He 
| formerly was master mechanic of 
|aircraft engine operations for the 
corporation’s Allison division. 

* ok aa 


Dobie Appoints Meyer 
A. W. Meyer has been named 


geles. Healy formerly was an as-| general manager of the Cleveland 


sistant to Koenig. Healy’s former} 


post was filled by E. A. Gibbs. 
Koenig recently retired after 41 


years of service with International | 
Harvester. He was honored at a) 
banquet attended by 250 dealers! 


and employes of IH. 


* * * 
3Ms Promotes Hemp 
In Tape Export Sales 


Promotion of William P, Hemp | 
to assistant sales manager of tape| 
products, international division, has | 
been announced by Minnesota Min- | 


ing & Mfg. Co. 


Hemp will act in an advisory | 


capacity on matters of sales, ad- 
vertising and merchandising with 
3M sales force and distributors 
abroad. Hemp joined 3M in 1952. 


x * * 


Wood on Committee 


Northwestern Mutual Life In- 
surance Co. has appointed John R. 
Wood jr., treasurer of Clark Equip- 
ment Co., to its 1956 examining 
committee of policyholders. 

+ = * 


Leader Names Shipley 


Pa. Safety Director 

0. D. Shipley, director of safety, 
Pennsylvania Motor Truck Assn., 
has been appointed director of the 
State Bureau of Highway Safety 
by Gov. George M. Leader. 

Shipley will succeed Clement J. 
Sipe, acting director. Sipe re- 
portedly is slated for another state 
post. Shipley joined PMTA after 
serving as a traffic safety engineer 
with the Army. 


* * 


Bendix Names Schock 


Walter E. Schock, engineering 
supervisor in charge of vacuum 
products development at the Bendix 
products division, Bendix Aviation 
Corp., South Bend, has been named 
an executive sales engineer, He 
joined Bendix in 1940. 


* * x 


Kieffer Succeeds Shaffner 


As. GM Fleet Section Head 


Appointment of George V. Kieffer 
as director of the fleet section of 
General Motors Corp. has been an- 
nounced by W. F. Hufstader, vice- 
president in charge of distribution 
staff. The appointment is effective 
Nov. 1. 

Kieffer will succeed W. Laurance 
Shaffner, retiring after 33 years of 
service with GM. Kieffer, regional 
director of the fleet section in Chi- 
cago, joined GM in 1945 as a fleet 
representative in Minneapolis. He 
Was appointed to his Chicago post 
in 1946. 


* * * 
Firestone Boosts Smith 

Randall D. Smith has been ap- 
Pointed vice-president in charge 
of manufacturing and development 
engineering of Firestone Industrial 
Products Co. He formerly was 
Manager of the company’s plant in 
Noblesville, Ind. 


* af * 
Studebaker’s Kyser 


Joins Appliance Firm 


Howard N. Kyser, formerly gen- 
eral manager of Studebaker’s Los 


Sell ECONOMY- 


BORA D193: 


(Coming Next Week) 


office of Dobie Co., specialists in 
dealer sales and service promotion. 
ea * * 


American Names 3 


American Airlines has appointed 
William H. Perry superintendent of 
terminal service; Ivan W. Scott, su- 
perintendent of airfreight service, 


| 








and William T. Stewart, superin- 
tendent of aircraft ramp service. 
They will be based at Willow Run 
Airport, Detroit. 
* + + 
Evans, Brenner Move Up 


In Mercury Field Setup 


David C. Evans has been ap- 
pointed Memphis district sales man- 
ager for Mercury. He succeeds Wil- 
liam L. Brenner, who has been 
named district sales manager in 
Atlanta. 

Evans, who joined Ford Motor 
Co. in 1934, was district manager in 
Jacksonville, Fla., before being pro- 
moted to Memphis. Brenner had 
served in Memphis since 1951. 

* + + 
Goodrich Assigns 3 to Manila; 
Picks Canadian Sales Chief 


John R. Dietrich has been named 
factory manager of B. F. Goodrich 
Co.’s new associated plant near 
Manila in the Philippine Islands. 

Also assigned to the new plant 


}are Vincent B, Gay, who has been 


named technical advisor on tire 
construction, and R. K, Liese, tech- 
nical advisor on tire compounding. 


Dietrich joined Goodrich in 1936; | 


Gay in 1927, and Liese in 1946. 
At the same time, it was an- 
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nounced that William B. Flora, 
manager of Goodrich store admin- 
istration, has been appointed sales 
vice-president of B, F. Goodrich of 
Canada, Ltd. He succeeds William 
E. Ireland, who died recently. Flora 
joined the firm in 1936, 

* * * 
Canada Names Lajoie 


J. Valmore Lajoie, 62, has been 
appointed assistant secretary of the 
Board of Transport Commissioners 
of Canada. He has been in the Fed- 
eral service for 45 years. 

* * te 


Lyall Promoted 


David H. Lyall has been elected 
treasurer of Air Reduction Co., Inc., 
succeeding Howard H. Foster, who 
has resigned. Lyall, with the com- 
pany 21 years, had been assistant 
controller since 1949. 

+ * * 


Huck Names Bortner 
Huck Mfg. Co., Detroit, has an- 
nounced appointment of Daniel R. 
Bortner as sales engineer at Balti- 
more. 
* + = 


Torit Names Schuerer 


Edward V. Schuerer, Milwaukee, 
has been named district representa- 
tive for Torit Mfg. Co. in Wisconsin 






53 


and the Upper Peninsula of Michi- 

gan. Torit’s offices are in St. Paul. 
+ * * 

| Gear Grinding Co. Fills 

3 Executive Positions 


Three executive appointments at 
Gear Grinding Machine Co,., De- 
troit, and its subsidiaries have been 
announced by Ed- 
gar D. Leon, pres- 
ident. 

William F. Wil- 
son has been 
named executive 
vice - president of 
Gear Grinding; 
William J. Taylor 
is vice - president 
and general man- 


ae ager of Republic 
Gear Co. and 
W. F. Wilson Fred F. Miller 


now is vice-president of Detroit 
Bevel Gear Co. 
* + * 
Dunlop Appoints Hamilton 
Dunlop Tire & Rubber Corp, has 
appointed T. E. Hamilton to New 
York division sales manager. 
* * * 


Mattocks Appointed 


Richard K. Mattocks has been 
(Continued on Page 54, Col. 3) 











Make this test when you buy a truck 





Ask your dealer to show you a truck equipped with glare-reducing 
E-Z-Eye Safety Plate Glass. Get it out on the lot in the sun and make 


this test: Open the door, glance through the opening, then through 


the E-Z-Eye windshield. 


That cool relief your eyes feel shows you why your drivers can 


travel longer and more comfortably when their eyes are protected 


by E-Z-Eye. 


If you have any questions about E-Z-Eye, call your L‘O-F Dis- 


tributor (listed under “‘Glass” in the yellow pages). Or write Dept. 
56106, Libbey-Owens’Ford Glass Company, 608 Madison Ave., 


Toledo 3, Ohio. 














E-Z-EYE SAFETY PLATE GLASS 


with the shaded windshield 
Reduces Glone,Eyestnain,Sun Heat. 


LIBBEY-OWENS-FORD GLASS COMPANY - TOLEDO 3, OHIO 





























Mobile Air Brake Display— 


Hugh S. Cole, service representative, Wagner Electric Corp., St. Louis, is shown with 
the firm's new mobile display unit for demonstrating the performance of Wagner 
air brakes. Inset shows “air-over-hydraulic’ air brake demonstration panel which is 
mounted in the display unit. Trailer also carries similar “straight-air” brake display. 
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(Continued from Page 53) 


named to the newly created post of 
assistant sales manager for Minne- 
sota Rubber & Gasket Co. 

* 


* * 


Milward Retires 


Robert King Milward, manager 
of customer relations, Detroit 
Branch, National - U.S. Radiator 
Corp., has retired. He had been 
Detroit: branch manager for US. 
Radiator for 28 years. 

om * * 


Clark Promotes Fenn, 


Bechtel and Wood 


Clark Equipment Co. has an- 
nounced the election of three new 
vice-presidents. They are J. Fred- 
erick Bechtel, Claud Fenn and John 
R. Wood jr. 

Bechtel has been counsel and 
assistant to the president, and 
assistant secretary and assistant 
treasurer. He will continue to head 
the legal staff. Fenn has been in 
charge of the company’s plant at 


ws air 28 states 
wre also dis 


ohn 


Texaco Product : 
eo Canads ond > 


UP...UP...UP... 


Since this revolutionary new all-temperature motor oil was introduced (just a 
little over a year ago), the sales curve has rocketed UP like this! Havoline Special 
10W-30 is building a constantly-bigger and more profitable percentage of. oil 
sales for Texaco Dealers everywhere. 

Havoline Special 10W-30 is just one of the many fine Texaco products with its 
own powerful advertising campaign — appearing regularly in national advertising, 
a owners in all 48 states. 


Amer 


| Buchanan, Mich., 
function. Wood was elected treas- 
urer in 1953 and will continue to 
fulfill the functions of that office. 

- * cf 


Woodall Promotes Ziegler 


| Normal G. Ziegler has been pro- 
| moted to industrial relations direc- 


Detroit. He will be succeeded as 
personnel director, Detroit plant, by 
Richard D, Terepin. 

* + = 


Cohen Joins Snyder 
Robert Cohen, formerly with D 
& B Distributors, Philadelphia, has 
been appointed to the field sales 
executive staff of Snyder Mfg. Co. 
* * * 


Clark Ups Piotrowski 


Gordon M. Piotrowski has been 
named a district application engi- 
neer in the Chicago District office 
of Clark Controller Co., manufac- 











- 


buted ste 
s vexas 


cOMPAnt 


















THE TEXAS COMPANY 


for the past 
eight years. He will continue in this | 


tor by Woodall Industries, Inc.,| 


|turer of industrial electric contro) 
| equipment. Piotrowski joined Clark 
| in 1950. 


} * + * 
5 Vickers Engineers 


Given Broader Duties 


Vickers, Inc., Detroit, has 
|pointed five new assistant ch 
engineers. 

They are R. H. Hallman, who wilf 

, be in charge of 
design, develop 
ment and testings 
of hydraulic prog 
ucts for cars ang 
light truck 
Glenn M. Joneg 
earth - moving 
equipment, hea 
trucks and buse 
Clare E. Hel 
berg, farm an 
materials - hans 
dling equipment; 
Louis G. Jordan, industrial equip. 





R. H. Hallman 








L. G. Jordan 


ment, and Carl A, Brown, automa- 
tion systems. 


7 = = 
Roop Heads District 
J. Wilson Roop has been named 
Memphis district manager for Free- 
man & Freeman, Inc., maker of 
Porcelainize. Roop formerly wag 
with Hudson. 
= * * 


Dodge Names Peters 


P. T. Peters has been named 
Dodge South Bend district sales 
manager. The district includes 
Mishawaka, South Bend, Elkhart, 
Goshen, LaPorte, Michigan City, 
Warsaw, and Wabash, Ind. 

= >= . 


Dodge Names Shakotko 


To Purchasing Post 


Daniel L. Shakotko has been ap- 
pointed purchasing agent for Dodge 
car operations. 

Shakotko re- 
places H. C. Cook, 
who has been re- 
assigned to the 
central purchas- 
ing department of 
the parent Chrys- 
ler Corp. Shakotko 
became a Chrys- 
ler jet engine 


buyer in 1951 
and a raw ma- 
D. L. Shakotko terial buyer the 
following year. 
7 *~ a7 


Chase Retires 


Herbert S. Chase, manufacturing 
vice-president of the eastern divi- 
sion of Tidewater Oil Co., has re- 
tired after more than 34 years of 


service. 
* > . 


Champion Splits Region; 
Promotes O’Brien, Gilbert 


Champion Spark Plug Co. has 
divided its Western sales region 
into two zones. 

R. F. O’Brien, former territory 
representative in San Francisco, 
will be in charge of new Zone 5, 
composed of the South and Western 
states of California, Arizona, New 
Mexico and parts of Texas and 
Nevada. 

J. B. Gilbert, former territory 
representative in Oakland, will be 
in charge of new Zone 7, composed 
of Washington, Oregon, Montana, 
Idaho, Utah, Wyoming, Colorado 
and parts of Nevada, Nebraska and 
South Dakota. 

Champion has also appointed 
Armstrong H. Kolb as purchasing 


agent for its ceramic division. 
* cS + 


Getty Appointed 
George F. Getty II has been ap- 
pointed general manager of the 


eastern division of Tidewater Oil 
Co. 


Want Satisfied 


Customers ? 


as 


Coming Next Week! 
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“YOU BET IT’S A GOOD DEAL... 


having 


“Our factory sure is saving us a lot of headaches by installing glycol 
antifreeze right on the assembly line. It pays off all the way around. 


“First, it’s the kind of antifreeze our customers want. They know 
glycol antifreeze permits efficient operation of a car’s cooling 
system. They want all the heat they can get from the heater. They 
want sure protection all winter long without worrying about 
sudden weather changes. 


“Now look at it from our side. Add up the time and labor, the mess 
and bother of draining a cooling system completely. Factory 
installation saves us all that . . . so our glycol antifreeze profit is 


ethylene glycol antifreeze installed at the factory!’’ 


pure profit on every car, instead of the marginal profit we get 
when we have to install it ourselves. 


“And there’s no more danger of cars being delivered with insuf- 
ficient protection! Besides, when engineering-approved glycol 
antifreeze is factory installed, it gives us another selling point on 
quality. Customers know it must be best for their car. And it’s 
this kind of quality service that keeps customers coming back— 
for service .. . for parts and accessories . . . for another new car!” 


The Dow Chemical Company formulates ethylene glycol antifreeze 
to meet the specifications of individual automobile manufacturers. 


The Dow Chemical Company, Midiand, Michigan 








PROTECT YOUR SHOWROOM FLOOR WITH D & M UNDER CAR COVERS 
NOW 








Installation 
© Cannot Be Seen 


® Treated Material Resists 
Oil, Grease, Water and Fuel 


i ® Eliminates Unsightly Drip Pan 
] Large Buick and Cadillac 


Slightly Higher $13.50 
D & M TRUCK TOP CO. 


i 12186 Petoskey, Detroit 4, Michigan _ PHONE: 








of Car 


Manvtacturers of Stake and Pick-Up Tops 


BUILD CUSTOMER SATISFACTION 
AND PROFIT WITH 





You can charge more for LUBRIPLATE Lubrication Service 
because you're actually giving your customer a better grease 
job. He will fairly feel how much smoother his car runs and 
will have fewer repairs and parts replacements. LUBRIPLATE 
Lubrication Service will bring customers back to you again 
and again. 


Many motorists already know LUBRIPLATE 
Lubricants. They use them in their shops, in 
their homes and on their guns and fishing 
reels. It will pay you to find out more about 
LUBRIPLATE Lubricants. Ask for our Service 
Franchise Deal. Write today. 


LUBRIPLATE HDS MOTOR OIL keeps 
the motor cleaner and smoother run- 
ning. Results in fuel economy. 


LUBRIPLATE DIVISION, Fiske Brothers Refining Co. 
Newark 5, N. J. Toledo 5, Ohio 





Export Department of Automotive Manufacturer 
requires Department Manager with technical ex- 
perience. Position requires man with following 
qualifications: (1) 10 years practical engineering 
experience; (2) command of at least 5 languages 
in addition to English; (3) minimum of 15 years 
manufacturing experience with foreign automotive 
manufacturer: or assembler with at least 3 years 
managerial or administrative experience with au- 
tomotive manufacturer; (4) not over 50 years of 
age. 

Remuneration offers 5 figures. Detailed reply 
should contain sufficient information for us to 
determine whether an interview would be mutually 
advantageous. All replies will be held in strict 
confidence. Our personnel are aware of this ad. 
Send replies to Box No. AN-5, Automotive News, 
Detroit 26. 


AVAILABLE 
FOR NEW 
MODELS 


For Standard Models 
F. O. B. Detroit, C. O. D. 
When Ordering, Give Make 


WEbster 23-1613 











Downing Urges 
U.C. Dealer Bond 


Licensed Salesmen 
Also Advocated 


SAVANNAH, Ga.—A $5,000 bond 
for used-car dealers and a license 
act to cover their salesmen were 
urged by James C, Downing, At- 
lanta, at the convention of the 
Georgia Independent Automobile 
Dealers Assn. here. 

Downing, a past president of 
the national independent associa- 
tion, said that the dealers should 
also be required to meet certain 
qualifications before they are al- 
lowed to operate. 

This was recommended by Down- 
ing in the public interest and to 
help make the used-car industry a 
| quality business. 


president to succeed B. C. Young 
jr., 
include Pete Hudson, Savannah, 
first vice-president; Paul Bennett, 
Augusta, second vice-president; R. 


J. H. Posey, Columbus, treasurer. 

The bond, which Downing said 
should be required by law, would 
“protect the public against pur- 
chase of stolen or mortgaged cars 
in case the dealer is not able to 
make good.” 
“Such action would give the 
public more confidence in dealers 
and would encourage the public 
to buy from independent dealers,” 
| sand Downing. 

Along the same line, the associa- 
tion heard Herbert Ringel, Atlanta, 
association attorney, declare that 





without a title act. 


The board of directors adopted a 
resolution calling for correction of 
this situation. It was pointed out! 
| that a customer can buy a used car 
in Georgia and still not be certain 
that the car is legally his. 


‘Accountants Ask 
262 Changes in 


Income Tax Act 


| NEW YORK.—A list of 262 rec- 
|ommendations for changes in the 
| income-tax law has been submitted 
| to Senator Harry F. Byrd, Virginia 
Democrat and chairman of the 
| Congressional Joint Committee on 
|Internal Revenue Taxation, by a 
|committee of the American Insti- 
tute of Accountants. 


The committee warned that year- 
to-year plugging of loopholes in the 
law endangers public confidence in 
the nation’s tax structure. 


| J. S. Seidman, committee chair- 
|man, said the proposed changes 
would eliminate many uncertain- 
ties in the code, but added “that a 
good hard look is needed to see 
| what can be done about the increas- 
ing complexity of our tax law, its 
| special provisions and inequities.” 
| The committee, on record since 
|}1946 for favoring a nonpartisan | 
|study of Federal taxation tech-| 
niques, stressed the need for Con- 
gressional action to bring account- 
ing for tax purposes into closer 
conformity with accounting for 
financial purposes, and recom- 
mended that taxpayers be permit- 
ted to deduct specific expense re- 
serves and defer specific items of 
prepaid income. 





Cleveland Young Execs 


Carey Paul, Atlanta, was elected | 


also of Atlanta. Other officers | 
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G. Mosley, Atlanta, secretary, and | 


Georgia is one of the few states - 





Elect Feder President 


CLEVELAND. — The Young 
Executive Group of the Cleveland 
Automobile Dealers Assn, has 
elected Mike Feder, Feder Pontiac, 
president. 

Other officers are Gordon Cooley, 
Walter Grabski Pontiac, vice- 
president, and Stephen Polachek, 
Pat Cooney Pontiac, treasurer. 


Reeves L-M Robbed 


ATLANTA. — A large safe at 
Reeves Lincoln-Mercury has been 
robbed of approximately $500. Tools 
owned by the dealership were used 
to open the safe. A similar robbery, 
where the firm’s own tools were 
used to open the safe, was staged 
earlier at Crest Motor Co. (Ford). 
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SURE AS THERE’S AN 
Oil WELL IN TEXAS . . 













































Offers: 
Special Radii Cones.-- 


required for machining 1955-56 Model Chevrolet, Pontiac, 
Ford, Nash, Hudson and Chrysler Products 


571 RADII CONE for 
*55-'56 Chevrolet Passen- 
ger Car and Pontiac Front 
Hub Inner Bearing 


573-1 RADII CONE for 
*55-'56 Chevrolet Passen- 
ger Car, Ford, Nash, Hud- 
son. and Chrysler Products 
Front Hub Outer Bearing 


Fit every make or lathe 
with 1” passenger car 
arbor 












Order from your Jobber 
or Write Direct A-10 









21st & Cass — St. Louis 6, Mo. 
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spection of commercial vehicles, ex-|odic motor vehicle inspection and 





Legislative Roundup 





(Continued from Page 16) 


taining questions about his physical 
qualifications and any possible 
changes in his status since the last 
license was issued. 

Another Maryland proposal 
headed for State legislative con- 
sideration next year calls for es- 
tablishment of a juvenile traffic 
court to handle all persons under 
the age of 21 with traffic viola- 
tions. 

A Wisconsin Legislative Council 
committee is considering proposed 
| driver law changes to legalize pass- 
Esore last year | ing on the right, clearly ban hitch- 

Maine motor vehicle officials have | ae ian bade with, 
drafted for dees anaaa aon | ee to drive. Another proposed 
next year sili f y spe f|change would apply reckless and 
proposal calling for a maximum of  arunken driving laws to driving in 
@ miles an hour during the day) parking lots and filling stations as 
and 55 miles at night. well as on the highways. 

. The seventh annual Washington 
Point Systems Adopted | State Governor's Safety Confer- 

IMILAR legislative action in| ence advocated increased driver 

ee — eee by | training programs in schools, in- 
State Police Supt. . ' aison, | 
put no indication has been given as} 
to what maximums will be recom- 
mended. 

A new speed limit law went into | 
effect Oct. 1 in Ohio, when the 
state's daytime speed limit was 
raised from 50 to 60 miles an hour. | 
The night limit is 50. 

Other phases of the attack being 
made on the highway accident 
problem include spreading adoption 
of driver demerit systems regu- 
lating automatically the suspension 
of a motorist’s license upon ac- 
cumulation of a specified number 
of demerits for traffic violations. 

Latest states to adopt such pro- 
grams include Rhode Island and 
Wisconsin, where new point. sys- 
tems went into operation Aug. 1. 
Such a plan has been under study 
in Ohio. 

A proposal for reexamination of 
all drivers in Oregon was rejected | 
by the State Traffic Safety Com- 
mission, which pointed out that un- 
der present laws drivers can be re- 


adopt absolute limits, the com- 
mittee also recommended that 
under the most favorable circum- 
stances, the maximum speed 
should not exceed 60 miles an 
hour in rural areas or 30 miles in 
built-up areas, with downward 
zoning to meet local conditions. 
Florida’s Legislative Council is 
studying the advisability of rigid | 
maximum speed limits. Iowa’s| 
State Highway Patrol may seek the 
enactment next year of legislation 
setting a fixed speed limit. Such a 
proposal failed in the Iowa Legis- 





7 








pansion of the State Patrol and 
stringent physical examinations and 


periodic checkups for truck drivers. 
* * +. 


Compulsory Insurance 


Probe Asked in Mass. 


An investigation of “all phases” 
of Massachusetts’ compulsory in- 
|surance has been asked by Rep. 
| Harold W. Canavan, Revere Demo- 
| crat, after predictions of a 20 per- 
|cent hike in the premium rates. 
| Canavan said he would ask the 
| Sa neneae for a $100,000 appropri- 
| ation to carry out the probe and to 
|name a special commission to su- 
pervise it. However, the 1957 rates 


have not been definitely set. 
* 2 * 


Hey, Quiet Down! 

Ottawa is expected to pass a by- 
law which provides that no auto- 
mobile can be operated which “by 
virtue of disrepair or maladjust- 
ment causes grating, grinding or 
rattling noises.” It is part of an 
anti-noise drive. 

* * * 

Oregon Rejects Inspection; 


Reexamination of Drivers 
Proposals for compulsory peri- 


reexamination of all drivers have 
been rejected by Oregon’s new 
state traffic safety commission. 
The commission noted that only 
3 to 5 percent of Oregon accidents 
involve mechanical defects and that 
under the law drivers can be re- 
examined when license authorities 
believe there is a need for it. 


St. Louis Show 





‘Sets Space Draw 


ST. LOUIS. — Manufacturer and| 


sponsoring wholesaler applications 


for exhibit space in the 1957 Mid-| 





west Automotive Trade Show are) 


running far ahead of those received 
at a comparable time before the 
1954 show, according to Jos. L. 
Haenny, show manager. 


Exhibit space at Kiel Auditorium | 


has been expanded to include a 
mezzanine which will accommodate 
156 exhibit spaces and a large dis- 
play of antique automobiles. Auto- 
motive manufacturers and whole- 
salers in the Midwest are expected 
to be represented at the show, to 
be held next May. Drawings for 
booth space will be at Kiel Audi- 
torium at 10 a.m. Oct. 8 


57 





Disc Brakes— 


Girling disc brakes are being fitted to 
the front wheels of the English-built 
Triumph TR-3. Only one bleeding point 
(arrow) is necessary, although there are 
two hydraulic cylinders operating the 
brake pads. 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 





KING-SIZE COOLER 
KING-SIZE TRUCK! 


Giant Harrison Radiator Cools 











Diesel-Powered GMC Truck 


When the going’s hot and heavy, Harrison cuts the heat problem 
down to size! There’s a big, rugged Harrison radiator out in front 
of every one of these giant GMC diesel-powered trucks. For 

Harrison packs the cooling power to handle the heat over the longest 
hauls with the heaviest payloads. It’s no wonder that GMC 
specifies Harrison heavy-duty, high-capacity cooling equipment. They 
know they can depend on Harrison . . . with over 46 years’ experience 

in the design, research and manufacture of automotive heat 
controls. If you have a cooling problem, look to Harrison for the answer, 


examined whenever license 
authorities believe there is a need. 
Belief was expressed that working 
with individual accident-prone 
drivers is more effective in reducing 
accidents. | 

Florida’s Legislative Council is 
studying the advisability of general 
reexamination of motorists as a 
prerequisite to renewal of driver's 
licenses. In another Florida de- 
velopment, Col. H. N. Kirkman, di- 
rector of the State Department of 
Public Safety, announced he plans} 
to submit to the 1957 State Legis- 
lature recommendations for estab- 
lishing stiff penalties for motorists 
convicted of drunk driving. 

- = > 


Reregistrations Advocated 


NACTMENT of Maryland legis- 

lation calling for compulsory 
reregistration every three years of 
all drivers in the state has been ad- 
vocated by a State Legislative 
Council subcommittee. 

Under the proposal, the fee would 
be $3 and would yield about $1 
Million at each registration period. | 
Each motorist would be required to 
answer a written application con- 


* 
Auto-Tax Hike 
ee 7 
Urged in Wis. 

A move for the auto to pay “its 
fair share of general government” 
has been urged by Ed Johnson, 
director, League of Wisconsin 
Municipalities, at the convention of 
the County Boards Assn. in Mil- 
Waukee. 

Johnson listed four types of 
added auto taxes that the league 
has recommended: Increase of 
highway privilege tax (presently 
about $3.20 included in registration 
fee); return to personal property 
tax on cars (now used by 21 states); 
& state excise tax (in use in eight 
states), and local option taxes, such 
&s stamp taxes on cars. 











More Features... 
More Fashion... 
More Fun... 


1 va 


COMING NEXT WEEK! 








Watch "WIDE, WIDE WORLD” 
Sundays on NBC-TV 


TEMPERATURES 
MADE 


TO 





ORDER 
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RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N.Y. 






















German Production Chief— 


Dr. Fritz Nallinger, production planning 
director, Daimler-Benz A. G., and Mrs. 
Nallinger are shown in New York on 
their arrival from Stuttgart, Germany. Nal- 
linger will spend four weeks in the U. S. 
for business conferences and inspection 
trips to automotive and other production 
centers. Daimler-Benz was involved in 
the recent working agreement between 
Curtiss-Wright and Studebaker-Packard. 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Birmingham, Ala. 

New-car registrations in Birming- 
ham, Ala., dropped 31 percent in 
September, to total 961, as against 
1,389 in August. 

September’s count by makes was 
Chevrolet, 318; Ford, 221; Buick, 95; 
Oldsmobile, 70; Pontiac, 65; Mer- 
cury, 49; Plymouth, 39; Chrysler, 
25; Cadillac, 22; Dodge, 20; DeSoto, 
12; Nash, 8; Studebaker, 7; Lin- 
coln, 4; Imperial, 2; Volkswagen, 
2, and MG, 1.—(Stuart Riddle.) 

os 


* * 


Bowling Green, O. 


In anticipation of 1957 models, 
buyers of new cars in Wood County, 
Ohio, were fewer in September than 
in August or September a year ago. 
Sales recorded in the title clerk’s 


office were 212 as compared to 288) 


in September, 1955. In August, 232 
were registered. 

Thirteen new trucks were reg- 
istered last month as compared 





to 18 for August, and 38 a year 
ago. 

Used cars dropped, too, with 371 
for September, 471 in August and 
455 a year ago. Used trucks were 
steady, with 34 last month, 30 in 
August, and 39 registered a year 
ago. 

* + + 


Washington, D. C. 


New-car sales sagged in the Na- 
tional Capital during September 
because of inadequate stocks. The 
month’s new-car registrations to- 
talled 1,241, compared with 2,152 in 
the previous month. 

It was the smallest September 
total for any year since World War 
II. 

New-truck registrations in Sep- 
tember amounted to 112, compared 
with 213 in the previous month. 

In the first nine months of this 
year, new-car registrations to- 
talled 20,284 units, compared 


New Cars...New Season-More Reasons to 
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PREVENTS PRE-IGNITION “KNOCK.” EFFECTIVELY 
REDUCES COMBUSTION CHAMBER DEPOSITS. 


Minimizes rocker arm and valve 
train wear. Provides positive pro- 
tection at critical lubrication points. 


~*~ 


Assures instantaneous oil circula- 
tion, faster, easier starts in coldest 
weather plus full-bodied protec- 


tion at operating temperatures. 


Eliminates valve lifter sticking and 


cold weather. 


‘“clatter’’ . . . more prevalent in 


Minimizes formation of low tem- 


perature sludge deposits. 


Complete and Different...SAE 10W-30 oil refined from 100% 
Bradford Pennsylvania Crude Oil=- world’ richest. 


KENDALL REFINING COMPANY 
BRADFORD, PENNA. 


Lubrication Specialists Since 1881 , 


There’s nothing like i 
the gage | 
to boost business : 


new units registered in September, 





with 26,611 for the same period of 
last year, The new-truck total 
was 1,904 compared with 1,726 
last year. 


September new-car registrations 
by make were: Chevrolet, 368; Ford, 
187; _Plymouth, 121; Oldsmobile, 
110; Pontiac, 96; Buick, 93; Mer- 
cury, 52; Dodge, 45; Cadillac, 42; 
Chrysler, 32; DeSoto, 16; Lincoln, 
12; Studebaker, 8; Packard, 8; 
Nash, 6; Imperial, 4; Hudson, 2, 
and miscellaneous, 39. 

Truck registrations were: Chev- 
rolet, 43; Ford, 25; International 19; 
Dodge, 8; GMC, 7; Divco, 3; White, 
2; Autocar, 1; Mack, 1; Reo, 1; 
Willys, 1, and miscellaneous, 1.— 
(William Ullman.) 


* * * 


Manhattan, Kans. 


Sales of new cars in Riley County 
(Manhattan), Kans., held about 
steady during September as com- 
pared with August, according to 
registrations at the county treas- 
urer’s office. 

There were 85 new-car sales in 
September against 89 the previous 
month. 

Used-car sales increased in the 
same period, 392 to 327. 

Sales of new trucks jumped con- 
siderably percentagewise, with 13 





compared with two in August. 

Used-truck sales held about even, 
with 28 in September against 29 the 
previous month.—(George M. Hun- 
holz.) 


. * > 


Milwaukee 


New-car registrations in Milwau- 
kee during September totalled 3,- 
719, a decline of more than 3 per- 
cent from the previous month’s 
total of 3,849. 

By make, registrations were: 
Chevrolet, 934; Ford, 674; Buick, 
437; Oldsmobile, 318; Plymouth, 
225; Dodge, 205; Mercury, 188; 
Pontiac, 181; Nash, 141; Cadillac, 
93; DeSoto, 84; Chrysler, 71; Hud- 
son, 52; Lincoln, 43; Studebaker, 
34; Packard, 15; Willys, 7, and 
miscellaneous, 17, 

Total registrations for the first 
eight months of this year were 29,- 
215, second only to last year’s 33,- 
645.—(John E. Hubel.) 


Minneapolis 

A drop of 20 percent marked new- 
ear registrations in Hennepin 
County (Minneapolis) during Sep- 
tember, when the count was 2,188, 
compared with 2,740 in the previous 
month. 

Total registrations for the first 
three quarters of this year were 
26,536, down nearly 20 percent from 
last year’s nine-month count of 
32,908. 

Ford dropped to third place in 
new-car registrations with Chevro- 
let counting 569 and Buick 324. 
Ford’s total was 319. 

Other registrations were: Olds- 
mobile, 230; Plymouth, 163; Dodge, 


New-truck registrations during 
September totalled 185, down 5 per- 
cent from the August total of 195. 
By make, September registrations 
were: Ford, 61; Chevrolet, 57; Inter- 
national, 32; Willys, 9; White, 7; 
Dodge, 5; Mack, 5; GMC, 3; Reo, 3, 
and» miscellaneous, 3.—(Donald M. 
Lyons.) 


* s * 
Clev 

New-model time has brought an 
upbeat in auto activity in the Cleve- 
land area. 

September new-car registrations, 
however, ran 28 percent below Au- 
gust, with 5,298 against 7,388. New- 
truck registrations dropped 26 per- 
cent, from 493 to 363. 

September new-car registrations 
by make were: Chevrolet, 1,240; 
Ford, 902; Buick, 645; Oldsmobile, 
561; Mercury, 425; Dodge, 340; 
Plymouth, 319; Pontiac, 297; Cad- 
illac, 139; DeSoto, 117; Chrysler, 
104; Lincoln, 68; Nash, 50; Stude- 
baker, 33; Hudson, 12; Volks- 
wagen, 9; Imperial, 7; MG, 5; 
Clipper, 4; Metropolitan, 4; Eng- 










— 


lish Ford, 3; Packard, 3; Con- 
tinental, 2; Hillman, 2; Mercedes, 
2; Renault, 2; Triumph, 2, and 
Austin, 1. 

Truck registrations were: Ford, 
126; Chevrolet, 110; Dodge, 35; In- 
ternational, 30; White, 18; GMC 
17; Willys, 8; Volkswagen, 6; Osh- 
kosh, 5; Diveo, 3; Mack, 3; Reo, 1, 
and Studebaker, 1.—(Sanford Mar. 
key.) 


* * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area “rose decidedly” in 
the week ended Sept. 29, according 
to the Bureau of Business Research 
of the University of Pittsburgh. 

The bureau’s seasonally adjusted 
index of general business activity 
stood at 204.5 percent of the 1935-39 
average during the week. District 
steel-mill operations increased to 


101.5 percent of practical capacity | 


during the week, the highest since 
late April. 

According to the Pittsburgh 
Automobile Dealers Assn., August 
new-car registrations in Pitts- 
burgh totalled 4,082, compared 
with 4,251 in July. 


Registrations by makes were: 
Chevrolet, 881; Ford, 848; Plymouth, 
528; Buick, 410; Oldsmobile, 349; 
Pontiac, 210; Dodge, 194; Mercury, 
168; Chrysler, 106; DeSoto, 106; 
Cadillac, 92; Studebaker, 41; Pack- 
ard, 35; Nash, 33; Lincoln, 29; Hud- 
son, 3, and miscellaneous, 49.— 
(Leon M. Leffingwell.) 


*. . * 


Houston 


New-car registrations in Harris 
County (Houston) totalled 3,436 in 
September, a decline of more than 
27 percent from the August count 
of 4,733. 


Truck registrations declined less 
sharply—20 percent—from 692 to 
550. 


By make, new-car registrations 
were: Ford, 967; Chevrolet, 888; 
Buick, 393; Oldsmobile, 274; Mer- 
cury, 211; Plymouth, 192; Pontiac, 
151; Dodge, 84; Cadillac, 65; De- 
Soto, 438; Chrysler, 37; Stude- 
baker, 26; Nash, 23; Hudson, 22; 
Lincoln, 18; Packard, 9; Willys, 
9; Imperial, 4; Continental, 1, and 
miscellaneous, 19. 

Truck registrations were: Chev- 
rolet, 180; Ford, 177; International, 
119; GMC, 32; Diamond T, 14; 
Dodge, 12; White, 7; Mack, 5; Ford 
Bus, 1; Hudson, 1; International 
Bus, 1, and Willys, 1— (Ruby Fen- 
oglio.) ; 


Baltimore 


Baltimore new-car dealers deliv- 
ered 2,666 new cars in August, com- 
pared with the July total of 2,486. 

New-truck deliveries, however, 
dropped from 242 to 210. 

By make, August new-car reg- 
istrations were: Chevrolet, 616; 
Ford, 534; Plymouth, 315; Olds- 
mobile, 240; Buick, 232; Dodge, 
159; Pontiac, 155; Mercury, 109; 
Chrysler, 94; DeSoto, 71; Cadillac, 
62; Studebaker, 22; Nash, 15; Lin- 
coln, 12; Packard, 7; Hudson, 5, 
and miscellaneous, 18, 

Truck registrations were: Ford, 
68; Chevrolet, 60; GMC, 22; Inter- 
national, 19; Dodge, 14; Mack, 14; 
White, 6; Willys, 3; Reo, 1; Stude- 
baker, 1, and miscellaneous, 2.— 
(Kate Savage.) 

> 


Boise, Id. 


New-car registrations dropped 13 
percent in Ada County (Boise), Id., 
during September. The count was 
195, compared with 227 in the pre- 
vious month. 

Registrations by makes were: 
Chevrolet, 59; Ford, 34; Pontiac, 17; 
Buick, 13; Plymouth, 10; Hudson, 
8; Nash, 8; Oldsmobile, 8; Cadillac, 
7; DeSoto, 7; Dodge, 7; Mercury, 7; 
Studebaker, 4; Chrysler, 1; Lincoin, 
1; Packard, 1, and miscellaneous, 3. 

Fifty new trucks were registered 
in September, compared with 87 in 
the previous month. By makes, they 
were: Chevrolet, 25; Ford, 9; Inter- 
national, 9; Dodge, 2; Mack, 2; 
White, 2, and Studebaker, 1. 
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New Power Brake— 





Packard Ace Reveals System .. . 


He Sells ‘Non-Prospects’ 


SANTA MONICA. - 


- One day last | morrow the purchase of things they 


|fall, Andrew Borts sat across a| should be enjoying today.” 
|desk from Leo Schactmayer, gen-| 


| 


eral manager, Simonson - Schact- 
mayer, Inc. (Packard). He was ap- 
plying for a job as a salesman. 

Schactmayer was dubious. 
Borts’ application revealed he had 
just arrived in the U. S. from a 
small town in British Columbia. 
Anticipating some such answer 
as “I need the money,” Schact- 
mayer asked, “What makes you 
think you can sell cars?” 

Borts’ reply won him the job. 
“I’ve only been in the United States 
for a short while,” he said, “but I 
have already found that many peo- 
ple who say they are not prospects 
for a new car certainly ought to be 
driving a new car.” 


“What do you mean?” asked 


Diana Breck shows off the new Hydra- | Schactmayer. 
flex power brake that is said to stop any | 


model car as quickly as regular power 
brakes without throwing passengers for- 
word and with a minimum of last-minute 
skidding. Using an auxiliary piston princi- 
ple, the low-cost unit has a built-in air 
chamber that absorbs shock waves from 
the brake up to 22 times a second. The 


brake is distributed by Breckenridge Sales, | 


Inc., Norwalk, Calif. 


“I mean,” Borts continued, “that 


| many people fail to realize just how 


wonderful this United States is. 


| There are many people who deny 
|themselves the pleasure and con- 
| venience of modern automobile 


transportation because of ‘economic 
emotionalism.’ They have good 


steady incomes and bright futures, | 


but still they put off until some to- 





Opening Night Jitters 
At the Dodge Plant 


HAMTRAMCK, Mich. — They’ve 
been changing scenery and props at 
the Dodge plant here in what 
Dodge calls one of the biggest back- 
stage programs ever put on by the 
automotive industry. 

The activity, unprecedented 
Dodge said in the company’s 42 
years of “changing over” for new 
models, is leading up to the in- 
troduction of the new line of 
Dodge cars. Premiere is sched- 
uled Oct. 30. 

However, Dodge said, these aren’t 
painted-canvas backdrops or 
paper-mache fixtures they’ve been 
moving around the 63-acre plant. 
Instead, there were tons of metal, 
quantities of concrete, mile-after- 
mile of wiring. 

Dodge said it feels the excitement 
and drama traditionally a part of 
a Broadway production before 
opening night. 

Only, Dodge said, the investment 
is many times larger, the cast is 
in the thousands. And instead of 
one there will be thousands of 





Drivers Inadequate 
For Today’s Cars, 


Doctor Declares 


CHICAGO. — Dr. Emil Seletz, of 
the University of California school 
of medicine, has declared that the 
average human isn’t physically 


equipped to drive a modern, high-| 


powered car. 

Addressing the International Col- 
lege of Surgeons, Dr. Seletz said 
the average driver does not have 
adequate cortico-spinal reflex re- 
sponses necessary for operating to- 
day's sensitive vehicles. 

He added that he is filled with 
horror in contemplating the rising 
toll of preventable head injuries 
resulting from the progress of “our 
push-button, mechanized civiliza- 
tion.” 

Also touching on the automotive 
picture was Dr. Clair S. Linton, 
who said that backseat drivers may 
seendtering from inadequate nutri- 


Asserting that there is a possi- 
bility of developing a remedy for 
backseat driving, Dr. Linton cited 
the case of a woman who was 
badly frightened whenever her hus- 
band drove over 55 miles an hour. 
He said she lost her apprehension 
after a few vitamin injections. 


> 


_—— 
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“stages” in dealer showrooms across 
the country. 

When assembly lines started to 
produce 1957 models, returning 
employes said they hardly knew 





the place. They said they didn’t | 

recognize the car, either, since it | 

is a major changeover for Dodge. | 

They saw a new method of build- | 
ing what Dodge calls “bodies in| 
white” — unpainted metal body| 
shells that is said to involve) 
reconstruction of four floors of the | 
body building. 

The new method is known as the | 
gateline system and involves a mov- | 
ing “train” of gate-like fixtures | 
that move sections of the body au- | 
tomatically through rows of weld- 
ing equipment until the finished | 
unit emerges. 

There was a hint of this, Dodge | 
said, during the summer, with a} 
pilot model gateline with one- 
fourth capacity of the complete | 
system. This took five months to | 
build. Since it is a shorter full-| 
scale version of the actual system, | 
Dodge engineers said they had the 
advantage of eliminating all “bugs” 
and knew that the regular system 
would function when it was com- 
pleted. 

M. C. Patterson, Dodge presi- 
dent, said that the new pilot gate- 
line also serves the double pur- 
pose of being an auxiliary 
production line, turning out Dodge 
bodies while installation of the 
full-capacity system is being com- 
pleted, 

“In future years, as well as this 
one, such a system will enable us 
to reduce the layoff time normally 
required for such a changeover,” 
Patterson said. 





Jaycee Leader 
To Kick Off 
YEX Program 


WASHINGTON. — Wendell Ford, 
president of the U. S. Junior Cham- 
ber of Commerce, will speak at the 
opening session of the Young Exec- 
utives Program to be held in con- 
nection with the 40th annual NADA 
convention Jan, 26-31 in San Fran- 
cisco. 

Ford, a native of Owensburg, Ky., 
will open the two-day YEX session 


at 8:45 am. Jan. 29. A conference 


dealing with retail automobile sell- 
ing will follow. 
Highlighting the afternoon ses- 


sion will be a talk by J. Roger 
Deas, San Francisco, director of 
public .relations for American Can 
Co. Another business session will 
follow Deas’ address. 

Plans for the second day have not 
been finalized. 


Schactmayer doesn’t remember 
exactly how Borts continued to 
expand on that philosophy. How- 
ever, he is certain now that Borts 
was not talking just to be poetic. 


Since his first week with Simon- 
son-Schactmayer, Borts has topped 
the dealership’s sales force and now 
is one of the nation’s top Packard 
salesmen. His sales performance 
during a recent two-month market- 
ing contest earned his a 1956 Pack- 
ard Caribbean and more than $1,000 
in cash and merchandise prizes. 


How does a new-car salesman| 


locate people who are not prospects 
for the purchase of a new car, but 
who should be? 

Borts’ methods are simple. First, 
he dug through dealership files and 
“dusted off” all past appraisal rec- 
ords and records of contacts made 
by salesmen no longer employed by 
Simonson- Schactmayer. 

Next, he examined the dealer- 


AUTOMOTIVE NEWS, OCTOBER 15, 1956 


| 





| tion revealed Borts inside with| 


ship’s service department records, 
noting makes, models and mile- | 
age figures. 

In that way, Borts compiled a 
master list of names and titled it, 
“Non-prospects Who Ought to be 
New-Car Owners.” From this list,| 
he located the 21 new Packard own- 
ers who helped him take top hon- 
ers in the two-month sales contest. | 


There is one unromantic element 
in Borts’ sales program—“Work the 
program every hour of every day.” 
During the closing days of the sales 
contest, Schactmayer drove by the 
dealership one evening just before 
midnight and was shocked to see all | 
the showroom lights on. Investiga- 


| 
| 


three prospects. 

Borts had phoned 10 persons 
after dinner and three of them 
had accepted his invitation for a | 
private demonstration at 10 p.m. | 
Two of these “nonprospects” took | 
delivery of a new Packard the | 
next day. 


Queried as to what he attributes | 
a British Columbian’s success as a/| 
salesman in the toughly competitive | 
automobile _ business, Borts| 
shrugged. 

“I am not a very glib talker,” he) 
said. 








Former Deales 


Admits $200,000 


In False Loans 


HARTFORD, Conn. — Fred C. 
Rohrer jr., a former used-car dealer 
in nearby Simsbury, Conn., has 
pleaded guilty to charges that he 
obtained more than $200,000 in fic- 
titious loans on non-existent cars. 

Superior Court Judge Thomas E. 
Troland has deferred sentence, 
pending a probation report. 

Rohrer reportedly first became 
involved in financial difficulties 10 
years ago when used cars were 
scarce and he needed capital, 

He began obtaining money by 
discounting false notes at a local 
bank and by giving notes and chat- 
tel mortgages to the bank for fic- 
titious used-car sales. 

State’s Attorney Albert S. Bill 


| said, “The accused states that dur- 


ing the month of July, 1956, he 
made payments to the bank in the 
amount of approximately $20,000. 
He states that of 237 chattel mort- 
gages and deed notes, about 15 were 
legitimate and the remainder were 
fictitious.” 








It’s the “Jiffy” hook 
that does the trick! 


Safety Fist 


Council Tests show that reinforced 
tire chains increase stopping ability 
nearly 3 times—starting and 
climbing traction 4 to 7 times! 








New Campbell “‘Jiffy’’ Chains go on amazingly 
fast. No jacking the car. No moving the car. 
No hard-to-fasten inside lock. No dirty work— 


plastic sleeve 


National 
Safety 


guards with every pair. Get 


proof positive that here is the answer to get- 
ting out of trouble—and getting where you’re 
going safely. Be ready when bad weather 
strikes. Get your “Jiffy’’ Chains today. Ask 


your dealer or service man. 


Millions and millions of car owners will see the above advertisement 
in The Saturday Evening Post. And Campbell will be advertising in 
the Post consistently during the chain-selling season—to send sales 
your way! So, it’s just good business to stock up now. Remember— 
when you sell a car—you have the first opportunity to profit by selling 
a set of “Jiffy” Chains! See your Campbell distributor, or write direct. 


CAMPBELL 














Emergency 
“TRACTION KLIPS” 


The easy way out in 
snow, ice, mud. Out 
of ruts—up slippery 
hills—away from icy 
curbs. On or off in 10 
seconds! No dirty 
hands or clothing. 
Handy lever flips 


aaah them off. 














aN aia) oe 


York, Pa 







eW. Burlington, lowa « Portland, Ore. « Sacramento, Calif 
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AMC Names Two 
In Expansion of 


Fleet, Govt. Sales 


DETROIT, — American Motors 
has expanded its government and 
fleet sales division with appoint- 
ment of E. E. Stephenson as man- 
ager of the midwestern division and 








R. F. Barnett 


E. E. Stephenson 


R. F. Barnett to head the western 
division. 


Stephenson, who will be at the 
Detroit zone office, will be respon- 
sible for government and fleet sales 
in Michigan, Illinois, Ohio, Minne- 
sota, North Dakota, South Dakota, 
Montana, Kansas, Nebraska, Okla- 
homa, Missouri, Iowa and parts of 
Indiana and Wyoming. 

Barnett, in Los Angeles zone 
office, will be responsible for Cali- 
fornia, Oregon, Washington, Texas, 
Nevada, Arizona, Colorado, Idaho 
and Wyoming. 

For the past 10 years Stephenson 
has been manager of American Mo- 
tors’ marketing and analysis 
department. Stephenson joined 
Nash in 1940 as organization man- 
ager of the southeast region, Previ- 
ously he had served as a sales man- 
ager of a dealership and in field 
positions with three other auto 
makers. 

Barnett joined Nash in 1950 as a 
district manager in the New York 
zone. Previously he had been sales 
manager of Nash Glendale, Glen- 
dale, Calif. In 1954 he was pro- 
moted to sales promotion manager 
of Nash’s New York zone. He was 
transferred to the Los Angeles zone 
as zone sales promotion manager 
and assistant zone manager. 


Thompson Builds 
Research Center 


CLEVELAND. — Construction of 
a new $10,000,000 testing center for 
the accessories division of Thomp- 
son Products, Inc. will start this 
month on a i1,000-acre site near 
Roanoke, Va. 

The new engineering and develop- 
ment center, to be used for testing 
fuel systems and auxiliary power 
systems for rockets and missiles, is 
scheduled for construction over a 
five year period, according to P. T. 
Angell, division manager. 


Imprinted Tags Offered 
TOLEDO. — Imprinted shipping 
tags have been made available to 
distributors of Merit Mufflers. The 
tags are made of heavy cardboard 
and come with wire attached. 
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following advertised - delivered 

oduee include the suggested base fac- 

prices, Federal excise tax 

amounts and suggested dealer delivery- 

and-handling charges. Not included are 

variable items passed on to the retail 

buyer, such as State and local taxes, 

transportation charges and optional 
equipment. 

BUICK—Special—4-dr. sed., $2,416; 2- 
dr, sed., $2,357; 4-dr. hardtop, $2,528; 2- 
dr. hardtop, $2,457; conv., $2,740; 4-dr. 
2-seat stat. wag., $2,775. Century—4-dr. 
hardtop, $3,041; 2-dr. hardtop, $2,963; 
conv., $3,306; 4-dr., 2-seat stat. wag., 
$3,256. Super—4-dr. sed., $3,250; 4-dr. 
hardtop, $3,340; 2-dr. hardtop, $3,204; 
conv., $3,544. Roadmaster — 4-dr. sed., 
$3,503; 4-dr. hardtop, $3,692; 2-dr. hard- 
top, $3,591; conv., $3,704. (Dynafiow 
standard on Century, Super and Road- 
master. Power steering standard on Super 
and Roadmaster.) 

CADILLAC — Series 62 — 4-dr. sed., 
$4,296; 2-dr. hardtop, $4,201; 4-dr. Sedan 
deVille hardtop, $4,753; 2-dr. Coupe deVille 
hardtop, $4,624; conv., $4,766; 2-dr. El- 
dorado Seville hardtop, $6,556; Eldorado 
Biarritz conv., $6,556. ries 60 Special — 





4-dr. sed., $5,047. Series 75—8-pass. sed., 
$6,613; 8-pass. lim., $6,828. (Hydra-Matic, 
power steering, power brakes standard.) 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $99.) One-Fifty— 
4-dr. sed., $1,869; 2-dr. sed., $1,826; util- 
ity sed., $1,734; 2-dr. 2-seat stat, wag., 
$2,171. Two-Ten—4-dr. sed., $1,955; 2- 
dr. sed., $1,912; cl. cpe., $1,971; 4-dr. 
hardtop, $2,117; "2-ar. hardtop, $2, 063; 2- 
dr, 2-seat stat. wag., $2,215; 4-dr. 2- seat 
stat. wag., $2,263; 4-dr. 3-seat stat. wag., 
$2,348. Bel Air—4-dr. sed., $2,068; 2-dr. 
sed., $2,025; 4-dr. hardtop, $2,230; 2-dr. 


20 Dodge Dealers 
Sign; 6 Exclusive, 


1 Chrysler Dual 


DETROIT.—Addition of 20 new 
dealers, six of them exclusive, has 
been announced by Dodge. 

Exclusive Dodge passenger car 
and truck dealers are: Myrick Mo- 
tors, Inc., Dallas (G. C. Myrick); 
Dodge Lawrence Motors, Inc., Law- 
rence, N. Y. (Stanley Gardner); 
Manzi Dodge, Inc., of Lowell, Mass. 
(Richard A. Stahl); Foltz Motor 
Co., Bloomington, Ill. (Francis 
Foltz); Cottrell Motor Sales, Wil- 
liamsport, Ind. (Robert O. Cottrell), 
and Cavalier, Inc., Cuyahoga Falls, 
O. (John W. Cavalier). 

Dodge-Plymouth dealers are: 
Jack LaCrosse Motors, Inc., Ke- 
nosha, Wis. (John V. LaCrosse); 
Saldana Motor Co., Hebbronville, 
Tex. (Alberto W. Saldana); A & M 
Motor Co., Martin, Tenn. (Harry E. 
Brooks and Bert L. Milner); Bar- 
low Motor Sales, Junction, Utah 
(Ferrel L. Barlow); Clayton Motor 
Co., Tallapoosa. Ga. (N. C. and H. 
E. Clayton); Woodstock Motors, 
Inc., Woodstock, Ill. (A. H. Arm- 
strong); Taylors’ of Lansing, Inc., 
Lansing (Hanley Taylor); Sylvania 
Auto Sales, Inc., Sylvania, O. (Gil- 
bert N. Suller); Ping-Vetsch Mo- 
tors, Bastrop, La. (Virgil E. Vetsch 
and Marley R. Ping); Gayle Graves 
Dodge-Plymouth Co., Trenton, Tenn. 
(J. Gayle Graves); Tri-County Mo- 
tors Co., Laurel, Md. (Raymond W. 
Griffith); Nick Pappas, Inc., St. 
Louis (Nicholas A. Pappas), and 
Hale-Phipps Motors of Britt, Britt, 
Ta. (Calvin E. Packard). 

Dodge-Chrysler dealer is L. S. 
Kelley Motors, Heber Springs, Ark. 
(L. S. Kelley, Heber Hardy and 
Richie Lee). 





hardtop, $2,176; conv., $2,344; 4-dr. 3- 
seat stat. wag., $2,482; 2-dr. 2-seat Nomad 
stat. wag., $2,608. Corvette—Hardtop cpe. 
or conv. (V-8 only), $3,149. 


CHRYSLER—Windsor—4-dr. sed., $2,- 
870.25; 4-dr. Newport hardtop, $3, i28. 25; 
2-dr. Newport hardtop, $3,041.25; 2-dr. 
Nassau hardtop, $2,904.75; conv., $3,- 
335.75; 4-dr. stat. wag., $3,598. New 
Yorker—4-dr. sed., $3,779.25; 4-dr. New- 
port hardtop, $4,101.75; 2-dr. Newport 
hardtop, $3,951.25; 2-dr. St. Regis hard- 
top, $3,995.25; conv. $4,242.50; stat. wag., 

523.25. 300-B—2-dr. hardtop, $4,419. 
(Powerfilte and power brakes standard on 
New Yorker.) 


CLIPPER—Deluxe—4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. 
hardtop, $3,164. 

CONTINENTAL — 2-dr. hardtop, $9,- 


695, (Turbo-Drive, power steering, power 
brakes standard.) 


— Firedome — 4-dr. sed., $2,- | 


DesSOTO 

677.75; 4-dr. Seville hardtop, $2,832.75; 2- 
dr, Seville hardtop, $2,733.75; 2-dr. Sports- 
man hardtop, $2,953.25; conv., $3,081.25; 
stat. wag., $3,370.75. Firefilte—4-dr. sed., 
$3,119; 4-dr. Sportsman hardtop, $3,431; 2- 
dr. Sportsman hardtop, $3,346; conv., $3,- 
544. Pace Car—conv., $3,615. (Powerfiite 
standard on Fireflite.) 


DODGE — Coronet 6 — 4-dr. sed., $2,- 
267.25; 2-dr. sed., $2,194.25. Coronet V-8— 
4-dr. sed., $2,375.25; 2-dr. sed., $2,302; 4- 
dr. hardtop, $2,551; 2-dr. hardtop, $2,- 
437.50; conv., $2,677.50. Royal—4-dr. sed., 
$2,512.75; 4-dr. hardtop, $2,696.75; 2-dr. 
hardtop, $2,582.75. Custom Royal—4-dr. 
sed., $2,623.25; 4-dr. hardtop, $2,807.25; 2- 
dr. hardtop, $2,693; conv., $2,912.50. 
Station Wagons—2-dr. 2-seat Suburban 6, 
$2,491; 2-dr, 2-seat Suburban V-8, $2,599; 
2-dr. 2-seat Custom Suburban V-8, §$2,- 
728.50; 4-dr. 2-seat Sierra V-8, $2,716.25; 
4-dr, 3-seat Sierra V-8, $2,821.75; 4-dr. 
2-seat Custom Sierra V-8, $2,868.50; 4- 
dr. 3-seat Custom Sierra V-8, $2,974. 


FORD — (Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custom—4-dr. sed., 
$2,007.23; 2-dr. sed., $1,955.60; business 
2-dr., $1,844.87. Custom 300—4-dr. sed., 
$2,085.45; 2-dr. sed., $2,033.82. Fairlane— 
4-dr. sed., $2,189.89; 2-dr. sed., $2,137.25; 


Current Prices on New Cars 


| dr., 





4-dr. hardtop, $2,260.65; 2-dr, hardtop, $2,- 
195.11. Fairlane 500—4-dr. sed., $2,246.89; 
2-dr. sed., $2,195.25; 4-dr. hardtop, $2,- 
317.65; 2-dr. hardtop, $2,252.11; conv., 
$2,463.62. Station Wagons—2-dr. 2-seat) 
Ranch Wagon, $2,266.82; 2-dr, 2-seat Del) 


Rio Ranch Wagon, $2,331.36; 4-dr. 2-seat 
Country Sedan, $2,378.63; 4-dr. 3-seat 
Country Sedan, $2,485.50; 4-dr. 3-seat 


Country Squire, $2,615.06. 
HUDSON — Wasp Super 6—4-dr. sed., 
$2,419.70. Hornet Special V-8—4-dr. sed., 
$2,629.70; 2-dr. hardtop, $2,744.70. Hornet 
Super 6—4-dr. sed., $2,774. Hornet Cus- 
tom 6— 4-dr. sed., $3,023; 2-dr. hardtop, 
$3,140. Hornet Custom V-8—4-dr. sed., 
$3,290.30; 2-dr. hardtop, $3,433.30. 
(Power brakes standard on Custom V-8.) 


IMPERIAL—Imperial—1-dr. sed., $4,- 
831.75; 4-dr. hardtop, $5,225.25; 2-dr. hard- 
top, $5,094. Crown Imperial—8-pass. sed., 
$7,602.25; lim., $7,736.25. (Powerfiite, | 
power steering and power brakes standard.) 


LINCOLN—Capri—4-dr. sed., $4,211.50; 
2-dr. hardtop, $4,119. Premiere—4-dr. sed., 
$4,600.50; 2-dr. hardtop, $4,600.50; conv., 
$4,746.50. (Turbo-Drive and power steer- 
ing standard.) 

MERCURY — Medalist—4-dr. sed., $2,- 
313; 2-dr. sed., $2,254; 4-dr. hardtop, §2,- 
458; 2-dr. hardtop, $2,388.50. Custom— 
4-dr. sed., $2,410; 2-dr. sed., $2,350.50; 
4-dr. hardtop, $2,555; 2-dr. hardtop, §2,- 
485; conv., $2,711.50; 4-dr. 2-seat stat. 
wag., $2,722; 4-dr. 3-seat stat. wag., $2,- 
819. Monterey—4-dr. sed., $2,555; 4-dr. 
hardtop, $2,700; 2-dr. hardtop, $2,630; 4- 
3-seat stat. wag., $2,977. Montclair— 
4-dr. hardtop, $2,834.50; 2-dr. hardtop, 
$2,764.50; conv., $2,899.50. 


METROPOLITAN — z-dr. hardtop, $1,- 
527; conv., $1,551. 


NASH—Statesman Super 6—4-dr. sed., 
$2,384.70. Ambassador Special V-8—Super 
4-dr. sed., $2,594.70; Custom 4-dr. sed., 
$2,819.70; 2-dr. hardtop, $2,684.70. Am- 
bassador Super 6—4-dr. sed., $2,689. Am- 
bassador Super V-8—4-dr. sed., $3,001.30. 
Ambassador Custom V-8—4-dr. sed., $3,- 
240.30; 2-dr. hardtop, $3,383.30. (Power | 
brakes standard on Custom and Special 
Custom models.) 


OLDSMOBILE—Series 88—4-dr. sed., $2,-| 








487; 2-dr. sed., $2,422; 4-dr. hardtop, §2,- 
671; 2-dr. hardtop, $2,599. Super 88—4-dr. | 


| $1,996.39; 
| sedanet, ‘31, 844.39. Hawk 6—Flight Hawk 


sed., $2,640; 2-dr. sed., $2,574; 4-dr hard. 
top, $2,881; 2-dr. hardtop, $2,808 cony, 
1. Series 98—4-dr. sed., $3,295 4-dr 
hardtop, $3,551; 2-dr. hardtop, £3,489. 
conv., $3,740. (Jetaway Hydra-Matic anj 
power steering standard on Series 98.) 
PACKARD—Executive—4-dr. sed. $3. 
465; 2-dr. hardtop, $3,560. Patrician—,. 
dr. sed., $4,160. 400—2-dr. hardtop 
190. Caribbean — 2-dr. hardtop, $5 495; 
conv., $5,995. (Ultramatie standard on ajj 
models. Power steering and power brakes 
standard on Caribbean.) 


s 


PLYMOUTH — (Prices are for 6-cyj, 
models. For V-8s, add $103.50 for Be. 
vedere 4-dr. hardtop, Savoy 2-dr. hardtop 


and all station wagons; add $103.25 ‘or aj 
other models.) — Plaza — 4-dr. $1,. 
926.25; 2-dr, sed., $1,883.25; business 
$1,784.25. Savoy— 4-dr. sed., $2,025. 25; 
dr. sed., $1,982.25; 2-dr. hardtop, $2,129. 
Belvedere—4-dr. sed., $2,109.25; 2-dr 
$2,066.25; 4-dr, hardtop, $2,281.25; 
hardtop, $2,213.50; conv. (V-8 only), 
477.50. Fury—2-dr. hardtop (V-8 only), 
866. Station Wagons—2-dr., 2-seat Deluxe 


2-dr, 
$2,. 


| Suburban, $2,196.25; 2-dr. 2-seat Custom 


Suburban, $2,267.25; 4-dr. 2-seat Custom 


Suburban, $2,313.50; 4-dr. 2-seat Sport 

Suburban, $2,483.50. 
PONTIAC — Chieftain 860 — 4-dr. sed, 

$2,298; 2-dr. sed., $2,240; 4-dr. hardtop, 


$2,443; 2-dr. hardtop, $2,370; 2-dr. 2-seat 
stat, wag., $2,569; 4-dr. 3-seat stat. wag., 
$2,653. Chieftain '870—4-dr. sed. $2,413; 
4-dr. hardtop, $2,534; 2-dr. hardtop, $2,- 
480; 4-dr. 2-seat stat. wag., $2,749. Star 
Chief—4-dr. sed., $2,527; 4-dr. hardtop, 
$2,735; 2-dr. hardtop, $2,665; conv., $2,. 
857; 2-dr. 2-seat Safari stat. wag., $3,129, 


RAMBLER — Deluxe — 4-dr. sed., $1,- 
829.20. Super—4-dr. sed., $1,939.20; 4-dr, 
2-seat stat. wag., $2,233. 20. Custom —4- dr. 
sed., $2,059.20; + dr. hardtop, $2,224.20; 
4-dr. 2-seat stat. wag., $2,329.20; 4-dr., 
2-seat hardtop stat. wag. §2,494. 20. 


STUDEBAKER—Champion 6—4-dr. sed., 
2-dr. sed. $1,946.39; 2-dr. 


5-pass. cpe., $1,985.89. Commander V-8— 
4-dr. sed., $2,124.89; 2-dr. sed., $2,075.89; 
2-dr. sedanet, $1, 973.89. President V-6— 
4-dr. sed., $2,234.89; 2-dr. sed., $2,187.39, 
President | Classic — 4-dr. sed., $2,489.22, 
Hawk V-8—Power Hawk 5- -pass. cpe., $2- 
100.89; Sky Hawk 2-dr. hardtop, §2,- 
476.89; Golden Hawk 2-dr. hardtop, §3,- 
061.22. Station Wagons — Pelham 6-cyl, 
2-dr. 2-seat, $2,232.39; Parkview V-8 2. 
dr. 2-seat, $2, 353.89 ; Pinehurst V-8 2-dr. 
2-seat, $2,528. 89. (Overdrive standard on 
Golden Hawk.) 





New Commercial Car Registrations, 


All States for tn 1956-1955 


Truck registrations by states 


are released here weekly, as | grock- 


way 


compiled by R. L. Polk repre- 
sentatives in state capitals. 
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“The information contained in this report has been compiled from official state documents. Every reasonable Precaution has been 


R. L. Polk & Co. 








L. 


exercised to insure accuracy of this report to the extent of the registrations received wand tabulated at the time the report is published. 
cannot assume any liability by reason of inaccuracies or omissions.""—R. 3 


Polk & Co 


New Passenger Car Registrations, 42 States for ee: 1956-1955 


Car registrations by states 


are released — weekly, as 


compiled by R . L. Polk rep- 
resentatives in state capitals. 
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fhe information contained in this report has Wane compiled from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 








’—R. L. Polk & Co. 


received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’ 
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By Martin L. Whitmyer 
Staff Writer 
The most extensive advertising 
campaign in Chevrolet history will 
under way in all major media 
with the introduction of the com- 
’s 1957 cars and trucks in 
dealer showrooms all over the 
nation Oct. 19, according to W. G. 
Power, national advertising mana- 
r. 
. The year’s coverage will include 
more than 7,000 weekly and daily 
newspapers, network radio and 
television, magazines, direct mail 
and a record-breaking outdoor 
Power said. 
Announcement ads will appear in 
Oct. 17 weeklies, PM dailies and 
weeklies of Oct. 18 and AM dailies 
and weeklies of Oct. 19. Two full 
pages will be used in a select list 
of key cities. National magazine 
advertisements will start on Oct, 23. 
The campaign continues through- 
out the season on the company’s 
four network television programs— 
the Dinah Shore Show, the Garry 
Moore Show, Crossroads and the 
Chevy Show, one-hour spectacular. 
Network radio coverage will be pro- 
yided with the daily CBS newscasts, 
The outdoor portion, using 
posters, clocks, highway boards and 
spectaculars, starts Oct. 19, Power 
said. 


= + - 
Richardson in New Post 

Edward S. Richardson of Geyer 
Advertising, Inc. is now buying 
radio and television time on 
selected accounts, in addition to his 
duties as space buyer. 

Richardson has been with the 
agency since 1952, when Geyer 
acquired the operations of W. Earl 
Bothwell Inc., with which Richard- 
gon had been associated as space 


buyer. 
‘©. 


Previews in Color 

All automobile manufac- 
turers have been invited to have 
their 1957 model premiere in live 
color on WJBK-TV, Detroit, the 
only Michigan station equipped for 
live color telecasting. 

Response to the invitation indi- 
cates that each manufacturer will 
debut its ’57 car on a choice of 
the top-rated 6:15 or 11 p.m. 
newscast, with Jac LeGoff fur- 
nishing voice-over description, 
First of the new cars to premiere 
was the Ford on Oct. 2, a day in 
advance of its official bow to the 
public. It was a part of the 11 p.m. 
newscast, first Michigan program 
to be seen entirely in live color. 
George Walker, Ford Motor styling 
vice-president, described the car. 

> « - 


Cunningham Joins Patten 

Ray Cunningham, formerly mer- 
chandising and sales programs 
manager for Plymouth, has joined 
Patten Co., Birmingham, Mich., as 
an account executive. 

In his role at Patten, Cunning- 
ham will handle both automotive 
and general advertising accounts. 

+ + - 


Smokers Have Memories 


More than two out of five persons 
carrying match books with cover 
advertisements for Automotive or 
other industries recall the message 
on their current match book with- 
out looking, according to a survey 
conducted by Hooper-Holmes 
Bureau, Inc., independent market 
—- and commercial reporting 


Interviews in 33 cities revealed 
that 5,112 persons carrying light- 
ing devices, 75.6 percent had 
match books in their pockets or 
Purses. Among these, 45.2 percent 
of the women and 42.4 of the men 
could correctly identify the match 
cover message without looking. 
In a similar unaided-recall test in 
1950, the figures were 38.2 per- 
cent of the women and 35.5 per- 
Cent of the men. 

In addition, it was found that 58 
Percent of interviewees could name 
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advertisers on other match books 
used recently. In 1950 52.1 percent 
could do so. The name of more 
than one match book advertiser 
were remembered by 28.8 percent. 


* * * 
500-Mile Race on Film 

Representatives of press, radio 
and television were guests of 
Perfect Circle Corp., Hagerstown, 
Ind., at a premiere of “500 Miles to 
Go,” the piston ring firm’s movie 
showing highlights of this year’s 
500-mile race. 

It marked the sixth year that the 
company has produced a movie of 
the 500-mile race. 

The Perfect Circle film of the 
1955 race, titled “The Unforgettable 
500,” was judged the best 
commercially-sponsored sports film 
of 1955 in the Stamford, (Conn.) 
film festival. 


+ * + 
FC&B Opens in Detroit 
Foote, Cone & Belding advertis- 


ing agency has opened an office in 
Detroit as part.of its nationwide 
Program of advertising for the 
Special Products division of Ford 
Motor Co., which is designing and 
engineering a new automobile, 

The division appointed Foote, 
Cone & Belding last January to 
handle its national and dealer ad- 
vertising for the new automobile. 
The agency’s offices are located on 
the 11th floor of the National Bank 
Building. 


* * * 


Chatham Picks Ad Rep 


Chatham Mfg. Co., Elkin, N. C., 
has named Anderson & Cairns, Inc., 
to handle the advertising and sales 
promotion for its blanket, automo- 
tive upholstery and apparel fabric 
lines, 

The appointment is effective 

e. 1. 
* + 


Campbell-Ewald Names 2 


The appointment of Richard Kat- 
erndahl and James Defebaugh to 
head the new Denver and Cin- 
cinnati offices respectively of 
Campbell-Ewald Co. has been an- 
nounced by H. G. Little, president 
of the ad agency. 


The offices will service the new 
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Chevrolet Mideast and Rocky 
Mountain regions, which were 





James Defebaugh R. Katerndahl 
recently formed as part of the 
Chevrolet regional sales organiza- 
tion expansion. The Denver office is 
to be located in the Mile High 
Building and the Cincinnati office 
in the Carew Tower Building. 

Katerndahl formerly was assist- 
ant to the manager of Campbell- 
Ewald’s San Francisco office, and 
Defebaugan formerly was assistant 
field co-ordinator based in Detroit. 

+ * . 


National Ad Linage Up 


National advertising linage in 
newspapers for January through 
August increased 5.6 percent over 
the same period last year to estab- 


61 


lish a new alltime high for the 
period, according to the Bureau of 
Advertising of the American News- 
paper Publishers Assn., and Media 
Records Inc, 

Linage measurements in 52 In- 
dex cities, it was stated, showed 
an eight-month rise of 104 per- 
cent for general linage (all 
National linage other than auto- 
motive) and a decrease of 3.8 per- 
cent for automotive from its rec- 
ord linage of 1955. 

All other classifications showed 
gains for the period. Retail linage 
was up 2.9 percent; the department 
store segment of retail, up 0.5 per- 
cent; financial, up 13 percent; clas- - 
sified, up 5.8 percent, and total 
linage—all classifications combined 
—up 4.3 percent. 

7 + * 


DeVlieg Picks Agency 

Zimmer, Keller & Calvert, Inc., 
has been appointed advertising 
agency for DeVlieg Machine Co., 
Detroit. 

DeVlieg manufactures the Spira- 
matic JIGMIL and accessories, 

Appointment of the new agency 
will be effective Nov. 1. 





Do you crave car-owners? 


Readers in households 


If an automobile registration is a sign of a good prospect for 
you... you can register The News as your best prospect for 
good prospects in the New York market. Because The News has 
2,830,000 readers in households owning a car—more than all 
other New York City morning papers combined! Also more 
than all other New York City evening papers combined! And 
you get more home owners, families with children, high 


incomes, and high education brackets as well! 


In fact, before you start planning your next advertising 
program, you’ll find it profitable to spend some time with the 
Profile . . . the most comprehensive study of newspaper readers 


Mirror 


Post 


ever made. W. R. Simmons & Associates Research interviewed 


10,345 newspaper readers in New York City and suburbs—and 


found out more about them as customers than anybody has ever 
known before. It is also one of the most costly surveys ever made, 
but it can make money for you! Ask your advertising agency, 


or any New York News office, to show you— 


“Profile of the Millions” 


THE 4 NEWS, New York’s Picture Newspaper. ..with more than 


twice the circulation, daily and Sunday, of any other newspaper in America... 


220 East 42nd St., New York City ... Tribune Tower, Chicago... 
155 Montgomery St., San Francisco... 3460 Wilshire Blvd., Los Angeles 


Herald Tribune . . 


Source: ‘Profile of the Millions” 
Copyright 1955 by News Syndicate Co., Inc. 


owning a car 


News........ 2,830,000 
¢sasanee ee 
Journal American . . . 910,000 
World Telegram & Sun 760,000 
a 


. - + « 560,000 
- » 550,000 
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Snyder Picks Schweighauser 
To Head Antenna Unit 

Jack Schweighauser, assistant 
sales manager of Snyder Mfg. Co., 
Philadelphia, manufacturer of auto 
radio and television antennas and 


auto accessories, has been pro- | 
moted to national sales manager of 
the antenna division of the com- | 
pany. 

Schweighauser joined Snyder 
three years ago, and was. named 
assistant to Morris in April, 1955. 


- * 
the Nation 


Ta 


Linage 


Gains, 1955 





4,648,402 Lines Gained 


3,886,041 
Lines Gained 


787,387 
Lines Gained 


Lonage parm. Janwary | through December 31, 1955. 
vs same period 1954 Source Media Records. 


Represented 
Nationally by 
Moloney, Regan & Schmitt 























The Houston Post gained 
4,648,402 lines of advertising 
in 1955. This was 

the largest gain in Houston — 
9th largest in the nation! 

In 1955, The Post showed 
highest gains in all six major 


advertising categories: 


Retail, General, Automotive, 
Financial, Classified, Legal. 
There is one basic reason 


for this accentuated swing to 


The Post — superior results! 


*Source: Media Records 


THE HOUSTON POST 


Written and Edited 
to Merit Your Confidence 
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Industry Changes Continue .. . 


New Mergers, Acquisitions 


Divco-Wayne 


Shareholders of Divco Corp. will | 


| vote at a special meeting Oct, 24 on 
whether to approve the acquisition 
|of Wayne Works, Inc., Richmond, 
|Ind. Wayne also has subsidiary 
| operations in Piqua, O., and Belle- 
| fontaine, O. 
Divco manufactures multistop 
delivery trucks and Wayne pro- 
|duces school bus bodies. Wayne 
|also manufactures and sells custom- 
built hearses and ambulances, and 
| other special automotive products. 

G. E. Muma, Divco president, said 
the proposed transaction called for 
the issuance to Wayne of 200,000 
shares of Divco common stock and 
an attainment of $1,312,000 in cash 
and short term notes. Divco will 
also assume the liabilities of 
Wayne. 

Muma also stated that if the trans- 
action is approved by the share- 
holders, the acquisition will take 
place on or about November 1, 1956. 
Wayne will be operated as a sepa- 
rate division under the direction of 
its present personnel. The name of 
Divceo will be changed to Divco- 
Wayne Corporation. 

* * * 


Flintkote, Van-Packer 


Flintkote Co. has purchased Van- 
Packer Corp., Bettendorf, Ia. All 
outstanding shares of Van-Packer 


| bearings. 
country’s largest independent elec- 


were acquired in an exchange for! 


Flintkote common stock, according 
to I. J. Harvey jr., Flintkote presi- 
dent. Van-Packer will be operated 
as the Van-Packer division of Flint- 
kote. i 

* * 


Acme, Cal-Tronics 


Acme Precision Products, Inc. 
(formerly Acme Aluminum Alloys, 
Inc., Dayton, O., and Cal-Tronics 
Corp., Los Angeles, have announced 


| an arrangement has been completed 


to work together on electronic, hy- 
draulic and mechanical projects. 


Plans for the pooling agreement 








Make your shop 
(le) aallits 
it means business 


S5hure-huilt equipment 


attracts and holds good customers ...and 
good mechanics. That’s why Shure-equipped 
shops enjoy increased service volume and 


increased net profits. 


Illustrated: Model 9200 
Service Merchandiser and 
9205 “Low Boy” Service 
Merchandiser. 


bit. 


Ask your jobber or write us for descrip- 
tive catalog on entire Shure -built line. 





&9hure 





MANUFACTURING CORPORATION 


1601 S. HANLEY RD. + ST. LOUIS 17, MO. 


|mation and the increased need of | 
electronic equipment influenced the | 


| Mass., 





of the two companies were finalized 
by Richard C. Crouch and E. Frank- 





| panded sales operations, using Ney 
| Plastic’s nationwide organi: ation, 
| Carmien said. 

+ * * 


Las-Stik-Auto Supplies 


| Las-Stik Mfg. Co., Hamilton, 0, 
|has purchased the assets of Auto 
Supplies Mfg. Co., Inc., Denver, 


lin Hatch representing Acme, and|, Equipment and inventory are be. 
Fred I. Tourtelot and John LeDuc, | M8 moved to the Las-Stik plant in 


Cal-Tronics executives. 
+ oe # 
Hoover-Gerity 

A proposal by Hoover Ball & 
Bearing Co., Ann Arbor, Mich., to 
purchase substantially all assets of 
Gerity-Michigan Corp., Adrian, 
Mich., has been approved by the 
board of directors of Hoover and 
Gerity and will be submitted to 
stockholders for final approval. 

Under the proposal, each 7.52 
shares of Gerity common stock 
would be exchanged for one share 
of Hoover common stock, officials 
said. Details of the exchange will 
be acted upon at special meetings 
of the stockholders of Hoover Nov. 
27, and of Gerity Nov. 28. Hoover 
is a manufacturer of balls and 
Gerity is one of the 


tro platers. 
* - * 

Computer-Hancock 
Computer - Measurements Cor p., 
North Hollywood, Calif., is being 
merged with Hancock Mfg. Co., 
Jackson, Mich., according to John 
K. Rondou, president, Computer- 
Measurements. The company 


changes in the present manage- 
ment, manufacturing or sales per- 
sonnel are planned. 

Robert W. Hancock, Hancock 
president, said the swing to auto- 


selection of Computer-Measure- 
ments. 
* * « 
Prentiss Wire-Riverside 
Prentiss Wire Mills, Holyoke, 
has been acquired by the 


Riverside Metal division of H. K. 


| Porter Co. Harvey Thompson, Riv- 
'erside general manager, said that 


an expansion program was planned 


| for the new acquisition. 


* * * 


L. A. Young-Gonset 


L. A. Young Spring & Wire Corp., 


Detroit, has purchased Gonset Co., 
Burbank, Calif., maker of communi- 
cations electronic equipment. Gon- 


|set will be operated as a division 
|of Young, according to N. D. Ely, 


Young president. He said purchase 
price was about $1 million. 
* * 


* 
Bendix-Servel 
Bendix-Westinghouse Automotive 
Air Brake Co. has arranged to pur- 


| chase Servel, Inc., assests and facil- 
| ities for manufacture of refrigera- 


tion compressors. 

These facilities will be operated 
by Bendix-Westinghouse in two 
former Servel buildings at Evans- 
ville, Ind., for the production of 
electric motor-compressors of one- 
fourth to seven and one-half horse- 
power for use by air-conditioning 
and refrigeration manufacturers. 
Included in the purchase are 12.27 
acres of land and buildings, 
machinery and equipment, inven- 
tories, patents, trade marks and 
technical information used in the 
production of these products. The 
price was not revealed. 

* * ” 


New Plastic-Lansco 
New Plastic Corp., Los Angeles, 


| has purchased Lansco Die Casting 
El Monte, Calif.. as a wholly) 
owned subsidiary. according to J.| 


Co., 


A. Carmien, New Plastic president. 
All key Lansco personnel have 


been retained with William B. Lane 
continuing as president and gen- 


eral manager. Plans call for ex- 


Felt Products Expands. 
Plant in Skokie, Ill. 


SKOKIE, Ill.—Felt Products Mfg. 
Co. has begun construction on 9,000 
square feet of offices and a 46,000- 
square foot factory addition to its 
plant here. 

“Upon completion of this project 
in mid-1957, combined manufactur- 
ing and office facilities will total 
157,000 square feet, all on one floor,” 
according to A. Mecklenburger, 
president. 


will | 
retain its identity and no immediate | 


| Hamilton, where all lines will 

| manufactured. No change in pack. 
aging or tradenames are contem. 
plated. 

1 
Excerpt from Starch 51st (—>= ~ 
Consumer Magazine Report:-————~— 
DY Df A-S3eSY 
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e 
Gils Magazine households 
surveyed own one or more 
automobiles. Each 100 lls 
Magazine households own 
122.4 automobiles. 
In the car ownership 
classification, The Elks 
Magazine leads all others 
appearing in the report. 


1,176,014 Elks comprise » 
mass market with class in- 
comes the median of which 
is $6,050. The Starch Sist 
Consumer zine R 














ives the complete picture. 
write or phone to see 
copy. 


THE MAGAZINE 


New York 
Detroit 


BLITZ 


_ BATTERY CHARGERS 
Are Money Makers For Any Shop 


because they are 
priced right and 
fully guaranteed. 


A complete 
line of 
chargers. 
Fast & Slow. 
6 & 12 Volts. 


Battery Wheeler 

Battery Charging 
Jumpers 

Battery Carriers 

Battery Power 
Units 

Trickle Chargers 

Stands 

Warning Signals 

Emergency 
Starting Cables 


Write today for 
new catalog, 
prices and details. 


| BLITZ ELECTRIC CO., Inc. 


| 5717 Wentworth Ave., Dept. D, Chicago 21, Ill. 


Chicago 
Los Angeles 
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Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. No 
| Pit-—-No Holes. Just plug into nearest elec- 
| trical outlet. For indoor or outdoor display. 
Write for free literature. 


AMERICAN STAGE EQUIPMENT 
__ 805 East 134 St., Bronx 54, N. Y. 


~in STEMAC 


PERSONALIZED 
NAME PLATES 


DETAILS ON REQUEST 


STEMAC 1281 So. Cherokee 


Denver, Colorado 
Want Satisfied 
Customers ? 


as: 


Week! 
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By L. H. Houck 
uto Staff Correspondent 
yer, TOPEKA, Kans. — Jay D. Beard, 
be-§ gales manager for Dale Sharp, Inc. 
-in§} (Cadillac-Oldsmobile), says that his 
be® frm’s good profits and good sales 
were achieved this year by keeping 
its sales staff aggressive. 


He maintains the aggressive- 
ness of his staff by insisting on 
multiple demonstrations and prod- 
uct knowledge which enables the 

b salesmen to overcome the objec- 
4 tions of prospects. 


Sharp’s selling program is based 
on fixing the responsibility for work 
that is to be done and on double- 

all checking to make sure that the 
work assigned is accomplished. 


At an eight o’clock meeting each 
Q morning, assignments for the day 
are given each salesman, and yes- 
by terday’s prospects are checked 
over. 
} A salesman with an assigned 
prospect is not allowed to forget 
the assignment, because it will 
be discussed every day until he 
either sells a car or gets permis- 
sion to abandon the prospect. 
Sometimes a salesman is ready 
to give up on a prospect after hav- 
ing made his product talk, given 
the demonstration ride, answered 
his questions and qualified the 
prospect. 
Then, Beard will probably tell the 
salesman that something has been 
overlooked, and he will ask the man 


Sharp Conducts Daily Meetings .. . 
‘Keep Salesmen Aggressive’ 


our transmission when adjusted by, 
a competent mechanic is as smooth | 
as anyone would want, and the) 
nature of the construction insures 
that you'll get more miles per gal- 
lon than with a torque converter.” 

Beard said many prospects have 
misconceptions about horsepower, 


21 Calif. Counties 
Levy 1%. Sales Tax 


SACRAMENTO, Calif.— Twenty- 
one California counties have acted 
to impose a new permissive 1 per- 
cent sales and use tax, according 
to J. Roy Holland, director, Cali- 
fornia Taxpayers’ Assn. 

The act limits the county levy to 
1 percent and requires that the 
taxes be uniform in provisions with 
the state retail sales and use tax 
act, Cities also may participate in 
the levy of a sales tax under the 
new law. 








to go over the same ground again 
and to take the prospect on another 
demonstration ride. This often pro- 
duces a sale. 


“People like to be sold,” Beard 
said, “and the only way is to stay 
with the prospect and overcome his 
objections.” 

He has a list of answers for 
any of the dozens of objections 
which customers make. For ex- 
ample, if a prospect objects to 
the automatic transmission be- 
cause its too jerky, Beard says: 

‘T've been driving one since 1946, 
and mine is smooth. Those in our 
new cars are smooth as we will 
demonstrate to you. I’m sure that 
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Calendar 


(Continued from Page 12) 


General 


Oct. 22-26—44th National Safety Congress 

and Exposition, Conrad Hilton, Con- 
gress, Morrison and LaSalle Hotels, 
Chicago. 

Oct. 23-25—I!th Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St, Louis. 

Oct. 29-3I—Annual Convention and Ex- 

or hibit, Truck Body & Equipment Assn., 
Sherman Hotel, Chicago. 

Nov. 1-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake. Chicago. 

Nov. 7-9—American Finance Conference 
Convention, Hotel Commodore, New 
York, 

Nov. 8-9—National Fuels and Lubricants 
Meeting, Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 9-l1—Automotive Warehouse Dis- 
tributors Assn. Inc., Membership Meet 

ing and Conference, Palmer House, 
Chicago. 

Dec. I!1—I7th Anniversary Dinner, Auto- 
mobile Old Timers, Waldorf-Astoria 
Hotel, New York. 

dan. 14-18—Annua! Meetina, Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

dan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn., Hotel Del 
Coronado, San Diego, Calif, 

Jan. 26-Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 

Feb. 4-7—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 
March 11-I12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 
ufacturers’' Assn., Windsor Hotel, 
Montreal. 

March 13-14—National Automotive Serv- 
ice Show, Show Mart Bidg., Montreal. 

ey 9-12 — Midwest Automotive Trade 
Show, Kiel Auditorium, St. Louis, 

Apr. 4-7—Southwest Automotive Show, 
Dallas. 
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| highway more smoothly. 


| cars for the numerous accesso- 


“DULOX" Gives A 
REAL GLOSS ! 


and he turns these objections into 
selling points. 

He explains that horsepower has 
no relation to miles-per-hour; that 
the present high-compression and 
high-horsepower engines last longer 
and require less service, and that 
other parts of the car last longer 
because the cars move over the 


He also explains that the extra 
horsepower is needed on modern 





ries, such as air eS ae 

wer window wer seats an 
power brakes. Universal C.I.T. Cites Arkansas Dealers— 

At Sharp's, refresher courses for Four of the 13 Arkansas dealers who received 14 Inter-Industry Highway Safety 
salesmen are held twice a month. Committee plaques from Universal C.I.T. Corp. are shown with Bruce Replogle, left, 
At these meetings, records, guides Universal vice-president, who made the presentations during the convention of the 
and charts are used to arouse the) Arkansas Automobile Dealers Assn. From left are Replogle; Verle Hudspeth (Ford), 
confidence and enthusiasm of ae} Harrison; Searcy Wilcoxon (Chevrolet), Hamburg; Winfred D. Polk (Chevrolet), Corning, 


salesmen . =a a 
7 | and R. B. Reed jr. (Ford), Texarkana. The dealers were honored for providing driver 
Beard declared, “You can’t have|°"™* . 

. high schools. 
too many sales refresher courses| oe = —— 


to keep your sales staff stimulated | 
because it’s human nature to let! Wondering how new-car and truck production and sales are making out? AUTOMO- 


down after the enthusiasm wears| TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
off.” | automotive industry, every week throughout the year. 
















a IT STANDS UP 
a | IN TRUCK SERVICE, TOO! 





Rich, sparkling DULUX Enamel 
makes every job a standout! 


the deep, rich appearance of hours and satisfy more customers with easy-work- 


“Dulux” Enamel to please your customers every ing Du Pont “Dulux.” It’s the standard for enamel 
time. You can rely on it, too, for easy handling in quality and color matching . ..a standout for any job. 
the shop. It flows out smooth and covers fast. And 


‘“Dulux’”’ is dust-free in 20 to 40 minutes—hard-dry DU PONT REFINISHING MATERIALS 
overnight. It gives the dependable performance you 


or comebacks. 


need on budget jobs, where you can’t afford trouble 


‘‘Dulux” is perfect for used cars and trucks—two- 
toning or panel repair—on any jobs that need eco- ae 
nomical handling and quick delivery. So save man- _— BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 











AUTOMOTIVE NEWS, OCTOBER 15, 1956 





Here’ s trucking AUTOMATION that 


lets you combat High Cost Hauling 


Cost saving way to handle extremely long 


objects such as display cases, frozen food 
cases, furnaces, air-conditioning units, 
machine tools, bathtubs, tanks, etc. Skid 
object on gate leaving one end extend- 
ing beyond edge of gate. Flush end of | 
object is first swung into body, and then 
entire object is skidded into body 
lengthwise. 


ANTHONY LEFT GATE S 
FOR 3/4 TON and Larger Trucks and Semi-Trailers 


If high freight rates and costly delivery 
services are cutting a swath out of your 
profit picture, here are five ways you 
can offset them. 





1. Speed up deliveries. 


Develop faster, easier ways of load- 
ing and unloading trucks. 





Model No. 144 handles loads up 
to 1000 Ibs. Cuts loading and 
unloading time 50%. 


Systematize handling of bulky, awk- 
ward, heavy shipments. 


Prevent damage to goods, yet make 
it easier and safer for drivers to 
handle most shipments alone. 


5. 


Help drivers contribute to the satis- 
faction of the receiver. 


All of these advantages are yours when 
you install Lift Gates on your trucks. 
We will be glad to recommend the 
systems, the size and type of Gate best 
suited for your work. 





Model No. 145 handles up to 2000 
Ibs. on 1'%-Ton and larger trucks 
and semi-trailers. 


Model No. 146 handies up to 4000 
ibs. on heavy trucks and semi- 
trailers. 


Write, wire or call us today—no obli- 
gation. One of our representatives is 
nearby. = 5603 


ANTHONY COMPANY 


Streator, Illinois 









































DIRECT FROM: 


uniforms — and save money. 
largest and best known 


materials (no seconds) 


are durable boat-sail drill. 


SHIRTS 
TROUSERS 
COVERALLS 


SERVICE 
COATS 


CAPS 
Overseas 


Phone 8202 
funded. 


rr GARMENT Co. 


MANITOWOC, WISCONSIN 





You just can’t buy better uniforms at any price. 
employees, maintenance men, service station 

attendants have been proving for over 20 years that 
Keep Kleen garments fit better and give longer 


Write for complete 





| °57 Retooling Told... 


DETROIT. — The most extensive 
and expensive new-model tooling 


| program in its 48-year history has | 
| been completed, according to Fisher | 
Body division of General Motors | 


Corp 
a of GM’s 1957 Chevrolets, 
| Pontiacs, Oldsmobiles, Buicks or 
Cadillacs will be able to choose 
from over 70 different body styles 
and a number of combinations in 
colors, trims and patterns, 
“Developments have been accom- 
plished for GM’s 1957 models—in 
designing, engineering and manu- 
facturing—-that a few short years 
ago were judged impossible,” said 
James E. Goodman, Fisher general 
manager. “One of the most 
dramatic things about the 1957 
models is the safety factor.” 
Automobile safety begins with 
sound structural engineering, Good- 
man added, and recalled that Fisher 
Boty introduced ee unisteel body | 


Magsaysay Attends 


Goodyear Opening 


In Philippines 


AKRON. — Philippine President 


Ramon Magsaysay participated in| 


the formal dedication of Goodyear} 
Tire & Rubber Co.’s new tire plant 
in the Philippines Oct. 6, Russell 
DeYoung, executive vice-president, 
represented Goodyear management. 

R. W. Pockmire, general manager 
of Goodyear’s operations in the 
Philippines, presented the first tire 
cured in the Philippines to Presi- 
dent Magsaysay. 

Full production at the plant is 
expected by the end of the year. A 
complete line of tires, tubes, recap- 
ping materials and neolite and rub-| 
ber shoe soling slabs and heels will | 
be manufactured. 

The plant, part of Goodyear’s 
$114-million world-wide expansion 
program, was built on a 43-acre 
site, 12 miles from Manila. 
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MANUFACTURER 


Now you can outfit all your employees in neat, long wearing 
Order direct from one of the country’s 


manufacturers at factory prices! 


SAMSONMITE garments, product of the Keep Kleen Garment 
Co., are tailored by skilled (union) workmen with over 20 years 
experience. You get only sturdy, mumber-1 quality cotton 


... vat-dyed .. . Sanforized ... 


and triple-stitched where needed for extra strength. Pockets 


All points of stress are bar-tacked. 
Garage 


service. Find out for yourself by 
writing today for details. 


You Profit More by Owning 
Than by Renting.... 


%& GREATER COMFORT 
y% BETTER APPEARANCE 


% LONGER WEAR 


Near, full cut, silver grey. Long @ $2.95 
Silver grey. Comfortable and neat @ $3.75 


Feature non-binding reglan sleeves. 
Tuftex grey. $5.80 


Protect clothing. Sanforized, vat-dyed 
cotton silver grey tuftex @ $5.25 


Choice of military @ $2.40 with two tops. 


@ $.75 ea. 


Styles in all sizes. 


NOTE: Names in script over pockets FREE. 
ORDER NOW! Guaranteed or money re- 


line and prices 


Division of 
MANITOWOC 
COTTON 
Gooos MFG. 
COMPANY 


‘eg 


70 Body Styles by Fisher 


and was first to produce the all- 
steel turret top. 

Fisher said the bodies have a 
floor assembly composed of heavy, 
ribbed steel panels as a foundation 
joined on either side to box-girder 
type rocker panels and reinforced 
by crosswise steel channel braces. 


Pillars are self-reinforcing box- | 
section columns, welded at the top | 
The 


to rigid box-type roof rails. 
roof rails are bridged by a wide 


roof bow transversely across the | 
body. Precise side-frame assembly | 


assures maximum Fisher 
said. 

Many 1957 safety devices rep- 
resent refinements of ideas which 
Fisher Body said it has been 
developing through the years. 
Safety-cushioned instrument 
panels have been available on 
some models for the past four 

| years. 

Last spring, Fisher Body said 
it introduced and began installing 
a safety interlock on doors to help 
prevent them from flying open in 
the event of a collision. It was 
made standard on all Fisher Bodies. 


Few persons driving today’s au- 


unity, 


tomo! iles realize the constant prog- 
‘oward increased safety that | 


ress 
has L:en achieved in the modern 
autor) bile, Fisher said. 

Und -rneath the glamour of the 


Letterbox 


(Continued from Page 12) 


(about $4,256). You can imagine the 
effect upon the market. 


We had been averaging sales 


around 35 new units a month, and 
our operating budget had been set 
on the expectancy of our maintain- 
ing this figure. Our deliveries in 
| April were 11. The re-action was 
quite a natural one. The back 
order log became a thing of the 
past, and it was found that 10 
deposit orders would yield some- 
thing like one consent for delivery. 


Many members of the motor trade | 


became panicky and over- 
allowances on used vehicles and/or 
| substantial concessions upon list 


| prices for new units became a fea- | 


| ture of trading. 

One by-product of the situation 
was the realization that we had to 
completely re-train our respective 
selling organizations. Salesmen 
|who had been full of the joy of 
| spring in the seller’s market, were 
found to lack the intestinal forti- 
tude necessary under such changed 
conditions. However, young dealers 
did realize that they had an oppor- 
tunity and have gradually re- 
grouped their selling organization. 
A very severe training program 
has been constantly carried out 
and this will not be relaxed. From 
11 deliveries in April, we had 17 
in May, 22 in June, 23 in July and 
26 in August. Orders for new 
models taken during the month of 
August were most encouraging. 

For the last six months (Janu- 
ary to June) of our financial year, 
we made e slight profit compared 
with a bumper first half (June to 
| December), so that our year is the 
best that we have had. 

The changed conditions have 
spotlighted the need for us to pay 
far more attention to our service 
and spare parts divisions which, in 
the past, have tended to ride on 
| the back of new motor vehicle sales. 

I am very optimistic regarding 


the future. We will probably have | 
difficult times for a while but) 
Australia certainly has a great! 


future.—A. Sewe.., Finsbury, South 
Australia. 





| Doran’s 10th Birthday 
| Shows Chevrolet Story 


| DALLAS.—Doran Chevrolet here, 
|in observance of its 10th anniver- 
sary, has gathered a “parade of 
progress” of 40 years of Chevrolets 
for showing at the dealership. 


The collection of cars included a 
| 1916 roadster and a 1916 touring 
car; a 1928 coupe and 1928 roadster; 
a 1931 sedan, plus, of course, the 
i956 line of cars. “Though we have 
only shared in the last decade, the 
story of Chevrolet progress is a 
fascinating one that extends back 
into the years,” Doran’s advertising 
said. 


} 
| 
| 





1957 styling there is said to be 
dence of continued progress to: 
safety and passenger protecti: 

Fisher Body said the goal of 
engineers has been to build b« 
of increasing structural stre: 
Safety factors built into new m« 
are the results of laboratory and 
road tests developed and retined 
over the years. Testing is done by 
a staff ‘of over 200 in the exjeri- 
mentai and development secticn. 

Testing begins when the model 
is in the design stage and con- 
tinues through hand-built models 
and production-line bodies, Fisher 
bodies are subjected to torsion 
tests, bending tests, shake tests, 
breakdown tests and numerous 
static tests of individual parts 
and assemblies, it was said. 

The supreme test is the roll-over. 

A finished car is towed at 50 miles 
an hour and flipped over by means 
|}of a ramp. This crashed body is 
studied from the point of view of 
| passenger safety based on the abil- 
ity of the roof and pillars to stand 
impact, the ability of doors to stay 
| closed and to open readily after 
the turnover, Fisher said, 
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TURNTABLES 
Manufactared by 
Macton Machinery Co. 


DYKE LANE 
Stemford 2, 
Coan. 





FREE 
SAMPLES 
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COMING NEXT WEEK! 


-\=\ THE BOOK 
<a>| THAT GIVES 


WHOLESALE COSTS 
Ta eS 
and EQUIPMENT! 


Now you can know the exact 
Wholesale Cost of competitive 
makes. You'll SAVE many sales 
with this information. 

You'll never want to be without i!. 
Send only $10.00 for your 1957 Edition 
and Receive FREE the 1956 Edition. 
Free offer good only while supply of 
1956 books lasts, so hurry! 


Auto Costs Publications 
P.O. Box 224—-Dopt. 87 
| New York 1, N. 


Enclosed is $ 





- copies 
of the 1957 Edition of AUTO COSTS @ $10.00 per | 
copy, (post paid). 


for which send me... 


Nome 
| Title. 
Compony. 
| Address. ate 
City. D0 itcie 





g “ALSO INCLUDE FREE 1936 EDITION 
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(Continued from Page 1) 


jnterest), and Valley Ford Sales, 


Fresno, Calif. 45 percent interest). | 


The report said Breech was 
selling his interests in the Dallas, 
Les Angeles and Greensboro deal- 
erships. 

William Breech was listed as 
paving a 4 percent interest in the 


Hull-Dobbs Operation in San Juan, | 
an 11.1 percent interest in the San) 


Jose dealership and a 6.8 percent 
interest in the Burbank dealership. 
* * * 

E filing of this additional data 
grew out of questioning during 
the Monroney subcommittee’s hear- 
ings this spring. The subcommittee 
at the time requested that addi- 


Lists Published by Monroney Committee... 
SE ——————————————————— 


GM, Ford Bare ‘Kin’ Dealers 


|termination as to the person or| Tex.; Herbert G. Burgess, Castle 


persons responsible for the devia-| Rock, Colo.; W. W, Cavnar, Lake-| 
tion from policy. wood, Colo.; Clyde F. Ensor, Louis- 
“The dealership records made a| ville; Jack W. Fitzsimmons, Colby, 
sufficient disclosure of the interest} Kans.; W. J. Henderson, Red Cloud, 
of Mr. Kimball so that the viola-| Neb.; Joseph J. Herr jr., Hamburg, 
tion could have been avoided when| N. Y. 
the dealership was established, or Thomas F. Lawrie, Newark, N. | 
cured immediately thereafter.” J.; R. C. O'Donohue, Muncie, 
Ag Ind.; John W. Pritchard, Britt, | 
URTICE said GM has no “ex-| Ja; Paul S, Pritchard, Mason | 
press policy” regarding owner-| City, Ia.; W. S. Pritchard jr., 
ship by its executives or employes! Garner, Ia.; H. A. Schlup, Crys- | 
of interest in independent com-| tal Lake, Ill, and Jacqueline L, | 
panies supplying dealers with) Tucker, Gainesville, Ga, | 


goods and services. : 
However, he added, it is “well The three Pritchards all are 


understood in General Motors that| >Tothers of H. M. Pritchard, as- 





| any officer or employe or any mem-| Sistant sales manager of Ford divi- 


tional material pertaining to finan-| 
cial holdings be submitted by Ford | 


and GM. 
Other producers were not 
quested to produce supplementary 


re-| 


information beyond that which was) 


elicited during the questioning in 
the hearings. Chrysler Corp., Amer- 


ican Motors and Studebaker-Pack-| 
ard denied that their officers or|to such officer, employe, or mem- 


other employes had any financial 
connections with dealerships or 
with independent suppliers who 
sold to their dealers. 

In a letter to subcommittee 
counsel David Busby, Harlow 
Curtice said investigation re- 
vealed he was in error in 
previously informing the sub- 
committee that no GM executive 
or employe held any dealership 
interests. He said GM learned 
that B. B. (Cap) Kimball, adver- 
tising manager of Pontiac Motor 
division, has a 26 percent interest 
in a Pontiac dealership owned by 
his son, B. L. Kimball The 
dealership is Quality Motors, 
Sandusky, O. 

“This represents a violation of 
corporation policy,” Curtice said, 
“and Mr. Kimball has been directed 
to dispose of his interest in the 
dealership. The question of disci- 
plinary action will be determined 
after a full investigation and de- 


DeSoto Previews 
Start; Fireflite 
Resale Lead Told 


BOSTON. DeSoto has com- 
menced here a series of dealer pre- 
views to be carried out in the 
regions across the nation. 

New record sales aims were out- 
lined by factory officials headed by 
J. B. Wagstaff, sales vice-president. 

The next meetings were held in 
Detroit, Syracuse and Fort Worth, 
followed by St. Paul; Atlantic City; 
Cincinnati; San Bernardino, Calif.; 
Charlotte, N. C.; Kansas City; Chi- 
cago; San Mateo, Calif.; Montgom- 
ery, Ala.; Omaha; Seattle; New 
Orleans and St. Louis. 

Earlier, W. F. Sullivan, DeSoto’s 
national used-car manager, said 
that DeSoto’s 1956 Fireflite has at- 
tained top resale position in its 
Price class for the first time in the 
company’s history. 

He said the Fireflite nosed out 
its two nearest competitiors in the 
Wholesale and retail markets. Its 
tetention of price was 1 percent 
higher at wholesale and more than 
3 percent above at retail. 


| Buick Co., Evanston, II. 


DeSoto also said that its dealer| 


stocks of used cars were at the low- 
est point since November, 1952. Up 
to Sept. 20, stocks were 36 percent 
below 1955, or 49,000 in 1955 and 
31,600 in 1956. 


DeSoto said this year it held 
about a 23-day supply compared 
with 29 days in 1955. DeSoto said 
its reports show an increase in 
conquest sales,” where competitive 
Makes were traded in on new De- 
Sotos. 

Meanwhile, D. F. Linnell, DeSoto 
Parts and accessories sales man- 
@ger, has announced nearly a 50 
Percent increase 1956 vs. 1955 in the 
Sale of factory installed accessories 
and optional equipment. 
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immediate families| 8ion’s Detroit district. 
+ * *. 
M’s LIST of dealer kin also 
included the following: | 
. W. Gabrielson, Berkeley, 
Calif.; W. S, Curry, Bloomington, | 
Ind.; J. P. Leigh, Winston-Salem, 
N. C.; J. W. Winning, Guciters | 
Pa.; F. B. Alford, LaGrange, Ga.; 
R. T. Leigh, Tuscaloosa, Ala.; F. S. | 


ber of their 
should not have any interest of any 
kind in any supplier of General 
Motors or its dealers which might) 
conflict in any way with the inter- 
ests of General Motors or its deal- 
ers or which, even in the absence 
of such conflict, might result in any 
unreasonable or abnormal benefit 


ber of their immediate families.” 

Curtice said that a company in- 
vestigation following its appear- 
ance before the subcommittee 
brought out that two GM mem- 
bers own stock in Kent-Moore 
Organization, which sells special 
tools to dealers. John J. Cronin, 
vice-president in charge of the 
manufacturing staff, was listed 
as the owner of 200 shares. Myrle 
E. St. Aubin, director of GM's 
service section, was listed as own- 
ing 100 shares, with his wife and 
mother-in-law owning another 
hundred. 

Both GM and Ford said that 
dealerships in which relatives of 
company people hold interest re- 
ceive no “preferential treatment.” 

> > . 


ORD, in its response, reported 

that C. C. Shipley, fleet sales 
representative in Louisville for 
Ford division, holds financial in- 
terest in a company which supplies 
dealers with truck bodies and 
equipment. The firm is Manning 
and Shipley, Louisville. J. S. Ship- 
ley, his brother, was also listed as 
an owner. 

Ford told the subcommittee that 
C. C. Shipley “is being specifi- 
cally advised of the corporation's 
policy not to have any officer, or 
zone or district sales employe, 
own any legal or beneficial inter- 
est in any independent corpora- 
tion supplying its automobile 
dealers with goods or services, 
and to discourage ownership by 
members of the immediate fami- 
lies of such officers and employes 
of any such interest in any such 
suppliers.” 

The breakdown submitted by GM 
as to family members of GM em- 
ployes who are owners or partial 
owners of dealerships contained 77 
names. They include, besides Har- 
old Curtice. T. W. Hufstader—the 
son of W. F. Hufstader, GM distri- 
bution vice-president. The son is 
listed as complete owner of Bonnie 


O. P. Hufstader, a brother of the | 
GM executive, is head of a| 
Chevrolet- Oldsmobile deal 
Naperville, Il. 

The Ford list embraces 19 names 
but is limited to immediate mem- 
bers of the families of company 
officers or employes. The GM list 
includes in-laws, as well. 

*-_ * * 

ESIDE the two Breech sons, the! 

Ford compilation shows these| 
individuals as holding dealership 
interests: 

William F. Bugas, brother of John 
S. Bugas, Ford vice-president of 
industrial relations, interest in Bill) 
Bugas, Inc., Houston. 

Wayne I. Gossett, brother of 
William T. Gossett, Ford general 

counsel, interest in Ames Ford 
Sales, San Rafael, Calif. 

Wayne I. Gossett and Christine 
Gossett Ames, brother and sister of 
William T. Gossett, interest in Gos- 
sett-Ames Ford Co., Studio City, 
Calif.; Novato Motor Co., Novata, 
Calif.; Universal Motors, Ventura, 
Calif. 

The Ford listing did not reveal |, 
whether they were sole or partial 
owners. 


in 


Single Jet No. 741 





12 VOLT 


available. 





*” * * 
THER dealers on the Ford list 
follow: 
Charles S. Bazzell, Longview, 
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BRAND NEW! 


FULLY AUTOMATIC 
CIGARETTE LIGHTERS! 


Eye appeal that means 
buy appeal in gleaming 
chrome or “glow in the 
dark” lucite! A full 
line of 6 volt 

lighters is also 
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Edelen, Miami; C. C, Darby jr. |C.; H. C. Webster, North Vernon, 


Sarasota, Fla. 

J. C. Beem, Shelbyville, Ill.; H. 
B. McGrath, Eau Claire, Wis.; Wil- 
liam S. Hill, Pocatello, Ida.; E. 
Matthies, Albert Lea, Minn.; A. J. 
Schultz, Wells, Minn.; E. N. Roe, 
Norfolk, Neb.; Ross Love, Grand 
Saline, Tex.; J. H. Gallagher, Ken- 


nett Square, Pa.; W. C. Renfore, | 


Dermott, Ark.; C, T..-Doan, Jones- 
boro, Ark, 


V. W. McKinney, Chattanooga, 
Tenn.; D. F. Figge, Annandale, 
Minn.; Rod Hauser, Bethlehem, 
Pa.; C. G. Williams, Chaska, 
Minn.; Leo Hamiltion, Chippewa 
Falls, Wis.; C. P. Frischmann, 
Conway, S. C.; Charles Milliken, 
Culver City, Calif.; Ralph Kriesel, 
dealerships in Minneapolis, St. 
Paul and Duluth, Minn., and 
Superior, Wis.; Wade M. Watson, 
Frederick, Okla. 

C. H. Beck, Fredericksburg, Va.; 
J. B. Donoho, Freer, Tex.; S. Bene- 


tyne, Hart, Mich.; L. B. Lyman 


Louisville. 
* * * 


F. JOHNSON JR., Mobile Ala.; 





Ind.; Adam Poskie, Rhinelander, 
Wis.; Oliver Johnson, Barron and 
Rice Lake, Wis.; George Miller, St. 
Louis; Bob Patneau, Sylvania, O.; 
J. G. Thomason, Thomasville, N. C.; 
A. F. Young sr., West Palm Beach, 
Fla.; C. L. Sinnott, Marshfield, 
Mass. 

Cc. W. Bradley, son of GM 
Board Chairman Albert Bradley, 
Norwalk, Conn.; Robert Nichols, 
Clinton, N. Y.; J. E,. O’Daniel, 
Terre Haute and Evansville, Ind.; 
V. A. Staneart, Uhrichsville, G.; 
J, C. Pansing, Pennsboro, W. Va.; 
B. H. Seabright, Wheeling, W. 
Va.; Roy Culver, Elkhart, Ind.; R. 
J. Walser, Hopkins, Minn.; Pete 
Hammer, Madison, Minn. 

J. L. Rector, son-in-law of Olds- 
mobile’s former general sales man- 
ager, G. R. Jones, Burlingame, 

Calif.; J. L. Worrell, Beckley, W. 
Va.; C. O. Black, Winsted, Minn.; 
J. E. Haley, Bethleham, Pa.; G. 
H, Staring, Denison, Tex.; F. W. 


| venti, Granger, Ia.; D, J. Ballan-| foley, Livermore, Calif. 


W. A. and C. M. Goad, Mangum 


|sr, and jr. Kent, O.; A. H. Rich,| Okla.; E. J. McKeith, Mexia, Tex.; 
| Kindred, N. D.; J, L. Pendergrass,;H, H. Fross, Rockford, Ill.; R. L. 
| Sarason, 
| Reichert, Yoakum, Tex.; M. R. and 
|I, A. Myrha, Fargo, N. D., and B. 


Wayne, Mich.; A. O. 


*D. O. Cutting, Morganton, N.| Toon, Medora, Ind. 


The shortest distance between 


and BUY is 


NOW! SELL THEM THE EXACT 


e113. 


Get Big 


THEY 


with the New 
CLEARVIEW 


PLASTIC RESERVOIR 
WINDSHIELD WASHER 


ee 





Profit Volume 


Cut Costly Installation Time 
Install in Less Than Twenty Minutes! 


351 N. CRAWFORD AVE. 


Immediate cleaning action! A toe-touch on the 

foot control instantly shoots water against the 

windshield through clog-proof jets. Less than twenty 

minutes to install... 

One model fits every car and truck. . . even 

foreign and sports cars. Eliminates lost sales 

and the multi-model inventory problem. 
Compactly designed and durably 

made from brass, plastic and neoprene 
rubber. Doubly sealed plastic reservoir 

is shock-proof and freeze-proof .. . 

no more bottle breakage. 


For extra fast selling, get 
this customer operated counter 
display with assortment No. 742. 





















no cutting into manifold. 
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EVERY CAR OWNER IS A 
PROSPECT FOR THESE 


BOLL) 


SALES PRODUCING EXCLUSIVES! 
SANTAY CORPO 


RATION 


CHICAGO 24, ILL. 








EVANSTON, Ill. — The Trans- 
portation Center at Northwestern 
University here has opened a 
national program of research, edu- 
cation and service to “meet the 
need for . (an) integrated 
approach to transportation pro b- 
lems.” 

With support from highway 
transportation, railroads, airlines, 
ocean and inland waterway ship- 
ping lines and pipelines, the 
center will operate within the ad- 
ministrative framework of North- 
western. 

The first general course in trans- 
portation will commence Jan, 7 and 
end March 15, according to Frank- 
lin M. Kreml, director. 

It will be open for men in junior 
executive and middle-management 
positions in the transportation in- 
dustry, government and military. 

Major subjects to be covered in- 
clude: 

1. Understanding place of trans- 
portation in producing higher 
levels of living. 

2. Understanding alternative ways 
of doing the transportation jobs. 

3. Understanding the society in 
which transportation operates and 
how social organization affects the 
way in which it operates, 

4. Understanding the human 
beings who make the transporta- 
tion plant run and who buy trans- 
portation service. 

5. Planning to do the trans- 
portation job, 

6. Understanding your competi- 
tion. 

“Northwestern,” said Fred G. 
Gurley, chairman of the advisory 
committee and president, Atchison, 
Topeka & Santa Fe Railway, “is 
giving the transportation industry 
an opportunity to make a profitable 


School of Transportation 


Northwestern U. Starts Research Program; 
Offers Aid to Industry 





milion and development of a com- 
plete transportation library, 

“We don’t know the answers,” 
said Kreml1 in speaking of the 


center’s task, “but the center gives | 
us the first practical tool we've ever | 


had to search them out. Knowledge 
is vital to the solution of the prob- 
lems that hedge transportation 
progress with doubt and indecision. 
It will be our task to help provide 
this knowledge.” 

Among those.serving with Gurley 
on the advisory committee are: 


| Paul Hoffman, former chairman, 


investment — one that will pay us| 


substantial dividends in the form of 
better-trained men for the trans- 
portation field, unbiased research 
on a scale no industry is equipped 
to carry on and expert consultative 
services.” 


| 


In addition to research and con-| 


sultative services to the industry, 


Studebaker-Packard Corp.; H. E. 
Humphreys jr., president, U.S. 
Rubber Co.; Roy C. Ingersoll, chair- 
man, Borg-Warner Corp.; Walter 
Mullady, president, Decatur Cartage 
Co.; Cyrus R. Osborn, vice- 
president, General Motors Corp., 
and Rawleigh Warner, chairman, 
Pure Oil Co. 


DEARBORN.—J. C. Doyle, gen- 
eral sales and marketing manager 
of the Special Products division, 
Ford Motor Co., has announced the 
appointment of 24 district sales 
managers in as many cities across 
the nation. 

“On the shoulders of these men, 
at the outset, will fall the bulk 
of our dealer recruitment pro- 
gram. Later, they will be respon- 
sible for the introduction and 
marketing of the E-car line,” 
Doyle said. 

For the present, Doyle said, dis- 
trict managers will headquarter in 
the five regional sales offices, 
located in Detroit, Newark, N. J., 

Chicago, New Orleans and San 
Francisco. Early next year they 
will assume their duties in their 
respective district cities and begin 
building district personnel staffs. 

Recruitment of dealers will begin 
shortly thereafter, Doyle said. 

District cities and sales mana- 
gers in the Central region, head- 
quartered in Detroit, with O. L. 
Wigton as regional sales mana- 
ger, will be: 

Detroit—Harley F. Riley, former 


the center will offer undergraduate | dealer development director for 
courses, studies at graduate level! morg Motor. Riley’s automotive ex- 


leading to a master’s degree and| perience dates to 1930 when he 
special courses for personnel in the! started with Chevrolet. 


industry. 
Plans call for a staff of 50, an 


ultimate annual budget of $1.5 | 


20% of Motorists 
Used Winter Tires, 


Survey Reveals 


NEW YORK.—-Twenty percent 
of the nation’s motorists used win- 
ter tires last winter, according to 
the Rubber Manufacturers Assn. 
which based its findings on a 
Crowell-Collier survey. 

The RMA report showed that 
winter tires were used on an esti- 
mated 10,190,000 cars last winter, 
as compared with 4,819,000 cars 
four years ago. 

The report also indicated that 
more than 40 percent of the cars 
in the snow belts of the eastern 
and central states used the winter 
casings. 

George Flint, RMA tire division 
chairman, noted a significant in- 
crease in the use of winter tires in 
the states bordering the snow belt. 


Boyd to Manage 
AMC Field Sales 


DETROIT.—V. E. Boyd, has been 
promoted to the new position of 
field sales manager for American 
Motors Corp., ac- 
cording to Roy 
Abernethy, vice- 
president of auto- 
motive distribu- 
tion and market- 
ing. Boyd will be 


Rambler, Nash 





in the automobile 
ee business for 25 
¥. B. Boyd years as a dealer, 
field official and factory executive. 


responsible for) 


and Hudson sales. | 
Boyd has been) 








H. F. Riley 


G. F. Walters 


CLeveLANp-—-George F. Walters, a 
24-year Ford veteran who started 
with the company in 1934 on the 
Somerville ‘Mass.) assembly line. 

CotumsBus, O.,—John H. Scharn- 
horst, formerly Studebaker- 
Packard zone manager in Buffalo, 
started with Studebaker in Milwau- 
kee in 1941. 





{ 


H. A. Pries 


J. H. Scharnhorst 

INpDIANAPOLIS—Hiller A. Pries, who | 
was dealer planning department | 
manager of Special Products divi- 
sion prior to his appointment. Pries 
was a zone manager for Inter-| 
national Harvester Co. in Toledo in 
1946. 

Eastern region, headquartered 
in Newark, N, J., with John F. 
Connors as regional sales mana- 
ger: 

Newark (New York area) —Pat- 
rick A. Brescia, with Ford division 
in New York for the past seven 
years. 

Boston—Malcolm R. Fuller, for- 
mer business management mana- 





Washington Auto Show Committee— 





———s 


°57 Thunderbird 


Carries Price 


Increase of $216 


DETROIT.— The 1957 Thunder. 
bird, a restyled, more-powerfu! ver. 


sion of Ford division’s popular 
sports car, will carry a sugzested 
price of $3,367.32, including Fdera] 
excise tax and dealer delivery and 
handling charges. This is $216 more 
than the 1956 figure. 

Although many dealers already 
are displaying the car, public ip. 


troduction date is scheduled for to- 
morrow (Oct. 16). Ford division 
explained that the announcement 
date was held up in order to get 
cars to more dealers. 

The car is powered by a 245. 
horsepower Thunderbird Special] 


| r . : 
V-8 engine which has a compres. 


| sion ratio of 9.7 to 1 and a displace. 


Members of the show committee discuss the layout of the 28th annual auto show 
ot the National Capital area to be staged at the District of Columbia National Guard 
Armory, Jan. 5-13. From left are Mike Murphy, show manager; Norman F. Wearne, 
Phelps-Roberts Corp.—jobber; Ernest E. Eaton jr. (Buick); Chairman Neil E. O'Brien 
(Mercury); L. J. Hook (Studebaker); Lionel Kaplan (Dodge-Plymouth), and Harry Monroe 


ger for Special Products division. 


ir. (Ford), president, Automotive Trade Assn. National Capital Area. 


Car E Division Names 24 District Managers 


started with Studebaker at the end 


Fuller’s Ford career goes back to of World War II in business man- 
1929 when he joined the Somerville 


le ie 






P. A. Brescia 


assembly plant as an accountant. 

CampeEN, N. J. (Philadelphia area) 
— William J. Magarity, a special 
agent of the War Assets Admini- 
stration from 1946 to 1949, joined 
Packard in Philadelphia in 1949 as 
district sales representative and 
was made Boston city manager in 
1950. 


M. R. Fuller 





Tr) 


W. J. Magarity 


Syracuse—C. F. Sylvester, head 
of sales planning and dealer re- 
cruiting for the division from 1955 
to his present appointment, was 
New York district manager for 
Chrysler from 1940 to 1949. He 
joined Packard in 1953 as western 
division sales manager. 


C. F. Sylvester 





E. Planck 


W. E. Boyer 


Washington—Emerson Planck, 
a 34-year Ford veteran whose 
automotive career started in 1922 
when he became Chicago zone 
manager. 

Western region, 
in San Francisco, with L, T. Kouns 
as regional sales manager: 

San Francisco—Wallace E. Boyer, 
who started with Chevrolet in 1932. 
He joined Pontiac as district mana- 
ger in 1940. From 1946 to 1955 he 
was zone manager for American 
Motors, resigning from that firm in 
1955 to join S-P as assistant 
regional manager. 

Denver — Walter S. Milton, who 
resigned last March from Ameri- 
can Motors where he had been 
sales manager. 

Los ANGELES Paul W. Pursley, 
who entered the automobile busi- 
ness in 1945 in St. Louis as a car 
distributor for Nash. Pursley left 
AMC in 1955 to join S-P as national 
dealer development manager. 

SeattLe—Richard J. Siewers, who 


headquartered | 








W. S. Milton 


agement, in 1955 was promoted to 
national fleet sales manager for S-P. 


Cc. H. Weigand 


P. W. Pursiey 





| 


R. J. Stewers 


Southern region, 
tered in New Orleans, George P. 


headquar- 


Montagnet, regional sales man- 
ager: 

New Orvteans—Claiborne H. Wei- 
gand, who came to Special Prod- 


ucts division from Ford where he 


had been Omaha district sales 
manager. 
Hovuston-—-George O. Simmons, a 


20-year Ford veteran, started with 
Ford in Houston in 1936 and, fol- 
lowing World War II, rejoined the 
company in 1948 as Kansas City as- 
sistant district sales manager. 





\ 


G. 0. Simmons 


ne Se 


R. J. Sanford 
| 


Dattas—Robert J. Sanford, zone | 
manager for American Motors for | 
two years prior to joining Car E 
division. 





W. W. Suge R. A. Blount 


Memphis — William W. Sugg, 
who left Ford in 1942 for the 
Army after five years as assistant | 
district sales manager in Char- | 
lotte, N. C., became a Chrysler 
Sales Corp. regional manager in 
Detroit in 1947. He resigned that 
position in 1956. 

ATLANTA — Roy A. Blount, who 

(Continued on Page 67, Col. 2) 





ment of 312 cubic inches, Horse. 
power can be increased to 270 by 
means of dual four-barrel carbure- 
tors. 

The body is inches longer 
than last year, but overall length 
has been reduced three inches by 
moving the spare tire into the lug- 
gage compartment. It was mounted 


514 


| on the rear of the car in 1956 


The Thunderbird features the 
flaring tail fins found on Fairlane 
models. It has 14-inch wheels. and 
luggage space has been increased 
15 percent over and above the room 
required for the spare tire. 

Fuel-tank capacity has been 
boosted to 20 gallons, and the tank 
is filled from the right side rather 
than the rear center of the car. All 
Thunderbirds have’ V-8_ engines, 
and padded visors and instrument 
panels are standard equipment. 
These safety features were optional 
in 1956. 

Options include a transistor radio 
which adjusts volume to the speed 
of the car, and a power seat which 
moves backward when the ignition 
is turned off. When the ignition is 
turned on, it moves forward to a 
preselected position. 

The Thunderbird is the only 1957 
Ford model which continues dual- 
exhaust outlets in the rear bumper. 


U. S. Oil Industry 
Celebrates 1956 


Progress Week 


NEW YORK. This is Oil Prog- 
ress Week, 1956. The American 
Petroleum Institute said that 119 
communities are taking part in 
drawings as part of a “Lucky 
Folder” plan. 

Winners will get such prizes as 
TV sets, gasoline supplies and all- 
expense trips to resort areas. Other 
events planned include: 

In Texas, a piece of oil-well pipe 
is being sealed containing docu- 
ments and stock which, it is es- 
timated, will be worth $1 million in 
a hundred years. It will be opened 
in 2056 and the money will be used 
for scholarships. 

In Decatur, Ill, an essay con- 
test will furnish a scholarship to 
the high school senior submitting 


the best article on “Importance of j 


Oil in the 20th Century.” 


Parades, radio and TV programs, 
movie showings and salutes to 


| service station operators as “am- 
| bassadors of good will” will be held 


in various other parts of the na- 
tion. 


Fruehauf Expects 


Orders to Climb 


DETROIT. Recent rate in- 
creases granted to motor carriers 
and stepped-up activity in the steel 
and auto industries should boost 
trailer orders in the next few 
months, Roy Fruehauf, president, 
Fruehauf Trailer Co., told the firm's 
directors last week. 


“The long-term outlook for our 
industry continues favorable,” Frue- 
hauf said. In this regard, he men- 
tioned the Federal highway pro- 
gram and the piggyback and fishy- 
back hauling trends. 

He said his company’s orders 
showed an upturn in September 
and noted, “While we maintained 
a fine competitive position, the 
steel strike combined with tight 
money to slow the pace of trailer 
sales during the third quarter.” 
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NEW YORK. — With the intro- | 
quction of the “E-car” next year, | 
Ford Motor Co. is likely to garner 
323 percent of the auto market 
py 1960 as compared to 27.6 percent 
jn 1955, according to a report by 
Lehman Brothers, brokers. 

This would produce about 3.2 
million car sales for Ford in the 
early 1960s, the report continued, 
if total industry sales rise to the 
predicted figure of 9.5 million. 
Lehman Brothers also noted that 
the Ford Motor Co.’s tendency to 
expand into the medium-priced 
field is also indicated by the fact 
that Ford Motor Co. added 2,251 
franchises last year, most of which 
were in the Mercury line. 

The report said, “With the ad- 
vent of the ‘E-car’ the company 
should have two entries in the 
medium l!ow-priced class where it 
had but one before; in the upper 
medium-priced class it should have 
at least one high-volume entry for 
the first time. 

“Thus, local Ford owners desir- 
ing to ‘trade up’ inside the Ford 
family may be offered up to four 
choices, as compared with only a 
single choice heretofore (not | 
counting Thunderbird) ; and Ford 
Motor Co. may have up to four 
entries in the two classes, as 
against five for General Motors 
Corp, and four for Chrysler 
Corp.” 

Lehman Brothers conjectured that 
Ford Motor, in increasing its pene- 
tration to 33.3 percent, will increase 
its low-priced share by 1.2 percent, 


percent, its upper medium-priced 
share 2 percent and its high-priced 
share 0.5 percent. 

If these percentage increases 
over 1955 sales were accomplished 
in a 9.5 million car-sales year, Ford 
division would sell 2.2 million cars, 
Mercury and the “E-car”’ would | 
sell 900,000 and Lincoln and Con-| 
tinental would sell 100,000 cars. 


The report said that Ford will | 
attempt to exploit two rather 
dependable tendencies of auto 
buyers; to trade up and to stick 
to the same family of cars. 

Obviously, Lehman Brothers con- | 
tinued, the company is going to 
make an earnest effort to correct 
the condition that prompted Lewis | 
D. Crusoe, executive vice-president | 





} of the car and truck divisions, to} 


comment, “We have been growing | 
customers for General Motors.” 
The report added, “Summing up | 
the conclusions drawn from this | 
‘qualitative’ analysis of the auto-| 
mobile market, it is believed that 
with the advent of the ‘E-car’ the} 
company will take a long step| 
towards correcting the chronic 
weakness of an unbalanced price 
position.” | 
Of the 2,251 Ford Motor fran- 
chises added in 1955, 391 were 
Ford franchises, 1,014 were Mer- 


cury franchises, 193 were Lincoln | 


franchises and 653 were Conti- 
nental franchises. 

However, these additional fran- | 
chises resulted in only 738 more 
dealerships. 

During 1955 Ford Motor Co.| 
eliminated 276 Ford exclusives, | 
eliminated one Lincoln-Mercury- 
Ford outlet, added 194 Lincoln- 
Mercury dealerships, added 668 
Ford-Mercury dealerships and 
added 153 Mercury dealerships. 

Lehman Brothers also made 
these observations on the histori- 
cal competitive position of Ford 
Motor: 

1, The company’s position in sec- 
ond place, although regained from 
Chrysler in 1950, now seems secure. 
However, GM, with more than 50 
Percent of total sales for the last 
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Brokers Predict Big Role for ‘E-Car’ . . . 


Third of Market Seen for Ford 


three years, appears to be in no 
danger of losing its lead. 

2. The Ford car has never 
dropped below second place, taking 
the top spot in 1930 and 1935, and 
nearly regaining it in 1934, 1946, 
1954 and 1955. Leadership for Ford 
in this field is a realizable future 
possibility. 

38. The real handicap of the 
company has been its lack of a 





Reunion Set for Cord, 


Auburn, Duesenberg 


AUBURN, Ind. — Fabled days 
of the classic era will be recalled 
here Oct. 20-21 at a reunion of 
all persons who were associated 
in the production of the Auburn, 
Cord and Duesenberg, 

Attending will be former per- 
sonnel of the three firms, along 
with former vendors and sup- 
pliers and members of the ACD 
Club, which is sponsoring the 
affair. Also present will be Dallas 
Winslow, Detroit industrialist 
who owns the present Auburn- 
Cord-Duesenberg Co., local firm 
which makes parts and carries 
out factory restorations of the 
three cars, which haven’t been 
built for 20 years. Additional in- 
formation on the reunion may be 
obtained from the Chamber of 
Commerce, Auburn, Ind, 








balanced position, especially in 
the medium-priced field, where 
Mercury has been striving single- 
handedly against six competitive 
Big Three cars. 


4, While Cadillac has led Lincoln 
most of the time, Lincoln has 
enough vitality so that the com- 
pany potential in this field should 
not be overlooked. 

5. The share of the independents’ 
market has declined from 17 per- 
cent in 1930 to around 5 percent 
in the last two years, and “it seems 
reasonable to expect that continu- 
ing decline in the share of the in- 
dependents may afford further 
room for growth for the Big 
Three.” 

Summing up Ford’s future, the 
report states that any successful 
industrial enterprise must have 


good management, competitive | 


products, adequate plants and 
good financial controls. Lehman 
Brothers credited Ford Motor 
with all these qualities, 


Commenting on Ford's principal 


|competitor, the report asserted, 


“Undoubtedly an unfavorable legis- 


| lative atmosphere for further Gen- 


eral Motors expansion is afforded 


| by Senator O’Mahoney’s Senate 
| subcommittee in preparing the 


ground for what may turn into 
a full-dress attack on General Mo- 
tors on the score of ‘bigness.’ Yet 
the resourcefulness of its manage- 
ment is an imponderable which it 
is not safe to overlook.” 








Kent-Moore Appoints 
Cardon to Sales Post 


WARREN, Mich. — H. P. Cardon 
been named assistant general 
Sales manager of Kent-Moore 
Organization, manufacturer of 
Special service tools and equip- 
Ment. 
Formerly account executive, Car- 
will continue with his previous 
&tivities along with assisting J. 
Seanor, director of sales, in 
Supervision of all sales func- 


itt medium low-priced share 2 | Car E Division Appoints 
24 District Managers 


(Continued from Page 66) 


started in the automobile business 
in 1946 as Studebaker assistant 
zone manager in Atlanta. He was 


made Atlanta zone manager in 1952, | 
and in 1954 was promoted to Dallas | 


regional manager for S-P. 


JacKSONVILLE—J. D. Flynn, whose 
automotive experience began in 





J. D. Flynn D. E. Manning 


1939 with Lincoln-Mercury in New 
Orleans in parts and service opera- 
tions. 
Midwest region, headquartered 
in Chicago, C. H. O’Donohue, 
regional sales manager: 


Cuicaco—D. Edward Manning, for 


] 





1% years S-P Chicago zone man-| 





C. W. Johnson E. 8S. Gross 


ager prior to accepting his position 
with Special Products division. 

Min Neapotis—Chet W. Johnson, 
assistant district sales manager for 
Ford in Twin Cities for the last 
three years. 








A. E. Jacobsen 


L. A. Wehde 


Kansas City—Ellwood S. Gross, 
S-P zone manager in that city 
for the past two years. 

Des Moines — Louis A. Wehde, 








who comes to Special Products 
division from the Four Wheel 
Drive Auto Co., Clintonville, Wis. 
Wehde was a special representative 
of Hudson in Chicago from 1953 to 


1954 and zone manager for seven | 


months. 


Sr. Lovis—A. E. Jacobsen, 23-year | 


Ford veteran who started in Chi- 
cago assembly plant. 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 


}on Page 3. 








Motors (Lincoln-Mercury), here is 
constructing a new service, parts 
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H & H Building 


GRANTS PASS, Ore. — H & Hand showroom building. The firm is 
owned by Carl Hunnum and Robert 
Holzgang. 





SOME DEALERS HAVE 10072 ABSORPTION FIGURES! 


(National Average is 65%) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid — + « « @liminate non-productive and unapplied time . . . and increase 
your profits. 


For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them . . . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
eliminate duplicate handling 


follow-up, so that they can have 8 hours a day fo sell . . . 
of cars... and get away from single-item repair orders. 

If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story .. . 
obligation, of course. 


Flash-A-Call Service Control 


we promise some new slants—without 


2170 South Canalport Avenue 
Dept. AN-132, Chicago 8, Ill. 








PROSPECT BOOK 
AND 
SALES TRAINING 


MATERIAL 

ALL IN ONE 

That Develops 
1.A Selling Attitude. 
2. A Career in Sales. 


3. Do's and Don'ts of 
Success. 


4.25 Places Where You 
Can Find Prospects. 


5. Proper Methods in 
Handling Demonstra- 
tions and Trade-in Al- 
lowances. 


Your Salesmen Will Bless You for Their Copy of 


“MENTAL ATTITUDE METHODS & MONEY" 


$ 5.40 
9.60 
16.80 
23.76 
41.76 


AUTO SALES AIDS 


654 So. Westlake Ave., Los Angeles 57, Calif. 


California Firms 


1 Dozen Copies Add Sales Tax 


Al AJ 
Delivery Charges 
Paid if Check 
Sent With Order 











For More Profits, Sell 
FONTAINE 


NO-SLACK 
5th Wheels 





FONTAINE 


Safety Tanks 


Sold Only Through Truck Dealers 


Fontaine Truck Equipment Co., Inc. 


Birmingham 1, Alabama 
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@ NOW... more than 





Breech Optimistic at Ala. Welcome .. . 





Autos in 


I MUSCLE SHOALS, Ala.—A fore- 


Pees eee anus 


ever—your SALES | 
leader in Oregon is , 
| 





the Oregonian 


31,309 


TOTAL DAILY CIRCULATION 
LEAD OVER 2nd PAPER 


12,189 City Zone Lead 
19,874 City & RTZ bond 


94,784 


TOTAL SUNDAY CIRCULATION 
LEAD OVER 2nd PAPER 





30,502 City Zone Lead 
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cast that 1957 may be another year 
in which the automotive industry 


will be a dominant economic force | 


| and an equally optimistic prediction 
for aluminum were voiced here last 
| week by Ernest R, Breech, board 
|chairman, Ford Motor Co., and R. 
|S. Reynolds jr., president, Reynolds 
| Metals Co. 

Their firms were honored by more 
than 1,000 at a community salute 


| 
| 
| 
| 
| 
| 


signalling two new plants which 


Ford and Reynolds are constructing 
here. It was sponsored by the cities 
of Sheffield, Florence and Tus- 
cumbia. 

Besides talks by Breech and 
Reynolds, brief speeches of wel- 
come and congratulations were 








R. S. Reynolds jr. 


made by Senator Lister Hill, Ala- 
bama Democrat; Gov. James E. 
| Folsom; Rep. Robert E. Jones jr., 
Alabama Democrat, and Mayor 
C. L. Beard, of Sheffield. 


Breech said the country’s eco- 
nomic progress over the past dec- 
ade has seen certain industries 
coming to the fore and then slack- 
ening for a time. He cited how 
automobiles led the forward drive 
of the market in 1955 and receded 
somewhat in 1956. 

“We believe 1957 may be another 
year in which the automobile is 
dominant,” Breech said. “But the 
point I want to make is this: 


“The fate of the economy and its 
underlying strength are not 
dependent upon conditions in any 
one industry or segment. 

“There is no good reason why 
this country should ever again have 
a real depression. Sure, we'll have 


E. R. Breech 


But if we can avoid war, if we 
can continue to have sound eco- 
|nomic policies in government, if 


of the next 20 years will outshine 
that of the past 20 years,” he said. 

Breech referred to the community 
program saluting Ford and Rey- 
|nolds as testimony to the “mush- 
| rooming growth of the South.” 


“Ford Motor Co. has a very 
| great stake in the future of the 
south and we feel that we are 
doing a substantial share toward 
building that future,” he said. 
Reynolds, who introduced Breech, 
referred to him as “one of the great 


The aluminum executive congratu- 
lated the people of the Muscle 
Shoals area “on getting Ford Motor 


bor.” 


He said the construction of the 
new Ford foundry here and the 
| related expansion of the Reynolds 
|} aluminum smelter “are important 
|milestones in the rapid and en- 


| couraging industrial development of | 


| the south.” 


| 
| of the strong trend toward in- 
| mobiles, and Breech termed the 
construction of the Ford foundry 
here a “bright omen for the future.” 
“In the postwar years.” he said, 
“the average aluminum consump- 
tion per car has increased from 
six or eight pounds to 35 pounds. 
. . . According to all signs, use 
of aluminum, other light metals, 
and special alloys is in for a 
rapid increase in the years 
ahead.” 

Reynolds assured the Alabama 
audience that they could anticipate 
a continuation of increased con- 
sumption of aluminum, not only in 
the automotive field but in such 
other areas as building, transporta- 
tion, electrical conductor, agricul- 
ture, packaging, and consumer 
goods. 

The growth at Muscle Shoals, 
which he called “the aluminum cap- 


Dominant °57 Role? 


ital of the south,” is paralleled in| people with an annual payroll of 

other parts of the Reynolds com-| about $4 million. 

pany, he said, | When in full production, i: wil] 
In welcoming the two new indus-|turn out about 140 tons of @lumi- 

trial citizens, Mayor Beard told|"um engine and automatic trang. 

them “your actions are already hav- mission parts a day. They will be 

ing tremendous impact on our area | Shipped to company engine Plants 


and our future looks brighter than | 4t Cleveland and Lima, O., to au. 
|tomatic transmission plants at 


minor recessions and adjustments. | 


| we remain confident, the progress | 


industrial geniuses of our time.” | 


Co. as your newest industrial neigh- | 


Both Reynolds and Breech spoke | 


|creased use of aluminum in auto-| 


ever.” The mayor, who is president 
of the Alabama League of Munici- 


palities, assured the visiting execu-| 


tives that “we are rising to this 
occasion and this challenge.” 

The new Reynolds reduction 
plant here, the company’s seventh, 
will have a capacity of 200,000,000 
pounds of aluminum annually and 
will bring the total capacity of the 
Listerhill group to 340,000,000 
pounds. 

It will be completed in the fourth 
quarter of 1957 and will ship molten 
metal in special trucks directly to 
the neighboring Ford foundry for 
casting into automotive parts. 

Ford and Reynolds completed 
an agreement several months ago 

| under which the aluminum com- 

| pany will supply the auto firm 

| at least 640,000,000 pounds of pri- 

| mary aluminum at the plant here 
in the next 10 years. 

The new Reynolds plant will em- 
ploy between 600 and 700 people 
and will have a total payroll of $3 
| million annually. 

The new Ford plant, the com- 

| pany’s southernmost manufacturing 
| facility, will employ about 800 


By Frank Gawronski 
| Staff Writer 

| DETROIT. — 
| dustry has failed to develop a prac- 


ducing the smog-forming emissions 
of motor vehicle exhausts. 

This was revealed here last 
week when S. Smith Griswold, 
director of the Los Angeles Air 
Pollution Control District, met 
with a committee of engineers 
formed by the Automobile Manu- 





Dealers in Dixie 


Acclaim New 
Dodge, Plymouth 


ATLANTA. — A crowd of 2,387/ take but that is no reason to give 


Georgia, Florida, Alabama and east- 





| feet, cheering and whistling ap- 
proval, as the 1957 models were un- 


| veiled here at the Naval Air Sta-| 


| tion. 
“This year we 
| mean business,” 


| 


Detroit, 


dealers. “We have 
given you a prod- 
uct years ahead 
of the competi- 
tion. You can cut 
your slice of the 
market as big as 





B. J. Nichols 
new moneymaking line reveals the 
shape of your future. 


ket, but to achieve the highest 


| president, told the dealers: 





mean success.” 


John B. Naughton, Dodge assist- 
jant sales manager, speaking on 
| Dodge trucks, repeated this year’s 
| selling theme, “we mean business.” 
The 1957 trucks have color, push 
button driving, foam rubber seats 
j}and other improvements for the 
comfort and safety of the driver, 
| without sacrificing utilitarian fea- 
| tures, he said. 


ern Tennessee Dodge-Plymouth| 
dealers and their wives rose to their} 


The automobile in- | 


| tical and effective means of re-| 


| Livonia, Mich., and Cincinnat:, and 

to a parts manufacturing plant at 

Ypsilanti, Mich. 
* 


* * 


Reynolds Asks N. Y. Power 


For Reported Auto Tieup 

MASSENA, N. Y. Reynolds 
Metals Co., seeking a block of St 
Lawrence powér, may be on the 
verge of a tieup with an automobile 
manufacturer in a similar arrange. 
ment with its agreement with Ford 
| Motor Co, in Alabama. 

According to reports here, Rey- 
nolds has been trying to interest 
General Motors Corp. and Chrysler 
Corp. 

However, in Detroit, the two man- 
ufacturers would not comment on 
such a contract. Ford also had 
nothing to say on the local situa- 
tion. 

The State Power Authority has 
said that a hearing on Reynolds 
request for power has been delayed 
until Nov. 15. 

An official of the authority has 
confirmed that the firm considering 
an agreement with Reynolds is an 
auto manufacturer. 


Smog-Cutter for Exhausts 
Baffles Auto Engineers 


facturers Assn. to carry out the 
auto industry’s cooperative air 
pollution control program. 

John M. Campbell, chairman of 
AMA's vehicle combustion products 
subcommittee, said there is no im- 
mediate solution to the problem. 

“We have devoted a lot of time 
and work in an effort to find an 
air pollution control for the auto- 
mobile exhaust on the gas-intake 
|side of the engine,” he said. “We 
have developed some corrective de- 
vices, but don’t feel they are good 
|enough to recommend to the pub- 
lic.” 

Campbell, who also is administra- 
| tive director of the GM research 
laborataries, said engineers have 
started experiments on the exhaust 
side of the engine in their search 
for a control device. 

“We don’t know how long it will 


up on it. We feel the auto industry 
has an obligation to help lick this 
problem.” 

The industry’s air pollution re- 
search and devices development 
program is a $2% million co- 
operative effort initiated more 





Byron J. Nichols, | 
Dodge}! 
sales vice - presi-| 
dent, told the| 


than two years ago, with the pri- 
mary purpose of helping the Los 
Angeles community to solve its 
complex and unique smog prob- 
lem. 

Sessions were held at the General 
Motors Technical Center, the Ford 
Engineering Center and Test Track 
and the Chrysler Engineering La- 
boratories. 


Ethyl Corp. Plans 


you want. Our! Plant in California 


SAN FRANCISCO.—Ethyl Corp. 
has announced plans for the con- 


Chrysler Corp. this year has said| .tryction of an antiknock com- 


it is going all out, not only to re- und manufacturin lant in the 
capture its share of the total mar-| se Francisco Bay meer 


| KE. L. Shea, Ethyl Corp. chairman, 





| Share of the market it ever has held.| .,iq| “Our decision to again in- 


W. Heartsill Wilson, Detroit, as-| crease our capacity reflects the in- 
sistant to the Plymouth sales vice- | creasing importance of high quality 
“Our! gasoline to the nation’s economy. 
| sales goal for 1957 is ta_win back|As more efficient automobile en- 
third place in the industry. We'’ve| gines of higher compression ratio 
got the product, we’ve got the mer-| are 
chandising, we’ve got dealer enthu-; higher octane gasolines to permit 
siasm—three ingredients which will| greater power and increased fuel 


introduced, they will require 


economy.” 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 

















Week Week Jan. 1 Jan. i 
Ended Same Ended Output, To To 
Sept. 13, Week, Sept.6, October, Oct. 15, | Oct. 12, 
1956 1955** 1956* To Date 1955** 1956 
AMERICAN MOTORS 2,600 193 2,567 5,167 133,171 80,336 
Hudson ..... iret 276 111 273 549 42,416 
SEE schisleben ios seisetoninnnnctebonl 534 82 529 1,063 90,755 
Ss ee 1,790 28 1,765 3,555 ee = $#49535 
CHRYSLER CORP. .... 11,900 25,656 7,134 19,034 1,043,208 624,131 
Obrysler ...............0..0... 1,100 3,276 348 1,448 136,300 380,955 
a 1,400 2,553 543 1,943 99,553 73,193 
Dodge ...... 3,300 6,845 2,540 5,840 241,996 144,932 
Plymouth seneeanueatin 6,100 12,982 3,703 9,803 565,359 325,051 
FORD MOTOR. .......... 30,100 47,582 29,609 59,709 1,731,810 
Continental .................. ios niet . 1,182 
ae . 27,000 37,233 28,034 55,034 1,360,924 979,414 
Lincoln .... 900 B44 914 1,814 29,766 37,338 
Mercury ....... a 9,505 661 2,861 341,120 189,865 
GENERAL MOTORS . 27,414 27,199 18,706 46,120 3,130,196 2,383,766 
Buick . 210 ‘ ‘ 1,229 1,439 638,024 
SED hetésabictenigacntivens wae 1,762 vee 116,908 114,993 
Chevrolet ...................... 26,800 11,352 13,960 40,760 1,415,805 1,233,689 
Oldsmobile 197 ; 1,137 1,334 503,380 345,373 
Pontiac .... 207 3=14,085 2,380 2,587 456,079 260,959 
SP CORP. .. 2,000 951 1,335 3,335 144,969 71,061 
Packard ....... ; 951 wide 55,180 13,289 
Studebaker 2,000 1,335 3,335 89,789 57,772 
Total Cars, U. S......... 74,014 101,581 59,351 133,365 6,190,024 4,367,593 
Revised . 
**Totals for 1955 include Kaiser-Willys production. 




















***Rambler production prior to the start of the "57 model run was included in 
Hadson output. 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
Sept. 13, Week, Sept. 6, October, Oct. 15, Oct. 12, 
1956 1955* 1956* To Date 1955* 1956 
CHEVROLET . 6,400 8,503 5,752 12,152 311,420 276,387 
DIAMOND T 130 112 132 262 4,316 4,174 
DIVCO 60 30 60 120 2,993 2,977 
DODG 1,925 1,710 1,963 3,888 80,599 69,911 
FORD 5,400 7,206 5,801 11,201 287,280 241,843 
GMC . 1500 1,808 1,342 2,842 80,514 72,091 
INTERNATIONAL .... 2,745 2,311 2,487 5,232 101,099 108,701 
MACK . 380 346 320 700 11,707 15,110 
REO os ‘ 380 95 72 152 4,356 3,099 
STUDEBAKER 100 ‘ 50 150 14,227 11,070 
WHITE . 365 381 354 719 12,604 13,970 
WILLYS ... 1,350 1,958 1,490 2,840 59,504 48,832 
MISCELLANEOUS*** 418 72 48 96 1,737 1,908 
Total Trucks, U. S..... 20,483 24,582 19,871 40,354 972,406 870,073 
Total Cars, Trucks, 
U. S. 94,497 126,163 79,222 173,719 7,162,430 5,237,666 
Total Cars, Trucks, 
Canada 6,893 4,609 4,815 11,708 382,722 369,538 
Grand Total, 
Cars and Trucks, 
U. S. and Canada.._101,390 130,772 84,037 185,427 7,545,152 5,607,204 








oer . on ‘ i eee 
*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel | 
Drive, Federal, ete. 
N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totais. 








DETROIT.— The Federal Trade 
Commission has turned down an) 
application by the National Con-| 
gress of Petroleum Retailers for a/| 
trade-practice conference for the | 
motor vehicle fuel distribution in-| 
dustry. 

“The commission feels that 
such proceedings should not be 
instituted at this time in view of 
the extent and nature of litiga- 
tion involving members of this 
industry which is pending in the 

nt of Justice and this 





Atlanta U.C. Dealers 
Marvel at GSA Sale 


ATLANTA.—Some of this city’s 
Used-car men are wondering if 
they can take lessons in sales- 
Manship from the government’s 
General Services Administration. 

In a spot-bid sale here the Gov- 
*mmment disposed of 80 surplus 
Motor vehicles for a total of $21,- 
$18, which was 20.5 percent of 
the original cost. The national 
average return is 7 percent. 
(nl RR mesa 


Oil Retailers’ 


FTC Turns Down Trade-Practice Conference 
‘In View of Litigation’ 


Plea Denied 





commission,” the FTC told the | 


Petroleum Retailers. 

In a bulletin to its members, the} 
Petroleum Retailers said, “FTC's! 
refusal of our application at this 
time ... can have at least two pos- 
sible meanings: 


| 

“1. That FTC believes the broad-| 
ening enforcement programs by 
FTC and the Department of Jus- 
tice and the outcome of litigation 
undertaken in connection therewith 
will give retailers the maximum 
protection which can be obtained 


under existing laws—and that af 


lengthy trade practice conference 
would not add appreciably to this 





°56 Model Year Ends... 
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Car Output Returning 


(Continued from Page 1) 


plant in South Gate, Calif. 
+ of * 
— assembled 210 cars last 
week, compared with 1,229 the 
previous week; Oldsmobile turned 
out 197, as against 1,137 a week 


earlier, and Pontiac built 207 units | 
1,207,799'| last week. as compared with 2,380 | 


| the previous week. 

GM's total output for the week 
| was 27,414 units, as against 18,- 
| 706 cars a week earlier. 


Ford Motor Co., with its Mer- 
| into production, turned out an 
estimated 30,100 cars last week, 
compared with 29,609 the previous 
week. 
* * * 

wont raised its output from 

661 cars the previous week to 
2,200 units last week, while Ford 
division and Lincoln remained 
almost on a level with the previous 
week. Ford division dropped 
slightly from 28,034 to 27,000, and 
Lincoln slipped from 914 to 900. 
Continental was still out of produc- 


Nash and/tion last week, but is expected to 


begin production on a new version 
of the Mark II on Oct. 22. Lincoln 


|in the meantime is using the Con- 
| tinental lines for hardtop output. 


Chrysler Corp., which also is 
slowly getting into production on 
57 models, turned out 11,900 cars 
last week, compared with 7,134 
the previous week, 


Plymouth jumped its output from 
3,703 the previous week to 6,100 
units last week; Dodge was up 
from 2,540 to 3,300; DeSoto in- 
creased operations from 543 to 1,- 


Imperial Adds 
Convertible in Bid 
For Sales Boost 


DETROIT. — Long-range plans 
to broaden the market for Imperial, 
starting with the 1957 model, have 
been announced by C. E. Briggs, 
; Chrysler division 

’ sales 
president. 

Briggs said the 
Imperial will be 
offered in four 
series and will be 





widest 
range in its his- 
tory. A convert- 
ible has been 


| 


| 





C. E. Briggs for 1957. 
| “One of our first moves,” Briggs 


20,898 | '56-model buildouts by Buick, Olds- | to 1,100 cars. 
50,403 | mobile and Pontiac at the B-O-P| 





To 100,000-Unit Level 


400, and Chrysler rose from 348 


+ * + 
TUDEBAKER moved from 1,335 
units a week earlier to 2,000 
last week, while American Motors’ 


| Hudson, Nash and Rambler opera- | 


tions produced 2,600 cars last week, 
compared with 2,567 a week before. 

A breakdown of AMC opera- 
tions showed Rambler with 1,790 
units last week, compared with 
1,765 a week earlier; Nash up 


| from 529 to 534, and Hudson with 


428,752 | CUTY division slowly getting back | 





U. S. Shaping System 
For Highway Taxes 


Revenue Service has published 
proposed regulations for collec- 
tion of the new Federal tax im- 
posed on certain motor vehicles 
by the Highway Revenue Act of 
1956. 

Prior to final adoption of the 
regulations, IRS said, considera- 
tion will be given to any data, 
views or arguments submitted in 
writing, in duplicate, to the Com- 
missioner of Internal Revenue, 
Attention T:P, Washington 25, D. 
C., prior to Wednesday (Oct, 17.) 








DETROIT.—The rubber industry 


| has spent about $25,000,000 to bring port. 


out the 14-inch tire, G. Raymond 
Cuthbertson, general manager, U.S. 
|Rubber Co.’s tire division, told 





vice-| 


| newsmen here last week. 


WASHINGTON.—The Internal | 


U.S. Rubber’s Safety Tire’ 
Reduces Hum, Squeal 
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276, compared with 273 a week 
earlier. 

Truck output totalled 20,483 units 
last week, compared with 19,871 
units the previous week. Increases 
in schedules were posted by Chev- 
rolet, GMC and International. 

Canadian factories, despite a 
four-day week, turned out 6,893 
vehicles for a 43.2 percent increase 
over the previous week’s 4,815 
units. 

+ * * 


GM of Canada to Expand 
Car Output Facilities 


OSHAWA, Ont.—General Motors 
of Canada is building an 80,000- 
square-foot extension to its bods 
assembly plant to improve produc- 
tion facilities and to provide for a 
greater variety of car models, W. 
A. Wecker, president, announced 
| last week. 
| The building extension will be 
completed early in the summer of 
1957, Wecker said. 

oJ * 


S-P Calif. Plant Closed, 
Churchill Tells Dealers 


| SOUTH GATE, Calif. — The 
Studebaker-Packard plant here, 
which was closed June 8, will not 
be reopened, Harold E. Churchill, 
|S-P president said at a dealer pre- 
| view. 
| This mcve is part of Churchill's 
| cost reduction moves which, with a 
goal of 100,000 Studebaker domestic 
car sales next year, is calculated to 
‘bring the company into the black 
| by Dec, 31, 1957, 














produced for replacement and ex- 


White sidewalls will account 
for about 45 percent of the 1956 
sales, with the trend expected to 
continue upward in 1957. 

Speaking on the new Safety 8 


The occasion was introduction of | tire, Cuthbertson said: “The tread 


the new U. S. Royal Safety 8 tire, | 


;}compound is more resistant te 


| which is said to stop a car 25 per- abrasion, which means more mile- 
|ecent quicker on wet roads. Tire| age, and a new tread pattern wit! 


| hum and squeal have been greatly! three times as many wiping edges 


| reduced by new arrangement of! means faster stops on wet surfaces 


tread design and slotting, Cuthbert- 
son said. 

Cuthbertson said the new 14- 
inch tire will cost slightly more 
in the replacement market, al- 
though eventually it will be priced 
no higher than 15-inch casings. 
The new tire is also made in 15- 
inch size. 


| 





| be produced in 1957, he said, com-| 
| pared with 14,550,000 in 1956. The 
added to the line| 1955 production was 15,000,000. | 


He predicted that the tire indus- 
try will produce about 86,500,000 
car tires in 1957, compared with 
85,045,000 in 1956. Record to date 


available in the| Was the 97,000,000 tires produced in 
pr ice! 1955. 


About 14,700,000 truck tires will 


| Cuthbertson estimated that 38 


| percent of the industry’s 1957 tire) 


and increased resistance to sidc- 
ways skid. 

“At 30 miles an hour on very 
| slippery wet pavement, for instance. 
|the Safety 8 stops a car 19 feet 
sooner and gives 19 percent greater 
resistance to side-slip than conven- 
tional tires,” he declared. Tests also 
show a high degree of stability 
and response for the new tire, both 
}on turns around street corners ani: 
}on the long, sweeping curves typi- 
| cal of today’s turnpikes.” 
| The Safety 8 is being made in 
14-inch and 15-inch sizes and in 
tubeless and tubed constructions. 
A new compound for the lining of 
the tubeless type makes it 35 per- 
cent more airtight, he said. The 
| tubeless version will be standard 
| equipment on 1957 cars. 

The rim area of the tire has been 











|said, “was to build and equip a output would go into original equip-| greatly strengthened with an im- 


|separate custom assembly line for ment, while the balance will be} proved bead lock, Cuthbertson said, 
> * + 


| Imperials. That job has been com- 


pleted at our Kercheval and Jef-! 


| ferson (Detroit) plants, and quality 
| control on that new line is the most 
}exacting in the industry.” 

He added that strengthening of 
| the Imperial dealer group in prep- 
aration for the market-broaden- 
ing program was begun two years 
ago. Imperial was introduced as a 
separate line of cars at the begin- 
ning of the 1955 model year. 





N. Y. to Decide Question: 


Is Station Wagon a Car? 
ALBANY.—Motor vehicle Com- 
missioner 


truck. On this decision depends 





result. 


“2. That the conference ap- 
proach to destructive practices in 
the oil industry might be embar- 
rassing or hampering to enforce- 
ment agencies which have already 
embarked upon the adversary 
proceedings to solve those prob- 
lems.” 

The Petroleum Retailers said 
that if time shows that problems 
in the industry are not being worked 
out, the application for a confer- 
ence would be “forcibly renewed.” 


whether station wagon owners 
will have to install special equip- 
ment by Jan. 1. 

The need for the ruling arises 
from a law passed in 1955 which 
requires commercial vehicles to 
be equipped with “lamps, signal- 
ling devices and reflectors of a 
type approved by the commis- 
sioner,” if they are to be driven 
or parked at night on the public 
streets. 





Joseph P. Kelly will | — 
have to rule shortly on whether 
a station wagon is a car or a 


Old and New in Tires— 


The new 14-inch U. S. Royal Safety 
8 tire fits right into a U. S. Chain tire 
of 1915 vintage. The latter, 34 by 4 
inches, was made before carbon black 
came into use as a rubber reinforcing 
agent. Demenstrating the tires is G. Ray- 





mond Cuthbertson, general manager, tire 
division, U. S. Rubber Co. 





and sealed against air seepage 
through use of a new high-strength, 
airtight fabric called Fiberthin, 
| patented by U. S. Rubber. 

The Safety 8 has seven serrated 
tread rows with alternate floating 
and full (edge-to-edge) slots, and 
has closely-spaced radial buttresses. 
White sidewalls have been made 
narrower to make new-car silhou- 
ettes look lower. The footprint of 
the tread is rectangular in shape, 
putting more rubber on the road. 

The Safety 8 is in the regular 
non-premium price range and is 
available with nylon or rayon cord. 


Boston Auto Show 
To Open Nov. 22 


BOSTON. — The Boston Auto- 
mobile Show has been revived, 
opening Nov. 22 (Thanksgiving 
Day) for a four-day run at the 
Commonwealth Armory under the 
sponsorship of the Greater Boston 
Automobile Dealers Trade Assn. 

Nishan Atamian, president of the 
association, has announced that an 
allout effort will be made to make 
the show the greatest in New Eng- 
land history. 

The show committee consists of 
Chairman J. Gordon MacKinnon, 
Dave Delaney, Robert Feeley and 
John McBeath. 
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Obituaries 


George M. Taylor, 74; 


Dealer, Carlife Founder 


DETROIT. — George M, Taylor, 
74, board chairman, Taylors’, Inc. 
(Dodge-Plymouth), died here Oct. 
7. Mr. Taylor, founder of Carlife 
Guaranty, had been in the automo- 
bile business for 45 years. 

His sons, Hanley, president, and 
Dawson, executive vice-president, 
will carry on the firm and Carlife, 
a representative of Taylors’ said. 
There are four dealerships, the 
original one at 19711 Livernois, and 
others at 9955 Grand River; Van 
Dyke, Mich., a Detroit suburb, and 
Lansing. 

A third son, Marr Taylor, oper- 
ates a Ford dealership here. 


* * * 


Arthur C, Schoene 

DENVER.—Funeral services for Arthur 
C. Schoene, 61, president of the Denver 
Metropolitan Automobile Dealers Assn., 
were held Oct. 8. He entered the automo- 
bile business after completing his schooling 
and had operated several dealerships. For 
the past few years he headed Shane Motor 
Co, (Plymouth-DeSoto), at E. Seventeeth 

Ave., and Pennsylvania St. 

* * * 


John Drewelow 
MILBANK, 8. D.-— John Drewelow, a 
long-time Ford dealer here, is dead. He 
had been active in the South Dakota Auto- 
mobile Dealers Assn., having participated 
in legislative, membership and safety ac- 
tivities as well as group insurance pro- 


grams. 
- .. * 


John G. Wood 
DETROIT.—John G. Wood, 73, 
Chevrolet chief engineer, died Oct. 


former 
3 at 


his home in suburban Bloomfield Hills. He Co., 


| 1945 to 1949 and 


| a former auto dealer here, 





| division of Perfect Circle Corp., 


of Chicago, 


retired director of Diamond T Motor Car 


nearly 35 years with General 
headed Chevrolet engineering from 
then became executive 
assistant to the general 
retiring in 1950. 

* * * 


Theron Bradshaw 
HAGERSTOWN, Ind.—Theron Bradshaw, 
former chief engineer of the replacement 


served 
tors, 


3. He was 65. 
* * * 


Ellis F. Haak 
CANTON, O.—Ellis F, Haak, 73, former 
automobile dealer here, is dead. Mr. Haak 
had been in the automotive business for 35 
years and sold many makes of cars. 
* 7 * 


August S, Frost 
BREMERTON, Wash.—August 8. Frost, 
is dead, He was| 


Edward C. Heilland 
UTICA, N. Y.—Edward C, Heilland, 56, 
president, Utica Mack, Inc., died Sept, 27. | 
Before purchasing Utica Mack about a year | 
ago, Mr. Heilland owned Diamond T Truck 


Co. here. 
Lucien A, Blanc 
Coos BAY, Ore, — Lucien (Lou) Alex- 
ander Blanc, 70, owner of Lou Blanc, Inc. 
(Oldsmobile-Cadillac), died at his home 
Oct. 9 following a prolonged illness. 
* * 


76. 


Julius B. Epstein 
CHICAGO Julius B. Epstein, who 
retired two years ago as president of James 


Motor Sales Co., died Oct. 2. He was 58. 
+ * * 


Howard M, Ferguson 
CHICAGO. — Howard M. Ferguson, for- 
mer president of the Pontiac Dealers Assn. 
died Oct. 2. Mr. Ferguson, 
62, retired from the auto business two 
years ago. 
* * 


Edgar J. Uihlein 
CHICAGO. — Edgard J. Uihlein, 79, a 


Mo- | 


manager before} 


died Oct. | 





died Oct. 1. 


the 


gupP™ 


2- PLANK 
PLATFORM / 


| Dealer Aids Scouts— 


Jinx Falkenburg McCrary and Ralph 
Horgan, president, Ralph Horgan, Inc. 
(Ford), New York, talk over the Greater 
New York Girl Scout fund drive with Bronx 
Scout Maureen Thornley. Horgan is chair- 
man of the automotive division of the New 
York Girl Scout campaign. Goal of $1,- 
384,500 is tc make scouting available to 
75,000 New York girls and for camp ex- 
pansion. 


Ala. Dealers Oppose Tax 


SELMA, Ala. — The Selma Auto- 
mobile Dealers Assn. has opposed 
a proposed one-cent hospital tax 
“because it would drive business 
out of town.” The dealers said the 
tax, to be voted on in November, 
would be levied on gross sales, as 
far as they could determine. 
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HELP WANTED 


WANTED—SERVICE MANAGER to as- 
sume full responsibility of shop with 
modern facilities, fourteen mechanics. 
Dodge-Pliymouth agency in town of 35,000, 
close to Pittsburgh, Pa, Good salary, | 
profit sharing and other assurance Plans 
for capable man. Promising future. Write 
for personal interview stating all experi- 
ence and references. Enclose snapshot. 
Box 6510, c/o Automotive News, 
26. 


| 


| 


Detroit | } 


MECHANICS FOR OLD established south- | 


ern California dealership. Must have 
Studebaker or Packard experience, Pay 
40% of $6.00 hourly labor rate. High| 


Excellent working conditions, 
benefits. Box 6490, c/o 
Detroit 26. 


earnings. 
paid vacations, 
Automotive News, 


SALES MANAGER, age 30 to 40, capable 


of hiring, training and supervising a 
successful sales organization for a Chev- 
rolet dealership retailing 250 to 300 new 
cars and 500 to 600 used cars annually. 
Located in Massachusetts. Salary and 
bonus open with opportunity to buy into 
dealership so owner can retire in 5 or 10 
years. Include complete resume of ex- 
perience and picture with application. 
Box 6539, c/o Automotive News, Detroit 
26. 


GO-GETTERS ONLY. Opportunity to ac-| 


quire interest in a GM line of cars and /| 


also fastest selling independent trucks. 
We need-salesmen, shop men, parts men. 
This is a chance of a lifetime not only 
to earn money but to build up a future. 
Box 6540, c/o Automotive News, Detroit 
26. 


WANTED—WIDE AWAKE SALESMAN 
to sell Fords. If you are an experienced 
Ford salesman and would like to move 


to our valley of the sun, we will pay 
your present income. Write full partiou- 
lars. Earnhardt Ford Sales, 900 N. 
zona Ave., Chandler, Ariz. 


Ari- 





ACCOUNTANT - OFFICE MANAGER. Age 
36, thoroughly familiar GM accounting 
system. 13 years’ experience with dual 
deal, Trustworthy, loyal, excellent refer- 
ences. Wish to relocate in Florida. Box 
6525, c/o Automotive News, Detroit 26. 


FORMER CAR DEALER wants work in 
Florida, if possible. All around experi- 
ence. Highest references as to character 
and ability. Top service sales background. 
Would like to make contacts to discuss 
available opportunities. Box 6504, c/o 
Automotive News, Detroit 26. 
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ACCOUNTANT-OFFICE MANAGER. Young 


OFFICE MANAGER—College graduate. 13 


SALES MANAGER OR 


i 
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POSITION WANTED 


MANAGER-CONTROLLER. Mature, 


gressive, top flight executive, “Big 2°’ 


background, sound knowledge all dealer- | 


ship functions, heavy experience in 
finance, accounting, cost control and 
modern profit building 
interested in organized team work and 
above average profits, 


relocate. Box 6523, c/o | 
Detroit 26. 


states but will 
Automotive News, 


| GENERAL MANAGER, Outstanding, a 


namic, young executive. 33, married with | 
over 10 years of top general and sales | 
management experience with ‘‘Big Three’’ | 
on a very successful basis. Unbroken | 
record of increasing sales and profits in| 
all his associations. Capable public} 
speaker, aggressive, intelligent leader and 
a loyal proponent of corporation policies. 
Experience covers domestic and export 
markets directing volume operations suc- 
cessfully under the most competitive con- 
ditions. Speaks Spanish fluently and has 
traveled throughout Central and South 
America. Qualified by successful general 
management experience to direct the 
overall activities or a major segment of 
a corporation seeking a demonstrated 
executive. Opportunity will determine lo- 
cation. Traveling no hindrance, Compen- 
sation desired — $25,000 annually plus 
other benefits but all compensation will 
be geared to profit and sales goals. Box 
6524, c/o Automotive News, Detroit 26. 


lady, 38, with 10 years’ experience in all 
phases of General Motors accounting sys- 
tem, seeks to relocate. Prefer southern 
California or southeastern Florida but 
will consider other locations. Box 6529, 
c/o Automotive News, Detroit 26. 


years’ experience, knowledge all phases 
of operation, operating controls. Prefer 
N. Y., N. J. or Pa. Box 6541, c/o Auto- 
motive News, Detroit 26. | 





general manager. 
20 years’ experience. Thoroughly 
grounded all phases dealership operation. 
Last two years with Cadillac dealer. 
Have a good plan for control volume 
operation that spells profit. Married, 43 
years of age. Prefer suburban Detroit 
location. Box 6542, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 


NEW CAR AGENCY handling ane 
products —- DeSoto-Plymouth. Located 
North Hollywood in San Fernando var. 
ley, Calif. Selling 400 new cars and 900 
used cars a year. Approximately $20,000 
to handle. Write 7104 Vanscoy, North 
Hollywood, Calif. 


AGENCY HANDLING OLDSMOBILE. Cen- 
tral Wisconsin county seat—40,000. Sell- 
ing 200/250 new. Complete with 4 hoists, 
automatic gas heat, air conditioned, 
signs, paint booth, body shop, frame ma- 
chine, 4 closing offices, downtown loca- 
tion, Favorable lease. Everything in top 
shape and complete ready to go. Write 
Box 6531, c/o Automotive News, Detroit 


at 
INSERTION 
Ad 


techniques. If | 


this could be the | 
man you are looking for. Prefer eastern | 





26. 
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DEALERSHIPS AVAILABLE — 


YOU WANT A DEALERSHIP? Well why 
spend your own time and money hunting 
and investigating numerous deals when 
we will do so for you without charge or 
obligation? We will screen out deals that 
you would not want. We conceal your 
identity until the right deal is available, 
and then only with your consent, We'll 
even arrange sources of financing, or a 
buy-in deal whereby you pay out of your 
share of profits. Write in for form with 
which to get on file with us, Automotive 
Enterprises, 10600 Puritan Ave., Detroit 
38, Mich. 


200 TO 250 NEW-CAR DEAL handling 
Lincoln-Mercury—city on the southern 
coast af Florida. Excellent lease and 
facilities. Will sell for inventory of parts, 
tools and equipment, No used cars. Must 
qualify with factory. Box 6532, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP NOW HANDLING Rambler 
in the city af Milwaukee. Excellent loca- 
tion, established many years. Building 
and used car lot approximately 20,000 
square feet, ample space for parking. 
Parts and equipment reduced to only 
$20,000. Rental $500 per month. This is 
an excellent opportunity to get into a 
going business easy. Owner retiring for 
health reasons, Write Fonda Motor Sales, 





Inc., 9245 W. Fond Du Lac Ave.,, Mil- 
waukee 16, Wis. Flagstone 3-8000. 
FOR SALE—DUE TO retirement. Dealer- 


ship handling Chevrolet and Oldsmobile. 
Parts and equipment. Thermopolis, Wyo. 
Six years left on building lease. Pur- 
chaser must qualify with Chevrolet, Con- 
tact Porter Chopping, Phone Thermopolis 
606 or 742. Phone Riverton UL6-3855 or 
UL6-2201. 


DEALERSHIP FOR SALE “handling Stude- 
baker. Located on the east coast of 
Florida in the fastest growing county in 
the state near the launching grounds of 
the Satellite and Patrick Air Force and 
Guided Missile Bases. Eight thousand 
people employed and calling for more 
employes. One million dollars payroll 
monthly. Seventy-five hundred dollars 
will buy parts and equipment. Other in- 
terest reason for selling. Good location— 
ee brick building. Box 746, Cocoa, 

a. 


DEALERSHIP FOR SALE handling Mer- 
cury. Established 1951. Located 17 miles 
east of Dallas on highways 67 and 205. 
Klutts Motor Co., Box 125, Rockwall, 
Texas. 


SMALL DEAL—SMALL TOWN in Willam- 
ette Valley. Handling Nash, GMC, Willys. 
Approximately $10,000 will buy parts 
and equipment. Supported by plywood, 
lumber and farming. Plenty fishing and 
hunting. 99 new units last year. Excel- 
lent profit. Wentworth Motors, Inc., Leb- 
anon, Ore. 


DEALERSHIP WANTED 


EXPERIENCED AUTO MAN with substan- 
tial capital desires acquiring big 3 dealer- 
ship within 50 miles of New York. Reply 


in strict confidence. Box 6518, c/o Auto- | 


motive News, Detroit 26. 


EXPERIENCED AUTO AUCTIONEERS 











DEALER SERVICES 


AAA DRIVEAWAY, 
CHICAGO 
DRIVERS TO ALL POINTS 
ONE CAR... or a FLEET 
343 S. Dearborn WEbster 9-2 


INVENTORY SERVICE | 


Parts and Accessories | 
e CERTIFIED REPORTS * | 


DEALER SERVICES 





available to liquidate your entire dealer- 
parts and automobiles. 
Associated Auc- 
St., Schenectady, 


ship, equipment, 
Write, wire, phone. 
tioneers, 1758 State 
N. Y. Phone DI 6-6666. 





FREE 
elty catalog. Ideal Specialties, 
Broadway, New York, N, Y. 


BUSINESS GIFT, advertising nov- 
Inc., 1133 





Read it FREE for 5 days! 


USED CARS—A 
GOLD MINE! 


by Eric Cassirer 


A Treasury of Tested Ideas 
on Selling Used Cars... 


@ Obsolescence Disclosed 

@ Shortage or Overage Established 

@ Inventory Investment Evaluated 

@ Analysis of Methods and Procedures 

Full time experts. No pick-up part time help. 
Call or write for service details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 
Western Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
Du 9-5095 

Want to sell more used cars—and make 


more money on each car? Get a copy 
of Used Cars—A Gold Mine, by Eric 
Cassirer, just published, and packed 
with scores of tested, money-making 
ideas from a man who has sold over 
$8 million worth of used autos. Here 
are tricks of the trade that may make 
you a fortune—ideas on how to buy 
and advertise, how to select, condition 
and wholesale cars, ideas on financing 


NEW CAR 
DEALERS! 
Are You 


in the Red? and insurance. No dreamy stuff or 
“ theories here—just plain, solid horse 
sense—sound ideas that have worked 
for Mr. Cassirer and will work for 
Regardless of your make of car, we can 
you, too. 


put you in the black within 30 days 
with a tested-and-proven management 
program. We are successful, long- 
established dealers handling one of 
the big two cars. We have the proven* 
experience and know-how to make 
profit for you. You will deal only with 
principles and your reply will be held 
in the strictest confidence. Let's set 
up an appointment for discussion. 
Write or call, Mr. P. W. DeFoe or Mr. 
Robert Cummings, Colonial Manage- 


Order on Approval—Money Back 
in 5 Days if Not Satisfied 


You don't risk a cent when you order 
this profit-making book. If you don't 
agree that it can add hundreds—per- 
haps thousands—of dollars to your in- 
come, return it within 5 days for full 
refund. Order a copy for salesmen, too 
—they'll be tickled pink! Send only 
$2 for each copy on our money-back 
guarantee. Or order C.O.D. 


ment Co., Inc., (Factory approved), 4662 
Belair Road, Baltimore 6, Md. Phone, VANTAGE PRESS, INC., DEPT. N, 
Hamilton 6-0525. 120 W. 31st St., NEW YORK 1. 


“HEL2 WANTED 


UNUSUAL OPPORTUNITY 
for 
NEW-CAR AUTOMOBILE SALESMAN 


Outstanding manufacturer of Special Purpose Packaging Machinery with 
tremendous market potential requires aggressive, capable, part-time soles 
representation in several choice territories. Leads furnished. Distribution through 
established jobbers. 

Excellent opportunity to augment your present income. Earnings are Salary and 
Commission. Full-time, permanent opportunities also available with earnings 
above $10,000 per year—substantial draw and commission. 

If you are qualified and interested, reply fully giving background, experience, 
etc. Personal interviews will be arranged in your city as soon as possible. 
Write Box No. 6527 c/o Automotive News, Detroit 26. 





BUSINESS OPPORTUNITIES 





NEW ORLEANS WAREHOUSING 
FACILITY AVAILABLE 


National parts and accessories distributing organization has 
available 10,000 square feet at ground level, truck height, 16- 
foot ceiling, complete receiving, storage, shipping, and billing 
facilities in conjunction with exclusive line. Most modern steel 
bins and racks serviced by fork lift. Located close to air ter- 
minal on major trucking routes. Top flight experienced organiza- 
tion ready to serve you. We solicit your inquiry if your objective 
is to increase sales in the New Orleans area by improved dis- 
tribution at low cost. Box 6538, c/o Automotive News, Detroit 26. 





DEALERSHIPS AVAILABLE 


DEALERS WANTED 


Now there is an opportunity to get in on the ground floor as an automobile 
dealer, with a product that is sure to stir public desire for a new car to c 
greater extent than ever before. If you are looking for what will undoubtedly 
be your greatest profit. making opportunity, write now. Give full information 
in first letter so as to receive early consideration. Regardless of present con- 
nection, your letter will be held completely confidential. The future of the 
automobile dealer who has proper ability, financial means and the right 


product is mighty attractive. Write Box 6543, c/o Automotive News, Detroit 26. 
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BUSINESS WANTED 


BUSINESS OPPORTUNITIES 





GOVERNMENT SURPLUS. Jeeps: 
grucks; "oats; aircrafts; LST's; tractors 
trailers ,utomotive supplies; shop equip- 






DISTRIBUTORSHIP WANTED 
Oil Transport Tanks and/or 








gnent. rect from VU, 8S. Government ; : . 
TS depots. List and procedure—S$1, Brody, Dump Bodies and Allied Equipment 
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Connecticut and Massachusetts 
Write or Call 
PETER G. COUSINS 


205 Forest Drive 
Telephone Hartford—Jackson 9-3100 





Distributorships Open 


POR THE QUALITY CADIL- 
LAC LINE OF FUNERAL 

_ COACHES AND 

AMBULANCES 








CARS FOR SALE 
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USED CARS 
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DEFROSTERS. 
INTERIORS. 


HAVE HEATERS, 


By Old Established Manufacturer CLEAN BODIES AND 
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tion Profitable proposition to reliable dis- PRICED FOR IMMEDIATE 
‘ing tributors who are interested in earning SALE! 
or ond being in the 5-figure salary ANY QUANTITY ..5 to 500 
a bracket per year. Our factory repre- WRITE * WIRE ‘ CALL 
sentotive will help organize. 
. JAMES F. WATERS, INC. 
° ° New York's Taxicab Supplier for 20 Years 
ick G.M.A.C. Finance Avenane 38-15 Northern Bivd., Long Island City, N. Y. 
Write Box 6537, c/o Automotive News ST 6-3300 
to Detroit 26, Michigan H. CHARTERS A, H, AUSTIN 
n't = 7 ir. 
re pl BUSINESS OPPORTUNITIES 
full 
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IS THE TIGHT MONEY MARKET 
RESTRICTING YOUR EXPANSION? 


WE WANT 
Auto or Truck Leasing or 


Rental Companies 


We will purchase your leasing company or assets for cash, tak- 
ing over existing equipment and contracts. Inquiries handled 


in the strictest confidence. 


Write or call - Henry B. Tippie, Vice President - Treasurer 


ROLLINS FLEET LEASING 


Nation-wide Transportation Leasing Service 





In Canada: Rollins Leasing of Canada, Ltd. 
14th & Union Streets 
Telephone—Olympia 6-5401 


Wilmington, Delaware 


i Broker's help solicited. We will retain present management. 















Examine this entire issue of 
AUTOMOTIVE NEWS 















It was printed by the 


LITHENGRAVE 


PLATE PROCESS 









to save printing costs, engraving costs, 
production time, paper costs, and to 
increase sales. Then either call for a 
representative or write for details 
of our Publication Research 
Developments. 





















PRINTING COMPANY 


3939 BELLEVUE AVE., DETROIT 7, MICH. 
WAlnut 1-4560 


THE 


*“LITHENGRAVE is a trade-mark of Printing Developments, Inc., 
a subsidiary of TIME, Inc.”’ 
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Wethersfield, Conn. 
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-~CARS WANTED 


We want to buy new cars of all makes 


TRUCKS WANTED 


co | WANTED —- DODGE, one-ton_ wrecker. 
| 1953 to 1956, Seneca Motor Sales, Tiffin, | 





Ohio 










OFFICE EQUIPMENT FOR SALE 
FORMER CAR DEALER wants to sell his 
bookkeeping machines, National cash reg- 







| 
in quantity from dealers throughout | ister accounts receivable unit and file 
U. S. Our 1957 buying program is | and custom National cash register de- 
bout + tart, Dealers who dest t j signed’ around dealer statement. Records 
een eres ealers WhO Gesire TO |} all sales, used car purchases, bank de- 
participate—telegram or call: | posits, difference money on car trades. 





Saved us $5,000 
alone 


a year in salary money 
Instant delivery on tape of daily 


William Magee 









operating control figures at any time. 
Two copies at end of month of all totals 
Director of Purchasing Counts and records all transactions, Adds 
each work order item, certifies and dis- 
ROLLINS FLEET LEASING tributes on tape. Delivers receipts and 
paid out slips. Any or all totals can be 






recorded on separate slips for department 
checking at any time. Sample tape on 
request. Unit gives razor sharp control 
of new car trading and used car buying 


Wilmington, Delaware 
Phone: Olympia 6-5401 









transactions. Nearly new still under 
service policy. Very easy to operate. Will 
| pay for itself in six months, Wire or 
* 2 : te H. R. S s, F N. Y 
Highest Prices Paid write R. Sivers, Fulton, Y 
SHOP EQUIPMENT FOR SALE 
| For Good Grade |} FOR SALE--1 NO, DA300T Binks spray 
booth, complete with weather canopy and 
rain guard, also bake oven optional, Out- 
Used Cars ‘ne Lease Cars fit practically new. Phone or write Red- 
fearn Motor Co Ford Dealer, Camden, 
S. Car 
Fleet Cars ... Rental Cars ff) (\ytox byNAMOMETER. model © 41 
with tune-up instruments--SS95, Cincin- 
s nati time clock 849.50. Bridgeport Equip- 
Any Quantity ment Co 3ridgeport, Neb 
EXPLOSION-PROOF EXHAUST fans, 
| Al Schwartz, Inc. pneumatic fan switch, vapor-proof flood 
ights, Color-eye paint mixer, air regu- 
2332 Saw Mill Run TUxedo 2-8200 lator, Doyle Vac-It. E, O. Redmond, 


\lliance, Ohio 





ANTIQUE CARS WANTED 

1935 PACKARD COUPE with rumble seat 
Mention model and serial number. Box 
6509, c/o Automotive News, Detroit 26 


MISCELLANEOUS 

1000 BUSINESS CARDS 
$3.50. Cut insertion 
Samples free 
requirements 


4911 Baum Bivd. MUseum 1-1204 
Pittsburgh, Pa. 





PARTS FOR SALE 


BUICK PARTS 





raised’ printing, 
50c extra per 1.000 

Dealer nameplates. Send 
Business Specialties, 1422-A 





Rosemont, Chicago, II! 
All Other GM Parts Also || Fioop tichts » smaiep beam 
weather proofed ‘‘Revere’’ flood lights 
UP TO 50% DISCOUNT like new, all aluminum up to 1,000 watt 
lamps, 17° reflectors. Suitable for used | 
car lot or outdoor lighting, $25 each. 
Extra Discount on Hanley Dawson, 14501 West Seven Mile| 
Special Phone Orders Rd., Detroit 35, Mich | 












Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


Automatic BrakinG 
eR 
MEETS ALL I.C.C. 
REQUIREMENTS 


With Brake Hook-Up $§]* 





NASH PARTS INVENTORY for sale, Com- 


plete and well balanced, Willing to sacri- Less Guide Cables eocesce: © 
fice. Reply to Box 6485, c/o Automotive 
News, Detroit 26 

FOR SALE GENUINE Dodge-Plymouth Il W. i 
parts on inventory control cards, Retail 
value 86.000. Sacrifice for $500, Write or 


eall Serro Motor Sales 
hill 33407 


BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Irwin, Pa UNder- Four Point S 00 
Hook-Up ................ 45 


Meets 1.C.C. Strength Requirements 
QUICK-TOW Bumper- $19 50 
el . 


to-Bumper Tow Bar.... 
$35.00 


TRI-KING 3-Point Hook- 
LIBERAL 


Up iIntra-State Tow Bar 
DISCOUNTS 








** 


DISTRIBUTORS 
QUANTITY 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 








Tow Bar Sales Co. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 NITES: DO 3-8373 


Call Collect “* pcy, <heroes 


40 So. Clinton St., Chicago 6, Iil. 





PARTS WANTED 

| FORD AND CHEVROLET parts wanted. 
Dealers overstock and obsolete parts 
bought for cash. Send stock lists to B. 
Freeman Auto Parts, 492 Main St., Fort 
Lee, N. J 


| 


TRUCKS FOR SALE 

HAULING TRAILERS and 

We have for sale 
tractors and trailers that 
for the movement of 
trucks or mixed loads. 
sacrifice for quick sale. 
586 S. Bivd. E., Pontiac, 
inquiries and/or offers to 
Corp., Box 36, Pontiac, 
Federal 5-6125 

FOR SALE: MACK cab-over-engine, 4- 
wheel-drive, heavy-duty wrecker. Derrick 
capacity, 50 tons; winch, 75 tons; crane, 
15 tons. Weight, about 14 tons, Suitable 
for rolling up tractor trailers. Duflo 
Chevrolet Inc., Croghan, N, Y. Phone 


2721 


CAR 
for sale 


tractors 
a number of 
are excellent | 
four cars, four | 
We are willing to 

May be seen at | 
Mich. Address | 
Fleet Carrier 


Mich., or call 


MISCELLANEOUS 


$50,000 AUCTION $50,000 


Sale—Wed., Oct. 24th 
At 10:30 a.m. 


Preview—Tues., Oct. 23rd 
From 12 a.m. to 6 p.m. 
Contents 
BERKSHIRE MOTOR CAR CO., INC. 
462 Central Ave., Albany, N. Y. 
Chrysler-Plymouth Dealers 
All machinery, tools, office equip- 
ment, current parts, and parts bins. 


3-6454 Siemans Corp. 3-6454 
Auctioneer: H. R. Siegel, Pres. 
| Office: 252 Sherman St., Albany, N. Y. 
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BLU 


MISCELLANEOUS 


E ® CHIP 


TOW-PILOT 


WITH LUBRICATED 


AUTO 


MATIC BRAKE 


& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


@ Only one chain lock bolt at- 
taches coupling head. 


@ Four clamps to fit 98% of all 


cars, plu 


s 2 large adaptor 


clamps are included with each 


unit. 


@ Tubular Steel V Arms Adjust up 
to 44" spread. 


@ Padded 


Coupling Heads to 


Protect Bumpers. 


DEALERS' SPE 


$52.35 


CIAL (F.O.B. Factory Net) 
Fed. Tax included 


WITH AUTOMATIC BRAKE 


AND 


BRAKE CABLE 


Less Guide Cables 


GU 


DEALERS' SPE 


$9.90 


* € 
IDE CABLES 


CIAL (F.0.B. Factory Net) 
Fed. Tax Included 


THE FAMOUS 


MOT 


O-MATIC 


TOW + GUIDE 


WITH UNIVERSAL 


(WR 


IST) ACTION. 


Four Clamp Hook-Up 


DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 


Fed. Tax Included 


Meets 1.C.C. Strength Requirements 


Liberal Quantity Discounts 


To 


Distributors 
. & 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Canadian 


Factory Distributors 


FIVE WHEELS LIMITED 
599 Yonge St. 
TORONTO 10, ONTARIO 


TRADE CONNECTION: 
Truck Dealer (] 


Financial () 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [[] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Manufacturer (_] 
Supplier () 


10-15-56 
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COMING FROM THE FORWARD LOOK 


THE OUTSTANDING ENGINEERING 
ADVANCE OF 1957! 








NEW TORSION-AIRE 





RIDE :..it carpets the 


Only once or twice in a decade is there an engi- 
neering “break-through” like this! 


Chrysler Corporation’s engineers have perfected 
a completely new suspension system, a new kind 
of ride—Torsion-Aire! 


This means your car will have greater stability, 
levelness, ‘‘floating comfort” —on any kind of road. 
You will turn corners with virtually no “sway” 
. . . you will stop without a jolting “front-end 
dive” . . . you will ride as on a carpet, softly, 
quietly, without road shock! 


Yet Torsion-Aire is just a part of what Chrysler 
Corporation engineers and stylists achieved for 


°57, part of the lasting value built into these cars! 


You will see new styling so striking and so right 


that it’s called The New Shape of Motion! 


You will enjoy Pushbutton TorqueFlite—a new 
transmission, smoother and swifter than any yet 
devised. You'll discover new engine performance 


. the 
/ 


. smaller wheels with softer-riding tires . . 
new ease and assurance of Total-Contact Brakes: 


All these advances put more value and appeal into 
Chrysler Corporation cars than you'll find in any 
others. The Forward Look means business—good 
business now and in the years to come! 


road! 


How Torsion-Aire helps you 
ts 


se 


1 Smooths the roughest roads 


2 Turns corners without “lean”’ 


= 
@| “=== 


3 Stops without “dive” 


eeeeeoeveeveeeeeeeeeeeeeeeeee 


CHRYSLER CORPORATION > THE FORWARD LOOK 


The new Plymouth, Dodge, De Soto, Chrysler and Imperial on public display October 3Oth 


COPYRIGHT 19558 BY CHRYSLER CORPORATION 








